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Since 1869 Vaughan Fine Tools have been demanded by 


— 
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master craftsmen everywhere. Men who work with tools 
are quick to appreciate the sterling quality the built-in 
balance, the fatigue reducing features that have been 


synonymous with the name Vaughan for the past 79 years 


There is a pride in ownership of a Vaughan Tool 


a thrill in its use. 





Sales Office: Suite 800 — 135 S. LaSalle St. 
Chicago 3, Illinois 
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for coal and wood furnaces, 
fireplaces, stoves 
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J GOES TWICE AS FAR YA 


Chimney Sweep —America’s only nationally 
advertised soot destroyer—now works better and D U 
faster, goes further than ever! And we’re backing 
> this new, improved product with the heaviest ad-| 
| vertising in Chimney Sweep’s history—leading 
national magazines plus local radio the country) 
» over. You'll get more calls—make more sales— Y) ) 
\ pocket more profit! Better stock up now! Fst 





THE MODERN WAY TO CLEAN 
FURNACES, FLUES AND CHIMNEYS 



















HERE’S CHIMNEY SWEEP’S NEW #2570 
DISPLAY ASSORTMENT. IT COSTS YOU 
LESS, AND YOU MAKE $17.14 FAST! 


You get: 
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Retail Price 










er | : 
POWDER Liquid | LIQUID CHIMNEY SWEEP | ‘Mis 
Rea te Ge ibis ese secedssevecnsses $ 5.88 ( at AAW | Don’t forget the big demand for and 
wy doz. B ($1.29 size) Co erereceresecesesecece 7.74 fast-selling Liquid Chimney Sweet 






—for all oil and kerosene heating 
and cooking units. Just poured ir 
the fuel oil tank, it safely helps clear 
out soot and prevent soot from 
forming ... helps remove gum ang 
sludge, combats rust and corrosion 
Saves heat—saves fuel—save' 
money! 





LIQUID 
Ca ie CP ENED, oc desscccevseconssins 15.48 
Re es Oo oS cccdcwseussescooes 









PP cncvenebvecseanannewel 25.70 
WE Si nce sosiwnsesceeweves $17.14 












FREE: Packed with this assortment—W indow streamer, dis- 
play cards, circulars and proofs of tested newspaper ads. 







G.N. COUGHLAN CO. Sole Manufacturers WEST ORANGE, N. / 











List List List 
No. | Size Pack Weight __ per Case Each* No. Size Pack Weight per Case Each* 
B | 3th doz. | 38% lbs. | $15.48 | $129 | LP | Pint | Idoz. | 16%lbs. | $15.48 | $1.29 
Bl | lb. | 2doz  26%lbs. | 11.76 | .49 | LQ | Quart | Yadoz. | 15 Ibs. 13.74 | 2.29 
/ LHG | %Gol | Ydoz | 18 Ibs. 17.16 | 4.29 

*Fair Trade—Price Protected L-G Gallon | Ys doz. | 33% Ibs. 31.56 7.89 


















HARDWA 


— 


Hardware Age 
Post Office at 








> backing 
viest ad-/ 
—leading 
» country 
> sales— 
wi 


SWEEP 


emand for 
ney Sweep 
ne heating) 
poured in 
helps cleat 
soot from 
e gum and 
corrosion’ 
iel— saves 


RANGE, N. 











List 
Each* 
$1.29 

2.29 

4.29 

7.89 









— 











YALE’S lew HEAVY 
‘eat DUTY TUBULAR LOCK 


Ale it Sroftlatt lo Fush~— 


Bocause Gls Eastest le Grstall 


From picking up the package to sweeping up the wood shavings, 


this new heavy-duty tubular lock saves builders so much work 
and labor costs that they will /eap to buy it from you. 





All parts are packaged in proper position relative to 
assembly. 

It’s reversible on the job. 

Just two small holes to bore, one recess to cut—full 
mortising eliminated. 

Door thickness adjustment made by screwing outside 
rose. 

Bolt unit and outside knob unit interlocked by turning 
knob. 

Inside knob snaps into place. 

Six Models: office and front doors, classroom, entrance, 
corridor, connecting, communication. 

Order from your distributor now. The Yale & Towne 
Manufacturing Company, Stamford, Conn., U.S. A. 






Architects and Home-Owners Approve Its 
neat key-in-knob design—functional 
beauty—no exposed screws—choice 
of finish—dull polished brass, bronze, 
or chromium plate — sturdy Yale 
strength. 

Entire locking mechanism designed 
into two cylindrical housings. Note 
packaging—parts are all ready for 
assembly. 
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Tubular Lock 


by YALE offers protection 
and convenience at low cost. 
A universal lock, it is pack- 
aged for simple step-by-step 
installation. 


Six Models: Front door pin- 
tumbler, front door disc- 
tumbler, inside door latch, 
bedroom lock, bathroom lock, 
side door lock. 


~YALE~ 


hase Gale Whe Us “ake the 





The Standard Duty 
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Hardware Age, published every other Thursday by Chilton Co. (Inc.), Chestnut and 56th Sts., Philadelphia 39, Pa. 
Post Office at Philadelphia under the Act of March 5, 1879 ( Printed in U. 8. A.) $1.00 per year. 


Entered as second class 
Single copies, 25¢ each. Vol. 162, No. 10. 


matter March 24, 1933, et the 
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Here’s a book you'll want. It’s full of ideas 


that pay off across the counter . . . shows 






you how to use even a small space to increase 
window glass sales. 

The alert dealer who shows the most will 
sell the most. After talking with hardware 


men all over the country, L-O-F put their 


; + * « 
don ! miss this suggestions and ideas in book form as a service 
' 


to you. This informative guide is yours for 
NEW, FREE BOOK! rig Png 


Libbey -Owens:Ford has always striven to 
give you the best deal in glass. For example, 


“- 


L-O-F processes window glass so that it breaks 














straight and \clean when you cut it . . . eliminating 
costly waste. (Longer annealing helps do 
away with the internal strain which makes 
glass brittle and hard to handle.) Then, too, 
your customers know L-O-F glass and have 
confidence in its quality. 


These benefits . . . plus the ideas 





described in this free book, can mean greater 
glass profits for you. To get your copy, 
simply see your local L-O-F distributor or 
write to Libbey-Owens:Ford Glass 
Company, 64118 Nicholas Building, 
Toledo 3, Ohio. 

















Doustt STRENGTH 
Quality 









LIBBEY: OWENS ° FORD 
@ Gedl Name tw GLASS 
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laidd ONE COAT COVERS SOLIDLY over calcimine, wallpaper, wall- 


board, brick, plaster, concrete, metal, wood. and most interior surfaces. 
ARE NO PRIMING—NO SIZING ,.. paint right over plaster, wall- 
THE board, wallpaper and other porous surfaces. 

SEALS ITSELF... spreads out smooth and even in one coat. 
REASONS ECONOMICAL ...One Gallon of VITA-CAL plus one quart of 


WHY turpentine makes five quarts of paint—enough for the average room. 
* 
“Hf the directions on the can are followed. 




















... With Hodell Chains 


Every hour of every day, for one purpose or another, some It 
of your customers need chain. Their needs will be perfectly 
met when you sell them Hodell chain. PAYS TO 


Welded or weldless, with or without attachments, Hodell DISPLAY 
chains of all sizes, types and finishes have been standards HODELL 





of quality and dependability since 1886. 
ohn J , CHAINS 





Hardware dealers everywhere, who have been successful 
because they have gained the good will of satisfied customers 


a) j 
hold it! . . . with Hodell. Thes've geod trails items 
and they identify your 


Ask for a copy of our new catalog. store as a buying center 
for quality merchandise. 


yACK © SASH © SAFETY © LADDER © PUMP e LIBERTY MACHINE ¢ PROOF COIL © LIBERTY COIL © PASSING LINK e BULLDOG e SAMSON « FLAT LINK © REGISTER | 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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ef Fewer parts in Tubulars mean better performance and longer 


life. Barrows’ new ““Tu-Bors” use only five working parts in the 
standard latch, yet have double compression spring action for 
smoother, more precise operation. All parts are made of basic ma- 
terials—latch bolts and hubs of solid bronze, cases and other 
parts of tough, long-lasting cadmium plated’ steel. ““Tu-Bors” 


are unbeatable for fast installation, and are available in simplified 


»4 push-button locksets as well as in interior and closet latchsets. 


All of this plus Barrows’ beautiful trim designs which 
are the sales clinchers that move merchandise and 


pile up profits for Barrows Dealers! 


BARROWS BUILDERS HARDWARE is sold everywhere. 
Call or write your nearest Barrows distributor for 
complete information on Barrows 

“Tu-Bors" and related 

hardware items. 


















ONLY TEL-O-POST HAS ALL 
THESE VITAL ADVANTAGES 







* FULL RANGE HEIGHT ADJUSTMENT 
Adjustable 5’7” to 84”. Built-in jack 
raises beam to level desired —tightens to 
exact fit. 







* PRECISION TOOLED ALL-STEEL CONSTRUC- 
TION 
Supports in excess of 20,000 Ibs. 

















*& NON-COLLAPSIBLE SAFETY ENGINEERED 
Slotted lock-pin gives positive bearing 
for maximum strength — safely prevents 
post collapse. 


RUST-PROOFED INSIDE AND OUTSIDE 
Attractively finished in gray enamel. 


OFFICIALLY APPROVED BY LEADING CODES 
Accepted by Federal, New York and other 
city building inspection agencies. 

* PACKAGED COMPLETE — EASY TO HANDLE 
— READY TO INSTALL 





displaying and talking Tel-O-Post, the original and 














THE ADJUSTABLE ALL-STEEL JACK POST 
FOR BASEMENT BEAMS AND OTHER USES 


Tel-O-Post business has become big business — profit- 
able business — for thousands of dealers. Think of the 
volume market in your own community. 7 out of 10 
homes need to replace faulty basement posts, or add 
new ones to correct the cause of sinking floors, plaster 
cracks, sticky doors and windows, etc. 


Tel-O-Post enables anyone to easily and inexpensively 
raise, level and permanently support sagging basement 
beams. New home contractors, too, are ready prospects 
for the constructions improving, cost-saving advantages 
of Tel-O-Post. 


Here is new, profitable business you can sell easily by 





only nationally advertised adjustable jack post. { 


Cash in, now, by ordering a supply, today. Set up a 
Tel-O-Post display in your store and window. Sales 
come fast when you show people this low-cost way to 
stop home depreciation. 


Write for Free Sales Literature, News- ; 
paper Mats, Display Literature 


o— 


Mississippi River 


Suggested Retail 































WARREN 4, OHIO 
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..-1O0 Modern New 






Overhead Door 





Convenience 
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ROLLERS ADJUST AUTOMATICALLY 


Garage Door Hardware 


Here it is! Modern, new Garage Door Hardware . . . beauti- 


and ful, balanced, smooth and quiet . . . especially designed for 


pa economical conversion to overhead door convenience ... a 




















ales profit-producer it will pay you to push. 

to 
F New R-W 999 Garage Door Hardware for lightweight 
Ws garage doors is delivered complete, with everything needed 


for installation and operation—all hardware including tracks 
ADJUSTABLE SPRING —packed in one carton, weighing 85 pounds. For full informa- 
tion about the new R-W 999 Garage Door Hardware, call the 
nearest Richards-Wilcox office or write for folder. 


COUNTERBALANCE 





Richards-Wilcox Mfg. ©. 


“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 
Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washiugtor, LD. C 
Indianapolis St. Louis New Orleans Des Moines Minneapolis Kansav City 
Los Angeles San Francisco Denver Seattle Detroit Atlanta Fittshurgh 
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FOR YOU 
THIS CHRISTMAS 


4 “yY 
, 
IN THESE 


ALL-NEW 1949 sf 


RADIOS! 
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Styled right...priced right " 

) 

« for every customer you serve! 

e/ | i. eC 

No) Make your Christmas business bigger this year bin 

| oh . with a complete stock of all-new Crosley radios! the 
They'll be in hot demand for Christmas giving . . . and 
there’s a model styled and priced to fill the gift needs 

of every customer. Plus generous profits, you'll discover Do 

that your display of Crosley radios builds store traffic, tha 

increases sales in other lines you handle. Get set now pla 

for the holiday buying spree. Order a complete stock qu: 

of Crosley radios from your Crosley distributor! Tyr 
your prospects are good! 

THEY'RE PRE-SOLD BY POWERFUL CROSLEY ADVERTISING IN NATIONAL DC 


MAGAZINES .. . You tie in locally with sales sparking promotion 
aids—ad mats—radio spots—displays—literature—available 
on Crosley’s generous cooperative advertising plan, 


i—\e — 


anes 


Division—_{fZ¥LO Manufacturing Corp., Cincinnati 25, Ohio 
Shelvador® Refrigerators @ Frostmasters @ Ranges 
Radios @ Radio-Phonographs »@ Television 
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The thrifty “buyer’s market” is becom- 
ing more apparent each day. Dominion 
Appliances fit into this trend admirably 
because they have modern appeal com- 
bined with basically sound design — and 
the prices are right! 

There will be a greater demand for 
Dominion Appliances this Christmas 
than ever before. The wise dealer will 
place his order early to insure an ade- 
quate supply of these “Family Favorites”. 
Truly, they will be Holiday Highlights! 


Available through reputable distributors 
across the nation! 


DOMINION ELECTRIC CORPORATION 


MANSFIELD, OHIO 
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CORN POPPER — Sure 
to be a best seller! Makes 
delicious popcorn without 
stirring or shaking. Also 
good for warming 
soups, etc. 


POP-UP TOASTER — 
Completely automatic — 
handsomely modern. Two 
slices toasted to taste. It’s 
a breakfast table favorite! 


Sh... 
SN ELS 


“GRID-A-BOUT” — 
One set of reversible 
grids. Toasts sand- 
wiches, grills, on one 
side - makes delicious 
waffles on the other. 


WAFFLE IRON — 
AUTOMATIC - 
Tempting waffles 
from this “family 
favorite”. You can 
readily control the 
shade of brown — 
dependably, easily. 





HALF OF ALL THE PYREX WARE 


SOLD IS BOUGHT FOR GIFTS 














i 
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and Christmas is the biggest Gift Season of all ! 


A recent survey, made at the point-of-sale, showed that 
more than half the Pyrex ware purchases were made 
expressly for gifts. 

With Christmas just around the corner, Pyrex ware 
should be right at the head of your list of “Items to 
Feature”. Colorful, high-unit-sale items will be feat- 
ured in the 1948 Pyrex ware national advertising cam- 
paign. A full page, four color ad in the Saturday 


Evening POST, followed by ads in leading news- 
papers from coast to coast, will start gift custome’s 
pouring into your store. 

Check your entire Pyrex ware stock now, including 
those featured items shown in the box below. Place 
an order big enough to back up a real “Pyrex ware 
Christmas Gift Promotion”. Make your plans now to 
reap the extra profits from Pyrex ware gift business. 


CONSUMER PRODUCTS DIVISION, CORNING GLASS WORKS, CORNING, N. Y. 


Check your stock today on these 
featured items: *2°° to *3%5 












Pyrex Ovenware Gift Set, 12 ‘a Pyrex Platter Set, 2 platters 
piece, #295, retail price per in Xmas Box, #825, retail 


sett. . . . -. - $2.95 price . $2.39 


Pyrex Oven and Refrigerator C] Pyrex Flameware Double 
Set, in color, #500, retail Boiler, #6763, retail price, 


price per set . $2.95 only $3.95 


‘a Pyrex Color Bowl Set, 4 nest- CT] Pyrex Flameware Percolator, 
n 


ing bowls, #400, retail price ew 4-cup size, #7824, retail 


per set $2.95 price . $2.45 
40% PROFIT ON ALL 10 CASE ORDERS! 








CORNING”, “PYREX” AND “DOUBLE-TOUGH" are Registered Trade Marks of Corning Glass Works in the United States 





H- 
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Get Ready Now for the Holidays! 
MOTT, 
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Are Always Favorites! 


Now’s the time to organize a big Coleman Holiday gift- 
selling drive! Coleman Appliances have been favorite Christ- 





mas gifts for years. They are gifts that keep on giving! 
Every one is useful, lasting—they add to the comfort, fun 
and joy of living. Here’s how you can step up your Coleman 
Christmas business: 


Powerful Coleman magazine 
advertising will tell millions 
about Coleman Gifts. Plan a Coleman 
gift advertising campaign of your own 
with Christmas ads in your local paper 
—ask for special Christmas ad mats— 
arrange special Christmas displays for 
windows, floors and counters. Stock 
up now— get in touch with your 
Coleman jobber today. 


THE COLEMAN COMPANY, INC. 
WICHITA 1, KANSAS 

































Coleman Floodlight Lantern—famous 
leader of the Coleman Leadership 
Line. 


Coleman Daylite Lamp brightens the 
—— cheer the year around. 
Gives light like daylight. 





































Pocket Stove——Handy for quick 
lunches. Display it! Sells on demon- 
stration. 


erect : Folding Camp Stove—Lights 
instantly. Cooks like city gas range. 
Carries like a suitcase. 


Self-Heating Iron ends ironing da 
drudgery—saves % ironing time! 
good, steady seller! 










Speedmaster Portable Stove—Perfect 
for outdoor meals—for workshop use. 
A BIG little stove. 








Coleman Handy Gas Plant—Practical 
for farm use, for hunters, as a cook 
stove, and heater! 


f QUELTT, 
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Portable Hot Plate—Hot meals any- 
where. Ideal for cottage, cabin, trailer 
or boat. 
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~AMonume 
to an Ideal | 


MPIRE LEVELS are accorded their world- ; 

wide fame for dependable performance 
and accuracy because their production is based 
upon an Ideal. This ideal is as basically simple, 
undeviating, and sharply defined as the inspir- 
ing lines of the familiar Washington Monument. 


xk k 


MPIRE’S Ideal embraces strict adherence to 

the principles of quality production, and a 

firm standard of service to our wholesalers, re- 

tailers, and craftsmen, wherever the finest in 
levels is demanded. 


kkk 


T IS this Ideal, continually practiced through- 
out Empire’s twenty-nine years of service 
that aids today in maintaining your customers’ 
loyalty and good will. It will continue to build 
and expand confidence in the great and imme- 
diate era of expansion and growth that lies 
ahead for American industry and enterprise. 
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EMPIRE LeveL Mec. Co. 
MILWAUKEE 4, WISCONSIN 
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, The above illustration first appeared in 1922. We have reproduced it each year since, as a 
reminder to you of the Ideal inspiring Empire's best efforts in manufacturing and service. * ; Cle 
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HARGRAVE 








Used by the Na 
Stock sizes from 


q The No. 530 Clamp Assortment quickly shows your customers THE 
' BEST VALUE OFFERED IN CARRIAGE CLAMPS. The attractive, 
colorful wood display actually makes the sale . . . just stand by, say “thank 
you” and ring up your sales. 


More and more dollar-conscious homecrafters, handymen and hobbyists 
are seeking the same fine clamps which are USED IN THE NATION’S 
' LEADING INDUSTRIAL PLANTS. 








Clamp frame is made by a special process and is MORE THAN 50% 
STRONGER than ordinary malleable; screw is steel, heat-treated to 
prevent bending and battered threads. The oscillating ball and socket tip 
is steel, put on to stay. Order your No. 530 Assortment today. Write for 
catalog sheet. 
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YOUR HARDWARE JOBBER CAN 





HARGRAVE 
No. 530 


CLAMP DISPLAY 















Eye-catching yellow 
enamel wood dis- 
play comes at NO 
EXTRA CHARGE with 
purchase of the No 
530 Carriage Clamp 
Assortment consist- 
ing of 2 doz. each 
3 in., 4 in., and 6 
in. Clamps 


THE CINCINNATI 
TOOL COMPANY 









Montgomery Road 
Cincinnati 12, Ohio 


SUPPLY YOU 


15 
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|V-BELT SALESMAN! 





* Carries 37 types to * Revolves for easy 
satisfy practically selection. Solves 
all your customers. your storage problem. 


Cs) 
U.S.RAINBOW 
V-BELTS 


wit |“ EQUA-TENSIL CORD SECTION 


This streamlined metal counter stand does a 
powerful selling job. It holds enough belts 
to fill the needs of practically all your cus- 
tomers. It’s an attractive display and it reveals 
at a glance that you stock a wide assortment. 

Each belt is a carefully selected best seller— 
chosen to fill your needs as a Hardware Dealer. 
Each has the unique Equa-Tensil Cord Section 
which provides entirely new pulling power 
and endurance. 

Ask your Jobber for prices, or write Me- 
chanical Goods Division, United States 
Rubber Company, 1230 Avenue of the Amer- 
icas, New York 20, N. Y. 





















RAINBOW 
yet 

























U. S. RAINBOW—The V-Belt 
With the Equa-Tensil Cord Section 





























EQUA-TENSIL CORD SECTION 


Top Rubber Section in 
closely-engineered 
balance with the 
foundation member 
... keeps cool under 
constant stretch 


and turn. 

Eque-Tensil cod ETI 

Section—all cords } 
coe See 8 A 






















scientifically placed, 
each pulling its 
share of the load. 


A sturdy level cushion 
for the Equa-Tensil 
Cord Section. Provides 
structural firmness for 
V-grooves and over 
the flat pulley of 
V-to-fiat drives. 


2 ee we DO Oe me oe 














UNITED STATES 
RUBBER COMPANY 
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SIMONI 
lar Saws 
| cutoff, « 
5 cutting ji 


SIMO! 
Files: I 
Made 
Simon 
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SIMONDS 


SAW AND STEEL CO. 

















Makes Only One Quality... the Finest... in: 


“RED END” Hand Hacksaw 
Blades: Molybdenum, all 
hard, and hard edge. 


“RED END” Hand Hacksaw 
Blades: High-speed steel. 
All hard, and hard edge. 


a 
ts 
~ 
“RED END” Hand Hacksaw 
. Blades: Standard steel. All 
_ hard, and hard edge: 
Te 
n 
= 
= “RED END” Power Blades: 
s Molybdenum. 
“RED END” Power Blades: 
-_ High-speed steel. 


SIMONDS Narrow Band Saws are widely used in planing mills 
and woodworking plants. Made of Simonds special alloy steel. * 















When you want the top 
value in tools for cutting 
wood, metal, plastics, 
paper, leather or what 
have you...by hand or pow- 
er machine . . . simply say 
“SIMONDS” to your Hard- 
ware Dealer or your 
Industrial Supply 
Distributor. 





SIMONDS Crosscut Saws: 
“Crescent-Ground” saws are 
the finest made .. . of special 
Simonds steel, ground front 
and back by exclusive 
process, for uniform tapef, 
2 so sawsdon’t choke or bind. 
j 2-man and 1-man saws. 




















; v 
' MOND 
SIMONDS “RED STREAK” Solid-Tooth Circu- sad i" - 
lar Saws are made in many types . . . rip, planer,, 
cut-off, me ass os ote See of — BRANCH OFFICES: 1350 Co- FITCHBURG, MASS. 
cutung job. smoother cutting, longer hiv’ lumbia Roa joston 27, er 
- Mass. ; 127 S. Green St., Chi- Other Divisions of SIMONDS SAW AND STEEL CO. 
cago 7, Ill.; 416 W. Eighth making Quality Products for Industry 





SIMONDS “RED TANG” 
Files: First quality only. 


St., Los Angeies 14, Calif.; 
228 First St., San Francisco 5. 
Calif.; 311 8. W. First Ave., tag 
Portland 4, Ore.; 31 Ww. 





TES Made with teeth like T A 5 k 8.. Wash. 
i rent Ave., Spo ane as wh pn 
ANY —— a Canadian Factory: 595 St. Special Electric : Simonds Prades 
- snsepe Remi St., Montreal 30, Que. Furnace Steels end Grains for Conede 
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Meteor. This is the favorite with those who have fine grass 
and a smooth lawn. Available with 7 blades for bent 
and other fine grasses. Widths, 16” and 19”. Net weight, 
16” width, 5-blade model—36 pounds. 


Pennsylvania Power Mower. Now offered 
in 18” and 21” widths. Dependable % 
H.P. motor with Push-Pull control of car- 
buretor and clutch. Extra wide crucible 
steel blades. Simplified adjustment of 
chain and height of cut. Typical Pennsyl- 
vania grass-cutting quality, plus a de- 
pendable power unit. Net weight, 111 
pounds. 





A 
/ 


Penna-Lawn. This new, medium-priced mower should 
become a really popular model. It is an all ‘round 
mower with typical Pennsylvania grass-cutting qual- 
ity—easy to operate and to service—quiet and 
long-lasting. Width of cut, 16”, Net weight, 41 
pounds, 


Trimmer and Edger. A popular 
time-and-work-saving tool— 
Pennsylvania quality through- 
out. The trimmer has a 6” width 
of cut. The edger is a steel disc 
with a small plow. Net weight, 
including handle—23 pounds. 


HARDWARE AGE, NOVEMBER 4, 1948 HARDY 





Great American. This is the all-time 
favorite—the largest selling quality 
mower—the one that made the 
Pennsylvania name famous. Widths, 
15”, 17” and 19”. Net weight, 10” 
wheels—43 pounds. 


> MORE of them 


os ar 4 
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’ “ —every one real 
PENNSYLVANIA QUALITY 


@ Get ready NOW for your 1949 lawn mower season. 
Your jobber can supply you with PENNSYLVANIA QUAL- 
ITY MOWERS—as many of them as you need—for your 
good customers who want the best. 

The Pennsylvania standard line of mowers in- 
cludes the following: 
Great American « Pennsylvania Jr. 
Meteor - Pennsylvania Power Mower 
Penna-Lawn « Pennsylvania Trimmer and Edger 


‘‘PENNSYLVANIA QUALITY’’—as always—means 
dependable grass cutting, easy operation, long life and 
simple adjustment and service. In short, it means cus- 
tomer satisfaction. 


Pennsylvania Jr. Here is a super-quality hand PENNSYLVANIA SERVICE 

mower—made to cut the finest or the toughest grass. To simplify the service problem, Pennsyl- 
Train of 3 cut gears on both sides gives great driv- vania offers a complete Replacement Parts Cata- 
ing power. Blades oil hardened and tempered. log. A copy of this will be sent you free of charge 


: - i , > vf on request, 
Widths, 17” and 18”. Wheel heights, 10” and 8”. 





Place your order with your jobber 


ote x “45> PENNSYLVANIA 


QUALITY LAWNMOWERS SINCE 1877 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE 
Bridgeport, Conn. © Camden, N. J. 
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Presenting 


Newest Hoover and lowest priced... / /p/ : / : ( 115 
low and light...neat and trim...yet // yg y’ retails for only | 
it cleans far “bigger” than its size. //, Zh? 59°... Cleaning | 
It’s ideal for small homes... Ast tools extra 
handy for all homes. It rolls _§ So 
like a dream and itsa 
Hoover through and 

through ...“it beats, as 


in Ka oa 
. : ” aie Feet P 
it sweeps, as it cleans. tag, wes = —S THE HOOVER COMPANY 


North Canton, Ohio; Hamilton, Ont., Canada; 





Perivale, England 


This addition to the Hoover line puts Hoover 
dealers in a better position than ever before. 


mS , Y Z 
HOOVER'S COMPLETE LINE OF CLEANERS 


/ Ui y} 
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loover, Jr. a loover De Luxe = 
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Model 4-D: "'Two- 
in-one"’ step stool 
with chromium legs, 
upholstered seat 
and back. 














Nolo l-] Ar awed lel lire, 
Utility Table with 
chromium legs that 
fold into top for 


oR Smet lelgele le 
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is campaigning 
lay and night to make 
this a COSCO Christmas 


i we “ 
beer Hones 


. Or a 


More than 23,000,000 messages in six 
leading home and women’s magazines 


Around the clock and all over the land, from now until 
Christmas, Cosco national advertising will be campaign- 
ing to establish Cosco Household Stools and Utility 
Tables as your leading gift line. Altogether, there will be 
more than 23,000,000 messages in the country’s six 
leading home and women’s magazines, all featuring the 
Model 4-D Step Stool and Models 7-A and 8-C Utility 
Tables. Be ready for the rush. Order Cosco today! 


HAMILTON MANUFACTURING CORPORATION »« COLUMBUS, INDIANA 


LUOGLD 288 Be 
AeA RSA AA 


Model 8-C: "Roll- 
away” Utility Table 
with two big shelves 
chromium legs and 


3° casters. 











Leisure means most to 
Mrs. America...Sell her 


with an 


ealomance ELECTRIC RANGE 


“The Range that makes good cooks better” 


HERE’S scarcely a woman who 

yer say ‘‘yes” to the irresist- 

ible appeal of better cooking .. . 

San. te more leisure! It’s an unusual pros- 
‘Good Housekeeping pect who won't respond to the lure 
a of an L&H .. . with its famed 
cooking performance that makes 
good cooks of amateurs . . . its 
automatic wizardry that saves so 
much time, makes meal preparation 











so simple and easy .. . its beauty 
that adds so greatly to any wom- 
an’s pride in her home. No acci- 
dent, the popularity of the L&H 
Automatic Electric Range is built 
on 73 years of L&H experience 
in the production of fine cooking 
and heating appliances . . . your 
assurance of profit and progress. 
For information, write 


A. J. LINDEMANN & HOVERSON CO. 
Milwaukee 7, Wisconsin 











Also manufacturers of 
L&H Electric Water Heaters 
and LEH KEROGAS Oil Ranges 
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It’s back again! But better than ever! An improved quality 
Federal Grayrock which was such a popular favorite before the war. 
Stock it! Women want gray ware ... and they haven’t been able 
to get it. Be the first in your neighborhood to show it. 


FEDERAL ENAMELING AND STAMPING COMPANY 


World’s largest manufacturer of Enameled Kitchenware 
PITTSBURGH, U.S.A. 


write, 


jobber 
for omplete 


Immediate delivery 
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es 


HARDWARE AGE, NOVEMBER 4, 1948 























A picture of security and 
efficiency with Storm-Proof 
Hardware on the job! 


It’s safe to relax only after every precaution 
has been taken to safeguard valuable equip- 





ment and livestock from the rigors of stormy, 
winter days ahead. National Storm-Proof 
Hardware has been designed to deliver un- 
faltering service despite rain, snow, sleet and 
ice. Doors are held snug and weathertight. 


No. 55 Storm-Proof Junior Door Hanger is a member of 
this rugged Storm-Proof family and is designed to serve 
doors weighing not over 200 pounds. Hanger has two 
wheels in tandem with antifriction, steel roller bearings. 
Three larger sizes are available for heavier-type doors. 
Your trade will want the genuine National Storm-Proof. 


vo. 55 sim-tveet ser coor vangr NATIONAL MANUFACTURING CO. tiiwors 
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Want some extra Christmas volume? 
Here’s where you can get it with the fastest 


selling electric hedge trimmer at Christ- 
mas or any time . . . Electrimmer. We've 
made up special display stands ... we'll 
supply you with folders . .. you are 
backed up by the most extensive national 
advertising campaign in the industry .. . 
and we're giving you special Christmas 
wrappers to help you build a SELLING 
=. /) DISPLAY. Every friend of everybody who 


See . “// has a hedge is a prospect. THIS IS ONE 


DEAL YOU CAN'T AFFORD TO MISS. And 


/ it will introduce your customers to SKIL Tool 


quality ...a wonderful way to pave the way 


for sales of other SKIL Tool products for 
home use. 


es 
trims, bets times faster 














~~ Itmakes alot of sense 


— to feature this 


PINCOR 


Power Lawn Mower .— 


J — 


in Winter! 


Whittle? 
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If there’s any job that people hate more 
than pushing a lawn mower—it’s pushing a 
snow shovel. And now—just as Pincor power 
lawn mowers have turned grass-cutting day into 
fun—the new Pincor P-24 takes all the back-, 
breaking work out of snow days! Just re- 
move lawn mower, attach snow plow—and the 

P-24 clears walks and driveways! 
Designed for larger-than-average lawns and proper- 
ties. Features the famous Pincor-built 114 H.P. 
engine, all-welded steel chassis, scores of typical 
Pincor advancements throughout. Snow plow 
quick-detachable for switchover to lawn mower 

or accessories shown here. 


Let us tell you all about the Pincor P-24 and 


how this all-year round power mower can step 
up your profits—all winter long. 


— “g 
™)) / id 
nN & yy 2 ' 


MI 
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P-24 ATTACHMENTS 


/ ake / § 
Pron yo 


Reel type lawn Centrifugal pump 
mower 


Sickle bar mower Lawn roller 








PINCOR 


products are sold direct to 
dealers at fair traded prices. 
Fair Traded Retail Prices 
(f. 0. b. Factory) 


P-24 Power Lawn 
Mower complete...... $225.00 


Snow Plow Attachment... 29.50 


Centrifugal Pump 
Attachment 


Sickle Bar Attachment.... 


Lawn Roller Attachment. . 





PINCOR PRODUCTS 
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LAST 


SATURDAY EVENING 


Taylor's 1948 Christmas Promotion has already 
started—and it’s the biggest yet If you haven't NO. 14AN1 ASSORTMENT 
stocked plenty of Taylor Instruments, better 
hurry! pcs. NO. DESCRIPTION RETAIL EACH 
3 , a i 7 3 $127 Taylor Utility Thermometer - - $1.75 
% big, - ds he Saturda Even- : ' aaa 

— hard-hitting © s in the Savorey r 3 5316 Taylor Window Thermometer - 1.75 


ing Post will push barometers, window an . : se eges 
wall thermometers. A series of ten monthly 6 5140 Taylor W all Thermometer - + * 85 
ads in Better Homes and Gardens, highlighted 3 17AAl Taylor Wall Thermometer. + ° 1.25 


by a big one-columa Christmas 4 will spark 5304 Taylor Deluxe Window 

your cooking thermometer sales. All this will Thermometer. - °° °° 3.50 
make Christmas 1948 Shoppers more “Taylor 2 5908 Taylor Candy Thermomet < ° 3,00 
onc than ever before. ; 2 5928 Taylor Oven Thermometer. + * 3.00 
This new Taylor 14AN1 Deal is one fast way 3 5936 Taylor Roast Meat Thermometer - 1.75 
to cash in. It's actually your ow® self-selling 1 2510 Taylor Berkeley mesegele « 9.00 
Thermometer and Barometer department on > + 
only 20” of counter space! 1 AA Home Instrument Display - + ° n/c 
he first big full page in, te ter breaks | Retail Value $49.10, Cost to Dealer $28.20 
November 27th. Don’t wait another minute. 

Order this fast selling Taylor line from your S 

wholesaler today! Taylor Instru- PROFIT 20.90 42.6% 

ment Companies, Rochester, N. 

Y., and Toronto, Canada. 








aylor 


INSTRUMENTS 


IR 


direct to 
led prices. 
il Prices 
ory) 


. .. $225.00 
29.50 


85.00 
57.50 
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SELL THE LINE — 
TWAT SELLS THE FASTEST) 


iasiateeii e | Don 
PITTSBURGH’S Lightning Line of SWEEPS op 


and MAINTENANCE BRUSHES 


Do as thousands of wise dealers from coast to coast 
are doing! Display and sell the best, the toughest, the 
most serviceable line of staple-set sweeps and mainte- 
nance brushes on the market! 

Their uniform quality—rugged construction— 
machined hardwood, sets a new standard of quality 
for staple-set brushes. 

There’s profit in this quality. Order from your 
nearest Pittsburgh branch today! 





PITTSBURGH PLATE GLASS COMPANY 9-4- 
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WARNING 


7/\ DON'T BOOK INSECTICIDES! 


Don’t Get Stuck Again on Short-Season, Low-Profit Brands! 
Put Your Money on COOK-KILL Bug Killer and PUSH IT! 


COOK-KILL Bug Killer with Miracle EXTANE Is Guaranteed To Kill 
Household Bugs Faster, Easier Than Any Other = OR MONEY BACK! 


That’s Why you no longer need to stock a variety of ant powders, 
roach pastes, fly sprays, bedbug killers, etc. etc. that are seasonal 
and slow-sellers. 


Only COOK-KILL has proved 2 to 1 consumer preference by 


survey in 1947! FIRST IN SALES! 


Only COOK-KILL pays a 12 to 1 Profit over next best selling 


brand! FIRST IN PROFITS! 


Onl y C 0 OK -K | Le gives you a powerful radio and newspaper 


campaign this Fall, CONTINUOUS YEAR-ROUND SALES! 











Only COOK-KILL Bug Killer Contains MIRACLE EXTANE! 


YOU CAN’T LOSE! 


COOK-KILL IS AN IMPULSE ITEM—DISPLAY IT! 
HOUSEWIVES NEED IT EVERY WEEK IN THE YEAR 








COOK-KILL Bug Killer is the ONLY Household Bug Killer You Need! 


COOK KILL «ie S 


COOK CHEMICAL CO., 935 N. Wabash, KANSAS CITY, MO. 
Merchandisers of 


2-4-D WEED KILLER © DDT ¢ CHLORDANE PRODUCTS 
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PURITAN PRODUCTS Yam 
for every purpose W 
in every price class 
ECLIPSE CLOTHESLINE 

AUNT JOSIE CLOTHESLINE 
PLANET CLOTHESLINE 
PURITY CLOTHESLINE 
OTTER MOP YARN 

MAGNOLIA PLOW LINE 
BACK BAND WEBBING 

APRON BINDER WEBBING 
REGAL SASH CORD 
PURITAN SASH CORD 

KENDALE SASH CORD 

SOUTHGATE SASH CORD 


RAILROAD BELL & 
SIGNAL CORD 


MARINE BRAIDED ROPE 
WELTING CORD 
PIPING CORD 


a 


& 


& 


ArT or 


dake More Sales 


Quality Puritan Sash Cord has many a use other than being the 
perfect sash cord. Many dealers find that by carrying Puritan 
Sash Cord plus the other types of Puritan cord and rope, they 


make a ready sale, whatever their customer's need. 


Be prepared to make these additional sales yourself! 
Have the full line of time-tested Puritan Cordage} 

in stock to meet every need . . . whether it 

be from the housewife, the farmer, or thel 


trades. It'll mean extra dollars for you! 


FREE! Check Puritan your. 
self! On your company 
letterhead write for 50 ft. 
hank of time-tested eco- 
nomical Puritan Sash Cord, 
without obligation. Puritan § 
Cordage Mills, Inc, (manu- 
facturers), Louisville 6, Ky. & 
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wenes wor LES PROFITABLE 
ro sett NATIONAL LOCK canver axnowans 


Throughout the nation, aggressive hardware merchants 
are reporting outstanding profits from the sale of 
NATIONAL LOCK Cabinet Hardware. In store after 
1 ut NAME store, it is considered on important source of revenue. 


"Y It's easy to sell. It has an attractive dollar total. It 

1S 3 | gps : carries an excellent mark-up. Ask your jobber. Order an 
adequate stock. Then use the effective counter display 
boards, newspaper mats and other profitable sales tools. 


TWE MARKETS 
UNLIMITED! ‘ca 


eb 


‘CONVENIENTLY ; N 61-048 
PACKAGED! : 


WARK-UP \S NS8-2390E PY Be eet 


EXCELLENT! 


eSCREWS AND BOLTS 
e LOCKS FOR ALL PURPOSES 
eSASH HARDWARE 


I\ NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS 
MERCHANT SALES DIVISION 


DISTINCTIVE HARDWARE...ALL FROM | SOURCE 
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Westinghouse 
+ Lamps 


Dincinguom 
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Westinghouse 
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Large, full-color, easel-back DISPLAY CARD 
for window or counter. Size: 22" x 28" 
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NOTE: Send this coupon to your Westinghouse Lamp dis- 
tributor or to. 





WESTINGHOUSE ELEcvric Corp., 
Lamp Division, Bloomfield, N. J. 


Please send me, no charge, the Fall Promotion 
Display material. 


NAME 
COMPANY 


ADDRESS 
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A complete line of pruning saws to 
fill the need of every home owner and 
nurseryman. The patented arrange- 
ment of the teeth on Bushman prun- 
ing saws cuts on both forward and 
back stroke. The razor sharp edge of 
each tooth makes a very smooth cut 
so highly desirable in good pruning 
work. Blades are made of famous 
Swedish steel, handles of durable 
birchwood. 









GENSCO TOOL DIV. 


GENERAL STEEL 
WAREHOUSE CO., INC. 
1830 N. Kostner Avenue 

Chicago 39, Illinois 


ORDER FROM YOUR HARDWARE JOBBER 


BENS(D eeunins saws 


MADE IN SWEDEN 





— 


BUSHMAN SAWS 


With SWEDISH STEEL Blades 









Here’s Another Gensco Favorite 
—The famous Bushman Saw 
with Swedish Steel blade. 24”, 
30”, 36", 42” and 48” size for 
all types of work. They're faster 
cutting and stay sharp longer. 


Merchandising — stand Fi 
available with purchase of an 
assortment of saws. ; 


WRITE FOR COMPLETE 
LITERATURE, MATS 
AND ELECTROTYPES 
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DIETZ No. 2 D-LITE (Cold Blast) 


with rising cone burner 


SPECIFICATIONS 





DIETZ “MONARCH” (Hot Blast) 


SPECIFICATIONS 


IC i orgs. 8 oss 9 aren Boe 13'2 inches 
aoc ¥ 055.10 Sadsa'siee 4 C. Power 
Burner.... : ...No. 411, % inch 
SPP eee S ivy ruaietawasel No. 1 
MI cai hig Wiad wea seh .30 hours 
ars airy e6'are ; .'Fitzall Loc-Nob”’ 


...One Dozen 





te Med od A od 





DIETZ LANTERNS 
THE STANDARD 
OF THE WORLD! 


Since 1840 — for well over a cen- 
tury, DIETZ LANTERNS have main- 
tained an unmatched leadership in 
design and performance. Ever 
sensitive to changing times, ever 
alert to improvement, DIETZ has 
always kept step with the times. 

Among the notable features of 
the post-war Streamline series are 
the broad non-tip base, improved 
top, all parts are curved to spill off 
wind and rain. Now supplied cold- 
rolled coated steel, finished in 
gray enamel. 

Control of flame permits a 
choice of abundant portable light 
or a low controlled glow. 

Greatest economy of fuel con- 
sumption with undiminished light 
—proven efficiency prevents fail- 
ure in operation. DIETZ LANTERNS 
burn dry to the last drop, without 
interruption. 

The rigid distribution policy 
protects jobbers and dealers. 


Gas 


mM NEW York 





SS 
urd SS) or) 
\ J ~ ( 
LITTLE 
WIZARD \ __ D-LITE 
=— 


FITZALL 


SELL GENUINE DIETZ GLOBES 


The name DIETZ is blown in the glass — 
accept no substitute. Perfect fit for per- 
fect light—perfect quality for long service. 


Packaged in 1 dozen and 3 dozen. 

























DIETZ “BLIZZARD” (Cold Blast)| 


with rising cone burner ' 


SPECIFICATIONS 


ge oe eee Pe ere 1434 in 
Se eee rr 10 C. P j 
I ic Gat and. te cowed No. 272, 1 i: 
re er ee eee he No 
TR eer +a s ale 5 
Globe.... eee cece ea’ Fitzall Loc-Nell 
NG aie actin wn eaeremmuwer Half Dow 


DIETZ “LITTLE WIZARD” (Cold Bia 


with rising cone burner 
SPECIFICATIONS 






See ee oer 11 4 
eres eee eras 6 C. Pom 

ee ee ee No. 211,% . 
NE oe Sic cana ktei-aela alae eA No i 
PEE Seer eT ere TT 30 a 
See “Little Wizard Loc-Na® 
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merchandising 
helps 





bonus items 


e There’s magic—sales magic—in the mer- 
chandising plan Scovill has mapped out for 
1949...to build even greater demand for 
GREEN SPOT, the complete line of garden 


hose equipment. 


e Magic in the name “don herold.” In a book- 
let prepared especially for Scovill, this famous 
cartoonist tells how to (and how not to) water 
a lawn. There’s plenty of dope on GREEN 
SPOT items, to bring the customer back to 
your dealer for additional sales. 


e The new GREEN SPOT product displays 
are designed to work magic at the point-of-sale. 
Featuring don herold, these ‘‘silent-salesmen”’ 
display cards are real traffic-stoppers. 


e But the slickest trick in the new GREEN 
SPOT promotion is the bonus item. These are 
products with tremendous sales (and profit) 
possibilities—fan sprays, quick connectors, etc. 




























New 
don herold 
booklet 


To help you increase 


SALES & 
PROFITS 


Green Spot 
GARDEN HOSE 
EQUIPMENT 


—that need only to be pointed out and ex- 
plained to become best-sellers. And that’s what 
Scovill plans—the big push next Spring will be 
on GREEN SPOT bonus items. 


e Add to all this merchandising help, the sales 
magic of a name nationally famous for quality, 
and you can see why GREEN SPOT garden 
hose equipment is the BIG PROFIT line for 
’49! ScovILL MANUFACTURING COMPANY, 36 
Mill Street, Waterbury 91, Conn. 


Green Spot 


GARDEN HOSE EQUIPMENT 
A PRODUCT OF SCOVILL 
KEEPS THAT SPOT GREEP 
SPRINKLERS » FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS 
COUPLINGS - HOSE MENDERS - CLAMPS - NIPPLES - GOOSENECKS 





WHY EVERY PROGRESSIVE 
HARDWARE STORE 


should have a 


HOBBY TOOL 
DEPARTMENT 


“\NCOURAGED by schools, clubs and 
the U. S. Armed Services, young 
America is going in for scale modelbuild- 
ing and other handicrafts as never be- 
fore. Here’s a growing market for hobby 
tools that will bring you life-long business. 


The adult market, too, gets bigger 
every day, as men discover the benefits 
of handicraft hobbies for fun and relaxa- 
tion. Millions of home workshops need 
special hobby tools. Industrial establish- 
ments, too, need X-acto! 


Why You Should Feature X-acto 


X-acto handicraft tools were created to 
meet the special needs of every type of 
hobby, handicraft and art. Made of the 
finest materials, they are real tools, not 
toys. They are smart looking, ingenious 
and designed to do specific jobs. 


The line is richly boxed, smartly mer- 
chandised, extensively advertised and 
fairly priced, with a good profit margin 
for you. When shown in X-acto’s out- 
standing point-of-sale displays, available 
to you FREE, they literally sell them- 
selves. 


An X-acto hobby tool department in 
your store will pay off in big dividends. 
Help yourself to the profit and prestige 
this line can bring you, by sending the 
coupon for full details, today! 


*Reg. U.S. Pat. Off. 


@Peteee eee ee eee eee eee eee eS a 


Alfred Field & Co. 

(Manufacturer's Agents in the Hardware 

Field) 

93 Chambers Street, New York 7, N. Y. 
Please send me complete information on 

X-acto Knives and Tools. 


NAME ——— 





ADDRES 
CITY & ZONE 


My jobber is 


x-acto 


Singly and in sets, 50¢ to $50. 
(Prices slightly higher in Canada.) a My) ‘ 
X-acto Crescent Products Co., Inc., 


440 Fourth Ave., New York 16, N. Y. 


In Canada: 
Handicraft Tools, Ltd., Hermant Bidg., Toronto 


38 





Display Cabinet and 
Stock Rack 


with purchase of $96 (retail) 
worth of fast-selling 
X-acto Hobby 


Your customers see them quicker 
Your clerks sell them faster 
You collect profits oftener 


Handsome blonde wood and oak | 
cabinet, 16 x 14x 614 inches, holds 
eye-catching display of 17 differ- 
ent X-acto hobby tools. Stock rack 
keeps stock of same items neatly 
convenient, with prices plainly 
marked. X-acto Fair Trading Pol- 
icy and generous profit margin 
make this a can’t-lose deal for you. 
Send the coupon today for full de- 
tails on the complete X-acto line. 


Millions Have Bought 
X-acto Knives 


—but there are millions more who 
can be sold. Ask about the FREE 
display cabinet for the knife line 
alone (No. 101N) and blade dis 
penser for repeat blades (No. 111). 
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No. 101 


HARDWAF 


ught 


more who ns = § . Write for complete facts, 
the FREE ea prices and dealer helps. 
knife line As =: 
blade dis) & : CHICAGO ROLLER SKATE CO. 


‘No. 111). Mfgrs. of Rink & Sidewalk Roller Skates, 
, No. 101 FLYING SCOUT Industrial Fuses — Screw Machine Products 


4456 W. Lake St. Chicago 24, Ill. 
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AUTOCRAT: PW-12. Chromium plated Pocket 
Watch with outside black enamel numeral 
dial. Clear non-breakable crystal. Has mod- 
ern, dial type second indicator. A reliable 
timekeeper. Retail $2.75. 


CAMEO: WW-123. A truly beautiful Wrist 
Watch! The bezel is 10 kt. rolled gold 
plate, stainless steel back. Raised numeral 
metal dial. Clear view crystal. Pigskin strap. 
Retail $7.95. 















PRINCESS: 1D-0-13. This smart, tiny 1-day 
Alarm Clock is only 3!/4'" square. Gleaming 
ivory finished case, and brass plated bezel 
and hands. Single wind for time and cheer- 
ful bell alarm. Retail $3.50. 























LIBERATOR: 8-D-182. Beautifully designed 8- 
day Alarm Clock. Watch-type escapement 
for quiet operation. Clear bell alarm. Square 
ivory finished case, with brightly polished 
brass bezel and graceful, distinctive hands. 
Retail $4.50. 


NAME 
T0 
REMEMBER 


for Fast Selling 


Gift Merchandise 


Clocks and Utatehes 


e Sentinel Clocks and Watches are nationally 
advertised in LIFE, SATURDAY EVENING POST 
and LOOK whose monthly readership is approxi- 
mately 100 million people. 


Sentinel Clocks and Watches are sold under 
Fair Trade Agreements in states where these 
apply, with liberal profit margin. 

Available for dealers are illustrated consumer 
folders, counter cards, newspaper mats, and 
LIFE arrow stickers. 


Let the fast-selling Sentinel line bring you 
customers and profits. 


THE E. INGRAHAM COMPANY 


Bristol, Connecticut Established 1831 


Prices exclusive of taxes and subject to change. 


BUY 


SENTINELS 
Gotir 


Custom 


Will 
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LYRIC: SA-14. Graceful miniature self-starting 
electric Alarm Clock. Its smartly designed 
die-cast metal case is finished in glossy, 
durable ivory baked enamel. Pleasant 1-2-3 
alarm, 41/4" high. Retail $4.95. 











MURAL: SK-135. Modern design self-starting 
electric Kitchen Clock. Metal case finished 
in gleaming, durable baked white enamel, 
with chrome plated bezel. 5!/2’’ white dial, 
convex glass. Convenient bottom set. Re- 






















ld : 


KITCHENETTE: SK-137. Streamlined self-start 
ing electric Kitchen Clock, in gleaming 
white or red ‘’Lustron”’ plastic case. For- 
ward tilt for easy reading in line with 
vision. Clear dial, convex glass. Chrome 
plated bezel. Convenient bottom set. 71/2" 
high. Retail $4.95. 





| ENN POT m 


WAYFARER: PW-191. Chromium plated Pocket 
Watch in stand-up frame which folds flat 
into genuine leather case, red, blue, tan 
or black. An excellent timekeeper for bed- 
side use and a reliable traveling companion 
Retail $4.95. 











self-starting 
ly designed 
| in glossy, 
leasant 1-2-3 


self-starting 
ase finished 
1ite enamel, 
white dial, 
om set. Re- 


; case. For- 
| line with 
ss. Chrome 


= Outstanding Diation Wagen 


m set. 7 
pe ; < +} a & . 4 < 
b A, —_ F é Aull C $ 
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+. ‘This distinctive model is proving its popularity 
in stores from coast to coast. It reflects 

the superior design and quality construction 
that have distinguished Murray Ohio products 


ated Pockel for over a quarter of a century. 


1 folds flat 
, blue, tan 


Ade New Catalog Sent Upon Request got OF Qy 
~ 4, 


companion 
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_ THE MURRAY OHIO MANUFACTURING CO., CLEVELAND 10, 0. 
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* Picture this water set on your desk in the daytime—or by your bed 
at night. Think how proud you'll be—of its beauty and efficiency. 

And no wonder. Thermos keeps your water icy-cold, with the same 
insulation used in your “Thermos” brand vacuum bottle. And Thermos 
has a positive knack for creating lovely designs. 


Look fe r 


“Thermos” brand water sets next time you shop. 


TRADE MARK REG. U.S PAT OFFICE 


brand vacuum ware 


THE AMERICAN THERMOS BOTTLE CO., « 
Ther 





NORWICH, CONN. 


mos Bottle C Thermos 





o., Ltd., Toronto 








Limite 





THIS 


HU 


SELLS 
VACUUM 
BOTTLES, 100 


This is more than an advertisement for 
Thermos brand water sets. It helps pro- 
mote the entire line. 

Appearing currently in Time and The 
Saturday Evening Post, this advertise- 
ment points out the beauty of Thermos” 
designs, the utility of vacuum insulation. 
Like all Thermos advertising, it stresses 
the value of this established trade- 
mark, and builds goodwill for you. 
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| at—Tri-Angler—$25.00 


ia 2 rs 
} ag—Deluxe—$22-50 ‘ 


AR— 





Deluxe —$20.00 








Bay 
0) 1 ag-B—Standord—17-50 a | 











vent for ; : oe 

ye ed he 
— ap-B—Stondord—$15-00 at - acaasiiliiaa 
nd The ee 
vertise- @ There’s a brand new rod in the 
wrsnseneg : Orchard line—the low-priced 
ulation. i ‘ 

10.95 | Orchard Special. , 

stresses AR-C—Contender—$ : ————— 
neaati Here’s a rod with many of the ' 
w yen famous Actionrod sales features, 








yet it sells for only $6.95! Now, 
Orchard gives you the widest pos- 





from $6.95 to the expert’s Tri-An- 
gler at $25.00. 


d Speciol— $6.95 


AR-D— Orchor 


' 
; 
| sible price range—a complete line 
| 
| 
} 


ORCHARD INDUSTRIES, INC., 18404 MORANG RD. 
Detroit 5, Michigan 








“SOLID STEEL WITH LIVE ACTION’ 
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You know that Pittsburgh Fence has always 
been a popular brand with your customers 
and we want to keep it that way. This will 
help you when we again have plenty of 
fence to sell—it will help us too. So that 
is why we keep telling your customers 
that Pittsburgh Fence is good fence. We 
want them to stay in the habit of asking 
you for it. 

The two advertisements you see here 
will be seen by the readers of two of the 
largest National publications in their 
field. Pittsburgh Welded Steel Fabric 
is being advertised to the 2,600,000 
readers of Farm Journal. Pittsburgh 
Welded Lawn Fence advertising is 


being read by the 2,500,000 sub- cae ih siti sidiiiage fri 


scribers to American Home. We 
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hope this will help you by keeping 


” 


ourname alive with yourcustomers. 


ef ely 





Pittsburgh F — | 
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“T'll Take an ATKINS 
Every 71e. 


When You Sell 
ATKINS You Sell the 
QUALITY That Builds 





Steady Business and 


BIGGER PROFITS! 





the No. 400 


For the craftsman who calls for the finest! Hard- 
ened ond superbly tempered for lifetime service. 
Beautifully balanced blade mirror polished. Solid 
rosewood handle in “Perfection” pattern pre- 
vents wrist strain. True taper ground for easy 
clearance. Straight back, ship point. 24 and 
26-in. lengths. 


@ Put an Atkins in a man's hands and he's 
likely to be an Atkins user for life. For the extra 
quality that’s built into every Atkins goes deep. It 
shows itself in the smooth, easy way these great 
saws cut...the amazing edge-holding qualities of 
their “Silver Steel” Blades... their perfect balance 
and true taper grind. That's why an Atkins owner 
so frequently tells his friends, “Best saw | ever 
7 a i wtiietens used” — why suggesting Atkins has meant extra 
P , Ground 18 x 19 gauge for sales and profits for thousands of dealers... 
soa elo msinteperinch. There's an Atkins Saw —built right and priced right 
Platnchordie. Oinlesgh, —for every cutting job. Get set now for the winter 

repair season. Call your Atkins jobber today. 


4 the No. 37 
4 Compass Saw ‘ q 
il 17 x 18 gauge blade hard- ‘ ~ ’ eo 
iw . 





“ 


ee i . = | “Fe 
the No. 2000 F 4 x - the No. 65 


ened, tempered and pol- 


y 
ished. 8 points per inch. Filed € ae 





and set. Plastic handle. 12 » 
and 14-in. lengths. 


¢. pete Light but stiff blade, taper Perfectly balanced “Silver 
e round.” Perfect-Grip” apple Steel” blade has mirror polish. 
andie. No protruding parts Solid rosewood handle in "Per- 
to break off or rub hands. fection” pattern. Taper ground. 
Straight-back, ship point. 22 Straight back, ship point. 20, 

ond 26-in. lengths. 24 and 26-in. lengths. 


Cler Shel’ SAWS 


E. C. ATKINS AND COMPANY 
Home Office and Factory 
402 S. Illinois Street, Indianapolis 9; Indiana 


Branch Factory: Portland, Oregon 
Branch Offices: . = 
Atlanta e Chicago ¢ New Orleans ¢ New York ¢ San Francisco ATKIMS Alwars anca® 


THE DEALER’S PARTNER FOR 91 YEARS 
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im Motor 


These new Hoover Motor adver- 
tisements are a fresh approach to 
electric motor advertising. 

They are designed to make the 
man who wants a motor stop, look 
relate Ma -tole fete laloMel-1Mial-M oleh i am iela tela 
this high-quality motor. 

In appearance and tone, these mes- 
Yolo l-sm ol] Mield gest ME ili (ele Mellel Min lelohZ-18 
Motors are built better to run longer. 

Don't miss out on the sales this adver- 
tising is creating for Hoover Motors. If 
you don't carry Hoover Motors now, write 


us for details. 


ELECTRIC MOTOR DIVISION 


THE HOOVER COMPANY 


North Canton, Ohio 


This advertisement appears 
in the November issues of 
Popular Mechanics, Farm 

Journal, Successful 
Farming, and Elec- 


tricity on the Farm. 
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We honestly believe that our new line of Swan 

Garden Hose is the finest that has ever been 

offered the American public! Here’s why: 

@. Genuine DuPont "Cordura” high tenacity rayon 
cords assure maximum strength, flexibility, 
and long life. 

b. Beautiful covers of genuine DuPont Neoprene 
resist aging, wear, sun-checking and weather- 
ing indefinitely. 

€e Solid brass MAXIVOLUME couplings (nickel- 
plated on quality numbers) will not blow out 
... give 50% faster water flow. 





COMPLI 





There is a Swan Hose for every purse and 

purpose. 

@. Swan double-braid green full ¥g-inch diameter 
hose for top quality. Guaranteed in writing for 
15 years—yet priced to seil as low as $9.95 for 
a 50-foot coil. 

b. Swan single-braid red full 54-inch diameter 
hose guaranteed in writing for 10 years, to sell 
at $8.35 per 50-foot coil. 

€- Swan single-braid full ¥-inch black, guaranteed 
in writing for 5 years. Priced at $7.45 per 50- 
foot coil. 


d. Swan Rite-Wate green garden hose, very light 


3.: 





and easy to handle, guaranteed in writing for 
10 years. Priced at $6.95 per 50-foot coil. 








Swan stands squarely back of its product with 
a written “Time Guarantee”! which is at- 
tached to each coil of hose for your customers 
to keep as a record, and for their protection. 








During the 1948 garden hose buying season, 
Swan sponsored a powerful national advertis- 
ing campaign in the POST and BETTER 
HOMES AND GARDENS. A bigger and 
better national campaign will help you sell 
more Swan Hose during the 1949 season. 
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- 
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Is it any wonder that with all the above 
advantages hardware merchants who sell 
Swan get the lion’s share of their local garden 
hose business, keep their customers coming 
back .. . yet net a very handsome profit on 
their garden hose business? Ask your hard- 
ware jobber to tell you the complete Swan 
story today! 


(SWAN RUBBER COMPANY 


BUCYRUS, OHIO 


World’s Largest Manufacturer of Garden Hose 
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Customers Will Beat a Path to Your Door 


ooo fF YOU SHOW THEM THE PATH 





g ge 
) 228 That’s the principle followed so successfully by 
Eichstaedt Bros., De Laval Dealers at Waukesha, Wis. 


profitable. 


Their De Laval sales and service truck is busy on its 
country routes day after day taking care of De Laval 
sales and service. 


The result is an ever-growing list of satisfied 
De Laval users...and a growing number of customers 
who follow the sales path to Eichstaedt Bros. for 
many other types of equipment that they handle. 


De Laval Dealers know that the De Laval Line 
is a profitable one, active the year round and well 
worth merchandising intensively. 








De LAVAL MILKERS 
FOOD FREEZERS 












ote Dll fyfontioe Oe) 


1dway, New York “© 


fsa: ph St., Ch 
61 Beale St., Sar Pein 5 
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WHEELING, w. VA. 


KANSAS CITY 
$T. Lous 


DETROIT 
Richmond 


RUGATING COMPANY 


CLEVELAND 
PHILADELPHIA 


WHEELING COR 


BOSTON BUFFALO 
MINNEAPOLIS wEew ORLEANS 


CHICAGO 


ATLANTA 
wew YORK 


LOUISVILLE 


HA 
RDWARE AGE, NOVEMBER 4, 1948 











for | 
LONG PROFITS 


and 


CONTENTED CUSTOMERS | 




































Sell these items 
| To HOME-OWNERS: 
| O . 
FOR RENEWING FOR MIXING 
ASBESTOS CONCRETE 
SHINGLES HYDROXIN. An integral liquid 
compound to be used in the 
ASBESTOS.-LITE is a com- making of water repellant con- 
: crete. Mixed with cement it Yes 
pound for restoring old, speeds up hardening. . . . Resists te 
} " hinel freezing until setting takes place. mercl 
weather beaten shingles. ... The result is that concrete is are Si 
: : dense, water tight and will pee 
Applied either by brush or a aa ‘ai. a ee as 
opeuy- It leaves a durable, Ideal for cement-plaster, mortar, the c 
rock like surface that is dustless floor finish, control of custo 
water seepage, grout work and 
completely weatherproof. ull concrete work. = 
Using 
addir 
FOR CONTROLLING WATER SEEPAGE imme 
For the farmer or city home KAY-TITE PRIMER. This a 
owner with the problem of compound conditions non- pont 
snamuacute penetration or porous surfaces so that reg- —— 
st y t ‘ ; — 
ee wet“ ular KAY-TITE may then 
thru porous masonry Kay- ; Pitti: John: 
Tite is in a class by itself. be applied. This primer impa 
Can be applied easily with adheres to any painted or color 
brush or spray. unpainted surface. comr 
Deal 
KAY-TITE NOW IN 8 COLORS 
WHITE GRAY BRICK RED ROSE CREAM BUFF SPANISH BUFF GREEN & BLUE 
KAY-TITE HAS GIVEN MORE THAN A te 
now ¢ 
20 YEARS OF SATISFACTORY PERFORMANCE India 
Tenne 
° Vir 
At Your Wholesalers or Write aoe 
lina a 
advar 
"I COMPANY ” 
WEST ORANGE, NEW JERSEY 
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‘pees WHAT DEALERS RepgaT,. 


YOU CAN MAKE 


MORE MONEY Ve 
with Yohnslon Pani Ve 





Yes, and the simple facts of Johnston's new 
merchandising plan make it clear why dealers 

are saying “This plan is so complete, so inexpensive 
to the dealer and so thoroughly fool-proof for 

the consumer”. “We have not had one dissatisfied 
“Our paint sales are ahead of any season 


“WITH THE 
PAINT SALES PLAN! 


» INVENTORY IS SLASHED UP TO 50% 






a 


customer.” 


in our 64 years of selling paint!” 


Using only 6 fast-selling basé colors and white, 

adding fool-proof color capsules, you can produce — 
immediately — any color within reason in just sixty 
That exact color can be mixed again 
anytime. Your 


seconds. 
and again, without deviation... 
customers, whether painters or home owners, 
are completely satisfied. 


Johnston makes paint-selling easy for the dealer. No 
impatient customers waiting around for special 

color mixes. No need for extra containers, no 
complicated mixing formulas. That is why Johnston 
Dealers are making money fast. Write and get the details! 


t FRANCHISES OPEN 


promos 


THE R. F. JOHNSTON PAINT CO. 
Dept. A, 3925 Huston Ave., 


A few dealer franchises are 
now open in Michigan, Ohio, 
Indiana, Illinois, Kentucky, 


FOR DETAILS 


Tennessee, Pennsylvania, West 
























@® YET YOU OFFER MORE THAN 100 
SMART MODERN COLORS 


@ BUT NO DEAD STOCK ON YOUR 
SHELVES. 


@ TAKES NO EXTRA TIME TO 
MATCH ALL COLORS IN FLAT, 
MODIFIED GLOSS, ENAMEL OR 
HOUSE PAINT. 


@ TURNOVERS TRIPLE — PROFITS 











MAIL THIS / 


Cincinnati 12, Ohio 

















Virginia, Alabama, Georgia, = 

. Rit You’ve got me interested. I want to see more proof 

Florida, Virginia, North Caro- COUPON 4 of the way dealers are “cleaning up”. / 

lina and South Carolina. Take Now! 

advantage of this opportunity — af NAME 

today. Use the handy coupon. — «A / 

STORE 
THE R. F. JOHNSTON PAINT CO. ADDRESS _ 
Dept. A, 3925 Huston Ave. nee otans - amen 
Cincinnati 12, Ohio 
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How to choose 
good Enameling 












































1. You'll get finest performance 2. Nylon Enameling Brushes will 3. Note the full stock of carefully 4. Ge 
from 100% Chinese bristle brushes give you maximum paint pick-up and selected lengths of bristle in this Rub- broken 
when bristles are blended, boiled and delivery when the filaments are berset brush. This insures speedy, ing-in ef 
straightened to assure uniformity, as processed with the permanent waye, even flow of material over large sur- results | 
in the Rubberset process. exclusive Rubberset development. faces. film, to 


























5. Seamless steel nickel plated fer- 6. Bristles must be locked everlast- 7. For better balance and “feel”, 8. Lo 
rule, as in the Rubberset brush above, ingly in place as with Rubberset’s ex- Rubberset gives you Enameling Brush not jus! 
prevents the distortion that’s so often clusive setting. Try the “‘pliers test”’ handles of the extension type, made uine Ry 
apparent in swedged brushes. yourself, of hard wood to prevent splintering, berset | 


shrinking, warping. 


Kusserset 
BRUSHES 


Made only by the Rubberset Company 


The Rubberset Company, 56 Ferry Street, Newark 5, New Jersey. 
Established 1873. Factories: Newark, N.J., Salisbury, Md., Graven- 


bd vet Appli : 
siaeatt aniseed hurst, Ont., Canada — Branches: Los Angeles, Cal., Chicago, Ill. 
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refully 
is Rub- 
speedy, 
pe sur- 














4. Get a brush that’s already 
broken in—eliminate tedious break- 
ing-in effort. (Rubberset’s “‘chisel tip” 
results in a smoother, more uniform 
film, too!) 














“feel”, 
Brush 
, made 
tering, 


1948 











8. Look for the name Rubberset— 
not just “Set in Rubber.” Only a gen- 
uine Rubberset brush carries the Rub- 
berset guarantee. 
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Semi-Oval 
#192—Bristle 
#1192—Nylon 





#170—Bristle 
#1170—Nylon 





#184—Bristle 
#1184—Nylon 
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STOCK ALL THREE SIZES 
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"Columbian Vises Make All Your Tools More Useful” 


THE COLUMBIAN VISE & MFG. CO. 


9017 BESSEMER AVENUE . . CLEVELAND 4, OHIO 





"S LARGEST MAKERS OF VISES 
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, but ONLY REED & PRINCE 


anleliistti 


WAIW TENANCE WORK 1S CASTER, CUMENER, 
LESS COS7LI... 
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when REED & PRINCE Recessed 
head screws are used 


BECAUSE 
ONE driver fits the complete 
range of sizes... 


REED & PRINCE 


MANUFACTURING 
WORCESTER, MASS CHICAGO, ILL 





NEW DISPLAY INCREASES SALES 
OF WYTEFACE STEEL TAPES! 


NCREASE your sales of WYTEFACE* Steel Tapes and 
Tape Rules by putting this new merchandiser to work 
in your store. It takes less than 1 square foot of space, yet: 
© It displays a popular assortment of WYTEFACE Steel 
Tapes and Tape Rules where more customers 
will see and buy them. 





jobber for either one of the two assortments which come 
to you packed in this handsome display. 

You, as a hardware dealer, already know the sales ad- 
vantages of WY TEFACE Tapes. The black markings on the 
white background are easy to read in any light. 
The patented white surface prevents rusting and 





® Its glass front and sturdy metal construction 
discourage pilfering. 

® It has a roomy back compartment which 
holds a complete stock. 

@ It has sales helps printed on the back to aid 
your clerks in making sales. 
Next time you order WYTEFACE Steel 

Tapes and Tape Rules and Refills ask your 





KE 


Drafting, 
Reproduction, 
Surveying Equipment 
and Materials. 
Slide Rules, 
Measuring Tapes. 


will not crack, chip or peel off—and it is easy 
to keep clean. 

Now, with this new merchandiser, you can 
sell WYTEFACE Steel Tapes and Tape Rules 
faster than ever before. For complete details, 
ask your jobber or write Keuffel & Esser Co., 
Hoboken, N. J. 


*Trade Mark. Wyteface Steel Tapes are protected by 
U. S. Patent 2,089,209. 








KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK * HOBOKEN,N.J. * CHICAGO °* _— ST. LOUIS 
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DETROIT * SAN FRANCISCO * LOS ANGELES * MONTREAL 
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SERVIC 


No. 420 
«+. 50 Watts 


No. 435 
-- 80 Watts 


No. 450 
..- 140 Watts 


their money’s worth of soldering iron 


STANLEY VICTOR 


There never was a better time to demonstrate value for 110-120 volts. Carries Underwriters’ Laboratory ap- 





1 come value received ...or a better opportunity. These three proval label. 
big customer groups... garage men, service men and @ced | f 

les ad- home owners . . . need soldering irons that really solder ood value for your customers 

“ide but don’t cost more than they’re worth for occasional Good business for YOU! 

ng and A gt Mn ng stamped with the name... Attractive merchandiser for your counter will give 

is easy : these irons the break they deserve... display the break 
PLENTY OF SOLDERING HEAT...Sturdy ni-chromeheating you’re giving their pocketbooks. Ask your jobber for 

7. = element and compressed copper tip. full details. Stanley Tools, New Britain, Conn. 

ules 
letails, MORE HEAT AT THE WORK ... Heating element ex- 
or Co., tends right into tip, assures even flow of heat. THE TOOL BOX OF THE WORLD 


MORE COMFORTABLE TO USE... Cool, comfortable, 








on hardwood handle, balanced to save fatigue. Six feet of eet 
approved heating cord with rubber plug. 
— AT THE VALUE . . . Gun black finished heating 
ead, black enameled handle. Operates on AC or DC hee OS Pet OF 
NA | AAA HARDWARE * HAND TOOLS ® ELECTRIC TOOLS mm 
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These four different R/M wicks will give your 
customers long, trouble-free service. They're 
made of highest quality materials by one of 
America’s best-known manufacturers of asbestos 
products. They’re the kind of product your cus- 
tomers will remember and come back for. Ask 
your jobber for R/M.. . the pick of the wicks. 


woven glass 





The acme of perfection in stove kindlers, assuring long 
life and maximum stove performance. The only glass 
wicking woven with a wire core in every strand to 
protect the burning edge. Packaged 6 ft. and 100 ft. 
to the box in widths of 7”, 1”, 1%” and 138”. 











quik-flame 





The most efficient kindler ever developed for range 
burners. Patented open-mesh construction provides best 
possible results with distillate oils. The extra heavy wire 
core yarn keeps the kindler upright in the burner 
channel. Glass yarn at burning edge facilitates the 
removal of carbon deposits. Packaged 6 ft. to box, 


%" and 1%” wide. 





R/M's standard quality woven asbestos kindler. A sturdy 
long-lived wicking with wire core in both warp and 
filling yarn. Packaged 6 ft. and 100 ft. to box in widths 
of %”, 1”, 1%” and 136”, 


kindlerite 











RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE AND PACKING DIVISION 
MANHEIM, PA. 


We also manufacture a complete line of Mechanical Pack- 
ings, Friction Materials, and Industrial Rubber Products. 


58 





yD. 


The patented Tri-Ply construction rivals woven asbestos 
wickings in stove performance. It's the only asbestos- 
paper wicking furnished in standard 100 ft. rolls. Also 
packaged 6 ft. per box. In 7”, 1”, 1%” and 138” widths. 


tri-ply 
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12 HAIRBREADTHS=1 POPPY SEED 

4 POPPY SEEDS=1 BARLEY CORN 
3 BARLEY CORNS, END TO END=1 INCH 
(First used in England, early 16th Century) 


Out of a single poppy seed, a 16th 
Century device first used in England 
to measure 12 hairbreadths, came 
man’s quest for accuracy of measure- 
ment. It was the birth of precision. 

Down through the centuries, man 
has learned the importance and eco- 
nomic value of accuracy. It is impera- 
tive in industry and in the fabrication 
of all materials. 


In highway construction, oil fields, 
on the farm, in the building trades, in 
the shops of industry . . . at sea, on 
the rails and in the air. . . in forests, 
mines and mills, in homes and stores, 
in class rooms . . . measuring instru- 
ments are essential, indispensable to 
good workmanship and fine quality. 


The tape, the ‘rule, the precision tool 
are instruments of accuracy. Their 
dependability is governed by the 
inviolate standards of the men who 
make them. Lufkin’s unending search 
for ever-finer quality is.reflected in 
products of longer life, greater accu- 
racy and exclusive features which aid 
today’s skilled craftsmen in their 
all-important work. 


For 65 years Lufkin has dedicated 
its resources and facilities to the pro- 
duction of better measuring instru- 
ments. Wherever precision is a creed 

. wherever man seeks the truth 
in dimensions the name of Lufkin is 
recognized as a symbol of undeni- 
able accuracy—a tribute to precision. 





Seewvacy of Measuremenl ti lhe Key le DPrectiton 


Hf 
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LARRY REYNOLDS 


CREATOR OF *‘BUTCH” 
FAMOUS COLLIER’S CARTOONIST 


—~2— Evosithing Hinges. on Hager/” 
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“Horace, it’s so sweet of you to remember that 
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AGER & SONS HINGE MFG. CO. - St. Louis, Mo. 


FOUNDED 1849 —EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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COURTLAND-NO. 641 KENT—NO. 640 STRATFORD-NO. 642 
214” high, 1 9/16” wide 214.” high, 1” wide 214” high, 1 11/16” wide 
Retails for $1.50 Retails for $1.50 Retails for $1.50 





TEAM THEM UP 
FOR MORE SALES! | 


Sell a push button 
when you 
sell a chime 


Not any old push button. . . but one of these 
beautifully designed, solid forged brass Ed- 
wards De Luxe models. Sell both . . . the new 
vibrating door chime . . . the Edwards Chor- 






CHORDETTE Ill 


Choice of finishes: 


dette III... with its three delightful musical White and Chrome or 
. Mahogany and Brass. 
signals, plus a custom styled push button of Actual Size: 1114” high 


5” wide—3” deep. 


the same high quality. Retails for $7.95 


These De Luxe push buttons are even 
f, easier to sell than low priced ordinary push 


buttons, they please customers more, and are 





a lot more profitable! 


Here’sa natural... real related selling that 


_ builds extra profits and satisfied customers. 

Ao. ORDER THEM TODAY FROM YOUR DISTRIBUTOR Y) flit 
EDWARDS COMPANY, INC., Norwalk, Conn, bw Cn 

NCE In Canada: Edwards of Canada, Ltd. 
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“1'n Fixin’ to CLEAN-UP 
for the Holidays with 


~, 


55 


says ARTHUR GODFREY, “‘and you can sell a lot 
more ‘GLASS WAX’ to all of your customers who 
want their homes sparkling clean for the holiday season. 


“I’m telling millions of housewives about ‘GLASS 
WAX’ every day of the week on my 167-station 
CBS network show. And, of course, millions more 
read about ‘GLASS WAX’ in Life, American Weekly, 
This Week, First Three Markets Roto Group, 
Woman’s Day and Family Circle, in hard-selling, 
sure-fire full page, 4-color ads. 


a "so STOCK UP with ‘GLASS WAX’ 
a ...and CLEAN UP, too!” 


$#)95 


i ‘GLASS WAX’ 


A Product of the Gold Seal Company 
55 E. Washington Street Chicago 2, Illinois 


“GLASS WAX" is a registered trademark and is 
the exclusive property of the Gold Seal Company. 
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HERE’S A 
PAINT BRUSH DEPARTMENT 


in TWO FEET 


OF SELLING SPACE! 





Tice up your paint brush sales this modern, up-to-date way... 
a hard-hitting display ...a well-rounded stock... 

in a minimum of counter space! Available in a variety of 
assortments of varnish 
and wall brushes 

in standard, 
competitively 

priced styles. See 
your wholesaler for 
Star Dispensers. 

Star Brush 

WY elalehzelai liaise 
Company, Inc., 
Boston 18, Mass. 


Star 
Sales-Getters 
Permanent... all 
metal .. . nickel 
plated . . . colorfully 
oh iigela ih, 


compact, requiring 
only 23”x 9” 


counter space... 





“loop” design 


reduces pilferage. Assortment No. 1 — Paint and Varnish Brushes 
. ee Suggested 

Write for details on Contains Bristle Length Retail Price Each SALES RETURN $37.80 
other dispensers 4 doz. 1’ " 16" 25c . 

2 doz. 1% 115% 29¢ YOUR COST $25.20 
for other popular 1% doz. 2” 2%" 49 — 

Ya doz. 22” 2%" 69c PROFIT $12.60 

assortments of wall Y% doz. 3” 24" 98c 


Burgundy and Clear Handle Colors— All Pure Chinese Bristles, Double Thick. 


and varnish brushes. 


G7 
Stl 


No Shed...No Streak...No Spatter 








DS — 


WILL WITHSTAND RED 2 Or 


1000° or HEAT ©, Aluy 


Here is the one aluminum paint—tailor made for Io 
those special jobs where ordinary and extreme A § 
heat is a necessity! One coat of Red Hot Alumi- “om 


NUM 
0 pnd 


STayp { 


num Paint and you have a brilliant aluminum 
finish that remains attractive for a long, long 
time. Now... you don’t have to apologize for 
shabby appearances around boilers, stoves, 


radiators and heating pipes. 


WIL 


Kane! Of A iunp of 


S" Guaranteed by 
Good Housekeeping 
5 


S45 sovransee 








ONE OF THE WORLD'S LARGEST 


TO em 


Red Hot Aluminum Paint is made by an ex- 
clusive formula ... that offers the answer to a 
paint protection problem that plant engineers 
and home owners have been looking for. 


per krame THE ONE ALUMINUM 






PAINT THAT DOES THE ENTIRE JOB 


A household word with those who use it... the best friend of 
hardware and paint men who sell it! Super-Krome is the one 
aluminum paint that does the entire job...covering wood... 
brick ... or metal surfaces with one coat! Interior ... or exterior 
... Super-Krome leaves a brilliant aluminum finish that lasts... 
and lasts. Flows on satin smooth... Super-Krome is ready 
mixed ... and fills the bill every time... 

For further details on these two fast sellers, and other Sheffield 
Products... write today to... 


MANUFACTURERS OF ALUMINUM PAINTS oe Se ee, ee ee) 
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4? are buying more and more 


at 
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B& T's famous” 
CHROMEDGE 


Th Materia 


is the reason why 


The only complete metal-trim ‘‘cafeteria’’ — 
a display ...a silent salesman ...a stock-rack ...a dispenser 


Your customers are among the mil- 
lions who are fast learning how 
easy it is to dress up their homes 
with Chromedge Metal Trims. 
They’re learning how economical 
itis to buy these popular trims from 
their hardware dealer and do the 
work themselves. 

You have an automatic aid to high- 
est profits from this bustling new 
market when you put in a Chrom- 
edge TRIM-ateria. 

This colorful, all metal, illustrated 
stock-cabinet and display unit does 
a real selling job for you. You fill 






your customers needs right out of 
the TRIM-ateria—no stock-chasing, 
no cutting, no waste. Neatly and 
erectly, it holds an assortment of 
10 sturdy, easy to apply extruded 
aluminum shapes. (Also includes 
four rolls of stainless steel edgings 
and bindings in popular demand.) 
Does the whole job in 44% square 
feet of space! 

In TRIM-ateria, you get a com- 
plete, compact, metal-trim center 
that avoids clutter, saves work, and 
streamlines sales. Write today for 
details on Chromedge TRIM-ateria. 


CHROMEDGE Metal Trims 
| 4am stores like yours! 








it 
I 


| 


Piay Vi 
rz) few Cun Trimming 










The B & T Metals Co., Columbus 16, Ohio 


Please send full details and prices 
on the CHROMEDGE TRIM-ateria to: 


Name 
Firm 
Street 


City Zone __ State 
Please check whether: 
(© Distributor or 


TYPE OF BUSINESS: ©) Hardware 
C- Floor Covering C Dept. Store 
© Building Supply C Other (fill in below) 


© Dealer 





The B & T Metals Company - columbus 16, Ohio 
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ASK ABOUT BEACON’S GUARANTEED SALES PLAN... . write to THE BEACON CO. BOSTON 30, MASS. 
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your Floor war Sales irae 
INTO THE NEARBY GROCERY STORE , 


Yes, 20 to 1 you are kicking sales away when you sell her a floor wax she can get at 
her grocery store! Remember, she goes into her grocers or supermarket 20 times more 
often than she goes into a hardware store. So, if you sell her a wax she can buy any- 
where you're throwing away repeat sales! That’s why smart hardware men are stocking 
and pushing BEACON Quik-Gloss, the floor wax housewives have discovered gives a 
more radiant finish that lasts and lasts, the floor wax they've come to call for and come 
back for again and again! So push Beacon Floor Wax — display it — reap those repeat 
sales for yourself and KEEP them in your store! 


The ONLY Big -sadlling Floor Wan NOT sold thu Grocery Store! 
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“A HANDY ITEM ON 
EVERY WORK BENCH” 


@ Unusual profits can be produced by increas- 
ing the ‘“‘traffic-sales’’ of Pol-mer-ik Linseed Oil 
in cans. Send for your free display today. 


% INCREA 4 lik SALES 
INCREASE YOUR TURNO 
*& INCREA YOUR UNIT-OF-SALE 


ARCHER-DANIELS-MIDLAND COMPANY 


ROANOKE BUILDING MINNEAPOLIS. MINNESOTA 
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the best 


» TRAFFIC BUILDER 


in my store’”’ 
ke 


put THIS NEW FREE Pol-mer-ik pispLay carD 
AT THE CASH REGISTER OR WRAPPING COUNTER! 


TT LLELL 


2 
# 
& 
g 
& 
& 
a 


ARCHER-DANIELS-MIDLAND CO. 
684A Roanoke Building * Minneapolis, Minnesota 


That free display looks good to me. Send it to: 
Nome 
Address 


City - State 


We purchase our oil from: 





PROBA. . 
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~ AVALON BLUE §=_z 
Dy 


VOGUE 
DEEP COLORS 


The latest, smartest colors in deep tones! 


Enable you to give your customers any Kem” 
colors their hearts desire! Kem-Tone aan, 


Vogue Deep Colors open the door to the 
high profit field of high style decoration! 7 a 
Se | 


— 


STOCK! DISPLAY! DEMONSTRATE! | SE. 


Acme White Lead & Color Works, Detroit + W. W. Lawrence & Co., Pittsburgh.»- The Lowe Brothers Ce., Dayton * John Lucas & Co., Inc., Philadelphia. | "he Martin- 















































YAINT PROFITS. 








hitch The Miracle Finish i 
“ens. Bathrooms.and Finest W 


= | 
vt and Washes Like Baked Enam’ 








The same kind of 
proven advertising and 
merchandising that made 
Kem-Tone so successful 


will sell Kem-Glo 
for you! 


| SELL! KEM-TONE AND KEM-GLO! 


hiladelphia The Martin-Senour Co., Chicago * Rogers Paint Products, Inc., Detroit + The Sherwin-Williams Co., Cleveland 














new 
merchandising 
plan! 


2 RTS er CS Santh otat ihe ee 


INCREASED DISCOUNTS...MORE PROFIT! 


POWERFUL CONSUMER ADVERTISING! 


ATTENTION-GETTING COUNTER DISPLAYS! 


$36.50 


Polisher (only) 
Duo Sander Polishe $12.50 


Set of 21 Accessories 


Duo with Complete Set 
of 21 Accessories 


List Prices 


SEND THIS COUPON TODAY 


FOR THE BIG CHRISTMAS BUYING MARKET! \ FOR COMPLETE DETAILS. 


All Clarke Duo machines and accessories will be attrac- 
tively Christmas packaged. This extra sales feature means 
added profits for you. 


Charke SANDING MACHINE COMPANY 


3011 Clay Avenue, Muskegon, Michigan 


Send me the new Clarke Duo merchandising plan now! 


PIONEER ANB LEADER IN FLOOR SANDING, 


POLISHING AND MAINTENANCE EQUIPMENT 
SALES AND SERVICE BRANCHES IN ALL PRINCIPAL CITIES. 
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. And we really mean there’s money in every 
basement in any hardware store’s commu- 
nity. Possibly 75% of these basements have 
dirty or damp walls and floors, which need 
paint. You can help customers to change their base- 
ment from a catch-all to a livable, beautiful part of 
the home by supplying them with Medusa Portland 
Cement Paint—a cement paint made by a cement 
company—successfully used for 28 years. It seals and 
decorates concrete, unglazed tile, brick or concrete 
block walls. It can be applied on dry or damp walls, 
will not chip, peel or crack, is washable and can be 
had in 10 beautiful colors. 





And on the basement floors, recommend Medusa 
Rubber Base Coating, a finish that “bounces off” 
wear and is proof against water, alkalies and 
cleaning compounds. Medusa Rubber Base Coating 
can also be used on walls. 





What a story to tell your customers! What a chance 
for profits. This is your opportunity to get the cash 
that’s now in every basement 
a in your community. Send the 


coupon below for complete 

er vga tte oman ts MEDUSA PRODUCTS DIVISION 

Med ; of MEDUSA PORTLAND CEMENT COMPANY 
edusa paints. 1019-6 Midland Building Cleveland 15. Ohio 


—— , ‘ , . 
Gentlemen: Please send us complete information, including prices on Medusa 
Portland Cement Paint and Medusa Rubber Base Coating. 








Name saihntaniaeniannseniinianmnmeneennmmcuiinaene 


Address ipuinepianmaduiaiidivmmasdivnesablnisncmniinininmiaenpliiaals 


aa Mail this coupon NOW! Ch cn State 


Also made by Medusa Produets Company of Canada, Ltd., Paris, Ont, 
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ERIE, PENNSYLVANIA 








AGENTS 


NEW YORE: 45 Warren St. BOSTON: 115 Broad Street 


SAN FRANCISCO: 703 Market St. 
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VERY Ge eS 





SMOOTH OPERATO 


R 








Yes, that’s just what the Getty No. 4703-W Casement Win- 
dow Operator is...a very smooth operator. It gives smooth 
operation year after year. Why? First, because of the Getty 
exclusive Internal Worm-and-Gear construction—strongest 
known in gearing. And here are 8 more good reasons: 


© Arm, %"' wide, of %s'’ thick cold rolled steel, cadmium plated. 
@ Shaft bearing made of bronze, threaded and pinned in housing. 
@ Arm pivots on ¥%"' solid bronze bearing-stud. 


@ Heavy brass channel guide has 3-point anchorage on window... 
cannot bend or bind. 


@ ¥%'' diameter worm, of cold-rolled steel, machine cut and case- 
hardened, will give long, efficient service. Full length of the worm 
is engaged at all times with the Internal Gear. 


®@ Internal Gear is integral with operating arm. Teeth are heavy, 
strong and accurately machined at exact operating angle. 


@ Revolving swivel (turn-knob) gives easy fingertip control; cannot 
be removed. 


@ Arm button of solid brass is locked in channel... cannot come out 
accidentally; prevents rattling. Button cannot freeze in channel. 


They’re dependable... 
Built to last for years... 
Install ’em and forget ’em. 


You'll agree that Getty casement window operators are, indeed, 


| Very Smooth Operators / 


H. S. GETTY & CO., INC. 
3348 North 10th Street, Philadelphia 40, Pa. 


Dependable Casement Control — with a flip of the finger. 
HARDWARE AGE, NOVEMBER 4, 1948 
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CONTINENTAL SCREEN COMPANY 


-ROROn Gam - mene monn, me DETROIT 26, MICHIGAN 
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QUALITY © Oo) 


TUNGSTEN CARBIDE - HIGH SPEED STEEL ~ CARBON STEEL | 















- $PECIAL TOOLS 


Tou More sheler fer Crind 
"il TOOLS L. V4 


COUNTERSINKS 
Dowlle Corte 
foold 




























Branch Stocks: NEWYORK + PHILADELPHIA + DETROIT + LOS ANGELES - 


CHICAGO-LATROBE 


411 WEST ONTARIO ST., CHICAGO 10, ILLINOIS 
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SHORT ON STEEL PIPE? 


Don’t lose sales—many dealers use 
Copper piping in water systems 
installation. Write for helpful data 
and instruction booklets. 
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Goulds Balanced-Flow is today’s most popular water 
system — because it’s the only pump of its kind... and it’s 
priced right! Prospects find that no other pump offers all 
these features: 

e TANKLESS 

e SELF-ADJUSTING CAPACITY 

e FULLY AUTOMATIC 

e SELF-PRIMING 

e COMPLETE WATER SYSTEM IN ITSELF 

e COMPACT, QUIET, SAFE 


Unparalleled demand for the Balanced-Flow Unit is one 
major reason why it pays to handle Goulds complete line 
of domestic water systems. Goulds stores are “area head- 


quarters” for water systems. 


GOULDS PUMPS INC. Seneca Falls, N.Y. 


WATER SYSTEMS 


3 NNIVERS, 
Than soag 100th A Ry 
848-1948 ~~ 


FOR EVERY FARM AND HOME NEED 
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YOU'LL DISCOVER MORE 


[mpro ved 


» LARSAN SAWS!) 


v 


Ww... you sell Larsan saws you deliver 


a fine saw built for years of customer satis- 
faction—thanks to Larsan’s exclusive heat- 
treatment and tempering process—plus fea- 
tures not found in any other saw, regardless 
of price. These features make Larsan a 
leader in fine saw manufacture. Rigid con- 
trol of all manufacturing processes, and the 
best in new and modern equipment, results 
in the finest saw possible to produce. 

Study the outstanding features of the Lar- 
san saw—the same features your customers 
look for in a fine hand saw. You'll quickly 
see why Larsan means more sales—more 
satisfied customers! 

Larsan manufactures a complete line of 
hand saws and miscellameous saws, sold 
through wholesale hardware jobbers. Write 
today for complete information. 


THE LARSAN MANUFACTURING COMPANY 
678-17th Avenue, Columbus 3, Ohio 
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Features 


se os f y wars 
MADEINUS.A 


td 


heck these batures! 


Finest quality tool steel with maximum tough- 
ness and resiliency. 


Special design jointing guide insures each tooth 
is exactly the same length. 


Each tooth is beveled identical in both angle 
and pitch, each is equally spaced, each does 
its own share of the cutting. They are sharp, 
stay sharp, and require no touch-up before use. 


Larsan saws are ground on the newest type, 
modern, precision grinders, assuring accuracy 
to .0005”. Each side of saw blade has precisely 
the same taper. Finish is mirror-smooth. 


Comfortable grip, designed to fit the hand, and 
made of select, high-quality hardwoods. 


Handles are completely interchangeable on all 
models of Larsan hand saws. 


Exact control of heat-treatment and tempering 
processes, reduces tooth breakage, the most 
common cause of saw return to the dealer. 


Larsan saw teeth are set with positive limit con- 
trols, establishing the same projection on each 
side of the saw, for entire length of blade. 





TOOLS OF MERIT 





THE LARSAN MFG CZ. 
COLUMBUS - - OHIO 
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These Bolts are too brittle 























These Bolts are just right 


...they are CIRCLE 
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Circle © Bolts and Nuts are carefully in- 
spected for size and strength. Their uni- 
formity appeals to customers and develops 
profitable repeat business for dealers. 


BUFFALO BOLT COMPANY 


North Tonawanda, N.Y. 
SALES OFFICES IN PRINCIPAL CITIES 


Export Sales Office: Buffalo International Corp., 
50 Church Street, New York City 


BOLTS 
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job and fit the 
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HAMMER CORP. 


Forged steel construction and 
modern design make this vise 
tremendously strong and rugged. 
Extra wide and deep throat, 
24” x 2¥%4” permits handling of 
large work. All steel swivel base 
may be locked tightly at any 
angle through 180 degrees. 
Width of jaw 312”; opens to 3”. 
Weight 15 Ibs. The best vise in 
its class produced today. Order 
through your jobber. 


The famous Cheney Nail Holding 

hammers with the exclusive ° 

Cheney Nail Holding device that 

starts the nail in the wood and 

then automatically releases it 

ready for driving. A great time 

and labor saver in those hard- 

to-get-at places; eliminates scaf- 

folding and ladder work. Cheney Sales Representative 
P for the Eastern, 

manufactures a complete line of Mid-Western, Central 

all types of hammers. Cheney * my. ame 

, 3 . . 
Hammers, since 1836 the world’s JOHN H. GRAHAM 
standard. & CO., INC. 


105 Duane Street, 
New York 8, N. Y. 


Southern Representative 
SANFORD BROTHERS 


Chattanooga, Tenn. 


ESTAB. 1836 


HENRY CHENEY “corr. , 


RITTLE FALLS, N. Y., U.S. A. 
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~ CASH IN ON 


these Outstanding Eclipse features 


Its easy to show prospective buyers what these features 
mean in terms of handling ease, precision mowing, rugged 
extended service and economy. The result is more sales 
and more profit for the holder of an authorized Eclipse 
Franchise. 


THE ECLIPSE LAWN MOWER CO. 
1611 Railroad Street, Prophetstown, Illinois 





CHECK THESE 10 


FEATURES THAT SPELL 


SALES AND PROFITS 
~ Power Drived 


Wheels 


Power Driven Reel 


LAN 


Power Driven 
Sharpener 


Positive Action 
Clutch 





Natural Grip All-Steel 
Handle 


Finger Tip Control 
Heavy Duty Reel 
Tempered Knife 


Puncture Proof 
Tires 


oe A FN 


Weather Resistant 
Finish 


A COMPLETE LINE OF HAND AND POWER MODELS 


80 
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QUALITY BUILDERS HARDWARE 


OPENS THE DOOR TO FINER LIVING 


Today’s conditions make it doubly important for you 
to investigate the many quick-selling features of Tegco 
Builders Hardware. Low prices... 


easy installation 


(same mortising for all sets)... exclusive mechanical 





Consists of No. 361 glass knobs and No. 55 
stamped latch. Wrought brass orbronzeroses, 
Finishes: Brass, Bronze, Nickel or Chromium. 
Polished or satin. Straight or split. 


Consists of No. 361 glass knobs, stamped 
latch and No. 57 steel locking unit. Patented 
Tegco emergency release spindle. Wrought 
brass or bronze roses. Finishes: Brass or 
Bronze x Nickel or Chromium. Polished or 
satin. 


Consists of No. 361 glass knobs, stamped 


latch and No. 57 steel locking unit. P: 

Tegco emergency release spindle. Wrought 
brass or bronze roses. Finishes: Brass, Bronze, 
Nickel or Chromium. Polished or satin. 





Consists of No. 438 metal knobs and No. 55 
stamped latch. Wrought brass or bronze 
roses. Finishes: Brass, Bronze or Chromium. 
Polished or satin. Straight or split. 






\ 438 x 57 





Consists of No. 438 metal knobs, stamped 
latch and No. 57 steel locking unit. Patented 
Tegco emergency release spindle. Wrought 
brass or bronze roses. Finishes: Brass x Chro- 
mium; Bronze x Chromium. Polished or satin. 


438 x 57 





Consists of No. 438 metal knobs, stomped 
latch and No. 57 steel locking unit. Patented 
Tegco emergency release spindle. Wrought 
brass or bronze roses. Finishes: Brass, Bronze 
or Chromium. Polished or satin. 


TECHNICAL GLASS COMPANY, 
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features ... factory cooperation—all add up to more 
sales, more profits. Push the TEGCO LINE and you 
push the PROFIT LINE! 





CYLINDER LOCK SETS 


5 pin tumbler, key-in-knob design. Standard 
size brass pins and phosphorous bronze 
springs. Brass cylinder and plug. Three brass 
keys and brass anti-jimrhy plate with each set, 
Exterior knob and rose 2” in diameter. 
Stamped latch. Can be keyed alike to any 
number of combinations with either regular 
or master-keying. Sets keyed alike are indi- 
vidually packaged and taped together. Inter- 
ior knobs No. 438 and No. 361 shown with sets 
above. Finishes: Brass, Bronze or Chromium, 
Polished or satin. Straight or split. Same mor- 
tising required as for Tegco passage, bath and 
bedroom sets. Simple keying action requires 
use of one hand only. 





INC. Los 
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Warwood Forged Tools 
are known as the standard 
for comparison wherever 


Jackson Dealers have everything 
needed for a profitable repeat business 


heavy hand tools are required. 
Correctly designed for agricul- 
tural, general construction and 






contracting work, road and street 






repair work and for many other 









industrial uses, these famous tools repre- 






sent the ultimate in heavy hand tools. 






Enjoy an increased volume by making 
your store headquarters for Warwood 
Forged Tools. 





Completeness of the Jackson line plus the many 






resale features of each of the individual products 







give dealers all the sales advantages to meet the aa 

MATTOCKS. .. SLEDGES... MAULS... HAMMERS 
WEDGES... PICKS... BARS... HOES... ALSO 
TRACK TOOLS...ANVIL TOOLS... MINING 
TOOLS, AUGERS AND CUTTER BITS. 







requirements of their customers. Ruggedness and 






utility are recognized characteristics of ‘‘Jackson”’ 





products. Furthermore, the name “Jackson” rep- 


resents seventy years of “know how” and is in 





itself a symbol of high quality. Thus the dealer 
who sells the Jackson line is assured of being in | 
position to meet an established demand for prod- 
ucts that are priced right and which will be called 


for over and over again by satisfied customers. 


Get in touch with your nearest 


Jackson Wholesaler. 


a 

JACKSON MANUFACTURING CO. [oostoNee NA Se. 

a errr my WARWOOD TOOL COMPANY 
WHEELING, WEST VIRGINIA 


°EGu.s. Pm | 
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SALES-MAKING 

FLOOR FIXTURE 
A complete R-V-LITE Depart- 
ment in less than a square yard 
of floor space! Dispenses from 
either side of fixture. Give it 
the best spot in your store and 
watch it sell! 


FREE vote si'ivcinn 


Order from your jobber 


OR WRITE DIRECTLY TO— 












onstantly suggest 


All- Purpor’ 
year ‘round uses 


about the farm and home 


There's triple opportunity for you in the ever-increasing de- 
mand for versatile R-V-LITE! Three popular types—ideal for 
storm doors and windows, hot and cold bed frames, poultry 
and farm animal buildings, plus dozens of other uses around 
the farm, home and factory. R-V-LITE greenhouse partitions 
afford sure control of heat and humidity. . . . R-V-LITE wind- 
breaks and temporary windows find widespread use during 
construction. Yes, All-Purpose R-V-LITE is the year's outstand- 
ing profit line! 


‘ADMITS 607% MORE ULTRA VIOLET 
THAN ORDINARY WINDOW GLASS! 


@ Keeps Heat In i” Transparent 





i Keeps Cold Out Weatherproof 
i Flexible “ Easy to Clean 
 Shatterproof “ Versatile 

i@ Tough Long Lasting 


i Light Weight Economical 


Peayone can tadtatl RN-.i¢E—Simply cut 
to size with ordinary scissors and nail down with 
wood strips. 


Pure aduaclfA TC 


WARMER ROOMS 
EARLIER ceors 
MORE, BIGGER E 
HEALTHIER POULTRY 






Steady year 
‘round PROFITS 





SUNPORCHES 
for you! 


ARVEY CORPORATION cuicrco tes sitinors 
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* ew Feckagiteg for Luality Contents 


Yes, the best of valves sell faster when displayed in 
modern, eye-catching packages! 


Now, the quality line of Rockford Brass Valves will 
come to you packed in colorful, sturdy boxes as illus- 
trated. This gives you a grand opportunity to make 
your stock shelves bright and pleasing in appearance 
and at the same time merchandise valves by stopping 
the roving eye of prospective customers. Each box is 
properly labeled with bold face type to give quick 
identification of size and type of valves. 


Rockford Brass Valves speak for themselves once the 
box is opened and the valves are put to test. They are 
ahead in practical design... precision-made to operate 
quickly and dependably ... guaranteed to function at 
peak efficiency on jobs for which they are recom- 
mended. Quality of Rockford Valves is second-to-none 
because they embody the best in materials and work- 
manship, and are backed by over 50 years of know- 
how in the production of brass goods. Recommend 
and sell this outstanding line for profitable turnover. 





VALVES 


No. 816 FIBRE DISC GLOBE VALVE 














size | 1%" | %" | "| Hm" |_1" [1% 1%" | <i 
| PerBox | 6|6|6|6/|3/| 2/2] 1 | 
a No. 814 BRASS DISC GLOBE VALVE S 
| size | %" | %" | "| %’ | 1” | 1%" | 1%"| 2” 


PerBox | 6| 6 | 6/|6/|3/2/ 2/1 





= No. 814-A ANTI-HUM VALVE FOR OIL 

| SIZE _|_3" Female I.P.S. Only 
Per Box 6 ; | 
; No. 831 HORIZONTAL CHECK VALVE 

__ SIZE %y" | 3" |e” | Hy" | 1” | 1%"! 114" 




















2” | 
PerBox | 12/12|10|8/|6|4),2|2 | 





No. 830 SWING CHECK VALVE _ 
SIZE | 4" | %" | 4" | 4" |_1” |1%4"| 1%"! 2" | 
Per Box @}/s8|e8]6/]4] 3/2) 1 

















No. 819 GATE VALVE 


SIZE | %" | %" | "| %" | 1 
| 
| 





PerBox | 6 | 6| 6 | 6| 3 





[4%4" | 1%" | 9" 
| 2] 2] 1 | 


! 











ROCKFORD BRASS WORKS © ROCKFORD, ILLINOIS, U.S.A. 
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Straight shot to customer satisfaction—dealer profits—that’s the F&W “Bullet” Jet. 
Your customers will appreciate its quiet operation, its cleanliness and its smooth 
design. And you'll recognize these qualities as earmarks of a dependable and tinker- 
free water system. F&W water systems are the kind you like to install. They reduce 
service calls and make pleased customers—customers that will tell their friends about 
the fine water system they bought from you. Every pump in the complete line of 
FaW water systems is factory-tested for pressure and capacity and is backed by 82 


years of successful water system experience. Write for full details today. 


FEW piston type pumps 
for shallow or deep wells, 


FEW centrifugal type 
pumps are also available 


for deep wells, 





FLINT AND WALLING MFG. CO.,; INC., 1188 Oak Street, Kendallville, Indiana 
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The aia "Round. PROFIT MAKER 
1 EMBURY 


‘|AIR PILOT 


LANTERN 





MONEY 
MAKERS 


AVL AA lla Vaatl ii cmeey 1a h? 


WARSAW, N. Y. 





BE READY T0 MEET THE DEMAND 
FOR AN ECONOMY-PRICED TOOL... 


NPAT JUNIOR 


GRASS SHEAR 


with the famous Doo-Klip 
up ‘n’ down action 


SNIP-ITT Jr. is a new light-weig\. 
tool patterned after famous Standara 
Doo-Klip Grass Shear . . . but it sells 
at $1.50. Blades are electroplated to 
resist rust. Shipping box of six weighs 
six pounds. 


Watch for timely Doo kip aduertising | 
BETTER HOMES AND GARDENS e HOME GARDEN ° SUNSET 
HOUSE BEAUTIFUL 7 HOUSE & GARDEN ° FLOWER GROWER 


\\ THESE ARE AMERICA'S PREFERRED LAWN TOOLS 


HEDGE SHEAR with perfected “consecutive cut’’ 
* blades, easy-grip rubber handles, sells for $3.95 


PRUNING SHEAR gets 50% more bite with sturd 
© steel blade and new self-aligning anvil. 2.7 


LONG HANDLE GRASS SHEAR on solid rubber 
© wheels is light, has easy up ‘n’ down action. $3.50 


STANDARD GRASS SHEAR, America’s favorite, 
¢ has serrated biades, easy action. $1.95 


ENGINEERING AND MANUFACTURING CO. 


A fair return for everyone who sells Doo-Klip . . . that’s our purpose sblliance. Okéo 


in maintaining price. We make no special offers to any buyer. 
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In addition to our prewar organization at Davao, 
we recently established bodegas at Tacloban, Cebu 
and Tigaon as well as an office in Manila. 


Quality, in the final analysis, is the true measure of any 
rope. And quality-controlled rope like Columbian Tape-Marked 
depends on pure manila fibre . . . durability . . . strength... 
flexibility . . . and the Organization that produces it. 

In the Philippines where the finest manila fibre is produced, 
Columbian resident buyers select the finest crops of the abaca 
tree. The fibre is then delivered in bales or “‘bultos” to Colum- 
bian'’s own bodegas (grading and packing plants) in Min- 
danao, Leyte, Cebu and Luzon. 


There is no finer rope! 


TAPE 





Under strict Columbian supervision, the fibre is cleaned, cut, 
graded and baled for shipment by expert Filipinos. Finally, 
after due inspection by government officials, the bales are 
sent to the cordage city — to Columbian’s plant at Auburn, 
N. Y. 

Here under the same quality-controlled standards, Columbian 
produces the famous Tape-Marked Rope — the rope of the 
nation. On land and sea . . . and in the air . . . where 
dependability is vitally essential, quality-controlled Columbian 
Tape-Marked pure manila rope is the choice of men who 
know. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee S?., Auburn, "The Cordage City”, N. Y. 


MARKED 
PURE MANILA ROPE 
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HARDWARE CLOTH AND 
WIRE SCREENING 
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@ The Cyclone “Red Tag” Hardware 
Products Line—Lawn Fence, Insect Wire 
Screening, Hardware Cloth, “Catch-All” 
Baskets—is a powerful line . . . one that 
wins customers and pulls in repeat busi- 
ness. 

And the name—“Cyclone”—is nationally 
known and favorably known. It tells cus- 
tomers that you are handling the highest- 
quality hardware products. 

It pays to display all of the Cyclone 
“Red Tag” Hardware Items prominently. 
You'll attract the type of customers you 
want — customers who are interested in 


buying quality products. 


CYCLONE FENCE DIVISION 


( American Stee! & Wire Company ) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


LAWN FENCE 


CYCLONE 


HARDWARE PRODUCTS 


“CATCH-ALL” 


«Jey 
~ > ow 


“Red Taq 












BIG BEN LOUD ALARM has a tick BIG BEN ELECTRIC ALARM has an BIG BEN CHIME ALARM has a 


hear. And he wakes the exclusive gong alarm, adjustable to quiet tick. He is the first polite alarm 

heaviest sleeper with his “‘fire alarm” loud or soft. Beautifully designed. clock in history. ‘‘First he whispers, 
call that rings intermittently. Hand- Rich brown case, gold color trim. then he shouts’’.* His first call is a 
black case. Big easy-to-read His sturdy electric motor is long lived gentle whisper. Then if you don’t 


luminous dial a dollar more. luminous dial a dollar more. With luminous dial a dollar more 


BIG BEN’ er ~ WESTCLOX’. iia hin 


How to help your customers 
select the BIG BEN ) 
best suited to their needs 


Remember—there are three Big ter selling job, and your custom- 
Bens. They cover the needs of — ers will be better satisfied. See 
every type of sleeper. Be sure details of each clock below. 

that your sales people are familiar Suggestion: Place this magazine, 
with the features of each of the opened to this advertisement, in a 
three Big Bens. They'll do a bet- prominent place in your clock dept. 





BIG BEN LOUD ALARM 





He retails for $4.75. With and silent. Retails at $8.95. With wake up, he shouts! Retail, $5.75. 


Prices quoted do not include tax and are subject to change. * Trade Mark Reg. U.S. Pat. Off 


LASALLE-PERU, ILLINOIS; IN CANADA, WESTERN CLOCK oe TD., PETERBOROUGH, ONTASR FLASH 
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Ne “Sinest tn Hashtights 


BRIGHT STAR 


PREFOCUSED 


SPOTLIGHTS and SEARCHLIGHTS 
iia 








NEW ALL THE WAY THROUGH! 


@ Highly polished chrome plated © Shock absorber protects lamp. 
finish on heavy gauge seam- 
less drawn brass tube. 





@ Heavy silver plated and 
highly polished reflector 


























M has a ® Attractive, non-slip ribbed provides maximum light. 
- canis tube design. © 3-way switch for continuous, 
whispers, ® Double thick lens for heavy intermittent and lock-off 
call is a service. positions. 
yu don’t New Pilfer- Proof Display ! 
$5.75. be/ bl a 
oes x This sales-compelling unit dis- @ ad C) » a RIGHT yf 
en) ‘plays a complete assortment 
of the new #2500 Pre- Threaded Spare bulb Swivel 
7 tube. compartment.| ring hanger. 
focused Chrome Spotlights 
and Searchlights. BRIGHT STAR BATTERY CO. - CLIFTON, NEW JERSEY 
ats Comp. = CHICAGO + HOUSTON * SAN FRANCISCO 
>NTARIO FLASHLIGHTS © FLASHLIGHT BATTERIES * PHOTOFLASH BATTERIES + RADIO BATTERIES © IGNITION AND MODEL BATTERIES + INDUSTRIAL FLASHLIGHTS AND BATTERIES 
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THE GENUINE 


ICE CREAM FREEZER 


Here it is—the freezer all your best customers want—back in 
production again, after years off the market due to material 
shortages. It’s the popular, time-saving, labor-saving electric- 
powered Dolly Madison—the finest electric home freezer ever 
made. But you must act quickly to insure early delivery! Every- 
body will want to sell Dolly Madison in 1949—and factory orders 


will be filled as received. 


Only the genuine electric ¢ DOL 
HUSKY hand freezer have 


SUPER-SMOOTH OPERATION 

No other freezer turns easier 

than the famous Husky—thanks to 
precision manufacture and the use 
of modern die-cast Zamak gears, with 
a permanent-mould aluminum main 
frame for accurate mechanical align- 
ment. Dolly Madison, of course, is 
powered with a 110-120 v. 50-60 «. 
AC electric motor. 











all these exclusive fatter feat, 





ELECTRIC MODEL « No. 404 « 4 QT. SIZE 


Moug 


5 “THORO-MIX’’ DASHER 

Both Husky and Dolly Madison 
have dashers of exclusive “Thoro- 
Mix’ design—plus Porter easy-motion 
action that makes creamy fine-tex- 
tured ice cream—and makes it easier 
—and faster! 


LEAK-PROOF CREAM CAN 





ICE-SAVING TUB 2 Formed of superior quality Bet 

Unlike big, old-fashioned ice coke tin-plate, both Dolly Madison wil 

cream freezer tubs, Husky and Dolly and Husky have double-seam cream of 1 

Madison have compact, streamlined cans—reinforced at top with double- 

tubs—to save on ice—yet to freeze thickness flange and rolled bead for Pit 
stre 


delicious ice cream faster! 


HAND MODEL « No. 104 ¢.4 QT. SIZE 





extra sturdiness! 


WORLD’S LARGEST MANUFACTURERS OF HOME ICE CREAM FREEZERS 


nee 
G-I 
por 


YEARS OLD 


Manufacturers of America’s Favorite Ice Cream Freezers... / {/ 





HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 


92 HARDWARE AGE, NOVEMBER 4, 1948 HARDW. 











CAN 
sality 
dison 
ream 
uble- 
d for 





LLINOIS 
4, 1948 








MR. DEALER: 





Here’s the new G-E Coffee Maker campaign 
that means extra sales for you! 





ve \ complete 6 


No need to watch 


E Tara flee Maker nly “8 7 
. this beautiful GE All ‘Automatic! 


ott poke 1 
var cord Oe were” 
sane 
| eeeverrs “* 


san Wemnnnass OF FEE 


GENERAL GD ELECTRIC ae. 
SENERAL @® Evectaic 


Between now and Christmas—these great ads—in full color— 
will appear in two great mass weeklies with a total readership 
of twenty-seven million, seven hundred eighty thousand. 

Pius 4 NEw package with lots of sales aids for retailers— window 
streamers, mats, displays, envelope stuffers, everything! All you 
need to help you make extra sales! Get your package from your 
G-E Coffee Maker distributor. General Electric Company, Bridge- 


SCHEDULE "ia 
Date On Newsstands 


COLLIER’S Nov. 13 & Dee. 4 Nov. 4 & Novy. 25 
LOOK Nov. 23 & Dec. 7 Nov. 8 & Nov. 22 


GENERAL @@ ELECTRIC 






port 2, Connecticut. 








Stock and Display G-E Coffee Makers and Profit From This Campaign! 
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There’s profit for ALL 


in WASHINGTON 


FUEL-ECONOMIZING 


APPLIANCES 


Increase your profits by helping your customers 
stretch their fuel dollars into other wanted 
purchases. With future fuel shortages pre- 
dicted and high prices indicated, home owners 
are looking for appliances that economize on 
fuel. Show your customers the way to real 
savings with Washington Frugal heating and 
cooking equipment. Washington appliances 
are backed by an 86 year reputation for the 
"Frugal" use of fuel. Write today for informa- 


tion about the complete line. 








j ; GEORGE WASHINGTON 
i ‘e j i 
4 COAL RANGE 

| | The modern styling, rounded 
j corners for easy cleaning, 
——_— | the striking lines, the gleam- 
os L —4 ing porcelain enamel finish— 
| | all contribute to the smart 
appearance of the George 


| Washington Cast Balanced 
® Range. 


ESTABLISHED 1862 


GRAY and DUDLEY 


COMPANY 
NASHVILLE 3, TENNESSEE 








y WORTH? OF Tit WANE 








WASHINGTON FRUGAL OIL BURNING HEATER 


Down-Draft Hot Blast spreads flame in the radiator- 
type combustion chamber, insuring maximum heat- 
ing capacity. A truly beautiful, powerful and dur- 
able heater. 





To increase 
heating efficiency 
and comfort... 
and your profits 
too... 


GRAY & DUDLEY 
ACCESSORIES — 








Illustrated is electric fan, installed at any 
time in front panel. Other convenient acces- 
sories include: ''Insta-Liter'’ for quick start- 
ing, ‘Trapit' filter and sediment strainer, 
two electric thermostats, and ‘'Oilifter'’ used 
when fuel tank is below burner level. 





qa Co 
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Club )Aluminum 


HAMMERCRAFT WATERLESS COOKWARE 






wAMMERCROFT COOKWARE 


TRADE-MARK REG U S$ PAT. OFF 


ee chSy — cn? 
‘ Brie ts nr 


HAS VOUR ORDER BEEN TAKEN ? 


Have you placed your order for a good-sized Christmas stock of Club 











Aluminum Hammercraft Waterless Cookware? It’s a profitable step to 
take right now. Order any or all of the eighteen beautiful pieces 


cw? - 


y available. 

ag 

tee Remember to include enough of the Six-Piece Economy Sets in 
4. 


your order or reorder. An ideal gift item that sells six utensils as 
easily as one. Get your order in now and be assured of a good 
stock of this always-popular giftware. 


CLUB ALUMINUM PRODUCTS CO. 
1250 Fullerton Avenue, Chicago 14, Illinois 


Watch for this big color ad in LIFE, November 29 
Also, listen to “Club Time,” with favorite hymns 


of famous people, ABC network, Tuesday mornings © 1948 CAPCo 
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@ "It’s a honey”... “best self-selling merchandising 
display we've ever had”... “certainly sells the cus- 
tomer on the idea of having a companion set of house- 
wares items!”’ 

These typical firing-line comments tell the story of 
how this big window/counter display is doing a 
money-making job for dealers from coast to coast. 
It’s included free of charge with Federal Tool’s im- 
pressive No. 923 Special Promotional Assortment. 
Not only does it actually stimulate buying, but it builds 
up the unit of sale per customer ... sets the stage for 
additional and repeat business... makes available a 
wider range of related merchandise for individual se- 


Representatives in: New York, St. Louis, Memphis, Seattle, Louisville, Pittsburgh, 
Detroit, Atlanta, Minneapolis, Dallas, Kansas City, Los Angeles, Emmitsburg (Md.). 


FEDERAL TOOL CORP., 3600 W. Prait Bivd., Chicago 45, U. S. A. 
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Prailical HOUSEWARES / 


lection...and conserves selling time of sales persounel. 
No. 923 Assortment totals 17% dozen (shipping 
weight 150 lbs.) ... includes 17 of the most popular 
numbers in the entire line of Federal Practical House- 
wares... has a retail value of $90.48. Quantities on 
items range from 4-dozen to 3-dozen, determined by 
an analysis of national dealer sales figures. The 
window display (as illustrated) measures 48” x 44" x 
18” deep; is die-cut to hold one each of the assorted 
items; has descriptive text and illustrations to show 
various uses of the products. 

For complete details, see your jobber...or write 
us direct! 





FEDERAL 
Practical We 





HOUSEWARES 
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Look for the 


-(TOFTTIFESTERP mame 
om your LIL LAY Lo 


--- Others will f 


Leh wht hdl! mcared Uo out Dealora! 


shippin - , ‘ NEW SUPERFLEX toast timer 
pping @ There’s plenty of selling punch packed into 1 
t popular : - fa age guarantees perfect toast every 
1 House- this headline from ‘““Toastmaster’s” colorful, com- due. © evtemstieslly comper 
es rs ing Christmas ad. All fall, this pride-appealing sates for an unusually wide range 
ge Th theme has been reminding your customers of one of voltage variation. 
"x 44" fact. It’s wise to give the toaster that’s best known 
assorted and most respected. You are also wise to identify . heated sate eae ah 
} ‘ = - swings open at the push of a but- 
to show yourself with the “Toastmaster” name. But apart , 

; ton for easy cleaning. No tricky 
from pride... for profit. For no other toaster catch, nothing to remove and 
has such an enviable record of sustained demand, mislay. 
of customer satisfaction, of prestige for the store 


that sells it. 


ersounel. 


or write 


3 NEW EASY-LIFT HANDLES are 
large and finger-fitting. Safe, 
sure-grip, always cool to the 


Ke: ] () it $] M ft ST E R Automatic Pop-Up touch. An exclusive Toastmaster" 
THE NEW Toaster feature. 


J *’ToastTMaSTER” is a registered trademark of McGraw Electric Company. Copyright 1948 
ToastmMasTeR Propvcts Division, McGraw Electric Company, Elgin, Ill 
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Proven salen aude to bring YOU more 


profits from Dearborn gas heaters! 














l.. are four of the ee ae 
i through Dearborn. Us ‘ 

an pt gpa your Dearborn sales and 

w wae 

profits reach a new high! 






ITS 
NTS 





\NOUNCEM! 


sales-making 
. local use, 






RADIO SPOT Af 





< yours to 
dis an like 


as erative 
born prea 8 the 


sts. The recor 







and the agree 
advertising P 
time costs 





getting sign to 
Sh Cation of your 
Dearborn display; attractive, 
simple and less 
than you woul 
Possible! 


















all sizes-- 
strong selling ¢ 
sharp illus rn urs 
ready for eel ‘se he 
them complies | Dearbor lan 
FREE — © advertising 4 


erative Sef: 
ae half the sP 
“ ‘ 

















INT SER 


--- book matches carrying Dear- 
born advertising and your name 


--- constantly traveling the “ 


eye- 
level” 


route from user to user, 
You can get them through Dear- 
born for a surprisingly low Price! 














These sales aids are designed to help you make 
more Dearborn sales...and MORE profits. 


TAKE ADVANTAGE OF THEM! 


Merchandise Mart 
Suite 1490 
Chicago, Mlinois 


Merchandise Mart 

1355 Market Street 

San Francisco, California 
1101 Mulberry Street 
Room 202 


Kansas City, Missouri 


1735 Stout Street 
Room 114 


Denver, Colorado 


911 Davenport Street 


3625 South Grand Avenue 
Omaha, Nebraska 


Los Angeles, California 


165 North High Street 


15, East Reno 
Columbus, Ohio 


Oklahoma City, Oklahoma 


718 Avenue Q 


265 West Trigg Street Lubbock, Texas 


Memphis, Tennessee 


Rennyson Building 
347 Carondelet 
New Orleans, Lovisiang 


209 South Franklin 
Tampa, Florida 


Aids 
For complete information about Dearborn Dealer Sales Ai 








and Dearborn’s Cooperative Advertising Plan, write to 


STOVE CO. 1700 W. COMMERCE ST., DALLAS, TEXAS 
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The Biggest Christmas Clock Promotion Ever. .. 





® Telechron ... the first and favorite electric clock . . . provides right time for every room. 


Smart styles in alarms, occasional, kitchen clocks, and awakening devices make profits for you. 
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featuring the full line of Telechron electric 
clocks . . . designed to make them move across 
your counters FAST. These bright, beautiful, 
full color advertisements are appearing in the 
country’s leading magazines, with an 

audience of 53,000,000 readers, your customers 
included. Tie-in for profits by featuring 
Telechron clocks on your counters and in your 
windows. Watch for the Telechron advertise- 
ments as they appear... . Double spread in Life 
... December 6. Full page bleed in The 
Saturday Evening Post ... December 11. Full 
page bleed in Ladies’ Home Journal .. . 
December. Get in touch with your distributor 
and make sure you have plenty of Telechron 
clocks on hand. Telechron Inc.. Ashland, Mass. 
A General Electric Affiliate. 


C fof, 


sO oe one on So on 











Look at these features — 


* Big—will take an 18 lb. turkey or 20 lb. ham. 


BUCKEYE ALUMINUM 


Oval Roaster 


* Can be used as a covered roaster for the slow 


cooking of pork and less tender 


cuts of beef—or as open roaster for 


standing ribs, lamb, poultry, ham. 


¥%& Scientifically designed lifting 


rack makes hot food easy to handle. 


Easy to clean. 


* Hinged top and side handles save oven and 


storage space. 


i Roasting vent in cover regulates browning. 
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No. 


Outside 


Gauge 





Case Lots 


Case Wt. 
Approx. 





Dimensions | 


9998 
17%x 12% 
x 7¥,"" 


18 


3 


12 Ibs. 








CHICAGO SALES OFFICE—11-110 MERCHANDISE MART 
NEW YORK SALES OFFICE—ROOM 1814—175 FIFTH AVE., NEW YORK 10,N. Y. 
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* Shelving 
* Lockers 

* Wood V 
* Economy 
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quay STEEL KITCHEN CABINETS 


STEE 
KITCHEN CABINET 
INSTITUTE 
PD ee 










@ As a LYON retailer, you can offer your customers virtually 
“custom-built kitchens from a package line.’’ Certainly every 








LYON item is of finest custom-built quality. 
When the supply of steel allows us to take full advan- 





for IMMEDIATE DELIVER 


to LYON DEALERS ' 
at tage of our production capacity, we will have more of these 
= <a ik a highly profitable cabinets to offer retailers. Meanwhile . . « 
= cer ese nc | Some dealers have found it possible to furnish us’ 







with cabinet steel— 22 gauge cold-rolled. In such cases 









we will buy the steel from you and ship kitchen cabinets 






promptly-— pound for pound ~at regular published prices. 


LYON METAL PRODUCTS, _INC. 


General Offices: | 123 Monroe Ave., Aurora, II 


Branches and Dealers in All Principal Cities 








Stainless Steel Sink 
Tops with Cabinets 
and 
_ Linoleum (steel base) Sink 
Tops with Cabinets 


| lengths 66" — 72” — 84” — 96" 
All 25” Deep x 36” High plus 4” back 


A PARTIAL LIST OF LYON PRODUCTS 


















* Shelving © Kitchen Cabinets © Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands ¢ Flat Drawer Files 

* Lockers ¢ Display Equipment © Cabinet Benches @ Bench Drawers © Shop Boxes @ Service Carts © Tool Trays ® Tool Boxes 

* Wood Working Benches © Hanging Cabinets © Folding Chairs © Work Benches @ Bar Racks © Hopper Bins ¢ Desks © Sorting Files 

* Economy Locker Racks © Welding Benches ¢ Drawing Tables © Drawer Units © Bin Units © Parts Cases @ Stools @ Ironing Tables 
HARDWARE AGE, NOVEMBER 4, 1948 101 








® Take this washer drive-gear, for example, 
which is typical of the durability built into 
every Blackstone Product. It is not die 
cast from some soft alloy. Instead, it is 
machined from a close-grained, gray 
iron blank. The teeth of this gear are 
helically cut to provide greater strength 
and quieter operation. Then the gear 
is ground to precise tolerances to min- 
imize back-lash and to assure perfect 
meshing with its matched pinion. Finally, it 
is case hardened to make it tougher than 
any alley tom cat. And... what's more 
important, it will last many times longer. 
This meticulous adherence to better 
methods, materials and workmanship in the 
construction of Blackstone Home Laundry 
Equipment guarantees you a quality 
product at all times. 









BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 


America’s Oldest Washer Manufacturer — a 
‘a -_ 








= LONG LIFE 
= isnt all LUCK 





























The COT D) ganchise 
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Because it Means 
* Greater Ironing Safety 

* Longer Life 

* Easier Ironing 


* Now in use by 2,000,000 


enthusiastic home-makers 


__ woven 
>a . re- 
— content that 7 a. 
) je cov t= 
-made 
Readme. Rubber 


new Ss 


fabric 
ston 18 @ , 

ee asbestos 

sit from bur® e “ater 

se ons  veading manufact¥ 

on t— by Jeading . 

dev elopme® : ee “ 


LOOK FOR THIS LAB 












proov 


: 






As Nationally Advertised in ie 
Good Housekeeping . . . 3,010,852 Circulation a —S 
ladies’ Home Journal . . . 4,621,060 Circulation ae a RR Ve I ae —— 
ee a 3,698,404 Circulation 

Woman's Home Companion. 3,754,580 Circulation 

Total Circulation . . . . « 15,084,896 


‘Tae U. S. Navy uses Asbeston for Fire- 


fighters suits—the same type Asbeston for use by reputable Ironing Board Cover 
being used in new Ironing Board Covers. manufacturers. Write this company for 
ASBESTON is a product of the United their names. 


States Rubber Company, and is licensed 


MADE BY TEXTILE DIVISION 
UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas « New York 20, New York 


HARDWARE AGE, NOVEMBER 4, 1948 





Here’s the label that’s a live-wire 


Here’s the national advertising \ 
that is bringing in more and | 
more new customers every day! f 
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Get the 
amazing 

low price 

on your 

new 

Standard Steel 
profit maker 


This high-styled, quality built model 1400 bathroom 
cabinet is so new it's not listed in Standard Steel's 
bargain - packed catalog. Cabinet is fluorescent - 
lighted with beveled 
plate glass mirror. Send 
coupon below for low 
price te you. 


MODEL—_—_—_—___» 
21 00, incandescent lighted 


with beveled plate mirror 
bound in stainless steel. For 
opening, 14 x 18'/2. One of 
17 models, all at rock bottom 


prices. 


REGISTERS AND 
GRILLES 


For baseboard and sidewall 
Registers have positive 





damper control, heavy gaug2 
steel handles. Deep drawn 
from high-grade steel, prime 
coated in metallic gray. 
Sizes, 6'' high, 10", 12", 14" 
wide. 


PERFORATED 
STRAP IRON... 
GALVANIZED COILS 


In 10-foot strips, 3%" to 11/4" 
wide. Both 18 and 20-gauge 
also available in 10-foot coils. 
Prompt delivery! 


STANDARD STEEL CABINET COMPANY 
3713 Milwaukee Avenue, Chicago 41, Ill. 


} Rush quotation on low cost new model 1400 Fiuorescent-lighted 
medicine cabinet. 

] Send new, bargain-packed Catalog of shower cabinets and doors, 
medicine cabinets, registers and grilles, ventilators and louvres, 
other items priced for profit to me. 

Company name 


Address 


My name is 


Title or function 











Point Up Your 
Tack Sales with 


THE HIGH-PROFIT 
QUICK-TURNOVER 


NATIONALLY ADVERTISED 


THUMB TACKS Colorfully 
Dressed in Sell-ophane Wrappers! 


om Your No. I Seller 


GUARANTEED 
PARENTS 
MAGAIING 


No. C 366/36 
SAF-T-HED 
Thumb Tacks 
GUARANTEED —Pin 
Con't Poss Thru Head. 


10¢ retail 


Enameled Thumb Tacks 
$0 Tacks — 11 colors. 


‘ No. 210/50 
Furniture & Upholstery Leatheroid 
Nails Upholstery Nails 
No. 53/35 50 in Cello-Window Box, 
35 Ornamental Nails in 
Cello-Window Box. 10¢ retail 


1 O¢ retail 


a No. 43/60 
SAF-T-HED Thumb Tacks Brass Plated 
36 in Cello-Window Box. Furniture Nails 
10¢ vetelt 60 Nails in Box. 


1 O¢ retoil 


WRITE FOR FREE SAMPLES & CATALOG 


giving complete 

: listing of these 

\\ / and many other 
American lack Company oes aoe 


packings of tacks, 


Ente NE furniture and 

an. upholstery nails, 
ornamental 
nails, etc. 
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aa No. 2631 Paper Towel Holder, lustre chrome finished, provides a new addition to your 2600 
Line—a new attraction for your customers! This smart, spring-tension fixture is made to order for modern 


homemakers. It’s easier to use— needs no roller. It’s more efficient — spring tension arms hold roll firmly, 


- dispense towels without noise or waste. It’s easier to sell — offers Autoyre high quality plus Autoyre top value! 


Wy 


MATCHED ACCESSORIES FOR BATHROOM AND KITCHEN 


tabs ¢ ; fs Br (5) § t cia ~  ¢ 


THE AUTOYRE COMPANY @ OAKVILLE, CONNECTICUT 








It’s a fact that we are producing more Du Pont 
Sponges than ever before. Yet your customers 
still find there is a shortage. The reason is 
simple: everybody wants Du Pont Sponges 
because they are ideal for washing walls, 
windows, dishes and automobiles. And these 
sponges are soft, yet firm and long wearing. 
We're doing the best we can to supply all 
the Du Pont Cellulose Sponges you need, so 
keep right on asking for them. Insist on the 
best . . . insist on a genuine ‘“‘Du Pont.” 


am 


BETTER THINGS FOR BETTER LIVING 
«»-THROUGH CHEMISTRY 


——— 
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your EXTRA heater sales! 


Many Perfection Heater dealers are right now making 





deliveries on sales they had given up as lost when the “oil-shortage” 
discouraged customers who really want the comfort and convenience of 
oil heat. Their plan has three simple steps you, 


too, can take to late-season profits ‘ 


1. Make contracts or agreements with local fuel 
suppliers assuring all new customers of a 
definite supply of oil. 

2. Go back over the list of prospects who 

were scared off by shortage publicity. 


3. SELL THEM PERFECTION. 


Perfection Stove Co. 


7063-D Platt Ave. 


Cleveland 4, Ohio 
e 


Warehoused for 
quick delivery, at 


Atlanta + Chicago 
Cleveland + Dallas 
Honolulu + Jersey City 
Kansas City 
Oakland «+ St. Paul 


Perfection Oil: Burning #OMrers 


WOW! Wheel in 





D) 
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APPEALS TO EVERYONE WHO KEEPS HOUSE 


DLL 


“The afeplliance to end clogged sinks 


“wmg./ Nationally Advertised . Fair-Traded 
¢ Popularly Priced 


‘ 





iat 






ie wud] 


e USEFUL e ATTRACTIVE 
e PRACTICAL e DURABLE 


$nte 








u31SV 





DRAIN-MASTER 


is easily installed by 
simply removing the existing 
trap and replacing it with 


DRAIN-MASTER 


Dealers will find it profitable to sell 





Drain-Master for both new and replacement installations. 


DRAIN-MASTER is a necessity for Septic Tank installa- 


tions—eliminates chemicals that effect bacterial action. 


Basic Model 501 Fair Traded List Price $ 6 9 5 






Satisfaction Guaranteed __ East of Rockies 
or Money Refunded 


DRAIN-MASTER 


operates by finger-tip hydraulic action. 
The easy pumping movemert of the lever 
builds up two-way fluid power— push- 
pull motion that quickly loosens the 
obstruction and causes it to flow down 
and out the drain. 


ing 
oe 





TELMOR PRODUCTS CORP. 


1910 W. LAKE STREET CHICAGO 12, ILLINOIS 
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Why This Cabinet 
Sells Fast! 


This cabinet is chrome-plated inside 
and out, making it rust proof. 


Light fixtures are also chrome-plated 
and all wires are encased. 

All shelves adjustable—2” spacing. 
Fluorescent lights should be operated 
from main bathroom switch, as these 
lights give more than ample illumina- 
tion and no other lights are required. 
Wall opening 18”x20”. Polished plate 
mirror, size 20”x26”. 


@ Write for descriptive 


literature on our complete 
line of bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 
7722 JOY ROAD DETROIT 4, MICH. 
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Everything about it 
means profit for you! 


Streamlining is part of the Rheem “Design for Better 
Business.’ That is Rheem‘s program .. . better business 
and more profit for the plumber-dealer. Good looks 
in a water heater can help you sell, so we make our 
Royal Deluxe the smartest looking heater in America. 
Part of the Rheem “Design for Better Business” 
you'll find underneath the heater’s beautiful exterior. 
Sound engineering, new methods. The inner tank is 
processed bya p: * Rheem automatic galvanizing 
method. Dow Magnesium ‘Anode further prevents cor- 
rosion. Fiberglas Insulation. Grayson Contro!. Guar- 
anteed by Good Housekeeping as well as by Rheem. 
Easy installation, quick inspection and adjustment, 
fast factory shipments to your wholesaler...all are 
part of Rheem's ‘Design for Better Business.”’ 
“DESIGN FOR BETTER BUSINESS” 
spells profits, too! 
Rheem brings you the most progressive program in 
the industry. It's aimed at moving heaters off your 
show floor. It includes every form of sales promotion, 
backed by national advertising. Rheem dealers get 
thousands of live leads from coupons every month. 
Ask your wholesale supplier for RHEEM’S 
“‘Design for Better Business”’ *Pat. No. 2444833 


RHEEM MANUFACTURING COMPANY 
570 Lexington Ave., New York 22, N. Y. 


AUTOMATIC WATER HEATERS 
ALL SIZES FOR ALL FUELS 





SOFT WATER APPLIANCES 
HEATING APPLIANCES 
DOMESTIC STORAGE TANKS 


Foreign affiliated companies in Brisbane, Melbourne, Sy dney, 
Amsterdam, Rio de Janeiro, Singapore, and Hamilton, Canada, 
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/ A COMPLETE PLUMBING 
OF LOLOL IL LL 


in just 12 space 
24 GAUGE STEEL COUNTER UNIT 





3 COLOR 
DISPLAY 







13 DIFFERENT 
ITEMS—A TOTAL OF 
650 PIECES IN ALL 


every item 
a proved seller 


INDIVIDUALLY PACKED—1 UNIT TO A Feature it! 13 different items, 650 pieces—and every 
SHIPPING CARTON—WEIGHT 15 LBS. one a PROVED SELLER! All ready-packed in hand- 
some STEEL counter unit—and sparked by an eye- 
catching 3-color display card. 

Answers all your plumbing rubber needs—yet spots 
your complete department in just 12” counter space. 
Every inch means PROFIT with the ‘Handy Man" 
Assortment. 












420 NORTH WOOD STREET, CHICAGO 22, ILLINOIS 
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THE SQ 
Fittings 
Fittings : 
* Steel as 











GRABLER packacE-PROTECTED 


cove" * Fittings Cost Less To Handle 


ACH FITTING protected from rust, dirt and damage is clean and ready 
E to use—every fitting usable, salable and profitable. One size and type 
of fitting packaged in a small carton—label plainly indicates type, size and 
number of fittings. Small cartons are shipped in sturdy master containers for 
your convenience in storing and handling. Grabler Square “Gee” Package- 
Protected Fittings are easier to stock, easier to sell. They cost you not one 
penny more. Ask your wholesaler for Grabler Package-Protected Fittings. 





THE GRABLER MANUFACTURING COMPANY 
6565 Broadway * Cleveland 5, Ohio 


THE SQUARE “GEE” LINE INCLUDES: Molleable Fittings * AAR 
Fittings * Unions + Rail Fittings ¢ Cast iron Steam and Drainage 
, 1948 Fittings + Patented Drainage Fittings + Brass Fittings and Unions 
* Steel and Brass Nipples + Hangers « Copper Tube Solder-Joint Fittings 











GOOD PROSPECTS AHEAD 


Model 86 
'f Classic design, 
rich ivory 

| plastic housing. 
| Two notes for 
the front door, 
one for the rear. List 


Price, with 


transformer $8.95 





if 


FROM ONE END OF TOWN TO THE OTHER» 


CUSTOMERS 


Cambrite 








CAMBRIDGE TILE MFG. CO. * 


112 






ae 


Ww 
Tienes ad 
- aad ~ - 


_\ 


‘he 





Model 36 


Trim ivory plastic housing. 
Two notes for the front 
door, one for the rear. 


List Price, $4.95 









Nationally 
C of | M t Ss Advertised 
You’re in the small-home mass market with the 
Liberty Line of sensibly priced door chimes. You're 
in there with quality, too. . . . Liberty Chimes are 
craft-built for rich, pleasing tone quality, for years 
of trouble-free operation. 

Nine smartly styled models from $3.50 to $19.95. All 

but the two lowest priced models come complete 
with transformer. Write for catalog. 






Kuilding 


-OPPLY NEWS 






SINCE 1924 
DOOR CHIMES, BELLS, BUZZERS, TRANSFORMERS, SIGNALING DEVICES 


AMBRITE 


for HOUSE NUMBERS 


Your market for CAMBRITE house numbers actually reaches from 


one end of town to the other. There’s a customer in every home and 





building in town! These glazed tile numbers give you something new 
to sell. They're up-to-the-minute, smartly designed in black on white, 
sealed forever under a smooth satiny glaze, and visible day or night. 
CAMBRITE offers your industrial and commercial customers an 
ideal method of numbering equipment, groups of buildings and build- 
ing subdivisions — uniformly and efficiently. Available with black 





japanned aluminum frames for 1 to 5 numerals. CAMBRITE is 
ready to sell. A big market is ready to buy. Are you ready to cash in? 


Order model #33 today, or write Dept. HA-11 for complete information. 


19/58 


GE SS OR7ESHORO 


CINCINNATI 15, OHIO 
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UNIT LOCK 


INTERIOR LATCH 


Knobs operate from either side at all times. 
Reversible for right or left hand doors. 


INTERIOR LOCK 


The button on the inside knob locks the door. 
For emergency use, a special release device is 
provided on the outside knob. 


"GOO" 


SERIES 


Corbin Unit Locks 
and Latches for 
light commercial 


construction. 


Smaller streamlined version of the 
famous Corbin Unit Lock used since 
1899 for many of America’s finest 
commercial buildings, Corbin’s “900” 
Series Unit Lock appeals to discrimi- 


nating architects and builders. 


It has all the essential qualities of 
the original . . . strength, security, 
the style implicit in Corbin’s nearly 
100 years of craftsmanship . . . and 
ease of installation to save time, 


labor and money. 


CYLINDER LOCK : 
Pin-tumbler Corbin cylinder (Za 


P «F.Corbin 


Division 


THE AMERICAN HARD'VARE CORPORATION 


New Britain, Connecticut Since 1849 


, GOOD BUILDINGS DESERVE GOOD HARDWARE 
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‘Abrasives hy CA 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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There is nothing new about the technique of related selling. But 
here’s a sure-fire way to make it automatic. Use the bright red tag 


with the slogan “Keep It Sharp.” 


Tied to edged-tools and cutlery, these tags perform a double duty. 
To the customer, they flag up the need for an abrasive at the time of 
a tool purchase. To the sales clerk, they act as a reminder to pair 
sales. As a result—it is easier to sell an abrasive whenever you sell 


an item with which it is used. 


Hundreds of dealers all over the country are already using these tags 
to build abrasive volume. Why not put this idea to work for you. 
Ask your CARBORUNDUM «salesman for some tags... or fill out 
the coupon and mail today. A liberal supply of tags will be sent to 
you. The Carborundum Company, Niagara Falls, New York. 


& 
A Good Tool is 
Worth Keeping Sharp 


This is © quotity product 
repvtable monulacturer 

for @ particulier use It will give you excel 
lent vervice — if you keep it sharp. 

The best wey te accomplish this is by 
frequently teuching-ep the edge wth o 
Shorpening Stone by CARBORUNOUM 


Ash your hordwore deoler to recommend 
the proper abrasive product for sherpen. 
ing this tool. Remember —@ geod too! 
ta worth keeping sharp 


THE CARBORUNDUM COMPANY wiacara FAus, WN. ¥. 


Back of the tag is an ad for you. Plenty 
ot space is provided for stamping your 
name, address and phone number 








Copy stresses the qual- 
ity of tool being pur- 
chased... points out ad- 
vantage of keeping it 
sharp...and suggests the 
best way to do it. Abra- 
sives by CARBORUNDUM 


are illustrated 


Your 4ARDWaae DEALER js 





ARBORUNDUM COMPANY 
ing Division 
New York 


THE CARB 

Merchandis 

Niagore Falls, 
Please rush my supply of 
tags free of charge 


“Keep It Sharp” 


——— 


Store 
—— 


—==—— 
———— 


Address 


———— 
City and Stote 


—— 
—_ jour Name 


Per 





TRADE MARK 
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of business 
What better start for a better business system can you imagine, than a C ont rol 


detailed audit strip which shows a complete record of every transaction? 
Modern mechanized methods of cash-control and record-keeping— S tart t 
the methods which make most of today’s best systems really 
practical — are built directly about the protection and the 
information aflorded by the National Cash Register. Built about the 


absolute accuracy of its mechanical figure-work. Its automatic, 













detailed record of every transaction. The certainty and assurance 
of its printed receipt — so clear and unalterable. Its effortless 
automatic analysis of sales by classifications — and by salespeople. 
Its mechanical transaction-counters, and the sure protection of 

its individual automatic cash-drawers. 

Here is a sound foundation for a standard of speed, ease, and 
completeness of managerial control — and a degree of protection 
for all concerned — quite beyond the scope of any hand-operated - 4 
system. There’s a new National Cash Register which ae : ' 
has been designed expressly to meet the specific needs } lige _ 
of your business. Ask your local National representative s National 
to show you what it can do for you. = be : 

- CASH REGISTERS » ADDING MACHINES 
aT yes ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 


Sales and Service Offices in over 400 cities 
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SOCKET CAP SCREW 


CHICAGO Safety Plus 


SOCKET SCREW PRODUCTS 


SOCKET SET SCREW 


Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 


Closely controlled concentricity tolerances assure equal SOCKET HEAD SHOULDER SCREW 
distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 





Over 75 years of dependably uniform 
quality are behind every Chicago 
**SAFETY PLUS'’ Screw Product. 


OREO eis A ORR RG SRE SRNR Bisa aE 
Chicago ‘‘SAFETY PLUS" Products Inciude: 
Socket Head Cap Screws * Socket Set Screws * Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 94 wk. 
Screws * Socket Pipe Plugs * Keys for ‘SAFETY PLUS” CHICAGO ’ 
Socket Products * Hexagon Head Cap Screws, Steel and HOMAN AVE., 
Brass * Square Head Cup Point Set Screws * Headless 1026 $0. 
Set Screws * Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 


Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 


Ask for “‘CHICAGO" products when 
ordering from your hardware distributor 
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CRANDALL-RICKER SALES CORPORATION 
1169 Paul Brown Bldg. St. Louis 1, Mo. 


REPRESENTING: 


Cleveland Cap Screw Co. 
Cleveland, Ohio 


Technical Glass Co. 
Los Angeles, Calif. 
Original Enderes Co. 
Guttenberg, Iowa 
Sandee Mfg. Co. 
Chicago, Illinois 
Hendrick Mfg. Co. 
Carbondale, Pa. 
Freeway Washer & Stamping Co. 
Cleveland, Ohio 
Great Lakes Screw Corp. 
Chicago, IIl. 


The Billings & Spencer Co. 
Hartford, Conn. 


ASSOCIATE SALESMEN: 


Paul W. Kane C. J. McAvoy 
St. Louis, Mo. Memphis, Tenn. 
J. E. Dameron Lou Gudgel 


Cedar Rapids, Iowa Louisville, Ky. 


Clay Gudgel 
Evansville, Ind. 


Joel H. Spragins 
Little Rock, Ark. 
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FAR AHEAD of eny potty 


Here’s a mighty profitable over-the- 
counter item — and a vastly superior ma- 
terial for your own wood or metal sash 
glazing jobs. 


Armstrong’s “33” is an ELASTIC Glazing 
Compound. It won’t get rock-hard, crack or 
crumble. It won’t dry out in the 
open can. It’s much easier to ap- 
ply; lasts much longer than putty. 


“33” is packed in 1, 5 and 10-Ib 
easy-to-handle containers, and 
larger drums. If your jobber can’t 
supply you, write our nearest 
office today. 





ARM-GLAZE .. . 
the Elastic Glazing 
Compound for MILL 
GLAZING is another 


famous Armstrong 





Company product. 


m The ARMSTRONG COMPANY 


CHICAGO 9 * DALLAS 1 


DETROIT 17 ° 














the knees” 


JOB! 


Hene is an all-season profit maker that has proven itself 
for over twenty years on every kind of kneeling job from 
mining and gardening to ordinary household chores. 
Tough rubber pads with straps molded in, along with soft 
sponge rubber make them the most comfortable knee 
cushions available. They prevent painful soreness and 
injury to the knees. Men and women wear them all day 
long— kneeling, standing or walking. 
Order these fast-selling, profitable knee pads 
from your jobber or write direct. 


JUDSEN RUBBER WORKS, 


4107 W. KINZIE STREET e 


it lier \clemyl wie 8), le) )) 
Manufacturers of Molded Rubber Products 
Founded 1891 
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PACKAGED LINOLEUM BINDING 
That Will Sell 





3/4 Inch Wide 


with noils 


2 TR BOTS Mb A 
7 


% > 
“e Tar prooue® 
Qi 


Here is Brass Linoleum Binding wrapped up 
in a Hollywood package that will catch the 
eye and move the material right off your 
counter. The Binding is of heavy 34" wide 
material, and brass plated steel escutcheon 
pins are included. It is also available in 
stainless steel. E* 








Write us today for prices and literature. 





Bm National Metal Products Company 


| 102 Chateau Street Pittsburgh 12, Pennsylvania 
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ERS are asking ques- 
before they buy paints 


nf good products, smart colors, 
and that will stand up... 


0g . with a name they know and r (jreat Name In PA] NTS 


And they’re going where TRADE MARK REGISTERED 


they can get them! 


_| The Lucas line meets all their de- 
' mands. So Lucas dealers continue f 
' to show enviable profit records. 
Have you checked on the possibili- 
ties of a Lucas franchise? 


LUCAS & COMPANY, ine. 


vicina aan tieitia eee 





JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 


HARDWARE AGE, NOVEMBER 4, 1948 








“LET ME HAVE A CAN OF 
WONDER-PASTE REMOVER” 






“A 

1 

Users know 
there's a difference! 


Painters and homeowners who have tried them all, 
are sold on Wonder-Paste and Lingerwett for life. 
They've found that when it comes to removing the 
toughest finishes, these two powerful solvents are 
in a class by themselves. Fast-acting, deep-cutting— 
Wonder-Paste and Lingerwett reduce paint, varnish, 
enamel, shellac, or lacquer to a soft, buttery sludge 
that peels off easily—cleanly. 

It will pay you in increased good-will and profits 
to stock and feature the removers that customers ask 
for by name—Wonder-Paste and Lingerwett. 


America’s 
largest- selling 
removers 


WONDER-PASTE 


for exteriors and upright surfaces 


LINGERWETT 


for general indoor removing 


Order from your jobber 
WILSON IMPERIAL CO., Dept. H-118, 115 Chestnut St., Newark 5, W. J. 
MAIL COUPON FOR INFORMATION 


Cit 


y Stat 


= 
{ WILSON IMPERIAL CO., Dept. H-I/8 : 
g '15 Chestnut Street, Newark 5, N. J. a 
We are interested in handling the product hecked below. Please : 
g send nformation and terature ncerning therr 1 
: WONDER-PASTE LINGERWETT : 
8 Nome a 
1 # 
a. Street 
7 ' 
§ ‘ 
a 
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| Tests for Fusion 
assure 
waterproof splices 


@ In test after test, PANTHER and 
| DRAGON Rubber Tapes prove why they 
make waterproof splices. Successive layers of 
these tapes readily fuse into a water-tight seal 
that also gives positive protection against 
electrical leaks. 


This protection is recognized by more and 
more tape users who ask for — and get — 
PANTHER and DRAGON. Sold only 
through recognized independent wholesalers. 
The Okonite Company, Passaic, N. J. 


oT Ma 





ae 
‘Panther and Dragon 
g 4 


| | friction and rubber tapes | 
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This is a 
FAMOUS PAINTING 


THIS MASTERPIECE — 
titled “By The Seashore’; was 

painted by the brush of Renoir 
(1841-1919). Though a French 


Impressionist painter, Pierre Auguste 







Renoir discarded painting theories 


in striving for an attractive result. 
















This painting attains the sentiments 

of the artist — “that a picture ought to 
be a lovable thing, joyous and pretty.”’ 
It is part of the Metropolitan . 


Museum. of Art collection, 

















The Choice of those who 
appreciate the Best 


Brush, 


is FAMOUS tor PAINTING 


THIS MASTERPIECE — the finest of varnishing and 
enameling brushes — is called “La Feria”. Use this 
quality painters’ tool and reap the extra pleasures of 
an outstanding result, with less effort. 

The workmanship and materials will give you 
longer and more profitable use. 


Own one! Men who know paint brushes do! 


» 





R. P. Paoli & Company, San Francisco, Cal. painting contractors say 


“These many years in the puimting busimess has tangh 


materials ave toward msuring the finest paimting results. Fo 


N 


equipment means brushes by Baker. We have used them with outstanding 


results and long profitable service. We say this because it's no 


that brushes by Baker ave outstanding. 


FREE—A Fall Color Reproduction 
A full color reproduction of the above painting may be secured by dealers writing 
the Baker Brush Company, S5 Grand Street, New York 13, > wa 
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BRUSHES! 
Your customer sweeps the 
linoleum with Empire's floor 
sweep that picks up heavy 
dirt and fine dust. . . scrubs 
it with Empire's scrub brush 
that atomizes the most con- 

Rw centrated dirt particles... 
applies wax with Empire's 
genuine lambs wool wax ap- 
plicator. Result? A mirror- 
shiny floor that makes cus- 
tomers say: “I’m coming back 
for an Empire Brush — every 
~ y, time!” 


\ MADISON FLOOR SWEEP 


\ -@ «Stiff 100% pure black 
horse hair 












® Solidly packed — carries 
along fine dust 


@ Stock is securely set with 
rustproof steel wire 
staples 


BLUE JAY SCRUB BRUSH 


@ Select white tampico fibre 
@ Extra heavy filling 


@ Waxed, hand-polished 
beaded edge hardwood 
block 


TOPNOTCH WAX APPLICATOR 
@ Genuine lambs wool 


® Natural lacquered heavy 
hardwood block 


@ Renewable brush part, 
easily taken apart for re- 
newing wool pad 

@ For waxing and polishing 


BRUSH WORKS, D INC 


ty 
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So em o 

‘© Guaranteed by 
Good Housekeeping 
a * 


45 apveanste WS 








No wonder it’s the new na- 
tional hit! You just wipe it on 
- +» presto! ... there’s a lus- 
trous long-lasting finish that 
is non-slippery, resistant to 
hot liquids, alcohol, acids. 
Wipe-On saves scrubbing, 
saves polishing, saves work. ¢ 
Nationally advertised . .. | 
demonstrated in key cities... 
featured by leading stores. 
Order Wipe-On in 59c, $1.98 
and $5.98 sizes ... or ask 
about our Special Introductory 
Assortment with FREE gift 
bottle. Embree Mfg. Co., Eliza- 
beth 4, N. J. 
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And this free book tells you WHY! 


Send today for your copy of “Paint It Bright”. See why recommending 
three types of aluminum paint for three uses pays off in customer satis- 
faction and repeat business. All the facts are in this well-illustrated 
24-page booklet. It answers most frequently asked questions on alumi- 
num paint... includes coverage tables for easy estimating . . . suggests 
correct uses. You'll find it a handy guide... an excellent aid for training 
less experienced help. 

Many paint manufacturers now offer these paints—all made with the 
best aluminum pigment—Alcoa Albron Pigment and so identified on 
the label. And Alcoa national advertising is telling your customers what 
these paints will do. All you need do is establish your store as the 
source for these quality aluminum paints. 

Get the facts! See for yourself why it pays to use the right paint 
for the job... why you profit when you recommend “three types for 
three uses”. Complete information is yours for the asking in “Paint 
It Bright”. Write today. Address: Paint Service Bureau, ALUMINUM 
America, 1984 Gulf Building, Pittsburgh 19, 


* ALUMI 


MADE BY 


COMPANY OF Penna. 


This Sh; 
,o' “Mas 
. lof 


a* 





ALBRON 
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NUM 


MANY PAINT MANUFACTURERS USING 


ALCOA NATIONAL ADVERTISING 
HELPS YOU SELL THESE THREE 


ALUMINUM METAL & 
MASONRY PAINT 
—hard-drying, durable, water- 
resistant with sufficient oils to pre- 
vent cracking and peeling. For 
steel, brick and concrete, indoors 
and out. 





ALUMINUM HOUSE PAINT 

—made with a vehicle rich in oil, 
full-bodied, to produce an elastic 
film that clings tightly to wood, 
expands and contracts with it. 
For all weather-exposed lumber. 


ALUMINUM ENAMEL 

—satin-smooth, chrome-like, fast- 
drying, and heat-resistant. For 
decorative interiors, touch-up work 
and protection of heated surfaces. 


AINTS 








ALCOA PIGMENTS 


Horse sense will tell you 


“ONE Aluminum paint 
can't do EVERYTHING” 
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(No. 30-AT) 


General Duty 
BLOW TORCH 


Popular priced, general duty torch for garages, 
shops, or home craftsmen @ Has powerful one- 
piece cast bronze burner with jam-proof taper 
needle @ Exclusive Turner construction: leak- 
proof Hexagon Feed Pipe Inlet, and all inlets 
locked, metal-to-metal @ Rapid blow-proof pump 
with self-lubricating leather washer @ Sturdy 
polished brass tank with windshield @ Factory 
burn-tested under actual operating conditions 
@ Tank capacity, one quart @ Fuel used: gasoline. 


See Your Jobber 


THE TURNER BRASS WORKS 


oe a es ae ee | 
1871 


Buc S VC AM OR 8 
Since 
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IT’S KESTER 
For 


INCREASED SALES 








— 
> 
































WKESTER 


f Wat! Mende, 
“SOLDER 
























































THE sure way to increased sales. Stock 
Kester Cored solders which are instant- 
ly recognized as top quality products. 
Kester Cored Solders are pure, uniform, 
dependable, and are made of the high- 
est quality metals. 


| THE CORRECT SOLDER FOR EVERY JOB 


Kester Metal Mender 

Kester Radio Solder 

Kester Acid-Core Solder 

Kester Plastic Rosin-Core Solder 


Kester Fluxes . . . Paste and Salts 


The Standard In Solder Since 1899 


KESTER 
SOLDER COMPANY 


4207 Wrightwood Ave., Chicago 39, Ill. 


KESTER 


SOLDER 


Factcries Also At: 
Newark, New Jersey—Brantford, Canada 
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Best Selling! Best Serving! Best Values! 


CHEVROLET Adscace-Design TRUCKS 


All over the country, the favorite 
trucks are Chevrolet Advance-Design 
trucks, and for good reason, too, for 
they’re first in value. Compare them, 
feature for feature—value for value! 
You'll find they bring you more and 
cost you less, for Chevrolet trucks 
have 3-way thrift—triple economy— 
with low operating costs, low upkeep 
costs and the lowest list prices in the 
entire truck field! See your Chev- 
rolet dealer. 


CHEVROLET MOTOR DIVISION, General Motors 
Corporation, DETROIT 2, MICHIGAN 


caer 
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Check These Features! Only Chevrolet 
Advance-Design Trucks Have Them All! 


Quicker, quieter and easier oper- 
ation is assured with Chevrolet's 
new 4-SPEED SYNCHRO-MESH 
TRANSMISSION in one-ton and 
heavier models. Faster shifting 
maintains speed and momentum on 
grades. 


Mounted on the steering column, 
the new Chevrolet GEARSHIFT 
CONTROL offers new convenience 
and ease in all models with 3-speed 
transmissions. 


World famous for its outstanding 
economy, Chevrolet's powerful 
VALVE-IN-HEAD ENGINE provides 
IMPROVED durability and oper- 
ating efficiency. 


The revolutionary Advance-Design 
FOOT-OPERATED PARKING BRAKE 


provides new convenience and 


greater clear floor area in models 
with 3-speed transmissions. 


Heavy-duty models have greater 
strength and durability with Chev- 
rolet's new SPLINED REAR AXLE 
HUB CONNECTION. 


The Cab that “Breathes”* e 
Flexi-Mounted Cab e Uniweld, All- 
Steel Cab Construction e Large, 
Durable, Fully Adjustable Seat e 
All-Round Visibility with Rear- 
Corner Windows* e Heavier 
Springs e Super-Sirength Frames 
e Full-Floating Hypoid Rear Axles 
on %-Ton and Heavier Duty Models 
e Specially-Designed Brakes e 
Standard Cab-to-Axle-Length 
Dimensions e Multiple Color 
Options. 


*Fresh air heating and ventilating system ond 
reor corner windows optional of extra cost 
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MADESCO 
BLOCKS 


stand the gaff 


wire 
rope 
blocks 


manila 
rope 
blocks 


a block for 


every purpose | 


. . . designed to fit 
your needs .. . with prompt, 
efficient service. 


Send for complete catalog... 


MADESCO 


TACKLE BLOCK COMPANY 


A quarter EASTON, 


century PENNSYLVANIA 
of service 


for every need! 


° INDUSTRIAL 
* MARINE 

° FARM 

* AUTOMOTIVE 


INTERNATIONAL 
CHAIN & MFG. CO. 


YORK, PENNA. 
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Alloy Ste 
ate Steels 
hovel Steel 

including 

TEM-CR¢ 
I 





oR Special 


GSES 


Alloy Steels ArmorPlate Clutch 
te Steels Tillage Steels Soft Center Steel 









hovel Steels Knife Steels Saw Steels, 
including Hack Saw Blade Steels 
TEM-CROSS Steel Stainless Steels 
INGACLAD Stainless- 

Clad Steel 


\GERSOLL= "== 





. 





BORG-WARNER CORPORATION 


New Castle, Indiana 
. 


Plants: New Castle, Indiana + Chicago, Illinois 
Kalamazoo, Michigan 





heen GP 


CUSTOMERS 






The Screwdriver 
with the easy 
opening screw 
holding clip 







FG COUNTER DISPLAY 


Attractive Parker “Snap-in’ Counter 
Display. Holds one Screw Driver of 
each size. Easy to set up and fill from 
stock. Attracts customers. Deal consists 


of 
5 each F-21/, 8 each F-5 
8 each F-4 3 each F-7 


1 each “Snap-In’” Counter Display 


Once your customer operates the exclusive, easy 
opening, screw holding clip on a Parker Falcon Grip 
Screwdriver, and grips the semi-square Parkaloid handle 
with concave sides and smooth corners — right then and 
there you've made a loyal friend. Greater leverage, few- 
er slips of the hand and a driver that won't roll on flat 
surfaces are long sought features of this Parker small tool. 


Fy te! Parker |-4 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. A. 
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TO SAVE 
| PIPE WRENCH 


EXPENSE 








} - “Uecomomriona, Guanawttt 
If this Housing ever 
Breaks or ebgpege 0 we 









No wrench housing 
repair cost —— or 
bother —— witha 


FY esicaip 


| @ It’s powerful, it’s easier to use, it’s trouble-free 





| —and that guaranteed housing practically ends 
| upkeep expense. Like millions of users, your 

customers enjoy the easy spin of the adjustment 
| nut in all sizes, 6” to 60,” positive action jaws, 
| handy pipe scale on hookjaw and comfort - grip 


—— I-beam handle. There’s 


steady easy profit in selling 
RUEAID Strap Wrench pro- the efficiency and low cost 
tects polished pipe. 


of the popular ritarp. 


aa 


"WORK-SAVER PIPE TOOLS 


Toot SORTAN Ta ELYRIA: OHIO” 
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It’s easy to select Cap Screws when you know 
that one type, which costs very little more than 
the general run, has all the desirable qualities 
recommended by metallurgists and engineers. 


Cleveland High Carbon Heat Treated Cap 
Screws made by the Kaufman Process—the 
Double Extrusion method— “come through” 
with all ten important points that experts look 
for in correctly made fasteners. These qualities, 
and the extra toughness and dependability 
of Clevelands give you full assurance of a 
wise choice....The same manufacturing 
method produces Top Quality socket head 
cap screws—the newest addition to the Cleve- 
land Cap Screw Line. 


*Write for folder explaining double extrusion. 





SPECIALISTS FOR 30 YEARS IN CAP AND SET SCREWS AND MILLED STUDS 


TEA TIW LI | Fhe Cleveland Cap Sore Company 
Qually 





Werehouses: Chicago and Philadelphia 


Ask your Jobber for Cleveland Fasteners 
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HIT the “JACK POT’ 
for all it's WORTH! 


Point for point... stitch for stitch... 
inside... outside. ..JACK POT is a 











stand-out in the work glove field! Put 
it to work for ‘you, and watch that 


cash register ring! 


*] 19° nee ee. yy 


Also available with Safety 
cuff...at $10.50 per doz. 


DOUBLE 
STITCHED 


GAUNTLET! 


























Visplay the PROFIT LEADERS © 


=yupr (si) on Self-Selling Indestro Tool Boards! 


Every Indestro Tool Board features the high-volume, 
high turn-over tools which mean fast profits and 
repeat business for you! When you display these 
popular tools on the inviting red-and-yellow boards, 
they'll move faster and, beyond that, every sale will 
lead to a chain of “repeats,” right down the complete 
Indestro farm-tool line. 

Open End Wrenches Here’s why: once a farmer or tractor mechanic uses 
one of these popular-type Indestro Tools, he'll buy 
Indestro from then on every time he needs tools. 
He'll prove to himself that Indestro’s rugged durability 
and unfailing dependability are right for the price 
Chrome Alloy Steel . .. Tight for the job! ae 
Punches and Chisels Here's how you get in on PROFIT-LEADER Business! 
Today, send for Indestro's up-to- dct 1te Catalo 3 No 16 
and ask us for information concerning opp 

to obtain complete merchandising pe the "FREE! 





Sockets and Fittings 


Screw Drivers with 
Shock and Break- 
Proof handles 







Forged Ball Pein 





Hammers 














Select Steel BOX WRENCHES 
Drop forged .. . highly polished and brightly plated heads 

A typical selected assortment of fast-moving Indestro Tools found on all 
popular Indestro boards. Tools here represent the three most popular series 
of box wrenches available: Long 45°, short 45° and medium 15° types. 


INDESTRO 104 f: sence 


INDESTRO MANUFACTURING CORP.,N. Kildare at Schubert, Chicago 39, Ill., U.S.A. 
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ALL ALUMINUM LEVELS 


24° Fig. 24 — Forged Aluminum Level, 6 Adjustable Vials, 2 Double 
Plumbs and 1 Double Level 
24° Fig 24A — Forged Aluminum Level, 6 Adjustable Vials, Double 
Plumb, Double Mitre, Double Level 


Individually Boxed — Weight 2 Ibs. each 





FOR LONGER LIFE-- FOR GREATER SALES 


EE Cee es eo ee - 


— EE ES 
c ; € 4 
a : 
























eas det eran 





9” Fig 89 — Aluminum Torpedo Level Fig. No. 1 — Original Octagon Line 
with Plumb and Mitre E and Surface Level 
" : Individually Boxed, 12 Boxes i Cart 
Packed Six in Attractive Box—Weight 7 oz. each P| Weight 2 oz. each or 7 Ibs. our Sam 








BEE EE WEITERE ST 


FORGED all aluminum levels by Hall carry top honors for customer satisfac- 
tion. Because forging gives the frame extra strength — extra resistance to 
corrosive elements, Hall levels have a longer useful life. Hall’s Forging 
Process also eliminates the possibility of concealed defects — reduces strain 
produced by extreme temperature changes. 


Thirty-five years of manufacturing experience behind each 
Hall level guarantees accuracy and 


dependability on the job. Remember H fa LL 
there’s a Hall level for every job. LEVEL & MFG. WORKS 


1119 East 4th Street AUSTIN, TEXAS 







Stocked by Leading Jobbers Everywhere 


ESTABLISHED 1913 
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FILES 











Nicholson | 


... a lile for every purpose 


3000 hinds, cuts and sizes for every 

















| ~s0 
Wee 





FAs 





















industrial, farm and home use 
on a SS J 
Nu ott and 
osa.* —_ 


Anonc the first things visible to millions of readers 
of one of the largest and most widely circulated 
magazines in the world are the familiar Nicholson 
cartoon-ads. They appear at frequent intervals in 
The Saturday Evening Post (and have appeared 
there for more than three years). 


Surveys show that these comical gags on file uses 
have a tremendous following—with a readership rank- 
ing at or near the top on every appearance. They’ve 
made Nicholson and Black Diamond file brands known 


ehete, NICHOLSON FILE CO. 
< v.58. A.” 


¢ 25 ACORN STREET 


( In Canada, Port Hope, Ont.) 























a Nicholson file 
for every purpose 


3000 kinds, cuts and sizes for every 
industrial, farm and h 


erete 
os. —"s and 





a Nicholson file 
for every purpose 


$000 kinds, cuts and sizes for every 
industrial, farm and home use 


ome use 















4. o 
Sete - 
esa and 


to countless users and prospective users— householders, 
home craftsmen, mechanics, farmers, repairmen. 


When people go to buy files, these are usually 
the first names that flash into their minds. Why 
sell files the hard way when Nicholson and Black 
Diamond brands make it practically automatic? 





e Are your sales people “up” on file kinds and uses? Get them 
to read “FILE FILOSOPHY.” Tell us how many copies of this 
famous Nicholson 48-page book you need. Free. 


PROVIDENCE 1, RHODE ISLAND 





N I ¢ H 0 L S ON Fi L ES von EVERY PURPOSE 
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You can count on plenty of help 
from Myers in your plans to 





make 1949 a record year for 
water system sales. 















We are taking off all the 
brakes. Our expanded plant is humming with activity. The new 
production equipment is in full swing. The Myers line is complete 
and increasing in supply. Myers national advertising will be 
stronger, more comprehensive than ever before. 


You will have new Myers folders and mailing cards, new displays, 
new newspaper mats, a wealth of new material included in the 
biggest Dealer Aid Program in the water system field. Plan now 
to take full advantage of this all-out merchandising support. 
Tie-in aggressively with Myers National Advertising and increase 
your sales and profits in 1949. 
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THE F. E. MYERS & BRO. CO. 


Dept. P-43, Ashland, Ohio 


water systems 
pumps 

sprayers 

hay unloading tools 


All these leading publications 
will carry Myers advertising in '49 
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| By Charles J. Heale etn 





Random Post-Convention Thoughts 


Following the Recent 


Atlantic City Gathering 


HE first and probably the most 
complete story on the recent 
Atlantic City 
hardware wholesalers and manu- 


convention of 


facturers is presented elsewhere in 
this issue starting on page 148. 
Here | am only offering random 
thoughts which come to mind as | 
am homeward bound, tired like 
everybody else who attended—vet 
greatly encouraged by the con- 
tinued evidence of good will rela- 
tions between the producers and 
distributors of goods sold through 
hardware channels. 

While I do not 
speak with authority on the intra- 
industry relations existent in other 
basic fields, | am confident that 
none are better and probably few 
as good as are found in the hard- 


presume to 


ware and mill supply fields---and 
these two fields are twin brothers. 
The Atlantic City gathering last 
month was the most eloquent testi- 
mony of this claim that I can im- 
agine. 

Having had more than 30 years’ 
experience with such industry 
gatherings, | do presume to speak 
with some authority on intra-in- 
dustry relations in the hardware 
field. It seems to me they were 
never better nor on a more sound 
economic foundation for the gen- 
eral welfare of the business. 

At no point in my contacts, pub- 
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licly or privately, did 1 encounter 
any accrimonious debate or indi- 
cations of ill will between distribu- 
tors and producers nor any deep- 
rooted grievances against individ- 
ual companies or industry groups. 
There were the customary and 
healthy signs of differences of 
opinion and complaints 
high prices and retarded deliveries 


about 


but, as a master of ceremonies of 
several previous years of Central 
States Hardware Club parties said 
constantly during his shows, “it is 
all high class stuff.” 

Gentlemen--this is real progress 
in convention procedure and _ in- 
dustry relations but was not always 
the case as veteran conventioneers 
know very well without my telling 
them so. 

I expressed this particular opin- 
ion to many at the convention. 
after the convention on the board- 
walk and on the train coming 
home. The majority were in hearty 
accord. Here and there a cynic 
(and aren’t we all at times on cer- 
tain subjects based on actual or 
imagined experiences) were in- 
clined to “pooh-pooh” a little. 
maintaining that the various fac- 
tors in any industry can be rea- 
sonably agreeable as long as busi- 
ness is good and you can sell more 
of most things than you can make 


or get. Cold bloodedly, 1 must ad- 
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mit that good business is an incen- 
tive to good will—but not the 
entire base for harmonious rela- 
tions | sense among wholesalers 
and producers in our field. Maybe 
| am just too young and naive. but 
| do think that present good rela- 
tions have been a matter of evolu- 
tion and development speeded up 
by the semi-annual contacts of the 
Southern convention in the spring 
and the National in the fall. As 
evidence I point out the steady 
growth of membership in the two 
wholesale and the manufacturers’ 
associations and the tremendous 
growth in convention attendance 
of both the Southern and National 
wholesale gatherings. The recent 
Atlantic City convention had_ the 
unprecedented official registration 
exceeding 2500 and an estimated 
total 2900 on hand. Such things 
don’t just happen. 

With all due respect and defer 
ence to the unpaid and often un- 
appreciated good fellows who 
sweat and toil as officers and di- 
rectors of the two wholesale and 
the manufacturers’ associations, it 
must be conceded that at best only 
a part of their spare time can be 
devoted to the activities of these 
groups. And so I salute Secre- 
taries Charlie Rockwell, George 
Fernley. Tom Fernley, Jr., and Tim 
McAllister who. with the excep- 
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tion of the last named, have given 
all of their time, energies and tal- 
ents to the work—and this is no 
discount on what my friend Mac 
has done—for he has done well. 
The formal program at Atlantic 
City was good all the way through. 
As far as I can see there were no 
really dead spots and this idea is 
confirmed by the splendid atten- 
dance of interested people. While 
almost every speaker merits some 
special mention for his contribu- 
tion on his assigned topic, if there 
were just one “Oscar” to present. 
and I had to make the decision, the 
award would go to the Hon. 
Lowell B. Mason, Federal Trade 
Commissioner—not so much for 
what he said as for the courage he 


showed in saying it. It seems to me 
that Commissioner Mason stands 
out completely alone on the Federal 
Trade Commission defending busi- 
ness itself and believing that busi- 
ness and the incentive or free en- 
terprise system has any rights at 
all in enjoying “life, liberty and 
the pursuit of happiness.” For 
many years, too many members 
of the Commission have given the 
impression that they think that 
business (which pays the taxes 
that pay their salaries) is wrong all 
of the time. Mr. Mason is refresh- 
ing in his viewpoint as well as a 
man with intestinal fortitude—plus 
brains and a sound knowledge of 
the subject. Read carefully what 
he said. It is in this issue. 


On the strictly practical busi- 
ness operations angle, the several 
wholesalers who discussed palletiz- 
ing. warehouse arrangement, han- 
dling of orders, repackaging and 
other factors leading to further 
distribution economies were out- 
standing and obviously well quali- 
fied. 

There have been many splendid 
wholesaler-manufacturer 
tions held in previous years, and 
some that were just fair, but | 
vote the 1948 Atlantic City Con- 
vention as “tops” to date and hope 


conven- 


that retailers, salesmen. wholesal- 
ers, manufacturers and all others 
interested in the hardware business 
give special reading attention to 
the complete story as presented. 


Charlie Rockwell Is Retiring 


ACK in May, 1926, during the 

Southern Convention, I was 
sitting on the patio terrace of the 
Atlanta-Biltmore Hotel, Atlanta, 
Ga., chatting with the late George 
H. Griffiths and Roy F. Soule, both 
former associates and bosses of 
mine. It had been a warm day but 
the evening air was cool and plea- 
sant. The three of us had much in 
common and we were a little remi- 
niscent. Among other things we 
were speculating on who would 
succeed Fred Mitchell who had re- 
cently resigned as secretary-trea- 
surer of the American Hardware 
Manufacturers’ Association — but 
our guesses, fortunately, were not 
even close. 

Along came our good friend, 
S. Horace Disston, then president 
of the association. He whispered 
in our ears: 

“Col. Charles F. Rockwell of 
Meriden, Conn., is going to be 
our new secretary-treasurer. We 
are lucky. He headed Miller 
Bros. Cutlery Co. and also the 
Cutlery Manufacturers’ Asso- 

ciation and is well acquainted in 
Washington. He has a fine per- 
sonality, has energy, knows all 
the jobbers and most of the 
manufacturers in our field and 
will be a tower of strength to 
us and the industry and in a 
quiet, modest effective way. He 
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has just what we want and just 
what we need. Please keep this 
confidential until an announce- 
ment is made but if you want to 
wire Col. Rockwell for a photo 
and story it will be O.K.” 

Roy Soule was then editor of 
Dealers’ 
shortly after acquired and ab- 
sorbed by Harpware Ace. He 
and I sent a joint telegram to Col. 
Rockwell 


photograph” and brief outline of 


Hardware Magazine, 


requesting a “recent 
his career and indicated that, at 
the moment, it was still confi- 
dential. . 

Upon our return to New York, 
Roy and I received the brief out- 
line of Col. Rockwell’s career 
and it was brief, consisting of only 
a few lines. The “recent photo” re- 
quested was something. It must 
have been taken at least some 
months previous to the request as 
the gentleman was wearing a 
straight up wing collar. He was 
so modest I don’t think he had had 
a photo taken in quite a few years. 

Up until this point, my ac- 
quaintance with Col. Rockwell had 
been very casual but I immediate- 
ly visited him at 342 Madison Ave. 
and in a very short time arranged 
a really “recent photo” and before 
I left we were “Charlie and 
Charlie” to each other. I flatter 
myself that we “clicked.” 


From then on for many years, | 
feel that we were and continue very 
good friends. I saw him often. He 
was always helpful and constantly, 
keenly and actively interested in 
the welfare of the hardware indus- 
try. We didn’t always agree but 
we always settled things amicably 
and | believe were always mutual- 
ly satisfied. 

| am sorry to see Charlie Rock- 
well retire, but am pleased to learn 
that he will continue in an ad- 
visory capacity which I know will 
be extremely valuable to his suc- 
cessor, Dr. Arthur L. Faubel, who 
himself is no stranger to the hard- 
ware fraternity. 

Charlie Rockwell has contrib- 
uted richly to the growth of the 
association he managed so ably 
for 22 years. He has also con- 
tributed richly to the general wel 
fare of the hardware industry as a 
whole. He needs no further praise 
from this humble source as his 
record and achievements speak elo- 
quently for themselves. | am hop 
ing that he will find it agreeable to 
continue to attend conventions 
where his legions of friends will 
welcome him at all times. 

It is gratifying to know that Miss 
M. B. Francis whom “Doc” Faubel 
called “Charlie Rockwell's good 
right hand man” will continue t 
serve the association. 
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It moves with the strength of an eagle and lands like a feather, 
closing doors gently but firmly . . . its reserve strength under per- 
fect control, balanced and applied in a precision built, friction- 
free mechanism. 

Easy opening and positive closure are features that also 
describe your sale of Lockwood Ball Bearing Door Closers. 
Why not sell the best? You'll secure and hold a greater share 


of this great market. " 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Division of Independent Lock Company ° Fitchburg, Massachusetts 
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In the modernization and expansion program, sporting goods became practically a store Now wi 
of its own. These lines now account for 4000 sq. ft. of the establishment's selling space. position 
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Now when customers enter the store they face a clean sweep of merchandise. From this 
position in the “old store one looks into the new addition. Stairs lead to the basement. 


Built 
iia up with the 


Jones’ when they were pyramiding 
Black & Co.’s sales was the biggest 
problem Roy M. Black had to face. 
Even if he could manage it in 
1946, what, however, would 1948 
or 1950 bring? Hard put then to 
keep pace with his rapidly expand- 
ing business. there still was the 
knotty question of how to keep it 
growing when customers became 
mulish. 

Mr. Black, who owns and oper- 
ates two retail hardware stores and 
The Decatur Paint & Varnish Co. 
in Decatur, Ill, tackled it by de- 
ciding to be there first with the 
most—in merchandise and selling 
opportunity. 
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With room to sell in and room to grow in and an 
$80,000 investment in modernization, Black & Co.., 
Decatur, IIl., is all set to pit its expanded lines 
and friendly service against customer resistance 


He achieved those ends by ex- 
tensively remodeling the down- 
town Decatur store at 125 FE. 
North St. to provide the added fa- 
cilities for serving customers and 
for keeping them sold when the 
buyer's market turned coat. Black 
& Co. was to have a new look even 
though the remodeling and expan- 
sion plans as tentatively laid out 
called for an investment of more 
than $80,000. 


The First Step 


The first step was to purchase a 
building around the corner on 
Main St. and then to build an ad- 
dition that would connect the two. 
making an “L-shaped group. The 
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building purchased was of brick 
and stone construction — three 
stories high and basement with a 
55-ft. frontage and a 100-ft. depth. 
Construction on the new addi- 
tion was begun in June of 1947 
and when completed in January, 
1948, the structure joined at the 
basement and first floor level of 
the original store and the street 
floor of the Main St. building. 
The new addition has three 
floors and basement, is of brick 
and stone construction, 55 ft. deep 
and 46 ft. wide. Now, because of 
Black & Co.’s expansion program, 
the firm has almost 20,000 sq.ft. 
of operating space compared with 
less than 10,000 sq.ft. prior to the 


enlargement. 
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Equipment covers the range of sports. There is a sports’ clothing department 
complete with fitting room. Steps at the rear lead to the main hardware store. 


As one enters the store, the im- 
pression is of a brilliantly illumi- 
nated show room, 75 ft. long and 


46 ft. wide. 


Moreover, one can 


look beyond the original store 


room into the new 55-ft. long addi- 
tion. And, wherever the eye turns, 
it meets a huge array of hardware. 
housewares, paints, tools, and 
other basic lines. 

Generous aisle space between all 
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open display counters, around the 
wall cabinets and show cases. af- 
fords free movement of store traf- 
fic, the open displays encouraging 
shoppers to examine items that in- 
terest them. 

Displays of wheel goods, garden 
goods, houseware and giftware 
specialties, and some small appli- 
ances are housed in the new addi- 
tion. Heavy hardware items, such 


The basement has also been dressed up. 





as fencing, heavy tools, block and 
tackle are displayed in the base- 
ment which is accessible from both 
the old store and the new addition. 
The basement is also used to store 
some inventory in a manner that 
makes it readily identifiable and 
accessible. 

Before the modernization. the 
second floor was a maze of offices 


(Continued on page 308) 


It's a selling floor and a stock 
floor. Open storage makes inventory readily identifiable and accessible. 
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Knotty pine fixtures and mounted trophies give a sporting flavor to this section. 
The three rooms are connected and sporting goods gets traffic from the other two. 


Sportsmen Like to Buy 


In Leisurely Fashion 


| 


HE sporting goods 
line of a hardware store really 
flourishes when handled as a com- 
plete department,” says Clarence 
Yeatman, secretary-treasurer of 
the George M. Yeatman & Sons, 
Inc., store at Arlington, Va. 

Mr. Yeatman bases his opinion 
on his firm’s experience since it 
increased its sporting goods from 
a mere sideline to one of the most 
productive ones. This it did by 
giving the line its own separate 
department and its own personnel. 

This was accomplished on 
March 1. 1947. when the show- 
room next to the original store at 
$021 Wilson Blvd. was opened as 


Sporting goods have become a major line with 
George M. Yeatman & Sons, Inc., since it moved 
into its own section with its own personnel 


a separate sporting goods depart- 
ment. A third showroom, next to 
that of sporting goods, was con- 
verted at the same time to a paint 
section. 


Three Stores in One 


Yeatman’s is now virtually three 
stores in one. The customer can 
walk from one store to another 
through archways. There are three 
outside entrances, 

Arlington County, which is 
practically “next door” to Wash- 
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ington, D. C., at the close of the 
war was claimed to be “the fastest 
growing county in the United 
States.” The population of Arling- 
ton has grown from 25,000 in 
1938 to about 150,000. The move 
into the two adjoining stores was 
made by Yeatman’s to keep pace 
with its growing trade. 

“Sporting goods shoppers like 
to browse around,” says Mr. Yeat 
man, “and are unlike the average 
hardware customer who generally 
comes into a store intent on mak- 
ing some specific purchases. A 


141 








sportsman likes to compare hunt- 
ing and fishing gear closely and 
generally likes to linger over and 
handle the items in which he is 
interested. To do this in a hard- 
ware store sometimes ties up the 
time of salesmen and some cus- 
tomers do not feel as free to 
browse around. Since the longer 
the customer is in the store, the 
more opportunity there is to sell! 
him, we decided to expand our 
sporting goods into a separate de- 
partment.” 


Opened 19 Years Ago 


The Arlington store was first 
opened 19 years ago by Golden 
Yeatman, vice-president of the 
company, as a branch of his 
father’s Washington hardware 
store which was later closed. The 
business first occupied the corner 
property and as it expanded, two 
adjoining buildings were added. 
The combined property now has a 
main entrance on the corner and 
two more entrances, one on each 
of the streets. The store has a 
great expanse of window display 
space on both sides of the building 
which makes it possible to show 4 
great deal of sporting goods mer- 
chandise. Some larger merchan- 
dise, such as wheel goods, lawn 
mowers, lawn furniture, and even 
canoes are displayed in front of 
the store on the isdewalk. 

It is interesting to note that dur- 
ing the first year the firm handled 
a line of lightweight metallic 
canoes. It sold 120 of them and 
the next year 80 more. at an aver- 
age price of about $250. The sales 


one YEATMAN'S: 
RE & Pal 


of this one item would give a 
pretty good indication of the sales 
potential of the Yeatman store’s 
market for sporting goods and out- 
doors equipment. 

In making the sporting goods 
department entirely separate from 
the rest of the hardware store, spe- 
cial sporting goods salesmen were 
appointed. They keep track of 
their own sales and inventory on 
an individual basis. 

“We have on regular duty two 
salesmen in our sporting goods 
department,” explained Clarence 
Yeatman, secretary-treasurer of the 
company. “Friday evenings and 
all day Saturday, we employ two 
part-time employees who also work 
during other busy seasons. All our 
regular employees work on a sal- 
ary plus a one per cent commis- 
sion, which is paid as a sales in- 
centive. Extras work on an hourly 
basis. Inasmuch as_ these _part- 
time salesmen are regularly em- 
ployed elsewhere they are pleased 
to put in several hours a week for 
us when they are off duty. The 
arrangement is very satisfactory to 
us as we can phone them at any 
time and arrange to have them on 
duty for a certain number of hours 
during rush periods.” 


Individual Cash Registers 


To keep track of sales for busi- 
ness as well as commission paying 
purposes, each salesman has his 
own cash register drawer. There 
are four drawers in the sporting 


goods department register and each 


employee must ‘deposit slips and 
cash in his own drawer. At the 










The Yeatman business combines three showrooms and 
dominates this busy intersection of Arlington, Va. 
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end of the day each employe: 
hands in a record of his sales and 
cash. 

“Our sporting goods employees 
are responsible for their inventory. 
proper displays, knowledge of 
their merchandise and the proper 
methods of promotion,” says Mr. 
Yeatman. “We don’t have any dif- 
ficulty on this score for they de- 
vote all their time to this one line.” 

Since the sporting goods depart- 
ment is between the paint depart- 
ment and the general hardware 
store, which are all reached 
through archways, it gets heavy 
store traffic. 


Department Is U-Shaped 


The sporting goods department 
is U-shaped. A full line of guns, 
rifles, fishing rods and tackle are 
displayed in counter cases and in 
wall cases along one side of the 
room, while equipment for other 
sports and games are shown on the 
opposite side and in the back of 
the store. 

The fixtures are made of knotty 
pine and the shelves are brilliantly, 
illuminated by fluorescent tubes in 
the overhead hoods. All counter 
cases have their own inside light- 
ing. 

Numerous mounted animals. 
fish and fowl are displayed on the 
wallcases or against the wall to 
give an outdoors atmosphere. 
These trophies were shot or caught 
by patrons of the store who have 
their names under their trophies. 

Yeatman’s is attempting to make 
its sporting goods department a 
headquarters for sportsmen. There 
is a bulletin board at the front of 
the store on which is posted an- 
nouncements of all coming events 
which might interest sportsmen. to- 
gether with hunting and _ fishing 
news clippings and the like. Cus- 
tomers are encouraged to make 
themselves at home. 

Before sporting goods were sold 
in a special section it often hap- 
pened that children proved to be 
a nuisance. 

“What was particularly objec- 
tionable.” says Mr. Yeatman, “was 
that a number of youngsters would 
be hanging around the sporting 
goods counters, and while we 
didn’t want to offend them by ask- 


(Continued on page 310) 
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LEAVE YOUR ORDER WITH us| 
for that new Frigidaire refriget 
ator and we will get you very ae nn 

After all there is no refrigetal 
ite like a genuine Frigidaire. 
‘Avery’s 45tl 
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JAYHAWK HAY STACKERS — 

Two new Jayhawks on rubber 
tires and with any kind of hitch you 
need for your tractor. These are 





all we will have this season. 
Avery’s. 45t1 









de 


ARMERS AND ALL U 
g SERS 
SPRAY — e have the an 


Chlordane Sprays now. More pow- 


erful than DD H 

er i ousehol i 

thine _* seoenen mites, ome 
h e€ house. Oth i 

en ants and bugs in the a 

owe grasshoppers on corn’ and 
ich bugs. This is newest s 
veloped. Aver ’s, TSte 






















Here are some samples of Avery's classified ads. They are spotted throughout 
the classified section and all types of merchandise are featured in them. 


Different Types of Ads Attract 
All Types of Customers 


Use of classified ads and two different kinds 
of display helps Avery's spread its messages 
in the local newspapers of Knoxville, lowa 


| = separate types 


of newspaper advertising help 
Avery's, Knoxville, lowa, attain 
variety in its ad program and 
reach a large number of readers. 

This hardware store publishes 
from 10 to 15 classified ads in a 
local newspaper, featuring various 
appliances, farm and other items 
in stock at the store. 

Another section of the news- 
paper carries a display ad, averag- 
ing about 4 by 6 in. and usually 
emphasizing just one major appli- 
ance or farm article. 

The third advertisement, often 
in the same publication (Knoxville 
has several newspapers) is about 
4 by 12 in. and can easily be 
spotted by readers. This ad al- 
ways has one featured special item 
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at the top, with an illustration. The 
remainder of the space is divided 
by heavy black rules into several 
sections, each emphasizing various 
types of merchandise. 

Written mostly by Harry R. 
Avery, copy in these ads is both 
personal and effective. A sample 
reads as follows: 

“Riding horse equipment. We 
carry saddles, riding bridles. bits 
and other equipment for riders. 
Also have calf halters, cow halters 


(Continued on page 309) 


Topped by the store's signature, 
this two-column by 11 in. ad shows 
the store's special while other 
boxes warn of possible shortages, 
comment on the store itself and 
bid for the sale of specifically 
branded varieties of merchandise. 
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Very; 


SPECIAL THIS WEEK ONLY... 








TIN SPRAYER 


Just the thing to spread your liquid insecticide. Noz 
tle throws an even spray. Holds 1 pint. 





We are still working on our improvements and giv- 
ing our store a New Look. However, most all merchan- 
dise is back in place, our new oak floor is laid, the noise 
of hammering and sanding is over and we can get you 
whatever you need in the Hardware Line. We still 
have radiators to move, concrete to pour and our win- 
dows to finish, but business will go on as usual. 





We think good paint will be scarce and higher 
in price. Right now we have a good stock of outsile 
white in B. P. S. and Chief and plenty of linseed oil, 
turpentine and ail the other things you need to do a 
good job. If you intend painting later you should get 
your paint now 





Skelgas is still the finest fuel you can get, where 
city gas is not available. You can cook, heat water, 
and refrigerate with Skeigas anywhere. We will give 
you perfect service and now can deliver most all items 
you may want with Skeigas equipment, and gas. 





Riding Horse equipment: We carry saddles, riding 
bridles, bits, and other equipment for riders. Also have 
calf club halters, cow halters, and most all items the 
club boys need 





Hot Water Heaters and water softeners. Gas, 
electric or oil water heaters, in several sizes. You can 
have soft water baths and for all home uses with « 
_— and softener. We carry genuine water softener 
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The figure of an archer in action points to the firm designation above 
this full-vision window store. Even the raised curbing points the way. 





Archer Hunted a Location— 


“A woul 
FTER spending days 





a full year in Maryland searching this 
for a proper location for a modern jorit 
hardware store that I wished to most 
establish, I finally found that loca- also 
tion on U. S. Highway Number popu 
One, on the Baltimore Pike run 
ae We ies oF . . ry 
ph Fad beet ty fae ning through Riverdale, Md., 
SS 2M Be i 3 . r 
seaverreer ty 3 355% 4 says Norman Archer, owner of “¢ 
Archer’s Hardware. “And feel that | 
— most 
the year spent was well worth it. 
ee é Mr. . 
Having found his location, Mr. ; 
; yeca 
Archer built one of the most mod- ; ‘ 
ere. 
ern hardware stores in Maryland, sail 
stati 
in this town of less than 3,000 : 
: a tion 
and incorporated in it some of the - 
oe addi 
latest merchandising plans and ar- 
se a spac 
rangements. “After all,” he says, } 
“if I feel that I have found the ua 
' ; la 
Table displays arc kept low to permit patrons to see the entire store. proper location the next step is to 
HAR 
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present a hardware store to the 
buying public that will attract and 
keep them coming to us and this 
we have done and are more than 
satisfied with our sales results and 
daily increasing business.” 


Selecting the Location 

Mr. Archer checked an area of 
approximately 100 miles radius 
around Riverdale to find the spot 
that would be most suitable for a 
hardware store. In as much as 
there are several small communi- 
ties in Riverdale, he stationed him- 
self in each one to try to ascertain 
the amount of traffic that each re- 
ceived, which one was visited more 
by residents than others and the 
reasons why. 

In each location, Mr. Archer 


Now He 


would station himself for several 
days and at different hours. In 
this way, he found where the ma- 
jority of the local residents spent 
most of their shopping hours and 
also why this location was the most 
popular. 


Location Popular 


“Our location proved to be the 
most popular for a few reasons,” 
Mr. Archer explains, “and that was 
because the post office was located 
here, as well as a bank, a large gas 
station and a food market in addi- 
tion to a few other businesses. In 
addition, there was lots of parking 
space. 

“People were drawn from areas 
that had their own shopping cen- 
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Giftwares have prominent space and although the top of the display 
ledge is used for showing items they are largely of a bulky nature. 


Shoots for Profit 


Riverdale, Md., dealer made an extensive survey 
of sales possibilities and is capitalizing on 
them with a new and attractive hardware store 


ters because of these public build- 
ings as well as the large parking 
areas. I found this out by ques- 
tioning individuals leaving their 
cars as well as the managers and 
owners of the other stores. I then 
asked these individuals if they felt 
that a hardware store was needed 
in the community and it resulted 
in an unanimous affirmative deci- 
sion. This same checking proce- 
dure was used in other locations 
and I found this one to be the best. 


A customer selects a leash from the 
pillar display on which pet supplies 
are always featured. 
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Tables are placed at an angle to the front of the store 
to allow clear aisle space for a free flow of traffic. 


Without other questioning | built 
this hardware store where a vacant 
lot stood before, making sure that 
it had plenty of available parking 
space around the building.” 


Builds Modern Store 


The Archer store was built at a 
cost of $26,000 and is modernis- 
tically designed. The 75 by 38-ft. 
establishment is an entire show- 
room because of the all-vision 
glass front. Mr. Archer spent 
$6400 to furnish the store with the 
latest in modern lighting and- fix- 
tures. 

The wall cases on both sides of 
the store and the rear are of oak 
and rubbed gumwood which pre- 
sents an appearance of a light 
knotty wood. Thirty fluorescent 
light fixtures, having four 48-in. 
tubes in each, illuminate the store. 
Spotlights encased in the acoustic 
tiled ceiling burn in the evening 
hours. There is a full line of spot- 
light across the top of the interior 
of the store window with others 
spotted throughout the remainder 
of the store. 

“We do not have any window 
signs at all on our windows,” 
points out Mr. Archer, “as we feel 
that it detracts from the store’s 
appearance. Furthermore, motor- 
ists driving by during evening 
hours can look into our store and 
many even stop to investigate fur- 
ther. More customers have re- 
sulted because of this than any 
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window signs or stickers could 
ever attract.” 

“I did not want our store to pre- 
sent the cluttered appearance that 
some stores seem to have. Further- 
more, I wanted our store to dis- 
play merchandise in an orderly 
fashion, allowing sufficient walk- 
ing space for customers as well as 
designated locations for displayed 
merchandise,” he says, “and all 
this was accomplished by our 
planned interior layout.” 

Wall sections were devoted to 
merchandise in accordance with 
their demand and selling possibil- 
ities. Four of the first sections 
were used for an art and gift dis- 
play. as Mr. Archer had read an 
article in HARDWARE AGE that told 





of such a section which helped to 
support another hardware store 
during an off season. 

“I was amply rewarded by read- 
ing this article,’ Mr. Archer re- 
lates, “as our section did extreme- 
ly well for us during the summer 
months.” 

Following this, are three sec- 
tions devoted to paints and an- 
other to paint brushes. On the 
opposite wall, the first section is 
occupied by the cashier’s counter. 
the next section to a full display of 
threads and needlework articles, 
followed by other sections of hand 
tools and power tools. 

The thread and needlework sec- 
tion is one of the store’s most pop- 
ular sections as the majority of the 
housekeepers residing in the sur- 
rounding areas devote most of 
their spare time to hand work. 
And this section was added as a 
result of many inquiries for arti- 
cles in this line. 

One side of the rear wall has 
been devoted to a display of farm- 
ing implements while the other 
displays a large archery target. 
This target however, ties in with 
the Archer store’s trade mark pub- 


licitv. 


Display Tables Angled 

The store has been divided 
down the center by three store sup- 
porting pillars. And on either side 
are five display tables. 

These have been placed at an 
angle facing the front of the store 
so that incoming customers face 


(Continued on page 307) 


Mr. Archer points to the archery target displayed at the rear 
of the store at all times further tying in with the firm name. 
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The Ad-Viser 


Publicity Can Supplement 
Your Newspaper Advertising 


The merchant who neglects the publicity angle is missing 
an opportunity and probably indirect sales. This article 
tells how to go about getting your releases in the papers 


P BLICITY can be de- 


fined as items of news published in 
the regular columns of the news- 
paper, costing the hardware mer- 
chant nothing. Its principal value 
lies in the fact that the information 
is offered to the public as news 
rather than advertising. making it 
more palatable. . 

Publicity has become more pop- 
ular with the hardware man, espe- 
cially in recent years. It has 
proved, in tests, to be a valuable 
asset in the overall picture of pro- 
motion. It costs nothing. It is 
widely read. However, it is lim- 
ited in scope and therefore must 
act as a supplement to regular ad- 
vertising. 


The Editor Determines 


For example, we must remem- 
mer that it is not the advertiser but 
the editor who determines what 
goes into the news columns of his 
paper. He wants items of interest 
only and your publicity may not 
fit into this category. Or, your 
“news” may not fit into his format. 
On the other hand, while your 
story may be of value, its publica- 
tion may be delayed until such 
time as the editor sees fit to print 
it. This may not be timely for 
you. It may be rewritten and a 
good portion of its value lost. 

Another limitation exists in the 
fact that the publicity can seldom 
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be promotion, It cannot urge the 
reader to come into your store to 
partake in your current sale. It 
cannot sell specific items. It can- 
not offer special buys. It can only 
“institutionalize” your name or 
store policy. It can tell the public 
that your entire store is being 
renovated, that you are having an 
anniversary, that you are opening 
a branch, etc. In other words, 
while it cannot sell, it will get your 
name before the public in a favor- 
able manner. 


Not a Substitute 


It is well to remember that pub- 
licity is not a substitute for adver- 
tising. It can, however, be used 
as an effective supplement. 

The publicity department for 
the retail store should be a well 
planned organization, designed to 
issue regular bulletins to the news- 
papers. In fact, it should, on oc- 
casion, create events for the sole 
purpose of getting the merchant’s 
name in the papers. For example, 
some hardware men have actually 
imported celebrities so that the 
local paper would carry the story. 
They give large donations to char- 
ities. They sponsor parties and 
sports events. They run free 
dances. All these things are just 
for publicity. On holidays, they 
conduct parades and often give 
away gifts to the children for good 
will. 
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By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


We can divide the subject of 
publicity into two parts: 1. Spot 
news publicity, 2. Feature story 
publicity. Both are excellent meth- 
ods of promotion. The spot news 
type usually announces a new 
event. If you were to move to a 
new location, construct a new 
building, introduce new equipment 
or merchandise, publicity of this 
happening would be considered 
spot news. 

Feature story publicity deals 
with human interest material such 
as store birthdays, parties, gifts to 
charities, etc. It might include 
such notable events as* the retire- 
ment of a member of the firm. It 
might print personal news happen- 
ing in the home life of the mer- 
chant such as weddings, gradua- 
tions, accomplishments by a son 
or daughter. All have human in- 
terest for the public and publicity 
value for you. 

In other words, it is necessary 
for you to develop a “nose for 
news,” create the story and get it 
into print. 


How to Organize Publicity 


For the very large hardware 
stores, organizations are available 


(Continued on page 311) 
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gamed 2500 wholesalers, manufacturers, manufacturers’ agents and guests were 
registered at the joint annual convention of the National Wholesale Hardware 
Association and the American Hardware Manufacturers Association, in Atlantic City, 
Oct. 18 to 21. The need for changes in the operations of the Federal Trade Com- 
mission, the approach of the end of our inflation era and the importance of railroads 


were among topics. 


Operations methods of wholesalers given study. Wholesalers 


urge clarification of court rulings on pricing methods and delivery practices; limiting 
government restrictions on business operations to absolute necessity; reiterated 
desire to place co-operatives on a tax basis like that affecting private business. H. F. 
Seymour succeeds H. P. Ladds as A.H.M.A. president and John H. Mize succeeds 


Henry J. Allison as N.W.H.A. president. 


Dr. Arthur L. Faubel to succeed Charles 


F. Rockwell as secretary-treasurer, A.H.M.A. in 1949, Mr. Rockwell to become an 
honorary member of the Advisory Board at that time. 


_% ending of the 


present inflationary period was 
forecast, as well as hoped for 
early placing of co-operatives on 
a tax basis like that to which 
private business is subject as 
well as the need for caution in 
credit transactions and the neces- 
sity of permitting private busi- 
ness to manage itself with a min- 
imum of “government meddling,” 
at the joint annual convention of 
the American Hardware Manu- 
facturers Association and the 
National Hardware Association 
and its affiliate, the National As- 
sociation of Sheet Metal Dis- 
tributors. Held at the Marl- 
borough-Blenheim, Atlantic City, 
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N. J. Oct. 18 to 21st, the joint 
convention had the biggest at- 
tendance, for those groups, regis- 
tration being just short of 2500, 
with an estimated attendance of 
about 2900. It was the 54th an- 
nual session of N.W.H.A., the 
95th semi-annual gathering of 
A.H.M.A. and the 38th annual 
meeting of N.A.S.M.D. 


N.W.H.A. Resolutions 


The N.W.H.A., in resolutions 
urged prompt corrective legis- 
lation on the recent decision of 
the Supreme Court relating to 
pricing methods and delivery 
practices; favored as_ limited 


government restrictions as pos- 
sible on private enterprise and 
further urged that legislation be 
adopted to place co-operative 
types of business on the same 
tax paying basis as private busi- 
ness enterprises. 

The resolution concerning price 
methods and delivery practices 
read: 

WHEREAS, industry in general 
and the hardware industry in 
particular is faced with a con- 
fused and chaotic situation due 
to the recent decisions of the 
Supreme Court relating to pric- 
ing methods and delivery prac- 
tices and, 

WHEREAS, this is the result of 
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Atlantic lity lonvention 


conflicting interpretations of the 
Sherman Law, Clayton Act, and 
Robinson - Patman Act which 
lead to inevitable and uninten- 
tional violation of one of these, 
regardless of the action taken, 
and . 
WHEREAS, it is believed highly 
essential that steps be taken to 
clarify this situation for the 
benefit of the entire economy, 
therefore be it 

RESOLVED that we, the mem- 
bers of the National Wholesale 
Hardware Association, go on rec- 
ord urging through our Sena- 
tors and Representatives and 
through the Capehart Subcom- 
mittee the earliest possible en- 
actment of corrective legislation. 


Private Enterprise 


The resolution on limitation 
of restrictions on private enter- 
prise stated: 

WHEREAS, the United States 
of America has become a great 
and strong nation industrially 
through the free play of eco- 
nomic forces with a minimum of 
regulation and 

WHEREAS, there are _ pro- 
nouncements and _ indications 
that government control on a 
much larger scale is desired and 
promoted by some and 

WHEREAS, the high rate of 
taxation is retarding the modern- 
izing of tools, equipment, and 


plants which are so vital to the 
continued growth and well being 
of our economy, therefore be it 

RESOLVED that business should 
be allowed to operate under the 
free enterprise system with as 
few restrictions as possible, and 
such restrictions as are made 
clearly delineated by statute and 
not left to the uncontrolled dis- 
cretion of government bureaus. 
Under the free enterprise sys- 
tem, competition under normal 
growth will be effective for the 
regulation of business. Under 
the law, taxation is one of the 
greatest handicaps to the estab- 
lishment and growth of small 
business—all businesses should 
receive equal treatment under 
tax law and there is no ethical or 
economic justification for im- 
posing restrictions upon one 
category or classification of busi- 
ness for the assumed benefit of 
another category or classifica- 
tion, and be it further 

RESOLVED that all members of 
the National Wholesale Hard- 
ware Association be urged to ad- 
dress their Senators and Repre- 
sentatives forcefully directing 
their attention to this resolution. 


Co-operatives 


In line with its efforts to place 
Co-operatives on a tax basis 
equal to that of private concerns 
with which the Co-ops compete 
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Fred Hess & 


the N.W.H.A. passed this reso- 
lution: 

WHEREAS, every effort will be 
made by the next Congress to 
see that legislation is adopted 
to place Co-operative types of 
business on the same basis as 
tax paying private business en- 
terprises and 

WHEREAS, our Committee on 
Co-operatives under the chair- 
manship of Seth Marshall, has 
been most active in efforts to see 
that equitable taxation is ob- 
tained and 

WHEREAS, our members as 
well as other industries are ad- 
versely affected by the unfair 
tax advantages of cooperatives; 
therefore, be it 

RESOLVED that our entire mem- 
bership be urged to support the 
efforts of our committee and at 
the appropriate time, contact 
their Senators and Representa- 
tives, and be it further 

RESOLVED that we express our 
sincere appreciation to Chair- 
man Marshall and his committee 
for their direction of the asso- 
ciation’s part in placing this 
type of business on a basis com- 
parable to private business. 

In its annual session the Na- 
tional Association of Sheet 
Metal Distributors passed a reso- 
lution stating in part that, “... 
it was the unanimous opinion of 
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those present that during the 
last twenty odd years there was 
plenty of competition in the 
Stee] Industry under the method 
of pricing by the multiple bas- 
ing point system. 

“THEREFORE be it RESOLVED— 
that the Senate Committee 


known as the Capehart Com- 
mittee be notified of this opinion 
of our association, also, that the 
executive secretary of this as- 
sociation be instructed to convey 
this opinion to the Members of 
the Senate and of the House of 
Representatives.” 











HAROLD F. SEYMOUR 
Columbian Vise & 
Mfg. Co. 
President 


OFFICERS 


of the 


AMERICAN HARDWARE 
MANUFACTURERS 


ASSOCIATION 


Elected at Atlantic City, N. J., 


October 21, 1948 


Vice Presidents 


George H. Halpin, Minnesota Mining & Mfg. Co. 
Richard L. White, Landers, Frary & Clark 
B. E. Strader, Remington Arms Co. ** 


Secretary-Treasurer 


Charles F. Rockwell (until Dec. 31, 1948) 
Dr. Arthur L. Faubel (assumes office Jan. 1, 1949) 


Executive Committee 


1949 


J. G. Geddes, H. K. Porter, Inc., Chairman 
F. T. Stone, Columbus-McKinnon Chain Corp. 
George F. Wright, G. F. Wright Steel & Wire Co. 


1950 


T. D. Vandervoort, Clemson Bros., Inc. 
B. B. Wood, The Wood Shovel & Tool Co. 
Herbert B. Megran, Starline, Inc. ** 


1951 


W. F. Barnes, New York Wire Cloth Co. ** 
Archer L. Hager, C. Hager & Sons Hinge Mfg. Co. ** 
Stanley Woodward, Ruberoid Co. ** 


Advisory Board 


P. B. Noyes, Oneida, Ltd. 


Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black, Russell & Erwin Mfg. Co. 

S. Horace Disston, Henry Disston & Sons, Inc. 
D. A. Merriman, American Steel & Wire Co. 
J. E. Stone, The Stanley Works 

A. E. Alverson, Greenlee Tool Co. 

Robert G. Thompson, The Lufkin Rule Co. 

H. B. Wilson, Mathias Klein & Sons 

Richard Harte, Ames Baldwin Wyoming Co. 
Spencer T. Olin, Western Cartridge Co. 

John S. Tomajan, The Washburn Co. 

Herbert P. Ladds, National Screw & Mfg. Co. 
Charles F. Rockwell, Honorary Member*** 


* Reelected 
** Newly elected 


***beginning Jan. |, 1949. 
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Officers of the National Whole- 
sale Hardware Association and 
the American Hardware Manu- 
facturers Association were elect- 
ed at their annual sessions, 
Thursday morning. H. F. Sey- 
mour, president, Columbian Vise 
& Mfg. Co., Cleveland, Ohio, 
was elected to succeed Herbert 
P. Ladds, National Screw & Mfg. 
Co., Cleveland, Ohio, as_ presi- 
dent of A.H.M.A. The wholesal- 
ers elected John H. Mize, Blish, 
Mize & Silliman Hardware Co., 
Atchison, Kan., as president to 
succeed Henry J. Allison, Alli- 
son-Erwin Co., Charlotte, N. C., 
as its president and the 
N.A.S.M.D. re-elected John P. 
Speck, Tiffin Art Metal Products 
Co., Tiffin, Ohio, as its president. 
Complete details on these and 
other elections appear elsewhere 
in this issue. 

Charles F. Rockwell, New York 
City, secretary-treasurer, Amer- 
ican Hardware Manufacturers 
Association will continue in that 
office until the end of the year at 
which time Dr. Arthur L. Fau- 
bel, will succeed Mr. Rockwell, 
who will continue with the or- 
ganization as an honorary mem- 
ber of the Advisory Board. 


H. F. Seymour's Address 


Mr. Seymour, in a brief accept- 
ance speech as the new president 
of A.H.M.A., paid tribute to Mr. 
Rockwell in the following words: 
“I give myself the privilege of 
saying to Charlie Rockwell and 
to you that to my way of think- 
ing he has contributed more to- 
wards the growth and strength 
of this association and the hard- 
ware industry than any other 
one person. 

“It is the first time in 21 years 
that he has not followed himself 
for a complete term, and Charlie, 
you deserve our appreciation to 
the greatest possible extent. We 
hope you will come back to the 
conventions. I should like to 
think of you coming back re- 
peatedly; sitting in a comfort- 
able chair in the lobby with a 
big cigar, and greeting your 
many friends, and let Dr. Faubel 
and the rest of us worry about 
the program and the speakers.” 

At a meeting of the A.H.M.A. 
Executive Board it was decided 
unanimously that at the end of 
his term of office as secretary- 
treasurer on Dec. 31, Mr. Rock- 
well will automatically become 
an honorary member of the ad- 
visory board. 
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‘The opening joint session, 
Monday night, heard a highly in- 
spirational address, “Shrine of 
Democracy” by Hon. Theodore 
R. McKeldin, Baltimore, Md., a 
former mayor of that city, who 
told of the four great Ameri- 
cans, whose figures are carved 
at Mount Rushmore — George 
Washington, Thomas Jefferson, 
Theodore Roosevelt and Abra- 
ham Lincoln. As to opportuni- 
ties, in this country, and our 
liberties” he said, in part, ‘Mr. 
Josef Stalin said he wants a 
workers’ government in every 
nation on earth. Why, that is all 
we have ever had, a workers’ 
government. Four of our presi- 
dents were born in log cabins. 
Three of our presidents were 
sons of poor preachers. Three of 
our presidents were sons of poor 
farmers. Three of them were 
sons of poor laborers. And one 
couldn’t read or write until he 
was 21, Andrew Johnson by 
name. 


The Government We Want 


“Here we have seen a gob be- 
come an admiral. ... We have 
seen news boys become gov- 
ernors, tailors become Senators, 
and rail splitters become Presi- 
dent. Yes, this is the kind of 
country that we want. This is 
the kind of government that we 
want, and when we get the op- 
portunity, we will show Russia 
that this is the kind that we are 
going to keep.” 

Tuesday morning each of the 
three groups held individual ses- 
sions, which were later merged 
into a joint session to hear Hon. 
Lowell B. Mason, Federal Trade 
Commission, Washington, D. C., 
on, “Let’s Stop Kicking Busi- 
ness Around.” 

In his address Henry J. Alli- 
son, Erwin-Allison Co., Char- 
lotte, N. C., N.W.H.A. retiring 
president, said, Tuesday morn- 
ing in part, “All branches of the 
hardware industry continue to 
enjoy highly satisfactory opera- 
tions. Spotty conditions have 
developed here and there, to be 
sure, but the overall picture is 
unquestionably one of continued 
progress and prosperity. That 
such conditions have continued 
for another year has not, I am 
quite sure, blinded experienced 
hardware executives to the fact 
that during these past 12 
months much of the progress 
which we have been making has 
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been in the direction of “nor- 
malcy.” 

Mr. Allison compared sales of 
hardware wholesalers, for cer- 
tain selected years, as reported 
by N.W.H.A. and as recorded by 
the U. S. Department of Com- 
merce, together with a study, 
made by himself, among 35 hard- 
ware wholesalers in various sec- 
tions of the country. N.W.H.A. 
sales volume studies — using 
1939 as 100 per cent—showed 
the following comparisons: 1936, 


1948 


94 per cent; 1939, 100 per cent; 
1942, 149 per cent; 1945, 175 
per cent and 1947, 344 per cent. 
His complete comparisons are 
shown elsewhere in this issue. 
Spencer E. Cram, The W. 
Bingham Co., Cleveland, dis- 
cussed, “The Advantages of 
Having Merchandise Packed by 
the Manufacturer in Cartons 
and Quantities Which Can be 
Reshipped to the Average Re- 
tailer Without Repackaging.” 
About a score of hands were 
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The opening joint ses- 
sion of the convention 
held on Monday evening 
in the Wedgewood 
Room of the Marlbor- 
ough-Blenheim Hotel. 


lifted when President Allison 
asked the wholesalers to indi- 
cate how many of them “had 
conscientiously been trying, over 
any appreciable period of time, 
to do something on this particu- 
lar subject.” To his next ques- 
tion, “how many of you think 
we can and ought to do a lot 
more than we have done?” a 
majority of those in the room 
raised their hands. 


W. H. Terstegge Comments 


Commenting on the subject, 
W. H. Terstegge, Louisville, Ky., 
and president of the Southern 
Wholesale Hardware Associa- 
tion, said, “I worked on the same 
job in the Southern Association, 
and I find exactly as Mr. Cram 
does. There is a great satisfac- 
tion on the part of manufactur- 
ers with what they are doing. 
Some of them pride themselves 
on the packages they have and 
don’t want a change. I got the 
feeling that I was one _ indi- 
vidual, and that I was a crank, 
that nobody else in the associa- 
tion was interested in what I 
was talking about. I don’t know 
whether Mr. Cram has found the 
same thing, but there is cer- 
tainly a lethargy that is very 
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hard to change on the part of 
nearly all manufacturers. 
Reporting on the Wholesalers 
Association’s activities in this 
regard, Thomas A. Fernley, Jr., 
executive secretary said: 


Wholesalers’ Activities 


“The Association took up with 
our executive committee a year 
ago the suggestion that there 
might be made up a list of items 
that might be packaged at the 
factory for reshipment to the 
retailer in the same small car- 
ton. We took up the idea of get- 
ting that list of items and the 
suggested packaging. We sent 
that to our executive committee. 
They had various men in their 
organization augment that list, 
and as a result we came back 
with a revised list which was 
sent out to our membership in 
April. It comprised some five 
pages of items and suggested 
packaging. Your executive com- 
mittee felt that this was a prob- 
lem which was influenced by the 
locality, the territory, and other 
factors peculiar to their terri- 
tories. It was therefore suggested 
that this not be taken up with 
the manufacturers by the as- 
sociation but rather that each 





individual member take the list 
as a suggested pattern that they 
might follow, with a knowledge 
that other wholesalers in other 
sections of the country had this 
same list of items and that there 
might be a similarity of views 
represented to the various 
sources of supply, and that they 
would therefore come around to 
a packaging which would make 
the operations of the wholesaler 
more efficient and more eco- 
nomical. 

The Tuesday session of 
N.W.H.A. heard Thomas A. 
Fernley, executive secretary, re- 
porting on the activities of the 
national office. He said that the 
N.W.H.A. Survey of Sales for 
the third quarter of the year in- 
dicated an increase in volume of 
14 per cent over the third 
quarter of 1947. This compares 
with a 7 per cent increase in the 
first quarter and an 11 per cent 
increase in the second. 


Wholesale Inventories 


Wholesale inventories on Sept. 
30, 1948, according to the sur- 
vey, were 19 per cent above those 
in the hands of wholesalers on 
the same date, last year. They 
were eight per cent higher than 
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they were at the close of 1947. 

Accounts receivable on the 
books on Sept. 30, 1948. were 
equivalent to 33 calendar (not 
working) days. On the same 
date last year they were equiva- 
lent to 30 calendar days. 


Packaging 


Spencer Cram, of the W. Bing- 
ham Co., Cleveland wholesale 
firm, made a plea that the whole- 
salers make renewed efforts to 
have manufacturers’ redesign 
their packaging. By packing 
their products in quantities that 
are most satisfactory for whole- 
salers and retailers, the manu- 
facturers will be able to effect 
big savings in distributive costs 
all down the line, according to 
Mr. Cram. 

If manufacturers will pack- 
age their goods in the right 
numbers so that broken case 
quantities can be almost entirely 
eliminated, one stockman will be 
able to perform the work of an 
order-filling clerk, a checker, a 
packer, and a stockman, and will 
also result in savings of bin 
space and in the cost of packing 
materials. 

The Tuesday morning session 
of the A.H.M.A., prior to the 
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joint session, heard Dr. Arthur 
L. Faubel, who becomes at the 
end of this year, secretary of the 
association, discuss what he felt 
were the three main problems 
confronting us. These were in- 
flation, labor, and communism 
versus capitalism. He saw in the 
wage-price spiral the creation of 
a top-heavy situation which 
could lead to collapse. And such 
collapse, Dr. Faubel.said, would 
be playing into the Russian 
hands. The Russians, he quoted 
Allen Dulles as saying, were not 
counting on the success of their 
system but on the failure of ours. 


A Personal Postscript 


Dr. Faubel concluded his ad- 
dress with a personal postscript 
regarding his assumption of of- 
ficial duties with the American 
Hardware Manufacturers’ Assn. 
He said: 

“It is my good fortune to have 
been selected to work for you. 
It is my bad fortune to have to 
follow Charlie Rockwell. I have 
known Charlie and his right- 
hand man, Miss Francis, for al- 
most a quarter of a century and 
I want to pay tribute here to 
what they have done for the 
American Hardware Manufac- 


1948 


Speaker of the evening 
was T. R. McKeldin, for- 
mer mayor of Baltimore, 
who delivered an ad- 
dress on "The Shrine of 
Democracy." 





Fred Hess & Son 


turers Assn. With your help and 
guidance, I shall try to carry on, 
taking my job, but never myself, 
seriously. Wish me luck!” 


“Stop Kicking Business" 


When the manufacturers and 
wholesalers consolidated their 
Tuesday meetings, Lowell B. 
Mason, a member of the Federal 
Trade Commission, spoke on 
“Let’s Stop Kicking Business 
Around.” Reviewing decisions 
of the Circuit and Supreme 
Courts on what he referred to as 
the “5 C” cases, Commissioner 
Mason warned that any business- 
man in his audience who engages 
in interstate commerce, who sells 
his products on a delivered price 
basis, who absorbs freight, de- 
livers his goods on a zone basis 
or who gives quantity discounts, 
is subject to suit as a violator of 
the Federal Trade Commission 
Act. 

The 5 C cases to which he had 
reference were the Federal Trade 
and Court decisions involving 
five commodities: Cement, Con- 
duit, Crepe, Corn and Salt 
(which he preferred to spell with 
a C because “it’s easier to re- 
member’”’). 

He said, “It will be a viola- 
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tion of the law for a merchant 
for anyone to use a systematic 
pricing system which allows him 
to pay the freight out of his own 
pocket in order to sell in a com- 
petitor’s territory. This doesn’t 
mean that a hardware salesman 
can’t make an off-the-cuff bid in 
a specific case to meet a competi- 
tor’s price, but a producer or 
distributor selling hundreds of 
hardware items and employing 
many salesmen is in no position 
to let each one of his individual 
salesmen free lance on his own 
pricing structure.” 

At the Sheet Metal Tuesday 
afternoon session, Don Munroe, 
sales manager, Thompson & Co., 


Oakmont, Pa., told “How to 
Stimulate Sales.” He urged that 
products be distributed so as to 
reach the ultimate consumer at 
lowest possible costs, with em- 
phasis in selling on the best 
items in the lines handled. Seek 
new customers and greater vol- 
ume among older customers. 
Better training, better records 
as to expenses, calls, etc., all tie 
in with better training and in- 
centive payments. 

E. D. Oelerking, sales man- 
ager, Special Information Divi- 
sion, Dun & Bradstreet, Inc., 
New York City, urged caution in 
credit transactions, and in re- 
spect to larger businesses, par- 
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ticularly where there has been a 
change in management or owner 
ship. In the case, however, of a 
small concern the basic problem 
is to watch for the character and 
the capital involved and the ca- 
pacity of the proprietor or prin- 
cipal or chief partner. “This,” 
he said, “is a nation of small 
businessmen—as a matter of 
fact, of very small businessmen.” 

Concerning ‘Conditions in the 
Steel Industry,” Norman W. Foy, 
general manager of sales, Re- 
public Steel Corp., Cleveland, 
Ohio, said that despite post-war 
steel plant expansion, costing 
nearly 11% billion dollars, there 
is no relief from the prevailing 
shortage anytime within the for- 
seeable future. “Orders reach- 
ing the mills for armament needs, 
so far, have been minor, and are 
bound to assume larger propor- 
tions; certainly there is nothing 
in the present international sit- 
uation to warrant the belief that 
they can diminish,” he declared. 


Compete for Business 


“If the theory that freight ab- 
sorption is illegal be pursued to 
its logical conclusion it robs 
every industry and every com- 
pany of what has always been 
regarded as a basic American 
right—to compete for business 
wherever it may be,” Mr. Foy 
held. “No doubt all of you are 
familiar with the efforts of the 
Senate Committee on Trade 
Policies, headed by Senator 
Homer E. Capehart of Indiana, 
which is investigating this situa- 
tion and which contemplates 
holding hearings on the subject, 
beginning early in November. 
All of you who are interested in 
seeing the right to compete 
soundly and unquestionably re- 
stored to our free enterprise sys- 
tem can assist in accomplishing 
that by writing to Senator Cape- 
hart’s committee, setting forth 
your views on the subject. Cer- 
tainly much more can be accom- 
plished in this direction by your 
members and by the numerous 
consumers of steel who will be 
affected than by the relatively 
few large corporations engaged 
in the production of steel.” 

The joint session, Wednesday 
morning, heard Dr. Joseph L 
Snider, Professor of Business 
Economics, Harvard Business 
School, Cambridge, Mass., on 
“The Business Outlook.” Stat- 
ing that it is unrealistic to ex- 
pect to forecast exactly the date 
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of the end of a price inflation, 
Prof. Snider did view inflation 
as “about over,” a time period 
which could mean that the gen- 
eral price level could either turn 
down immediately or to continue 
to rise moderately for several 
months. He supported his con- 
clusion that our inflation is 
“about over” with the following 
three facts: 


Three Facts 


(1) An analysis of recent 
price fluctuations indicates that 
price declines have already be- 
gun in important areas. 

(2) Demand for goods and 
services in the aggregate is not 
so insistent as it was, and plant 
and equipment expenditures 
seem to be flattening out. 

(3) The money and credit sup- 
ply is likely to exert less infla- 
tionary pressure, particularly in 
the light of control measures. 

R. W. Woodruff, Cleveland, 
Ohio, president of the Erie Rail- 
road Co., pointed to railroads as 
the first line of defense in the 
fight against nationalization. If 
they become government-owned, 
other industries would follow, he 
said. Discussing freight rates, 
Mr. Woodruff pointed out that 
in 1921, the average cost of all 
commodities was 1.27 cents per 
ton mile. Recent rate increases 
have brought this up until it is 
now about 1 1/3 cents, just about 
the same as the rate of 27 years 
ago in spite of all the increases 
in costs of labor and material 
since that time. The recent re- 
auest for a 13 per cent increase, 
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he commented, will result in 
comparatively little increase of 
the 1921 rates. 

Mr. Woodruff declared that the 
more the railroads spend for im- 
provements, the cheaper freight 
rates will be in the future. He 
urged his listeners to help rail- 
roads get adequate earnings in 
order to finance improvements. 
He discussed the financial struc- 
ture of railroads and help re- 
ceived in relation to truck and 
air freight subsidies and pointed 
up the inequalities. 

Edward F. Pritzslaff, John 
Pritzlaff Hdwe. Co., Milwaukee, 
Wis., at the Thursday session of 
the wholesalers told how his 
company had effected economies 
in time and money by using a 
photographic printing machine 
in its order-filling and invoicing. 
He estimated the over-all saving 
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as being from $1,000 to $1,200 
per month and said that the 
printer and four full time and 
three part time girls now do the 
work of four duplicating machine 
operators and 12 billers. 

In addition, Mr. Pritzlaff 
named other advantages of the 
new operations as: speedier and 
better service; fewer errors; 
elimination of packing slip; 
dealer knows what goods are 
shipped, substituted, line off or 
back ordered; the blame for er- 
rors can be properly traced. 


Palletizing 


Palletizing, according to C. E. 
Hamilton, vice-president of the 
Odell Hdwe. Co., Greensboro, 
N. C., has been a life saver par- 
ticularly during the past months 
of large, unbalanced inventories 
and the need for additional ware- 
house space. Pallets, he says, 
cut unloading time; involve use 
of less labor; enable merchandise 
to be stacked higher without 
damage to goods. He pointed out 
that the pallet distributes the 
loading evenly over the whole 
stack and tends to bind or tie it 
together and to prevent tipping. 

S. T. Exley, Jr., Harper & 
Reynolds Corp., Los Angeles, 
Calif., spoke on, “Our Experi- 
ences in Using  Fork-Lift 
Trucks,” illustrating his com- 
ments with slides showing how 
such equipment is used with pal- 
lets and without, in the case of 
items not adaptable for handling 
on pallets. 

Roscoe L. Crockett, Rice & 
Miller Co., Inc., Bangor, Me., 
contrasted the company’s opera- 
tion in a 100-year old warehouse 
structure with the new one-story 
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The Contact Area Plan 


For two hours on Tuesday 
and Wednesday afternoons the 
Contact Area Plan was operated 
to give wholesalers and manu- 
facturers a definite time and 
place to meet for individual dis- 
cussions, at designated points in 
the headquarters hotel. Under 
the plan, executives of the mem- 
bers of A.H.M.A. were at points, 
arranged alphabetically, both 
afternoons. At its final session, 
Thursday morning, members of 
N.W.H.A. expressed the desire 


for operation of the plan on a 
three-day basis, at future con- 
ventions, and that names of 
manufacturer members be indi- 
cated instead of limiting identi- 
fication to the alphabet. It was 
pointed out that improvements 
are planned for the contact area 
at future conventions. Had the 
Atlantic City Convention Hall 
been available for the Contact 
Area Plan this year, it would 
have been operated there instead 
of at the headquarters hotel. 





building it constructed on the 
outskirts of town. Mr. Crockett 
pointed to ease of handling mer- 
chandise and traffic that was 
possible in the new building, cut 
costs and man hours, increased 
efficiency and resulted in im- 
proved dealer-service. The in- 
crease in sales, he said, justified 
the investment in building and 
equipment. 

Seth Marshall, chairman of 
the board, Marshall-Wells Co., 
Duluth, Minn., chairman of the 
Committee on Co-operatives, in 
his report of the committee’s ac- 
tivities, told of the success ob- 
tained in injecting a plank for 
tax equality in the platforms of 
the two major political parties. 
He said that during the spring, 
tax equality witnesses were able 


to defeat a $5,000,000 appropria- 
tion for beginning construction 
of a non-tax-paying steam gen- 
erating plant at TVA. 

He also pointed out that it had 
been possible to kill a one-sided 
bill which proposed to shift the 
banks for co-operatives from gov- 
ernment ownership to co-opera- 
tive ownership, with a gift of 
$40,000,000 of earned surplus 
and the use of $178,000,000 of 
taxpayers’ money without pay- 
ment of interest. 

In discussing contemplated 
congressional action, he said that 
a bill would be introduced at the 
next Congress which would tax 
all co-operative earnings unless 
the money was distributed 100 
per cent in cash to 100 per cent 
of co-op members. The Supreme 


Court, he said, has also been 
asked to define how far co-opera- 
tives can go in their monopolistic 
activities. 

Mr. Marshall commented on 
some surveys made by co-opera- 
tive groups which were never 
made public because the results 
were detrimental to co-operative 
interests. These opinion polls 
showed the cooperative move- 
ment losing ground. 


The Entertainment Program 


A very fine entertainment pro- 
gram was offered, including spe- 
cial day time festivities for the 
ladies. Monday morning the 
Forty and Under Breakfast, 
which was inaugurated last year 
with an attendance of 39 young 
men of the wholesale trade, 
started the official convention en- 
tertainment program. Atten- 
dance this year was 59. Tuesday 
afternoon there was a bridge 
and tea for the ladies in the East 
Solarium of the hotel. 

Tuesday evening the Wedge- 
wood Room was the scene of an 
orchestral concert, followed by a 
floor show. Informal dancing in 
the Blenheim Ballroom, with 
music by Leo Sachs and orches- 
tra concluded the evening’s pro- 
gram. 

Boardwalk chair rides were 
provided for the ladies’ on 
Wednesday. That evening the 
annual ball, the concluding offi- 
cial entertainment feature of the 
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(Fred Hess & Son) 
The X-Club and its quests, at luncheon Tuesday noon, in the Chevy Chase Room, Marlborough-Blenheim. 
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(Fred Hess & Son) 


The Old Guard entertains some distinguished guests at its dinner Tuesday evening at The Brighton. 


convention, was held in the Blen- 
heim Ballroom. 

H. S. Hobson, Seymour Mfg. 
Co., Seymour, Ind., was .chair- 
man of the entertainment com- 
mittee. He was assisted by R. M. 
Cruise, Corbin Cabinet Lock Di- 
vision, New Britain, Conn.; 
F. A. McCelland, Wheeling Steel 
Corp., Wheeling, W. Va.; E. A. 
McKenna, North Bros. Mfg. Co. 
division of Stanley Works, Phila- 
delphia, Pa., and W. F. Symonds, 
W. D. Allen Mfg. Co., Chicago, 
Ill. 

Mrs. H. P. Ladds, Shaker 
Heights, Ohio, headed the ladies 
reception committee, her. asso- 
ciates being Mrs. H. J. Allison, 
Mrs. J. H. Mize, Mrs. F. T. 
Stone, Mrs. W. P. Tracy and 
Mrs. W. B. Wood. 


X-Club Luncheon 


More than 30 members and 
guests attended the luncheon of 
the X-Club Tuesday noon in the 
Chevy Chase Room of the Marl- 
borough-Blenheim with William 
A. Parker, Beck & Gregg Hard- 
ware Co., Chief X of the X Club 
presiding. Speakers included 
H. P. Ladds, National Screw & 
Mfg. Co., Cleveland, Ohio, retir- 
ing president of A.H.M.A.; Hen- 
ry J. Allison, Allison-Erwin Co.., 
Charlotte, N. C., retiring presi- 
dent of N.W.H.A.; Robert E. 
Woodruff, president, Erie Rail- 
road Co., Cleveland, Ohio, and 
Dr. Arthur L. Faubel, who will 
be the new secretary-treasurer 
of A.H.M.A. 

The X-Club is comprised of 
past presidents of the National 
Wholesale Hardware Associa- 
tion, the Southern Wholesale 
Hardware Association, Ameri- 
can Hardware Manufacturers 
Association, The Old Guard and 
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the Texas Wholesale Hardware 
Jobbers Association. 


The Old Guard 


The dinner of The Old Guard 
was given, Tuesday evening, at 
The Brighton with an atten- 
dance of 60 members and guests, 
with M. G. Lipscomb, Cavert & 
Lipscomb, Dallas, Tex., president 
of the club, presiding over the 
program. H. P. Ladds and Henry 
J. Allison, retiring presidents of 
A.H.M.A. and N.W.H.A., respec- 
tively, were speakers as well as 
Robert E. Woodruff, president, 
Erie Railroad Co., Cleveland, and 
Dr. Arthur L. Faubel, future 
secretary-treasurer of A.H.M.A. 

Arrangements for both The 
Old Guard and X-Club meetings 


were in charge of George H. 
Harper, Baltimore, Md. 


Central States Club 

Central States Hardware Club 
held its traditional pre-conven- 
tion party—a stag affair—Sun- 
day night in Trimble Hall, Hotel 
Claridge. The Club’s Special 
Train from Chicago and other 
points arrived Sunday morning 
with a passenger list of more 
than 190 hardwaremen = and 
guests. Thursday afternoon a 
west bound Special Train, spon- 
sored by the club made its de- 
parture from Atlantic City. 

In the pages immediately fol- 
lowing are major portions of 
most of the addresses given at 
the joint convention. 





H. F. Seymour, Columbian Vise & Mfg. Co., newly elected A.H.M.A. presi- 
dent receives good wishes from his predecessor, H. P. Ladds, National 
Screw & Mfg. Co., following the concluding session on Thursday morning. 
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Joint Session 


“Let's Stop Kicking 
Business Around’ 


EDERAL Trade Commissioner Mason warns that 
practically every manufacturer and wholesaler 
listening to his voice is liable to be sued by the 
F.T.C. because of the recent court decisions on 
cement, conduit, crepe, corn and salt. He advises 
them to make their protests to the Capehart 
Committee during its November and December 
hearings. 


By HON. LOWELL B. MASON 
Member Federal Trade Commission 


Washington, D. C. 


M.. CHAIRMAN AND 


FELLOW LAW VIOLATORS: 

When I address you thus, I 
realize that perhaps there are 
some people in this room who 
are not engaged in commerce as 
defined in the Federal Trade 
Commission Act, so I should 
change my greeting to “Mr. 
Chairman, Fellow Law Violators, 
and all manufacturers and whole- 
salers who do not sell their prod- 
ucts across states lines.” 

It is also vaguely conceivable 
that somewhere, somebody is 
even engaged in interstate com- 
merce who does not sell his 
products on a delivered price ba- 
sis, or who does not absorb 
freight, or who does not deliver 
his goods on a zone basis or who 
does not give quantity discounts 
set up merely on historic custom. 
In other words, if you don’t do 
any of these things in your busi- 
ness, then you are not a law vio- 
lator, and you have my solemn 
assurance that in my opinion the 
Federal Trade Commission will 
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not sue you under the recent rul- 
ings in the 5 C cases. 

I’ll explain to you a little later 
what I mean by the 5 C cases. 
But first let me say that in the 
past three years I have talked to 
many businessmen, or law viola- 


tors. These terms today are 
practically synonymous, consid- 
ering the number of Federal rul- 
ings affecting business which 
are not understood and which 
are therefore béing constantly 
violated. 

These so-called law violators 
or businessmen (take your 
choice) are the men and the sons 
of the men who helped make 
America the greatest free nation 
in the world. And but a short 
time ago these industrialists 
turned out the fighting tools 
which made it possible for our 
armed forces to keep it so. 

Of all business groups, this 
one, composed of manufacturers 
and distributors of hardware 
and sheet metal, is one of the 
most important and most con- 
siderate I have addressed. 

That applies to your opera- 
tions. With 60 per cent of our 
tools over 10 years old and an 
estimated 60 billion backlog in 
equipment, we have to recognize 
the importance of hardware 
products in the economy and de- 
fense of our country. 


No Oratorical Praise 


Most of you are reasonably 
successful businessmen. This is 
no oratorical praise. People who 
are not successful have neither 
the time, the money nor the in- 
clination to devote their atten- 
tion to the general welfare of 
their industry. 

Here is a bureaucrat who 
starts out his address by calling 
names. “Mr. Chairman and Fel- 
low Law Violators.” 

“I don’t know why it is. As 
soon as a person gets on the Fed- 





Official headquarters of the big convention, The Marlborough-Bienheim 
—the scene of all meetings and official entertainment festivities. 
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HON. LOWELL B. MASON 


eral Trade Commission, he starts 
calling businessmen names, but 
I’m here today because I am 
thinking of making a special 
prize offer to every member of 
the Hardware Nanufacturers 
Association, the Hardware 
Wholesalers Association and the 
National Association of ,Sheet 
Metal Distributors. This offer is 
limited to the officers, stockhold- 
ers, employees, next of kin and 
friends of members of these 
three outstanding organizations. 


Modeled After Give-Aways 


My contest is modeled after 
the give-away programs on the 
radio. You know the kind that 
makes you a present of a refrig- 
erator, a trip to Europe, all the 
soap you need for life and $10,- 
000 tax free if you “guess who.” 

First I thought I would offer 
you a combination refrigerator 
and deep freeze, twice as much 
soap as your face could stand and 
$20,000 a year forever—even 
after you were dead. 

But I’ve got a prize that beats 
that a mile. All you have to do 
is guess the name of a certain 
hardware manufacturer I have 
in mind. You don’t have to send 
in any box tops. Just finish off 
a four line jingle. The first two 
lines I’ll read, and then you write 
a letter to Lowell B. Mason, Fed- 
eral Trade Commissioner, Wash- 
ington 25, D. C., giving the name 
of this hardware manufacturer. 


“In my opinion, anyone who uses freight absorption, zone 

prices or an individual universal delivered price system, or 

relies on a quantity discount rate established merely by 

trade custom, operates under the shadow of illegality and 
certainly is taking a calculated risk." 


I shall describe him by a series 
of 10 statements. 

But, first, as to the prizes I 
want to offer. This requires a 
little explaining, because the 
prizes are really more compli- 
cated than the contest itself. 

As I indicated at the beginning 
of my talk, practically every 
businessman in the United States 
engaged in interstate commerce 
can be sued by the Federal Trade 
Commission. This condition has 
existed for the past 34 years. But 
the Federal Trade Commission 
has been in ignorance of its tre- 
mendous powers until just a little 
while ago; in fact, only since the 
decisions in the 5 C cases I spoke 
about earlier. 


What the Courts Permit 


The Federal Trade Commis- 
sion just found out yesterday 
what the courts would let us do 
to you businessmen under the 
5 C cases. 

Just what can we do to you? 

Well, the implications of the 
5 C cases as approved by the Cir- 
cuit or Supreme Courts are such 
as to make the Federal Trade 
Commission the most powerful 
concentration of bureaucratic 
power over business in the world. 
I’m not going to bore you with 
analyzing how the law in these 
5 C cases gives us this power. I 
am here to run a prize contest, 
not to read law to you. You must 
bear in mind I was not on the 
Federal Trade Commission when 
the original orders were entered 
in the 5 C cases. So who am I to 
criticize what my colleagues have 
done? 

I am proud to claim with my 
fellow workers in the Commis- 
sion a common purpose in our 
service to the country. That 
common purpose is to maintain 
free competitive enterprise in 
our nation. 

And no attack on these 5 C 
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decisions can ever be predicated 
on any lack of loyalty to this 
common purpose by the members 
and staff of the Federal Trade 
Commission. 

Nor is it necesary for me to 
disagree with the legal logic of 
the 5 C decisions in order to con- 
demn with all my strength the 
complete subjugation of indus- 
try to the dictatorial power these 
decisions give Government. 

Perhaps these 5 C decisions 
are not as remote and fussily 
futile in their bearing on the ac- 
tualities of industrial life as ap- 
pears from the fact that nobody 
obeys them. Perhaps our judi- 
ciary clock is not wrong, and the 
charge may not be true that the 
faster we turn out cease and de- 
sist orders, the greater our bu- 
reaucratic error increases. These 
questions are now in the hands 
of Congress which is the only 
place they can be decided. 

So long as there is nothing 
right now we can do about these 
5 C decisions, let’s get on with 
my prize, “guess who” contest. 
But, on the other hand, as the 
prize I am offering has to do 
with these cases, I’ll have to tell 
you very briefly what these 5 C 
cases mean. . 


They Are Out! 


They mean there are lots of 
things you are now doing that 
we can smite you hip and thigh 
for doing. To begin with, freight 
absorption is out. By that I 
mean that it will be a violation 
of the law merchant for anyone 
to use a systematic pricing sys- 
tem which allows him to pay the 
freight out of his own pocket in 
order to sell in a competitor’s 
territory. This doesn’t say that 
a hardware salesman can’t make 
an off-the-cuff bid in a specific 
case to meet a competitor’s price, 
but a producer or a distributor 
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THOS. A. FERNLEY, JR. 


selling hundreds of hardware 
items and employing many sales- 
men is in no position to let each 
one of his individual salesmen 
free lance on his own pricing 
structure. So let me give you a 
direct answer on this point. 

Freight absorption is out! 

And this goes for pins and 
needles on up. For I know of no 
accepted doctrine in this country 
which applies the law to one per- 
son or one commodity and not to 
others. 

The pattern of law is a univer- 
sal pattern, and to justify a law 
on the basis that it will not or 
cannot be equally applied, is of 
itself a confession of weakness 
and exposes men to government 
by accident or lottery. For the 
power to pick whom shall be sued 
also carries with it the power to 
pick whom shall not be sued. 


Zone Prices Out 


Zone prices are out. Zone 
prices are necessarily part of an 
individual pricing system. By 
their very nature they entail 
price discriminations which, 
when inaugurated through sys- 
tematic pricing, create a situa- 
tion banned by the 5 C decisions. 

It may be urged that my state- 
ment of the law is too broad, that 
freight absorption and zone 
prices and even individual uni- 
versal delivered price systems 
are not banned unless there is a 
probability of a tendency to re- 
strain trade. These words are 
too tenuous for anyone to grasp. 
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In my opinion, anyone who uses 
freight absorption, zone prices 
or an individual universal deliv- 
ered price system, or relies on a 
quantity discount rate estab- 
lished merely by trade custom, 
operates under the shadow of 
illegality and certainly is taking 
a calculated risk. 

Maybe there are some folks 
who don’t want to know the truth 
about these 5 C decisions. Maybe 
they will say Lowell Mason is 
wrong in his interpretation of 
the law. So for the benefit of 
those who wish to check with 
their lawyers about these cases 
I shall give you the citations on 
the decisions I am talking about. 


Five Commodities Involved 


The 5 C’s stand for Federal 
Trade and Court decisions in- 
volving these five commodities: 

Cement 

Conduit 

Crepe 

Corn 

Calt (Spell salt with a c—it’s 
easy to remember.) 

And here’s a jingle that makes 
it easier: 

“Cement, Conduit, Crepe, Corn 
and Calt 

Every business call a halt 

Dum de dum de dum 

Dum de dum de dum.” 

(You send in the last two lines 
to that verse and I’ll give you a 
bound copy of our annual report 
for 1914 if there are any left.) 

The chances are your own at- 
torney has already studied the 
5 C decisions. Maybe he has 
written a pamphlet or delivered 
a symposium on the subject—al- 
most all of the big lawyers in the 
country have. And certainly he 
has read what Dun & Brad- 
street’s, Kiplinger’s or some of 
the other important business 
analysts have said about the 5 C 
cases. 

Take for instance the Re- 
search Institute of America. 
Their report is made up only for 
their own subscribers so maybe 
I shouldn’t quote them. But what 
I am going to quote, from their 
quotation, is only their quotation 
quoting me. So I guess that can- 
cels it out all right. 

Anyway, this is what they say: 

“Few businessmen realize the 
full impact of the problem. With 
the broad interpretation given to 
the Robinson-Patman Act by the 
FTC and the Supreme Court, the 
shadow of illegality falls over 


the pricing practices of nearly 
120,000 business firms . . . Here 
is an estimate furnished to Con- 
gress by one member of the 
Pru: 


List of Industries 


Then follows a list of indus- 
tries, including the following: 

“Tron, steel and products, 6719 
companies. 

“Nonferrous metals and their 
products, 2518 companies. 

“Electric machinery’ and 
equipment, 1942 companies. 

“Machinery, except transport 
equipment and electrical, 6387 
companies. 

“Transportation equipment, 
except automobiles, 1157 com- 


panies. 

“Other manufacturing, 4119 
companies. 

“All other manufacturer, 3050 
companies. 


“In addition, the pricing prac- 
tices of 36,762 companies in the 
wholesale trade are estimated to 
be of doubtful legality.” 

Now have your attorney fol- 
low that up by reading the 
speech of Senator Homer Cape- 
hart, head of the Industry Prac- 
tices Committee of the U. S. 
Senate. This Committee is in- 
vestigating what the 5 C deci- 
sions do for or to the public 
welfare. 

But I am getting away from 
my prize’ contest! Until you 
manufacturers and distributors 
have a chance to rush home and 
talk to your lawyers, you had 
better take my word for it that 


N.A.S.M.D. 
VICE-PRESIDENT 





RAY P. FARRINGTON 
Potts-Farrington Co. 
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the Federal Trade Commission 
can sue and probably get a cease 
and desist order against every 
company represented here. 

The trouble is, there are also 
another 120,000 businessmen do- 
ing the same things you are 
doing. 

Now at the rate of 120 cease 
and desist orders a year, you can 
see it will take about a thousand 
years to get to your name ?f it is 
at the bottom of the pile. 

That’s what the folks say who 
don’t want the Congress to mess 
around with the 5 C decisions. 
They would like these decisions 
to stand. They say, “Don’t 
worry, boys. That fellow Mason 
is trying to scare you. You know 
we can’t sue everybody.” 


Decisions Will Stand . 


The 5 C decisions will stand 
unless you get your Congress- 
men and Senators to do some- 
thing. Because here are the pari- 
mutuel odds as to whether the 
Federal Trade Commission, the 
Circuit Court of Appeals or the 
Supreme Court will change their 
present positions. 

Counting the 61 votes in the 
5 C cases cast for sustaining 
the present interpretation of the 
law merchant as well as the seven 
dissents, you find it is practically 
a 10 to 1 cinch for holding the 
line “as is.” 

With the law staying this 
way, you can see what a wonder- 
ful prize it would be in this 
“guess who” contest today if we 
could fix it so Uncle Sam would 
stop your competitor from ab- 
sorbing freight, allowing quan- 
tity discounts and making zone 
prices and at the same time put 
your name at the bottom of the 
pile so you weren’t sued for a 
thousand years. 

I have already proposed to 
Senator Capehart’s Committee 
that if we are to continue our 
present hit and miss system of 
prosecutions, we should put every 
businessman’s name in a glass 
bowl on the roof of the Federal 
Trade Commission and draw lots 
to see who should be sued. This 
at least would do away with any 
chance of favoritism. 

But wouldn’t it be much more 
sporting if we gave all business- 
men a chance to enter into a 
guessing contest and let the first 
prize have his name go to the 
bottom of the pile of those to be 
sued, and let the second prize 
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J. G. GEDDES 
H. K. Porter, Inc. 


winner put his competitor’s 
name at the top. 

So get ready for the “guess 
who” contest. 


Here's the Description 


Here are the 10 statements de- 
scribing this hardware manu- 
facturer. You name him! But 
let us have no coaching from the 
audience! 

1. He is a good and loyal citi- 
zen of the United States. 

2. He gives employment to 100 
fellow workers. They form an 
important part in the social, re- 
ligious and economic life of the 
community where the plant is 
located. Most of them own their 
own homes. 

3. At the time the Federal 
Trade Commission was born in 
1914, this man was paying shop 
wages of 35¢ an hour. Today he 
pays $1.56 and up per hour. 

4. At the time the Federal 
Trade Commission was born, he 
was buying his gray iron cast- 
ings used in a certain product 
for 234¢ per pound. Today he 
pays 1014¢ a pound for the same 
material. 

5. When the Federal Trade 
Commission was born, this man 
used machines in his shop cost- 
ing $500 each. Today the ma- 
chinery he uses in his production 
costs him $15,000 each. In 1914 
his building cost $2.10 per square 
foot to erect. Today the same 
building costs $7 per square foot. 

6. From the standpoint of ser- 
vice to the public and the con- 
sumer, in 1914 this plant pro- 
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F. T. STONE 
Columbus-McKinnon 
Chain Corp. 





GEORGE F. WRIGHT 
G. F. Wright Steel 
& Wire Co. 


duced a certain piece of hard- 
ware selling for $2.81. With the 
increased benefit to labor and in 
spite of the additional cost of 
raw materials, this company now 
sells that same piece of hardware 
(only greatly improved) for 6¢ 
less per item than what it 
charged in 1914. 

7. During the period I have 
been talking about, this small 
hardware company helped sup- 
port our Government to the tune 
of a million dollars in taxes. 

8. With a record of no labor 
trouble and a generous support 
of all charitable and community 
projects, it can be well said 
that— 

9. This type of an industrial 
operation férms the foundation- 
stone of our nation. 

Now there is 9/10 of my de- 
scription of this hardware com- 
pany. If the description of this 
plant’s social utility and its value 
to our country fits most of you, 
then I say more power to the 
hardware industry and more 
power to those who distribute 
your products, for this is what 
makes America great. 

But unfortunately, there is 
one more identification I must 
give this hardware manufac- 
turer. 


One More to Go 


10. Looked at from the win- 
dows of the Federal Trade Com- 
mission in Washington, I see this 
man delivers his products to his 
wholesale distributors free of 


(Continued on page 230) 
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What's Ahead for Prices | « 


NFLATION is about over, says Prof. Snider, 








because price declines have already set in in m 
important areas; aggregate demand for goods " 
and services is less insistent; money and credit sup- a 
ply are likely to exert less inflationary pressure. ri 
He also feels prices, after inflation peak has been te 
reached, will decline promptly and will be ac- gC 
companied by a decline in business activity. hr 
Joint Session . 
Fi 
de 
an 
vices in the aggregate is not so = 
Te question which is insistent as it was, and, quite aps 
uppermost in the minds of busi- significantly, Plant and equip- me 
nessmen and others affected by mans expenditures seem to be DR. JOSEPH L. SNIDER fu 
the fluctuations of business con- flattening on. (3) The regnind lig 
ditions is whether business is en- and credit supply is likely to ex- ha 
tering upon a different phase ae Reaper Rar poet ties actively traded on futures pr 
following the present inflation- a pee the light of con- exchanges, has also been declin- uct 
boom. Has price inflation — Many basic and sensitive com- pn Moar its peak in che week an 
toan end? Will the cost of living aa . é ending November 29, 1947. lan 
go down? Are we headed for a modities have been going down tio 
sceeenitiaen® in price for a considerable time. 5 ting Evid tis 
business depression ‘ An important bit of evidence is upporting Evidence a 
a provided by the B.L.S. price in- Another bit of supporting evi- the 

Inflation About Over dex of 28 commodities, including dence is provided by the fluctua- ; 
Although commodity prices in the most important agricultural tions of the three groups of com- at 
general, both at wholesale and re- products and industrial raw ma- modities—raw materials, semi- eas 


tail, have not yet reversed their 
climb to higher and higher levels, 
on the basis of evidence to be pre- 
sented, I have reached the con- 
clusion that our inflation is about 
over. It is unrealistic to expect 
to forecast exactly the date of 
the end of a price inflation. It 
would be consistent with what I 
mean by “about over” for the 
general price level either to turn 
down immediately or to continue 
to rise moderately for several 
months (say a further advance 
of the B.L.S. price index amount- 
ing to as much as 5 per cent and 
continuing for as long as six 
months). 

The support for the conclusion 
that our inflation is about over 
is threefold: (1) An analysis of 
recent price fluctuations indi- 


terials. The current level of this 
index is well below its level for 
January 1948. As a matter of 
fact, the actual peak was reached 
in the week ending November 239, 
1947. Similar evidence is given 
by the Dow-Jones index of com- 
modity futures prices; this in- 
dex, which relates to 11 commodi- 


manufactured goods, and manu- 
factured products—into which 
the Bureau of Labor Statistics 
classifies its many price series. 
At times of general price declines 
in the past, raw materials and 
semi-manufactured goods have 
typically begun to decline before 
manufactured products. The 


"lt would seem prudent for business men generally to recog- 
nize the possibility of a severe business recession and price 
decline within the next year or two and endeavor to get their 
businesses as nearly as possible into condition to withstand 


such declines as ~ | come." 
ower levels of prices and operations 


"Readjustment to 


should be carried out with moderations. Gradual adjust- 

ment is to be desired when readjustment becomes necessary. 

The present situation calls for a widening of the area of a 

businessman's loyalties, a greater willingness on the part of 

individuals to make short-run sacrifices for the long-run 
welfare of all.” 


’ 





cates that price declines have al- c 
ready begun in important areas. N 
(2) Demand for goods and ser- 
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and Business 


prices of raw materials and semi- 
manufactured goods have thus 
been useful “early movers.” At 
present, although the prices of 
manufactured products are still 
rising, the prices of raw ma- 
terials and semi-manufactured 
goods have flattened out since the 
first of the year. 


Price Indexes 


The Bureau of Labor Statistics 
also publishes price indexes for 
10 major groups of commodities. 
Five of these major group in- 
dexes are still tending upward, 
and five have definitely declined 
from a recent peak. The groups 
which are still tending upward 
are: building materials, foods, 
metals and metal products, house- 
furnishing goods, and fuel and 
lighting materials. Those which 
have recently declined are: farm 
products, hides and leather prod- 
ucts, textile products, chemicals 
and allied products, and miscel- 
laneous. Still another classifica- 
tion by the Bureau of Labor Sta- 
tistics provides price indexes for 
49 subgroups of commodities. Of 
these subgroup price indexes 23 
are stil! tending upward, 12 have 
recently flattened out, and 14 
have definitely declined from a 
recent peak. 


Large crops in 1948 are chiefly 
responsible for the price declines 
which have already taken place. 
Moreover, the large supplies of 
grains have not yet exerted their 
full effects on prices. It will take 
some time, probably several 
months, for livestock, poultry, 
and meats to come down in prices 
sufficiently to reflect fully the in- 
fluences of the large crops of this 
year. When those developments 
have taken place, the cost of liv- 
ing should be below what it is at 
present. This not only will be a 
boon to consumers; it will also 
have a calming effect on the gen- 
eral wholesale price level, because 
of the agitation for higher wages 
will be reduced as the cost of liv- 
ing eases, and therefore the up- 
ward pressure on the general 
wholesale price level from rising 
labor costs will be reduced. 


Fallen From Peaks 


In short, there is evidence that 
important areas of the general 
price picture have already fallen 
from their peaks. Moreover, the 
principal basis for lower prices 
in important areas, the large 
crops this year, can be expected 
to exert in the months ahead a 
price-reducing influence in areas 
which have not yet begun to de- 


By DR. JOSEPH L. SNIDER 
George F. Baker Foundation 
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cline. The general wholesale price 
level and the cost of living are 
probably close to, if not at, their 
peaks. 


The Second Reason 


The second major reason for 
concluding that our inflation is 
about over is that demand for the 
products of American industry is 
not so insistent as it was some 
months ago. The shortages of 
durable goods are largely made 
up. Surveys of the general de- 
mand picture have revealed that 
in only a few major areas is it 
still true that demand is in sub- 
stantial excess of supply. Most of 
the items which consumers use 
can now be obtained readily, and 
capital equipment items also, 
with some exceptions, are in ade- 
quate supply. 

The principal areas where de- 
mand still appears to be in ex- 
cess of supply are steel, automo- 
biles, and residential building. 
The steel industry continues to 
operate at the near-capacity rate 
which has characterized it for 
more than a year and a half, and 
still the output is not sufficient to 
meet the demand. A part of total 
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steel production, in fact, is still 
distributed by the industry on a 
basis of rationing to its custom- 
ers. The demand and supply situ- 
ation in the automobile industry 
is still so much out of balance 
that the grey market persists— 
the market in which essentially 
new cars are sold as used cars at 
a substantial advance over new- 
car prices. Residential building 
has been carried on in a substan- 
tially larger volume in 1948 than 
in the corresponding period of 
1947 despite the fact that build- 
ing costs have been rising higher 
and higher. 

It is now frequently observed 
by business commentators that 
no serious decline in the general 
business situation can take place 
as long as the steel, the building, 
and the automobile industries 
are operating on a high level. 
This statement taken literally is 
true enough, but it carries along 
with it an implication which is 
subject to qualification. The im- 
plication is that when steel, resi- 
dential building, and automobiles 
enjoy conditions of unsatisfied 
demand, they will continue to 
operate at high rates for a con- 
siderable period in the future— 
and carry the whole economy 
with them. 

Such optimism fails to recog- 
nize that beyond a certain point 
the unsatisfied demand in these 
industries is illusory. It could 
evaporate appreciably because 
the national income or purchas- 
ing power could fall while de- 
mand in these industries still ap- 
peared to be unsatisfied. As a 
matter of fact, the demand for 
durable goods has customarily 
been insistent just before the de- 
cline from a peak of prosperity. 


A.I.M. Index Declining 


In addition to the disappear- 
ance of shortages of most dur- 
able goods, the condition of or- 
ders received by manufacturers 
is an indication of reduction in 
general demand. The Associated 
Industries of Massachusetts pub- 
lishes each month a useful com- 
pilation of orders received by 
manufacturers in the _ state. 
Massachusetts industries are a 
fairly good cross section, with a 
few notable exceptions, of the 
industries of the country. The 
A.I.M. index has been declining 
since January of this year. 

The information on manufac- 
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turers’ inventories (book value), 
as compiled by the U. S. Depart- 
ment of Commerce, is also sig- 
nificant in the present situation. 
Manufacturers’ inventories are 
at their peak, substantially above 
a year ago—not only total inven- 
tories but also inventories of dur- 
able goods industries and non- 
durable goods industries con- 
sidered separately. The peak 
level of manufacturers’ inven- 
tories indicates that the future 
demand for commodities in gen- 
eral is likely to be less insistent 
than recent demand. 


N.A.S.M.D. SECRETARY 
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It may also be observed that 
manufacturers’ inventories are 
probably too high. The records of 
earlier business cycles indicate 
that inventories which at the 
peak of prosperity appear to be 
manageable can quickly become 
burdensome as new orders drop 
rapidly, more rapidly than it is 
practicable to reduce the rate of 
output. It is admittedly difficult 
to evaluate the dangers inherent 
in the large inventories. But as 
evidence accumulates that our 
inflation-boom is nearing its end, 
it will be increasingly important 
to follow a conservative inven- 
tory policy. : 

One of the principal supports 
of our postwar business boom 
has been the large outlays by 
business for plant and equipment. 
These outlays have been increas- 
ing year by year since the war, 
but there is some evidence that 
such outlays may be flattening 
out. Estimated expenditures for 
the fourth quarter of 1948 are 


below the figures for the third 
quarter of 1948—contrary to the 
usual strong seasonal fluctuation 
in expenditures for plant and 
equipment, with the first quarter 
of a calendar year low and each 
succeeding quarter rising above 
the previous one. This is the first 
year since the war that the 
fourth quarter has been below 
the third quarter. There is fur- 
ther evidence in a recent survey 
by the National Industrial Con- 
ference Board. News reports of 
this survey indicate that expendi- 
tures for the year 1949 are ex- 
pected to be below those for the 
year 1948, the first annual drop 
since the war. Businessmen are 
reported to base this expectation 
of decline on the very high cost 


of capital construction and also * 


upon the fact that the need has 
largely been made up. 

The third major consideration 
suggesting that our inflation is 
about over is that money and 
credit supplies will probably ex- 
ert less inflationary pressure 
than they have been exterting. 

Total money supply (demand 
deposits in the banks plus cur- 
rency outside the banks) reached 
its peak in December, 1947, and 
has declined moderately since 
that time. A drop in money sup- 
ply is one of the most significant 
pieces of evidence possible to sug- 
gest the end of an inflation, be- 
cause the essential nature of an 
inflation is an upward movement 
of prices resulting from large 
and increasing money supplies 
bidding for goods and services 
which can no longer be increased 
appreciably in amounts. 


The Credit Supply 


The credit supply is another 
element of importance. Business 
loans (the commercial, indus- 
trial, and agricultural loans of 
the banks) may be at their peak. 
The current volume outstanding 
is only very slightly above the 
level reached earlier this year, 
but if the seasonal tendency of 
business loans to expand in the 
fall months of the year were al- 
lowed for, the adjusted figures 
might well be below their peak. 

Steps have recently been taken 
in three different directions look- 
ing to the reduction of infla- 
tionary pressures from the mone- 
tary side: (1) controls over con- 
sumer credit have been restored; 


(Continued on page 222) 
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‘Can You 
— Suggest 
Anything ?” 





Here’s the question you’ll no doubt 
be hearing quite frequently this 
Christmas season. Perhaps a shopper 
doesn’t know just what George would 
like...or whether Dad wouid appre- 
ciate one of these or a pair of those. 

At this point, an alert salesman 
can offer his help, his judgment to the 
shopper and suggest appropriate 
merchandise. This will not only solve 
the immediate problem—it will also 
leave a good impression of the sales- 
man and the store. Multiply this by 








dozens of Christmas shopping cus- 
tomers, and you'll find a lot of good 
will has been built. 

There will aiways be a certain 
amount of inexperienced help to han- 
dle the rush Christmas buying. But, 
if even the most inexperienced clerk, 
besides being kind and courteous, 
will do his best to suit the gift to the 
prospective receiver, he’ll be doing 
the store a great service. Customers 
will go away happy...and chances are 
they’ll come back again and again. 











Interest continues to grow in all 
‘hooting sports. The big outdoor sea- 
n just past bears this out. Hunting 
licenses reached high peaks in many 
teas . . . target shooting, trap and 
keet had very successful years. 


All indications point to a sports- 
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CHRISTMAS SHOPPERS WILL BE 
GOING GREAT FOR GUNS THIS YEAR 


minded Christmas, and you'll be 
satisfying old shooters, helping new 
ones, if you recommend a Remington 
gun. There’s one for every shooting 
sport . . . one to fit the most ex- 
acting requirements of each individ- 
ual shooter. 


If your display of Remington guns 
is attractive, prominent and properly 
lighted, buyers of Christmas gifts for 
sportsmen will naturally turn to it. 


You can wholeheartedly suggest 
Remington 22 rifles for kids and 
grownups alike. Remington shotguns 
are sure to please upland or duck 
hunters, trap or skeet shooters. Rem- 
ington big game rifles are proved 
performers and make welcome gifts 
to big game sportsmen. 





Remington Accessories 
Sure to Please as 
Christmas Gifts 


Some sportsmen have “everything.” 
People shopping for them have more 
of a problem. Until, that is, you sug- 
gest some Remington ammunition or 
shooting accessories. These four Rem- 
ington products make a big hit. Dis- 
play some in a big box, letter a sign, 
and stand back and watch ’em go! 


Remington Oil is an excel- 
lent light utility oil. It 
lubricates, prevents 
rust, cleansand polishes. 
Special ingredient — Du 
Pont E. P. (Extreme 
Pressure) lubricant— 
makes it a standout for 
performance. 


Remington Rust Remover 
—frees rust from metal 
surfaces of all kinds. 
Especially effective on 
firearms. 


Remington Gun Grease — 
prevents rust and corro- 
sion of metals in every 
climate safely, effec- 
tively. Highly 
mended for use on fire- 
arms. 


recom- 


Remington Powder Solvent 
—a fayorite of sports- 
men for cleaning the 
bores and mechanisms 
of shotguns, rifles and 
pistols. 





Boxes of Remington Ammo 
Good Gift Suggestion 


There’s not a hunter or shooter alive 
who wouldn’t be tickled to get a few 
boxes of Remington ammunition for 
Christmas. And there’s no gift buyer 
more appreciative than when you sug- 
gest Remington ammunition. What- 
ever the shooting sport, there’s a right 
kind of Remington ammunition for it, 
one designed and produced to do a spe- 
cific job. And every Remington load does 
its job well! Remington Arms Company 
Inc., Bridgeport 2, Conn. 
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A.H.M.A. Session 


For the Record 


DP: FAUBEL points to three problems facing us: 

inflation, labor and communism. The problem 

of inflation and labor he lays to the course of Gov- 

ernment. Both lead to the most serious of all 
issues, Communism versus Capitalism. 


By DR. ARTHUR L. FAUBEL 


O, the three most 


important problems confronting 
us, the most important of our 
domestic problems is_ inflation. 
Almost always it has been caused 
by government adding exces- 
sively to the money supply, 
either by printing too much or 
trying to “do something for sil- 
ver” or by some other kind of 
monetary manipulation usually 
of the nostrum or quackery vari- 
ety. But however it was done the 
result has always been the same 
higher and higher prices. 
Even though present inflation 
is much more complicated, it still 
has two things in common with 
the old style. It results directly 
from certain opportunistic poli- 


cies by our Government and it 
has caused an upward spiral of 
prices which is now our most 
vicious and burdensome form of 
taxes. 

Writing in the current issue 
of Fortune, R. C. Leffingwell, 
now board chairman of J. P. 
Morgan & Co., and formerly as- 
sistant secretary of the Treas- 
ury, attributes our present in- 
flation to two principal causes. 
The first is the increase in our 
money supply due to the Gov- 
ernment’s poiicy of deficit and 
war financing through our bank- 
ing system as a result of which 
our currency and bank deposits 
are now three times what they 
were before the war. The second 
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of Mr. Leffingwell’s inflation 
causes is “the extreme cheap 
money policy pursued by the 
Treasury and Federal Reserv: 
since the war.” 

To these two banker’s reasons 
for our present inflation I think 
it is necessary to add (1) con- 
tinued high-level price floors for 
numerous agricultural products, 
(2) continued excessive expen- 
ditures by Government, (3) con- 
tinued use of a very bad tax 
system, and (4) and most im- 
portant, official encouragement 
to labor to demand higher and 
higher wages. 

Fully as important as_ the 
problem of inflation and tied in 
with it is our labor problem. | 
think it was Samuel Gompers 
who years ago forecast labor’s 
whole plan and purpose in the 
simple statement, “labor wants 
more.” I can understand that. 
Considering things as they were 
in Gompers day, I can have con- 
siderable sympathy with such 
an attitude, especially since | 
believe, as I am sure you do, 
that the laborer is worthy of his 
hire. 


How Much More? 


But we have now reached a 
point where we have to ask: 
How much more? I heard the 
other day of a present-day labor 
leader who answered this ques- 
tion with the slightly evasive re- 
tort: The manufacturers have 
the money but labor has the 
power. To me this is equivalent 
to threatening that there is no 
limit to labors ‘‘more,” short, of 
course, of the entire product 
which is the Marxian theory of 
value. 

All this is understandable 
coming from labor’s spokesmen. 
It’s part of their job. But what 
do you do when we ourselves 
sell out and go along with this 
ruinous labor attitude? It used 
to be politics that made strange 
bedfellows; now I think it is 
labor economics. 

What do I mean, “sell out?” 
What do I mean, “go along with 
this ruinous labor attitude?” I'll 
begin with the fallacious move 
led by the President of the 
United States that contributed 
to the inflation spiral I dis- 
cussed above and gave labor 
round one in its demand for 
more. 

That was early in 1946. Round 
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DR. ARTHUR L. FAUBEL 


two followed and then round 


three and, as of today, I think . 


there will be a round four. And 
may I tell you who, in my 
opinion, must share the principal 
responsibility for these last two 
rounds?! Our good friends in 
General Motors. Maybe they 
couldn’t do other wise. When 
General Motors specifically tied 
their wage policy to the cost of 
living index they bought them- 
selves a vicious circle. Because 
they are such a dominant factor 
in setting the pattern they 
bought this vicious circle for all 
of us and not all of us have a 
back-log of unfilled orders ex- 
tending some three to five years 
into the future. 


How Will We Check It? 


How are we going to check 
the inflation spiral now coiling 
upward; how are we going to 
reach an end point in labor’s de- 
mand for more; how are we go- 
ing to crack the fallacy that 
wages are purchasing power if 
every time prices go up we raise 
wages which forces prices up 
another notch which calls for 
another round of wage increases 
and up and up we go until 
finally the whole top-heavy cock- 
eyed structure collapses? 

Somehow we must prevent 
such a collapse. That brings me 
to the third and by all odds the 
most serious of the economic is- 
sues confronting us. This, of 
course, is the issue of commun- 
ism vs. capitalism. 

Involved in this simple-sound- 
ing phrase, communism vs. capi- 
talism, are the three most fate- 
ful issues of our time — the 


Dr. Arthur L. Faubel, who was elected as the new Secretary-Treasurer of the 
American Hardware Manufacturers Association, to take office as of the end of the 
year, is a man well qualified for his new responsibilities. He has had a wide range 
of experience as a student, economist, business man and association official. 


A graduate of New York University with a B.S. degree, he was later a graduate 
student of Princeton University, where he won his M.A. and Ph.D. degrees. Following 
his college education he was a Field Artillery second lieutenant in the First World 
War. From 1919 to 1925 he was an instructor and Associate Professor of Accounting 
and economics and Assistant Chief Economist, United States Tariff Commission, Wash- 
ington, D. C. For the next eight years he was Executive Secretary, American Tariff 


League, New York. 


Dr. Faubel served from 1933 to 1944 as Secretary-Treasurer, Cork Institute of 
America and as consultant on industry-government programs, including tariff matters 
on NRA, labor legislation and government war surpluses. In 1944 he became Director 
of Production, Becton Dickinson & Co., Rutherford, N. J., manufactures of medical 


and surgical products. 


struggle for the mind of man 
now going on, the survival of 
our economic system and the is- 
sue of war or peace. 

Almost 20 years ago, the Span- 
ish philosopher, Ortega y Gasset, 
published a book with a highly 
significant five-word title, “The 
Revolt of the Masses.” In his 
opening paragraph, Ortega y 
Gasset refers to Europe as the 
scene of the revolt of the masses. 
I think because of the contrast 
with what went before, the re- 
sults of the revolt in Europe are 
more striking than they are in 
our country, but this same re- 
volt has occurred here too. 

There is another very im- 
portant reason for the before- 
and-after difference in this re- 
volt as between the old world 
and ours. Because our political 
and economic system is the liv- 
ing and dynamic system that it 


is, devoid of caste, hereditary 
rights and outworn medieval in- 
stitutions, we have been able to 
take this revolt in our stride to 
an extent that simply was not 
possible in Europe. Our Spanish 
philosopher dates the beginning 
of this revolt as roughly the 
turn of the century, so that it 
has been developing for about 
50 years. And do you notice 
how now at the end of 50 years 
the issue is drawn? 


"Isms" Lost Effectiveness 


I am old enough to remember 
when our capitalistic system was 
attacked by a whole flock of 
isms. There was _ socialism, 
anarchism, syndicatism, fascism 
and communism, to mention only 
the more important, and so iong 
as there were so many their dis- 
agreements and warfare among 
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themselves greatly reduced the 
effectiveness of their attacks on 
capitalism. But do you notice 
what has happened? Only com- 
munism remains as a really ef- 
fective force. Having appropri- 
ated from the others whatever 
they had which serves its pur- 
pose, it has become the scourge 
of the world; the one really ef- 
fective foe of capitalism. 

There is nothing that is frank 
or honest or open or above-board 
about communism and the com- 
munists. Their tactics are and 
always have been “bore from 
within” and in the struggle for 
men’s minds now going on they 
haven’t changed. They become 
a part of our capitalistic system; 
they work in it and live by it. 
And all the time they seek to 
destroy it by winning men’s 
minds to an ideology 30 false, 
so poverty-stricken, so ruthless 
and so dead-end that their suc- 


cess would be incomprehensible 
except for the fact that their 
whole plan and program are 
based on exploiting the revolt of 
the masses which began some 50 
years ago. 


The Menace of Communism 


This is the menace of com- 
munism and this is the threat of 
communism to our’ economic 
system. The masses have been 
and still are in revolt. Commun- 
ism has been riding that revolt 
like a wave and is now attempt- 
ing to direct it to its own end 
which is the avowed destruction 
of our world and our economic 
system. 

Stalin has said just that in a 
warning which has not been 
given the attention I believe it 
deserves until the British For- 
eign Secretary, Mr. Bevin, flung 
it at Comrade Vishinsky in 





Paris recently. I requote it as 
Mr. Bevin gave it from Stalin’s 
book, “The Problems of Lenin- 
ism.” 

“We are living not merely in a 
state but in a system of states 
and the existence of the Soviet 
Republic side by side with im 
perialist states for a long time 
is unthinkable. One or the othe: 
must triumph in the end. 

“And before that end super- 
venes a series of frightful col- 
lisions between the Soviet Re- 
public and the bourgeois states 
will be inevitable. That means 
that if the ruling class—the pro- 
letariat—wants to hold sway it 
must prove its capacity to do so 
by military organization also.” 

What to do? Accept the chal- 
lenge! Fight back! Give com- 
munism hell with all we’ve got! 
How? First, with the truth! 
Did you ever stop to realize the 


(Continued on page 248) 


Central States Club Dinner Party 
Outstanding Success; 400 Present 


OTH from the standpoint of 

attendance as well as the 
quality of the entertainment 
program, the Sunday night din- 
ner of the Central States Hard- 
ware Club, a regular pre-conven- 
tion social feature, was an out- 
standing success. It was almost 
universally agreed by approxi- 
mately 400 members and guests 
that it was just about the best 
Central States party ever held. 
The dinner, held in Trimble Hall 
of the Hotel Claridge, was pre- 
ceded by a cocktail hour. 

The fine program of enter- 
tainment had been arranged by 
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Rollin B. Plumb, Eagle Indus- 
tries, vice-president of the club, 
and his committeemen, S. D. 
Allen, Henry Disston & Sons; 
C. S. Leinbach, Supplee-Biddle 
Co., and Frank J. Koch, McKin- 
ney Mfg. Co. 

Two “deans” of the hardware 
trade who were introduced were 
D. A. Merriman, former vice- 
president and general manager 
of sales of the American Steel & 
Wire Co., and George H. Beau- 
din, Chicago representative of 
J. Wiss & Sons Co., who this 
year completes 50 years with 
that company. 


r 


ROLLIN B. PLUMB 


BEN LEVE 


Among those on the dais 
were: Andrew R. Meyers, Gen- 
eral Hardware Co., club presi- 
dent; Mr. Plumb vice-president ; 
Ben Leve, The Carborundum 
Co., secretary since the organ- 
ization of the club; James A. 
Billings, Payson Mfg. Co., trea- 
surer; Will J. Feddery, HARbD- 
WARE AGE, chairman of the 
board; A. J. Eggleston, Rich- 
ards-Wilcox Co., director; E. J. 
Flood, American Chain & Cable 
Co., director; John D. McCue, 
Edw. Hines Lumber Co., and 
Walter M. Floto, American Steel 
& Wire Co., advisory committee. 
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Eli Round 





A century Leroy Dick 





of chain-making experience 














SLING CHAIN *Typical of Cleveland Chain craftsmen are Eli Round and 
(length as required) Leroy Dick. Their combined chain-making experience exceeds 
100 years. 








Mr. Round, Fire Weld superintendent and member of the 
family which founded our organization in 1869, recently cele- 
brated his 60th year in the chain industry. Mr. Dick is general 
superintendent of the Electric Weld Department. He has a 
chain background of over 40 years. 


Experience, knowledge . . . skill of workmen like Mr. Round 
and Mr. Dick is'reflected in every length of Cleveland Chain. 
To these men the production of fine chain is more thana 
business. It is a mod nt to be upheld . .. a reputation to be 
carefully guarded . . . a recognized responsibility which guar- 
antees that your customers will find security and satisfaction 
in every link of Cleveland Chain. 

*Members of the Cleveland plant supervisory group 
(foremen and superintendents) average 26 years of 
service. Six have exceeded 40 years. 


Pa p-so2zs 
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[he Cleveland Chain & Mfg (0. Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleve- 


Security in Every Link land 5, Ohio * The Bridgeport Chain & Mig. Co., 

| na 1, Conn. ** Seattle Chain & Mtg. Co., 
Seattle 8, Wash. *« Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 
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Conditions in the Steel Industry 


Désiré post-war steel plant expansion costing 

nearly 1!/, billion dollars, there is no relief 

from the prevailing shortage anytime within the 

foreseeable future, according to sales manager 
of leading producing company. 


By NORMAN W. FOY 


General Manager of Sales, 
Republic Steel Corp. 


Sheet Metal Distributors Session 


l. has been stated that 
“truth is stranger than fiction” 
and surely if anyone had pre- 
dicted a few years ago the situa- 
existing in the steel industry to- 
day he would have been regarded 
as a spinner of fairy tales, and 
probably consigned to some in- 
stitution for the mentally weak. 

Yet here we have it—a tre- 
mendous production exceeding 
all peacetime records and a con- 
tinuing demand that grows more 
and more intensive; a demand 
that, regardless of costs, utilizes 
every conceivable marginal fa- 
cility that will produce another 
ton of steel, or finish it in the 
required form; a need that ap- 
parently warrants the payment 
of fantastic prices for such ton- 
nage as leaks into the so-called 
“black market;” a craving that 
calls to its attemptad solution 
not only the best brains and ex- 
perience of the steel producing 
and distributing industry but 
the dubious efforts and proposals 
of our politicians and left wing 
economists, and our government 
planners; some well-meaning, 
some naive, and some exceeding- 
ly dangerous. More about that 
later. 

Early in 1946 I had the pleas- 
ure of addressing this group on 
the subject of “The Sheet Steel 
Situation,” which to all of us 
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seemed very serious at that time. 
I was unable to offer you any en- 
couragement at that time and on 
re-reading now what I said then 
I think I was perhaps guilty of 
understatement. Certainly, the 
situation has not improved, and 
to state it briefly and bluntly, we 
in Republic can see no relief 
from the present stringency any 
time in the forseeable future. In 
fact, considering the demands 
we now have and others looming 
on the horizon, for example the 
Marshall Plan and the arma- 
ment program, it seems to us a 
definite fact that 1949 will see 
less steel available for free un- 
restricted distribution than has 
been available during 1948. Or- 
ders reaching the mills for arma- 
ment needs, so far, have been 
minor, and are bound to assume 
larger proportions; certainly 
there is nothing in the present 
international situation to war- 





NORMAN W. FOY 


rant the belief that they can 
diminish. 

We have been watching, | 
might almost say hopefully, for 
some sign that the hard goods 
industries were catching up with 
demand, but as we analyze them 
one by one we can find no evi- 
dence of fundamental weakness. 
Building continues at a tremen- 
dous pace in spite of soaring 
costs. 1948 may be a record year 
for housing, yet the marriage 
rate continues very high and 
small progress is being made 
against the shortage. We built 
about 900,000 housing units last 
year but there were 700,000 new 
families created. This also sus- 
tains the market for all types of 
household appliances. 

Housing is roughly one-third 
of the building picture. Plant 
expansion may be somewhat past 
its peak but it still proceeds at 


(Continued on page 177) 


"Considering the demands we now have and others loom- 
ing on the horizon, for example the Marshall Plan and the 
armament program, it seems to us a definite fact that 1949 
will see less steel available for free unrestricted distribution 
than has been available during 1948. Orders reaching the 
mills for armament needs, so far, have been minor, and are 
bound to assume larger proportions; certainly there is noth- 
ing in the present international situation to warrant the be- 
lief that they can diminish." 


HARDWARE AGE, NOVEMBER 4, 1948 

















AMERIC 


Sales 


HARDV 


ng, I 


y, for 


goods 
) with 
them 
) evi- 
cness. 
2men- 
aring 
| year 
riage 

and 
made 
built 
3 last 
) new 
) SUS- 


es of 


third 
Plant 

past 
is at 


1948 














é ad | 
, nlf 
rts. a“ 
a te 3 Pe. Si 
a : 
a Le TRE OS * “ash 
y _* < " 
SS Se : 
ee i ee . 
> aS P ” 
¢ <b a Kone 
: te x r 
~Y A A wt 
ata in. Sy Ghat vg 
Pe he a *; hymn and ae 
—— < 
‘ Seas | 4 


we A eee ER 














’ 
i 
wee yi 1, 47 az 4 CG 
Ay a ee ‘ 
Z th 6 ) j j ' | ' 
is 4 ’ 
HH] Also a complete line of Twines 
PLE PEELS = for the Hardware Trade 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. - ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Sales Offices; BOSTON + CHICAGO + HOUSTON + NEW ORLEANS + PHILADELPHIA 
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\inyheads 


Sp Truly a jewel in the production of quality machinery 
and equipment, Shinyheads are justifiably famous. 
Their bright, shiny heads give that final, finishing touch, 
that extra sales appeal. 


Just look at these features: 
Hexagon heads — full finished — completely machined — 
top and bottom... bearing surface washer faced. 
Top of head chamfered ... sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 
Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 
Points machine turned — flat and chamfered. Shinyhea de 


More and more buyers simply specify Shinyheads. NC or NF Thread 
Justifiably famous — Shinyheads have earned the repu- iZ 
tation as “America’s best looking cap screw.” 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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S. 
Item 5 represents Dollars per net CWT (formerly quoted 
per gross ton). 
Items 7, 8, 9, 10, 11, 12, 18, 14, 15, 16, 17, 18, 19 and 20 repre- 
sent Dollars per hundred pounds. 
Item 21 represents discounts from Price List which would 
need to be consulted. 
For Example: 
lst item, Pig Iron, Basic—Valley, $16.75 per gross ton 
(2240 lbs.). 
2nd item, Foundry Pig Iron No. 2—Chicago, $11.00 per 
gross ton (2240 fb 
7th item, Common Iron Bars, Pittsburgh, 95/100 of a 
Dollar (equals 95c.) per 100 lbs. 
9th item, Tank Plates, Pittsburgh, $1.00 per 100 lbs., etc. 


EXPLANATORY NOTE OF PRICES 
won 1, 2, 3, 4 and 6 represent Dollars per gross ton (2240 
1 


S.). 








OMMENTS:—Attention is particularly called to the long price movement starting in Aprii, 1915, advancing 
steadily until July, 1917, to points that probably will not be surpassed in this generation. In November, 1917, 
prices were agreed with or fixed by the Governnment on a majority of these items. The strong market con- 

tinued until the signing of the Armistice. Then there was a “marking time” or gradual] easing off until late 1919, 
when the market began advancing again by leaps and bounds until July, 1920. This was the turning point of the 
greatest inflationary movement we have yet witnessed, which was followed by the Post-War deflation culminating 
early in 1922. Perhaps more remarkable, however, was the steady recession in prices from April, 1923, to Sep- 
tember, 1929, when production was steadily mounting, together with profits. to record heights. 

The March, 1933, figures represent the period of the culmination of the banking crisis. Those for August, 1933, 
are the first Steel Code prices under the N.R.A. filed Aug. 29 of that year. The June, 1938, figures reflect the drastic 
price cuts announced near the end of that month when the basing point system was broadened by the addition of 
many new market centers, and differentials in price at the various basing points were eliminated or modified. 

The 1941 to 1946 prices marked (*) are based on ceiling prices established by Government Price Adminis- 
trator or later by O.P.A. 

In considering this chart the fact should be taken into consideration that the cost of labor is much greater 
than prior to 1914, OLIVER BROTHERS, INC. 
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Col. No. 1 2 3 4 5 6 7 8 9 10 11 12 

Item Price Sept. | Sept. 5) Oct. 2 | Oct.1 | Nov. 1 |Dec. 22) July July | Mar. | Jan. | Jan.1; Jan. 

No. Material one 1899 | 1900 | 1902 | 1904 | 1905 | 1906 | 1907 | 1908 | 1909 | 1910 | 1912 | 1913 
1 Pig Wen, Basic..............:. VOU 16.75 | 23.00 | 22.00 | 14.50 | 14.96 | 16.88 | 12.37 | 16.45 | 

2 Foundry Pig Iron, No. 2... .Chicago | 21.00 | 15.650 | 23.00 | 13.50 | 17.75 | 26.60 | 24.50 | 17.50 | 16.60 | 19.00 | 14.00 | 18.48 
3 Bessemer Pig Iron......... Pittsburgh | 23.76 | 14.00 | 21.75 | 12.85 | 16.85 | 23.85 | 22.90 | 16.90 | 16.40 | 19.90 | 15.15 | 18.15 
4 Stee! Billets, Bessemer. ... Pittsburgh | 38.00 | 17.50 | 29.00 | 19.50 | 26.00 | 29.60 | 34.00 | 27.00 | 26.00 | 27.00 | 19.60 | 28.40 
5 WO os. ci sinic tees ors Pittsburgh 33.00 | 35.50 26.00 32.00 | 39.00 | 36.50 | 33.00 | 33.00 | 33.00 | 24.50 | 30.00 
6 Heavy Steel Scrap........... Chicago | 15.50] 9.00 | 18.50 | 10.00 | 14.650 | 17.50 | 15.60 | 11.60 | 12.50 | 16.50 | 10.50 | 12.75 
7 Common Iron Bars........ Pittsburgh a} 1.95 | 1.30] 1.80] 1.30] 1.80; 1.80] 1.70} 1.40] 1.40] 1.70] 1.26] 1.65 
8 Merchant Steel Bars...... Pittsburgh 2.50} 1.10] 1.60} 1.30] 1.50) 1.60] 1.60; 1.40/ 1.20; 1.48] 1.15] 1.40 
9 po ey Pittsburgh 2.75} 1.10] 1.75 | 1.40] 1.76 | 1.70] 1.70] 1.60; 1.30; 1.55} 1.15; 1.50 
10 Structural Material........ Pittsburgh 2.26} 1.46) 1.85] 1.40] 1.70] 1.70) 1.70] 1.60] 1.30] 1.55] 1.26] 1.50 
il Steel Sheets, No. 24 Black. . Pittsburgh 3.00} 2.75 | 2.40] 1.75 | 1.90] 2.265] 2.26] 2.16 | 2.00] 2.10] 1.65 | 2.07 : 
12 Steel Sheets, No. 24 Galv... Pittsburgh 2.60} 2.70; 3.10] 3.25] 3.05 | 2.75 | 3.00] 2.40] 2.97 
13 Barb Wire—Galv.......... Pittsburgh 8.256 | 2.80] 2.60] 2.06] 2.26) 2.45) 2.46] 2.40; 2.40/) 2.15] 1.85 | 2.16 
14 Wire Nails—Standard. . .. . Pittsburgh 2.66 | 2.20] 1.90] 1.60; 1.80) 2.00]; 2.00] 1.95 | 1.95} 1.85] 1.56| 1.75 
15 NE EIS cays b siss canewe Pittsburgh 2.40] 1.95 | 2.05} 1.60] 1.66 | 2.06; 2.06] 1.76] 1.80] 1.80] 1.60; 1.70 } 

16 ee New York | 18.650 | 16.75 | 11.65 | 12.76 | 16.62%) 23.00 | 21.00 | 12.87%) 13.00 | 13.93 | 14.25 | 16.90 
17 Spelter—Zinc. ............. St. Louis 5.35 | 4.024 6.25] 6.00} 6.10} 6.55} 5.80) 4.35) 4.65 -00 -10 | 7.06 

18 PIE isos irr sk cosiewed St. Louis 4.650} 4.324) 4.10] 4.20] 6.26] 6.15] 5.00} 4.40] 3.82% 4.60] 4.45) 4.20 
19 IR seri worn atone och New York | 32.00 | 30.76 | 25.00 | 27.86 | 32.60 | 42.70 | 40.25 | 27.20 | 28.65 | 32.74 | 44.50 | 50.46 
20 NG halos Svinte amees Pittsburgh 4.66| 4.66| 4.00] 3.30] 3.45] 3.90| 3.90] 3.70] 3.46| 3.60| 3.40] 3.60) 

21 Steel Pipem.............. Pittsburgh 70% | 67% | 7834%| 79% ' 15% | 72% | 74% | 79% | 78% | 81% | 80% 

Col. No. 1 2 8 * 5 6 7 8 9 10 il 12 
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100 East 42nd Street, New York City 17, N. Y. 


< DITOR’S NOTE:—We again submit the revised TABLE OF MARKET VAL 

by Oliver Brothers, Inc., with offices at New York and Chicago, who are recog 

the most reliable sources of price information in America. Requests have come fro 
the world for additional copies of the previous issues of this Chart, which is an ind 
value and importance of the information herein contained. 


We believe that the work involved in compilation and the value of the inform 
would justify this Table being made a permanent record of your office. 


We again express to Oliver Brothers, Inc., our appreciation of their courtesy in s 
Chart, and which we recognize as a service rendered the trade by their organization. 



























































































































































































































































10 =f 12 =618 ak 17 18 19 «+2 @ 2 93 2% 2 26 
‘an. | Jan.1; Jan. | Aug. | April | Mar. | The Peak |Government| May Mar. 31 Dec. | Apri | Sept. | Sept. | Dec. | April | Sept. 
910 | “1912 | i913 | 1914 | 1915 | 1917 | July fate 1918 Seaher 1919 | 1920 | 1920 | 1922 | 1922 | 1923 | 1924 
= ; 
}.88 | 12.37 | 16.45 | 13.00 | 12.60 | 32.00 [Hie S40] 33.00 | 32.00 | 25.75 | 34.30 | 42.17 | 48.50 | 91.12 | 24.90 | 31.00 | 20.76 
).00 | 14.00 | 18.48 | 14.44 | 13.50 | 35.66 |, Hibs | 33.50 | 33.50 | 27.26 | 37.90 | 43.50 | 46.75 | 32.934 28.41 | 32.61 | 21.11 
).90 | 15.15 | 18.16 | 14.90 | 14.55 | 37.65 |i 5695| 37.25 | 36.15 | 27.95 | 35.30 | 43.50 | 50.46 | 36.32 | 29.95 | 32.7 | 22.01 
7.00 | 19.60 | 28.40 | 20.17 | 19.60 | 70.00 |, Miche |axsal 750) 4758 | 35 50 | 38.60%| 60.00 | 60.00 | 39.56 | 36.65 | 46.71 | 37.00 
3-00 | 24.50 | 30.00 | 26.25 | 25.00 | 80.00 |, Hish&® || 657.00 | 57.00 | 52.00 | 52.001) 3F%9 | jsg0 | 46-59 | 46.26 | 50.00 | 46.00 
3.60 | 10.60 | 12.76 | 9.75| 9.15 | 24.26| 35.60 | 28.50 | 28.75 | 16.06 | 21.65 | 23.75 | 24.61 | 17.39 | 17 44 | 22.38 | 16.55 
.70| 1.26] 1.65] 1.26] 1.20] 3.60 [Heh 525] 3.50] 3.50] 2.95] 3.45] 4.05] 4.60| 2.93] 2.474 2.864 2.66 
48] 1.15| 1.40| 1.18| 1.20] 3.26], Wes | 2.00] 2.00] 2.36]. 2.963] 235 | 235 | 2.08| 2.00| 2.674 2.10, 
66 | 1.16] 1.60] 1.18] 1.20] 4.36 [Hie r990 3.25] 3.26| 2.65 2.65%] 28 | 28 | 2.21] 2.00] 2,60] 1.90 
65 | 1.26] 1.50) 1.18) 1.20] 3.50), Hiht.) 3.00 | 3.00) 2.45) 2.451) 33 | Sip | 2-124 2.00) 2.474 2.00 
10] 1.65 | 2.07] 1.68] 1.65] 4.65 lite $75) 4.76] 4.75] 4.10] 4.201] $2 | $8,| 3.26] 3.10| 3.73] 3.26 
00 | 2.40] 2.97] 2.27| 2.90] 6.60 [ish 15) 6.75] 6.75] 5.20] 6.201 $2 | §24,,| 4.01] 3.85] 4.824 4.10 
16 | 1.85] 2.15] 1.96] 2.15] 4.05 |, Hihe | 4.00] 4.95| 4.10] 4.20] $8 | $8 | 3.21] 3.95] 3.80] 3.49 
85] 1.66] 1.76] 1.65] 1.65 SSW High aave! 3.50| 3.50] 3.25| 3.261] $25 | 338 | 2.65] 2.70] 3.004 2.76 
80 |. 1.60] 1.70] 1.65] 1.55] 3.60] Hebe | 4.35] 4.00| 4.26| 5.70/ 6.85] 6.85| 2.90| 3.00] 3.25] 2.90 
1.98 | 14.25 | 16.90 | 12.68 | 17.10 | 35.75 | 28.90] 23.50 | 23.50 | 15.01 | 18.48 | 18.64 | 18.05 | 14.21 | 14.46 | 17.16 | 13.08 
00) 6.10! 7.06] 6.46 | 11.26] 10.65| 8.65] 7.95| 7.14] 6.20| 8.39| 8.26| 7.75| 6.69| 7.13| 7.35| 6.64| 
.60| 4.45] 4.20| 3.74] 4.11| 9.63] 10.65| 6.25| 6.70] 5.00| 6.89| 8.70| 8.25| 6.89| 6.98| 8.06| 8.00 
74 | 44.60 | 50.45 [Hi $544 47 98 | 64.36 | 62.60 | Nomioal | jth | 67.00 | 64.81 | 62.20 | 44.65 | 32.44 | 37.70 | 45.93 | 49.12 
.60| 8.40| 3.60] 8.60| 3.20] 8.00; %% | 7.75| 7.75] 7.00| 7.00%, 7% | 7% | 4.75| 4.75| 6.74| 6.50 
87 | 81% | 80% | 80% | 80% | 60% | 42% | 51% | 61% | 6734%| BTI4% MH | "HR | oa | 66% | 68% | 62% 
2 oe eee cee ee 7” #«%1 1° #2 2 2 38 % «2% 26 





a New discounts apply to respective sizes, b 
bracing sizes %” to 6”. Steel pipe now F.O.B. 
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ABLE OF MARKET VALUES made up ® OTE: Prices under the heading “March 21, 1919,” and th 
and Chicago, who are recognized as one of the Steel Corporation’s prices (to which they adhered stri 
a. Requests have come from all parts of customarily followed by the Independent mills. From Jan., 1920, 
this Chart, which is an indication of the sets of prices are shown on the chart because of the two marke’ 
d. In such instances the upper price in each individual box indic: 
Steel Corporation and the other price indicates figures that wer 
two markets were caused by the Steel Corporation maintainin; 
ton in March, 1919, while the outside market was regulated to | 
iation of their courtesy in supplying this supply and demand. This dual price market ceased to exist ir 
rade by their organization. demand had fallen off. Some finished and semi-finished items 
ducers’ Mills, due to Supreme Court ruling on Basing Points or 


nd the value of the information set forth 
of your office. 


23 24 26 26 27 28 29 30 31 32 33 34 36 36 37 38 39 40 





Sept. | Dec. | April | Sept. | Sept. | Sept. | Sept. | Sept. | Sept. | Mar. | Aug. July | June | June | June | Dec. | Sept. | Sept. {1 
1922 | 1922 | 1923 | 1924 | 1926 | 1926 | 1927 | 1928 | 1929 | 1938 | 1933 | 1987 | 1988 | 1939 | 1940 | 1941 | 1942 | 1944 





$1.12 | 24.90 | 31.00 | 20.76 | 19.96 | 19.26 | 17.11 | 17.00 | 18.50 | 13.50 | 17.00 | 23.60 | 19.50 | 20.650 | 22.50 | 23.50*) 23.50°| 23.50* 
32.93'4| 28.41 | 32.61 | 21.11 | 20.80 | 21.25 | 20.11 | 18.50 | 20.00 | 15.50 | 17.50 | 24.00 | 20.00 | 21.00 | 23.00 | 24.00%) 24.00% 24.00° 
35.32 | 29.95 | 32.77 | 22.01 | 20.96 | 20.38 | 18.00 | 19.26 | 20.76 | 15.00 | 18.00 | 24.50 | 20.50 -50 | 23.50 | 24.50% 24.50%) 24.50%) 
39.55 | 36.55 | 46.71 | 37.00 | 33.50 | 365.00 | 33.00 | 33.00 | 35.00 | 26.00 | 26.00 | 37.00 | 34.00 .00*| 34.00* 34.00%). 
46.59 | 46.25 | 50.00 | 46.00 | 45.00 | 45.00 | 43.00 | 42.00 35.00 | 35.00 | 47.00 | 43.00 -00*} 2.00% 2.00* 


17.39 | 17 44 | 22.38 | 16.66 | 16.18 | 14.25 | 12.60 | 13.50 5.00 | 10.00 | 15.50 | 10.50 .25 | 17.50 | 19.75*| 19.75%] 18.75* 
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2.33 | 2.47%) 2.86% 2.66) 2.60] 2.26) 2.16] 1.76 | 1.75] 1.60] 1.60] 2.45] 2.46] 2.16] 2.26] 2.26% 2.26°\histea 
2.08 | 2.00} 2.67% 2.10) 2.00} 2.00] 1.78] 1.90/| 1.90] 1.60] 1.60] 2.46] 2.25 / 2.16 | 2.10] 2.15%] 2.15% 2.15* 
2.21] 2.00] 2.60] 1.90] 1.80] 1.90] 1.78] 1.90] 1.90] 1.60] 1.60] 2.46 | 2.10] 2.10] 2.10] 2.10%} 2.10% 2.10° 
2.124 2.00] 2.47% 2.00] 1.90] 2.00/ 1.78] 1.90/ 1.90] 1.60] 1.60] 2.46] 2.10] 2.10/ 2.10] 2.10% 2.10% 2.10°| 
$3.26} 3.10] 3.73 | 3.26] 2.86 | 2.85) 3.00/*°2.65| 2.85 | 2.00] 2.26] 3.15] 3.05] 38.05 | 3.00} 3.00% 3.00% 3.00° 
4.01/ 3.86 | 4.82% 4.10} 3.70] 3.80] 3.85] 3.40] 38.50] 2.60] 2.85] 3.80] 3.50] 3.50] 3.50] 3.50% 3.50% 3.50° 
3.21) 3.36] 3.80] 3.49) 3.36) 3.36] 3.20] 3.25] 3.20] 2.35] 2.60] 3.40] 3.20] 3.10] 3.40] 3.40% 3.40% 3.40* 
2.65 | 2.70] 3.00% 2.76 | 2.65 / 2.65] 2.60) 2.66| 2.46] 1.86] 2.10] 2.75] 2.456] 2.25] 2.40] 2.40% 2.40% 2.40* 
2.90} 3.00) 3.25 | 2.90/ 2.80) 2.80] 2.80] 2.70] 2.70] 2.50] 2.65] 3.50] 3.60] 3.50; 3.85 | 3.85% 3.85% 3.85* 
14.21 | 14.46 | 17.16 | 13.08 | 14.78 | 14.187) 13.05 | 14.95 | 18.03 | 5.26%.) 9.00 | 14.00 | 9.00 | 10.00 | 11.60 | 12.00*| 12.00* 12.00% ; 
6.69 | 7.13] 7.35 | 6.64) 7.75 | 7.423) 6.22] 6.25 | 6.78 | 2.99%0 4.90% 6.75 | 4.60} 4.89/ 6.24 | 8.25% 8.25% 8.25° 
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Conditions in the Steel Industry 


(Continued from page 170) 


a high :ate. A very large school 
program is required, and in fact 
is under way. The first wave of 
war babies, now starting to 
school, finds the country 40 per 
cent short of primary school ca- 
pacity. We see no sign of an 
early let-down in building. 

The automobile industry, fre- 
quently accused of getting the 
lion’s share of the steel, is hav- 
ing its best year since the war 
ended, yet there is considerable 
doubt that it will match the year 
1929, 20 years ago, in units pro- 
duced. There is certainly nothing 
here to indicate a favored posi- 
tion, as the order backlog for 
automobiles continues to mount. 


Implement Production Up 


Agricultural implements are 
being produced at nearly three 
times the pre-war rate, yet the 
demand is so insistent that this 
industry suffers a gray market 
problem equal to any. Many 
years of very high farm income 
in the face of a declining farm 
population make certain that 
farm mechanization will con- 
tinue at an accelerated rate. 

The railroads, after ten years 
of depression and five years of 
war, have a staggering replace- 
ment and modernization job to 
do and they are proceeding as 
rapidly as availability of mate- 
rials and money will permit. The 
change from steam to diesel mo- 
tive power is little short of 
revolutionary and will drastical- 


ly change many of the traditions 
of railroading. The repercus- 
sions on the coal and petroleum 
industries are obvious. 


The Petroleum Industry 


And speaking of petroleum, 
the oil industry, with production 
at a rate never before achieved, 
is faced with spot shortages 
everywhere and is trying franti- 
cally to boost both its production 
and transportation facilities to 
undreamed-of heights. The de- 
mand for pipe of all kinds is 
simply fantastic. It is no ex- 
aggeration to say that we could 
sell out our entire pipe produc- 
tion for five years without the 
slightest difficulty and _ collect 
most of the money in advance. 

1949 therefore looks like an- 
other difficult year for steel pro- 
ducers and consumers alike. 

Much has been said about in- 
creasing steel capacity, and the 
industry has not been idle along 
these lines. Tremendous ex- 
penditures have been made, total- 
ling $1,400,000,000 since the end 
of the war, to maintain and in- 
crease production, but the real- 
ized increases are painfully slow 
and are handicapped by many 
factors, such as constant man- 
power problems and the basic in- 
ability to very largely increase 
supplies of necessary raw mate- 
rials, such as ore and scrap. 
Costs, of course, are fantasti- 
cally high and the dollars re- 
quired for improvements and ad- 
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STANLEY WOODWARD 
Ruberoid Co. 


ARCH HAGER 
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The Claridge Hotel, scene of the 
Central States Hardware Club's 
stag party. 


ditions are several times what 
they were for similar installa- 
tions a few years ago. Republic, 
for example, has spent 115 per 
cent of its post-war net income 
for plant rehabilitation and im- 
provement and additional min- 
eral resources. 


New Interpretations 


To further complicate our 
problems and yours, the Federal 
Trade Commission and the Fed- 
eral courts have together suc- 
ceeded in presenting us with new 
interpretations of the law which, 
as they stand at present, seem 
to threaten the very basis on 
which our system of steel dis- 
tribution has been built to its 
present point of high efficiency. 

While this situation, under 
present conditions of unsatisfied 
demand, places no particular 
hardship on the steel producer, 
it will, unless corrected, cause 
widespread disruption of his- 
torical relationships under nor- 
mal competitive conditions, im- 
posing heavy financial losses on 
producer, distributor, and con- 
sumer, alike. 

If the theory that freight ab- 
sorption is illegal be pursued to 
its logical conclusion it robs 
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every industry and every com- 
pany of what has always been 
regarded as a basic American 
right—to compete for business 
wherever it may be. No doubt 
all of you are familiar with the 
efforts of the Senate Committee 
on Trade Policies, headed by 
Senator Homer E. Capehart of 
Indiana, which is investigating 
this situation and which con- 
templates holding hearings on 
the subject, beginning next 
month. All of you who are inter- 
ested in seeing the right to com- 
pete soundly and unquestionably 
restored to our free enterprise 
system can assist in accomplish- 
ing that by writing to Senator 
Capehart’s committee, setting 
forth your views on the subject. 
Certainly much more can be ac- 
complished in this direction by 
your members and by the numer- 
ous consumers of steel who will 
be affected than by the relatively 
few large corporations engaged 
in the production of steel. 


Voluntary Allocation 


I mentioned earlier the efforts 
of various groups to solve the 
problem of the steel shortage. 
One of these efforts, purely poli- 
tical in its conception, has re- 
sulted in our present system of 
so-called “voluntary allocation.” 
Under this system and under 
Public Law 395, the government 
singles out an industry or a prod- 
uct which it feels, in its infinite 
wisdom, needs help in the ob- 
taining of raw materials and 
then says to the steel industry, 
“We hope you will help this pro- 
gram, or we may find it neces- 
sary to put in compulsory gov- 
ernment controls.” Not too vol- 
untary, is it? We have seen these 
programs grow from one pro- 
gram, railroad freight cars, a 
year ago, to 11 programs today, 
involving a total of 537,000 tons 
of steel per month, which is 
given complete priority in dis- 
tribution. 

In addition to this, at a meet- 
ing of the Steel Industry Prod- 
ucts Advisory Committee with 
the Department of Commerce 
about two weeks ago, additional 
allocations of 10,000 tons per 
month for January and Febru- 
ary shipment were approved for 
shipbuilding purposes and an ad- 
ditional 2500 tons per month for 
January and February for the 
warm air heating program. At 
the same meeting at least eight 
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E. H. McGINNIS 
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Co. 


other proposed programs were 
either rejected or postponed. 
This is merely an indication of 
the number of claims that are in 
the offing and that will be pre- 
sented for serious consideration 
if Public Law 395 is extended 
beyond the present expiration 
date, February 1949. 

Of course, no patriotic citizen 
or company can object to having 
priority given to the steel re- 
quired for such things as atomic 
development, military aircraft, 
guns, shells, etc., where these 
things are definitely needed in 
the interest of our national de- 
fense, and unfortunately the 
question of defense needs has 
loomed larger and_ larger 
throughout this year and has 
tended to complicate our think- 
ing on this whole subject of di- 
rect or indirect government dis- 
tribution of raw materials. The 
fact remains that this was a 
small factor in the original con- 
ception of the idea, which was 
merely an appeasement to those 
forces within our government 
who were urging on us the first 
steps toward a controlled peace- 
time economy and ultimate regi- 
mentation. 

At the most recent meeting of 
the Advisory Committee, to 
which I just referred, consider- 
able pressure was exerted by the 
Department of the Interior for 
additional allocations to the oil 
industry, the claim being made 
that oil was of paramount im- 
portance in our national econ- 
omy, and that steel could be di- 
verted from less essential uses 
to produce more oil. While no one 


EDMUND ORGILL 
Orgill Bros. & Co. 


C. E. MALOY, JR. 
The H. C. Prutzman 
Co., Inc. 


denies the importance of cil to 
our national economy, unfortun- 
ately many other things are also 
highly essential and in my opin- 
ion it is not possible for anyone 
in government or elsewhere to 
determine the relative essential- 
ity of various products in peace- 
time. 


Top Essentiality 


Recognizing the need for 
petroleum and petroleum prod- 
ucts, I hardly think it could be 
contended that all of the produc- 
tion of the oil industry is used 
only for purposes of the highest 
national importance. This would 
be to say that every automobile 
ride is highly essential; that 
every industry using oil for any 
purpose whatever falls within 
the category of the highest es- 
sentiality; and of course this 
cannot be true. Hence, unless we 
undertake to regulate the use of 
oil and gasoline, we cannot claim 
top essentiality for all present 
production. The same things 
hold true for transportation, 
building, or any other use to 
which steel is put. Please do not 
misunderstand me. I am not 
recommending that we attempt 
to regulate usage because when 
we do this we have regimenta 
tion, or a dictated economy, or 
whatever you wish to call it, and 
any attempt at government con- 
trol of the distribution of steel 
or any other raw material fall: 
into exactly the same category 
Therefore, any further use of 
allocation powers, voluntary or 
otherwise, should be restricted 
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SHOOTERS WANT FIREARMS FOR CHRISTMAS 





DISPLAY 
MOSSBER 


RIFLES (<i) 


New 7-shot automatic 
carbine with hinged 
forend—Model #152. 


$2695 | 
$27.80 West of the Rockies 
15-shot tubular auto- 
matic—Model #151M. 

$3090 
$31.70 West of the Rockies 
30-shot, bolt action tu- 


bular repeater — Model 
+46B. 


$2390 


$24.60 West of the Rockies 





SCOPE SIGHTS (rots 


Fit practically ALL MAKES of 
rifles up to .25-.20 cal. Patented 
Internal Adjustment feature — 
Models #5M4 (low mount) and 
#8M4 (high mount). Also Model 
pons with special, 

new dovetail mount 

for Mossberg auto- $995 
matic rifles only. All 

scopes 











‘ SHOTGUNS 


20-gauge, 3-shot repeat- 
er with 3 interchange- 
able choke tubes—Model 
#185D. 

$2295 
$23.55 West of the Rockies 


410 gauge, 3-shot repeat- 
er with 2 interchange- 
able choke tubes—Model 
#183D. 


$2055 


$21.15 West of the Rockies 









SPOTTING f SCOPE 


(20-POWER) 


For use on rifle range and for any 
long distance observation. All 
lenses coated. 


“Spotshot,”” Model A $2230 


Folding Stand, Model AS. $995 





ORDER AT ONCE FROM 
YOUR WHOLESALER 


Complete catalog and folder on free 


advertising mats on request 


osshe 


81611 St. John St., New Haven 5, Conn 


All prices quoted are Fair Trade. 
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sitk@ Displays MEAN GREATER $$$$ PROFIT 


DESIGNED AND BUILT TO SELL MORE MERCHANDISE—MORE EFFICIENTLY 
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Saves Time . . . Saves Floor Space —— 
Shelf Inventory at a Glance ems geri 
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STANDARDIZED 
WALL UNITS SHOPPING 


Specially built for displaying House- ISLAND MERCHANDISERS 


wares, Sporting Goods, Builder 


Hardware, Tools, Steel Goods, Paint and Farm Supply Islands 
Paints, Bolts, etc. Nail and Wrap Counter 
SELF SUPPORTING — FLEXIBLE — SECTIONAL—NO ANCHOR NEEDED 
PARTIAL OR COMPLETE DEPARTMENT INSTALLATIONS AVAILABLE FREE CATALOG 
® AND 
Sitka SPRUCE LUMBER AND MANUFACTURING COMPANY occ riuuninc. 
Fixture Division, Box 295 2500 Genesee, Kansas City, Mo. WRITE TODAY. 





John Doyle RUNS A 


NEW MILLING MACHINE . 


Modern machinery doesabet- e 
ter and faster job, says John 
Doyle. This new machine is 
for toothing circular saws. 
Under the expert supervision 
of master mechanics it pro- 
duces a precision saw that meets the exacting demands of 
the woodworker. 

This is but one of the many improvements in Ohlen-Bishop's 
new and modern plant that is bringing better saws to the 
woodworking trade. Stock and sell them for absolute customer 4 
satisfaction. 












OHLEN-BISHOP MFG. CO., 1301 Kinnear Rd., Columbus, Ohio Fa 
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to purely military needs essential 
to adequate preparedness. 

If government in a peacetime 
economy undertakes the respon- 
sibility of seeing that free en- 
terprises are provided with raw 
materials to insure their opera- 
tion, then it must under a dif- 
ferent set of conditions, under- 
take to see that a company’s 
products have a market to in- 
sure continued operation. This, 
of course, constitutes a controlled 
economy and is the end of free 
enterprise. 

In considering this dangerous aad 
tendency, it seems to me that 8 alias “a 
American business and Ameri- ; D te “ 4 S d 
can businessmen are themselves | umore s ew an y an y 
blameworthy to a large extent. » . 
We have been taught for prac- t ! brings you iligea hobby profits 
tically a generation, including a 
long wartime period when such 
regimentation was obviously 
necssary, that we should look to 
the Federal government to solve 
all of our difficulties and busi- 
ness too has been far too prone 
to appeal to various Washington 
bureaus with many of its prob- 
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Sanding 
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Removing Rust 
and Paint 












ea 
~~! ff 
J. Polishing 






Hoss-sr hobby fans want a fool and not a toy. 
They swear by the powerful Dumore Duplex 
Grinder. And now you can meet their demand for 
a hand sander that delivers the same man-sized job 
— with the new Handy Sandy. 





lems rather h » wor Fits the hand and fills Bae ty : F ’ 
ALOE a than try vo ork the bill for sanding, While the Handy Sandy is designed as a sanding 
iD them out on some basis inde- petiching, butting, cleen- d ‘chi : b th th ‘ble-shaf 
aseenes. pendent of government interfer- anes Sood cae and polishing unit to be used with t e flexi le-shaft 
rODAY. ence. We have only to look at less other jobs. attachment on the powerful Duplex, it will fit any 
most of our European neighbors, standard flexible shaft. Its power and utility make 


including England, to see where 
such a program leads. 


it a “must” in most bome u orkshops. That’s your 





cue for increased sales! 
For a really profitable hobby package, feature 
the complete Duplex — 
the Deluxe Grinder Kit, 
Flexible Shaft, Handy 
Sandy, Bench Stand, and 
Toolpost Bracket. Stock 
up now for the holiday — 
hobby-tool business. 


Legislators Must Know 


If we are to have free enter- 
prise in this country, we should 
all see that our legislators are 
inno doubt as to where we stand 
on the subject. Minor encroach- 
ments should be resisted and 
stopped before they become ma- 
jor changes which are very dif- 
ficult to reverse. Control by the = 
state is the gospel of despair. It e, ° . 
takes place only when a people | The Dumore Carvit is a complete Hobby in 1 Tool 
or a nation have lost faith in | 
their own abilities and hope for | 
the future. It is a symbol of 
decadence. The irony of our own 





— and so fascinating that it often sells itself. Put a Carvit on display, 
set up with a model and a wood block. Let customers see for themselves 
that they can do expert carving on their first attempt. They sell them- 


4 situation becomes doubly ap- ; selves—and you ring up another profitable Dumore 
parent. The richest and strong- sale. The Carvit is a natural Christmas feature! 
est nation on earth, with oppor- ae ~~ ¢ ¢ 
tunity for the individual un- : , 

equalled in history, has been led The hobby season is just beginning. Don't 

miss the profits it offers you. Stock up 


far down the road to collectivism 
because our people do not under- 
stand what is happening. Busi- 
nessmen who seek to gain ad- 
vantage by enlisting government 
Yy aid for their private problems 
only hasten the trend and re- 
cent history demonstrates that | 


today. Write for full details and prices. 


THE DUMORE COMPANY 


DEPARTMENT 1-56 © RACINE, WISCONSIN 











DUMORE 


the step from government aid to Attachment converts Carvit to Flexible Shaft Machine 
government control is a very 36"' flexible-shaft chucks right into Carvit motor RACINE, WISCONSIN 
short one. | for @ 1001 useful jobs in any home workshop. Reg. U. S. Pat. Off. a 








Choice of three handpieces. 
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N.W.H.A. Session 


President's Report on 


Hardware Wholesaling 


N his President's Report, Mr. Allison comments on 
rising volume and rising expenses and emphasizes 
his belief in specialized selling and proper depart- 
mentalization, in addition to traveling salesmen 
handling general lines for the wholesaler. 


I. a very large extent, 


the success and welfare or the 
wholesale hardware _ industry 
rests upon the shoulders of the 
men assembled at this conven- 
tion, indeed in this very room as 
I speak. That there are graver 
and more mumeulous problems, 
economic, social and_ political, 
both national and international, 
than those that concern our in- 
dividual firms or of this entire 
industry, cannot be denied. 
These larger problems, how- 
ever, are shared in common 
with all our fellow citizens of 
this country or of the world at 
large. These others are ours 
alone, I trust that I may be 
pardoned if I leave to abler 
hands and minds these graver 
issues of the day and for these 
few moments confine my re- 
marks to those things which 
concern us as our primary re- 
sponsibilities. 

All branches of the hardware 
industry continue to enjoy 
highly satisfactory operations. 
Spotty conditions have develop- 
ed here and there, to be sure, 
but the overall picture is un- 
questionably one of continued 
progress and prosperity. That 
such conditions have continued 
for another year has not, I am 
quite sure, blinded experienced 
hardware executives to the fact 
that during these past 12 
months much of the progress 
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which we have been making has 
been in the direction of “nor- 
malcy.” 


Inventory Higher 


The sales of your individual 
companies in 1948 are no doubt, 
still showing gains over the 
previous year but probably at 
a somewhat smaller rate or they 
may be actually behind at times. 
Your inventory, however, is 
sharply higher, not only in dol- 
lar value but quite obviously in 
bulk also, as evidenced by the 
fact that each new carload of 


By HENRY J. ALLISON 
President, Allison-Erwin Co 
Charlotte, N. C. 
President, N.W.H.A. 


goods you receive more often 
than not makes it necessary that 
some other carload of goods be 
moved to make room for it. 
Where you are going to put all 
the merchandise you are now 
short on, when it again becomes 
available in normal quantities, 
is probably a question you 
should discuss with Mr. Ein- 
stein. Your turnover is at a 
lower rate than last year or the 
year before that, or the year be- 
fore that, and maybe the year 
before that, but it is still bet- 
ter than you considered normal 
prewar. 


N.W.H.A. ADVISORY BOARD 


G. E. JENNINGS 
Wright & Wilhelmy Co. 


C. P. WHIPPLE 
Hibbard, Spencer, 





F. A. HEITMANN 
F. W. Heitmann Co. 


Bartlett & Co. 
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HENRY J. ALLISON 


Your customers are taking 
longer to pay their bills and 
fewer of them are discounting 
with the result that you now 
have more days’ business on 
your books, probably from three 
to six, and it might even be as 
many as 10. But you are still 
carrying less days’ business on 
your books than you were ac- 
customed to prewar. 

Your bank account probably 
wakes you up every morning 
screaming “normalcy” and un- 
less you belong to the vulgar 
rich you have doubtless revived 
the general art of inquiring 
into the good health of your 
banker. 

You may even have had an 
experience similar to that of 
one member, I know right well, 
but whom I shall not embarrass 
by identifying. One of his sales- 
men (?) complained recently 
that in that particular week he 
really had nothing to sell be- 
cause he had not received an 
allocation sheet in his Monday 
morning’s mail. 


Your Expenses 


Your expenses keep on edg- 
ing up. They haven’t quite 
caught up with your cumulative 
sales increases yet, but they 
frighten you every time you see 
the figures remembering from 
past experience, as you well do, 
how sales have a habit of fall- 
ing off of their own free will 
and accord, while expenses can 
only be put back in place by 
the most strenuous and some- 
times ruthless efforts. 


You sometimes, in reflective 


“| dare say many firms in this country are successfully 
operating today and have over a long period of time, with- 
out either special departmental setup or specialized selling. 
After all, it isn't the mechanics which make a success out of 
a business it's people, who apply hard and intelligent effort 
to the tasks they have undertaken in the ways they find most 

effectively accomplish what they are undertaking to do." 


moments, long for the early re- 
turn ot normal, competitive 
conditions when you will really 
have to roll up your sleeves and 
fight for everything you get, 
but then a vision of the “‘flesh- 
pots of Egypt” comes to mind 
and you wonder. 


The Reason He Gave 


A friend of mine sent me re- 
cently an editorial which he 
said appeared in a local trade 
magazine. This editor (un- 
known to me) posed the ques- 
tion, “What’s Wrong With the 
Jobber?” and made it perfectly 
plain he was talking about the 
hardware jobber, because after 
having made the categorical 
statement that the jobber had 
not kept up with the business 
procession, he stated that the 
reason was plain enough for 
anyone to see. According to 
this writer, no salesman, how- 
ever conscientious he might be, 
could possibly successfully 
cover a territory selling, and I 
quote his words “tens of thou- 
sands of items including such 
diversified products as_ tools, 
sheep manure and_ cooking 
utensils.” Consequently, he 
savs, vour so-called hardware 
salesman cannot possibly be 
anything but an “ordertaker.” 

The remedy this writer pro- 
poses is for the hardware whole- 
saler to departmentalize and 
specialize. 

Perhaps it would be wiser if 
we only profited bv criticism 
rather than attempting to an- 
swer back. After all, the im- 
portant thing is the job we do, 
not what people say about us. 
But thank God this is a country 
of free speech and free press, 
and thank God also association 
presidents can still talk back. 
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It would seem intelligent to 
approach this question by de- 
termining first, if we can, just 
how much is wrong with the 
jobber, at least with the hard- 
ware jobber, or if I may be per- 
mitted to correct this editor’s 
terminology, with the hardware 
wholesaler. Just what account 
has the hardware wholesaler 
given of himself, for example, 
during the past decade? 

The Overhead Expense Com- 
mittee of your association asks 
each member each year, along 
with its overhead expense re- 
port, to indicate in percentage 
form the extent to which its 
sales have increased or de- 
creased. These reports have 
been consolidated by your ex- 
ecutive secretary into an over- 
all average for all reporting 
members on a cumulative basis 
since 1935 and reported to you 
from time to time. I wish for 
the moment to limit my com- 
parison of these figures only to 
the year ‘1947 as compared with 
the year 1939. Using the year 
1939 as 100 per cent, the com- 
bined average for all members 
reporting to the association of- 
fice for the year 1947 was 344 
per cent of 1939. If this report 
is reliable, these firms did a 
combined dollar business in 
1947 of a fraction less than 
three-and-one-half times the 
volume they did in 1939. 


Business Up 


The Department of Com- 
merce also gets out a report on 
wholesale business, one classi- 
fication being “wholesale hard- 
ware.” The Department of 
Commerce figures on the same 
basis show 1947 wholesale hard- 
ware sales to have been 368 per 
cent of 1939. You may be in- 
terested in some other compari- 
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sons from the Department of 
Commerce report. All figures 
given represent the percentage 
1947 dollar sales are of 1939. 
These are all wholesale groups: 
All Types Wholesaling, 292 per 
cent; All Types Durable Goods, 
315 per cent; All Types Non- 
Durable Goods, 265 per cent; 
Electrical Wholesalers, 467 per 
cent, and Lumber & Building 
Material, 315 per cent; Ma- 
chinery & Metals, 318 per cent; 
Food, 255 per cent; Dry Goods, 
262 per cent. 

So much for’ wholesaling. 
Let’s see how retail sales com- 
pare. Hardware dealers, 352 
per cent; All Types Retailing, 
281 per cent; Jewelry, 362 per 
cent; Farm Implements, 342 per 
cent; Food, 291 per cent; Va- 
riety Stores (5 & 10 etc.), 204 
per cent; Lumber & Building 
Material, 323 per cent. 

Others could be quoted but 
surely these are sufficient and 
important enough, to settle the 
question of whether hardware 
wholesalers have kept pace with 
cther groups of merchandisers. 
No single group I could find, ex- 
cept electrical wholesalers, 
showed a higher percentage of 
increase than the hardware 
wholesalers. 

There is another comparison 
f-om the Department of Com- 
merce report I should like to 
submit. This is a figure show- 
ing total income payments to 
individuals which, as I under- 
stand it, is supposed to be a 
composite of the total income of 
all the individuals of America. 





John H. Mize, Blish, Mize & Silliman Hardware Co., Atchison, Kans., 
the newly elected N.W.H.A. president, left, presents a_ silver 
pitcher to his predecessor, Henry J. Allison, Allison-Erwin Co. 


This figure for 1947 is $189.7 
billion—1939, $70.6 billion mak- 
ing 1947, 269 per cent of 1939. 

Now please let me explain 
that I did not invent these fig- 
ures. I did not even know 
where to find them when I first 
prepared this talk. I was look- 
ing and writing around for them 
and finally located them in our 
public library. To leave no 
doubt in anyone’s mind as to 
their absolute authenticity, they 
came from the August and Sep- 
tember issues of “Survey of 
Current Business” of the Bu- 
reau of Foreign and Domestic 


A.H.M.A. EXECUTIVE COMMITTEE 





SPENCER T. OLIN 
Western Cartridge Co. 


HERBERT P. LADDS 
National Screw & 





JOHN S. TOMAJAN 
The Washburn Co. 


Mfg. Co. 


184 


Commerce of the U. 8S. Depart- 
ment of Commerce. 

3efore I discovered these De- 
partment of Commerce figures, 
| conceived the idea of trying 
to find out directly from a group 
of hardware wholesalers ex- 
actly what their total sales had 
been for a number of selected 
years. I sent out to two sepa- 
rate groups of hardware whole- 
salers a blank slip requesting 
that they fill in their exact an- 
nual sales for each of six se- 
lected years. Arrangements 
were worked out so that the 
identity of each firm would be 
completely concealed, not even a 
telltale post mark on the sealed 
envelope containing the _ in- 
formation. To my entire grati- 
fication, and I may also say my 
complete surprise, 90 per cent 
of them promptly sent in their 
figures. Two were incomplete 
and could not be included in the 
totals. Thanks to the kind of 
cooperation of these gentlemen, 
most of whom are in this room 
though I do not know exactly 
who they are, I am now able to 
give you an exact comparison of 
the total volume of sales of 35 
highly representative hardware 
wholesalers and coming from 
every geographical section of 
the United States. The total 
combined sales of these 35 hard- 
ware wholesalers were as fol- 
lows: 1932, $59,591,000; 1936, 


(Continued on page 234) 
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SELL THE LEADER ! 


Sell Westinghouse / 





sii 


ance so tremendous ... such a merchandising opportunity. It’s the 
Fall Push Plan to help you get more sales and more sales and MORE 
\\ SALES! Backed up by a tremendous advertising campaign in maga- 
0 


the sce Never before a cooking device so marvelous . . . a consumer accept- 


zines, in newspapers, in Sunday supplements. 
Plus Ted Malone (on the air), 5 days a week. To cash in, just 
° do four things: stock up on Westinghouse Roaster-Ovens; advertise, 
: Year display, sell. Westinghouse makes available all the necessary 


selling tools. See your Westinghouse Distributor for details. 


$ 
in sale CASH IN on the Greatest Advertising Barrage 
Led ever directed at any Roaster-Oven! 


LOOK AT THIS SCHEDULE 


cian you CAN BE SURE.. 
1. Full-page, 4-color advertisements in American Weekly, 


This Week and Parade Sunday Supplements. iF ITS 

2. Plus... big supporting /2-page ads in 116 key city : 
newspapers. ‘ 

3. Plus = “Ndliouss. 4-color ads in Look and The Satur- \ Vestinghou Se 
day Evening Post. 

4. Plus, a big schedule of commercials on the Ted Malone 
radio program. 


WESTINGHOUSE ELECTRIC CORPORATION ° Appliance Division * Mansfield, Ohio 
TUNE IN: Ted Malone . . . Every Morning, Monday through Friday . .. ABC Network 














N.W.H.A. Session 


Report of 
The Committee 


On Co-operatives 


HE report of the Committee on Co-operatives 

reviews the campaigning which has been going 
on to bring the co-operatives to account. Mr. 
Marshall believes that the next Congress will suc- 
cessfully wage the fight for tax equality. 


By SETH MARSHALL 
Chairman, 
Marshall-Wells Co., 
Duluth, Minn. 
Chairman 
Committee on Co-operatives 





SETH MARSHALL 


) OUR Committee on 


Co-operatives has had a very 
active year in the fight for tax 
equality. We have worked closely 
with the National Tax Equality 
Association and with other or- 
ganizations, and as we look for- 
ward, past the election, to the 
coming of the new Congress we 
feel that we have made much 
headway. We hope that 1949 
will be the “Year of Decision”— 
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that we can win the fight next 
year. 

Since we reported to you last 
november, the activities of the 
tax equality fight have covered a 
lot of ground: 

Extensive hearings were held 
nearly a year ago by the House 
Ways and Means Committee. 
Our story was told by more than 
40 businessman witnesses, spe- 
cifically representing 20-odd 


trades and industries. Such im 
partial observers as newspaper- 
men told us that our testimony 
was far more effective than that 
of the co-ops. 

During the spring, some 430 
trade and civic organizations 
joined in the nationwide circu- 
lation of a petition calling on 
the resolutions committees of the 
Republican and Democratic na- 
tional conventions to include in 
the party platforms planks 
favoring government economy, 
tax equality and tax relief. 
There were hundreds of thou- 
sands of signers. 

In June, during the Republi- 
can convention, and again in 
July, when the Democrats met, 
hundreds of businessmen jour- 
neyed to Philadelphia to present 
the petitions and to appear be- 
fore the resolutions committee® 
of the two parties to emphasize 
their demand for tax equality. 


Republican Aid 


The Republicans gave us 
planks that were quite satisfac- 
tory. The Democrats didn’t do 
quite so well on the tax equality 
issue, but even there we won 
much of our objective. It was 
the first time so far as we know 
that businessmen ever made a 
joint demand for anything in 
politics. We succeeded so well 
that we shall have to do it again. 

During the spring, while the 
Congress was in regular session, 
tax equality witnesses appeared 
before several committees of the 
Senate with regard to bills that 
would have extended the advan- 
tages of our tax-exempt competi- 
tors. We helped to defeat a 
$5,000,000 appropriation for be- 
ginning construction of a non- 
taxpaying steam _ generating 
plant at TVA, and it was defi- 
nitely our testimony that killed 
a one-sided bill which proposed 
to shift the banks for co-opera- 
tives from government owner- 
ship to co-operative ownership. 
with a gift of $40,000,000 of 
earned surplus and the use of 
$178,000,000 of the taxpayers’ 
money without payment of in- 
terest. 

I tell you these things merely 
to show you that businessmen 
are at last developing an effec- 
tive and winning technique in 
dealing with Congress. 

The House Committee on 
Small Business has recently held 
hearings in various parts of the 
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CONVENTION SPEAKER 


S. T. EXLEY, JR. 
Harper & Reynolds Corp. 


country on unfair trade pract- 
ices. Some testimony regarding 
co-operative tax-free competi- 
tion has been admitted, but com- 
mittee members tell us that their 
hearings of a year ago satisfied 
them that the co-ops have an 
unfair tax advantage and that 
an eventual report to Congress 
will recommend proper correc- 
tive legislation. 


Two Bills Introduced 


Meanwhile, two bills propos- 
ing to tax the co-ops were intro- 
duced. One, by Representative 
Gathings, an Arkansas Demo- 
crat, would take merely the first 
step toward tax equality. The 
second bill, by Senator John 
Williams of Delaware, would tax 
all co-operative earnings unless 
the money was distributed 100 
per cent in cash to 100 per cent 
of co-op members. In _ other 
words, if a co-op retained five 
cents of earnings or did five 
cents worth of business with a 
non-member, it would be taxed 
just like a regular business. 

Neither of these bills came to 
action during the 80th Congress. 
Senator Williams will re-intro- 
duce his bill when the first tax 
bill reaches the Senate and he 
tells us that he expects to get 
action on it. 

Another bill effecting the rela- 
tionship between private enter- 
prise and co-operatives was in- 
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troduced by Representative 
Noah Mason, of Illinois, a mem- 
ber in the Capper Volstead Act 
of 1922 that practically prohibits 
Government’s prosecution of a 
co-operative for violation of the 
anti-trust laws. The need for 
such a correction was clearly 
shown in the spring of this year 
when a court in the District of 
Columbia threw out the indict- 
ment of the Virginia-Maryland 
Milk Producers Co-op and sev- 
eral other dairy companies for 
a price-fixing conspiracy after a 
co-op lawyer pointed out that the 
law expressly encouraged co- 
operatives to become monopolies 
if they could get away with it. 
The Supreme Court has been 
asked to define how far coopera- 
tives can go in their monopolis- 
tic activities. 

Coming now to the next Con- 
gress, it is likely that the tech- 
nical tax revision bill which was 
passed by the House last spring, 
but died in the Senate Finance 
Committee, as the first bill of 
1949. 


An Amendment 


Friendly members of the com- 
mittee assure us that there will 
immediately be introduced an 
amendment to that bill, provid- 
ing for taxation of the co-opera- 
tives on all their income. Then 
the fight will really start. The 
co-ops will try to kill that 
amendment, or if they can’t kill 
it they will then try to trim it 
down so it won’t mean much to 
them. That’s when businessmen 
will have to be on their toes, 
fighting for their lives and their 
rights. 

We expect to keep a tax-the- 
co-ops provision in that Hause 
bill, but if we don’t succeed, the 
provision will be re-introduced 
in the Senate Finance Commit- 
tee and we’ll fight it out there, 
too. 

We are going to need the help 
of every hardware wholesaler 
and retailer when that time 
comes. The co-operatives are 
tightening their own lines for 
the battle that they know is com- 
ing. Just recently, according to 
the Farm Journal, they have 
fired Ray Miller as head of the 
propaganda Institute of Cooper- 
ation and have put Charlie Hol- 
man, powerful dairy lobbyist, at 
the head of the Institute, to di- 
rect the fight to retain their tax 
advantages. 


It isn’t going to be easy, but 
we can and we will win this 
fight. I often think that it’s lucky 
for us the matter never came 
before Congress before. Now we 
know all the loopholes that have 
got to be closed—and we know 
how to close them. We know 
the facts in the matter and the 
law in the case. The number of 
our friends and supporters is 
far greater than ever before. 
We have made real progress in 
convincing the lawmakers that 
our cause is just. Unfortunately, 
the co-ops, many of them with a 
check-off system just like that 
of the labor unions, have always 
had more money than we have 
had—but that is a situation that 
with your help can and must be 
remedied. 


Membership Increased 


Figures recently published by 
the Department of Agriculture 
show that the co-ops have gained 
in membership during the past 
year—they claim 5,400,000 now, 
but that includes a lot of dupli- 
cation—and they have gained in 
volume of business, so that final 
estimates will show more than 
$17 billion for 1948, and a pros- 
pect of $25 billion in just a few 
years if present rate of growth 
continues. 

But while they have been gain- 
ing in members and in money, 
we are convinced that they have 
been losing in friends—and we 
know they’re worried about that. 
A poll of public opinion taken 
last year in Indiana, among 


(Continued on page 305) 
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FREE! Mail Coupon for “Helpful Hints” giving 
facts about your type of business. 


Today you can quickly and easily 
have simpler records that will stop the 
mistakes and losses which eat into 
profits. You'll prevent the delays that 
irritate customers. You'll know that 
all charge sales are billed. You'll find 
stock-taking easier and quicker. You'll 
sot profitable lines at a glance with 
tp-to-the-minute sales figures. You'll 
know exactly how you stand on cash 
and accounts receivable. Yes, with 
Standard Form-Flow Registers and 
Forms, you will have all the vital facts 
“oout your business— all the time. 
With a Standard Register System 
you'll record all the facts about every 
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transaction at one writing in Jess time. 
You'll save the time wasted in writing 
up extra padded slips and forms— 





Register all the facts in one writing—quickly, easily! 


and save clerical errors. All copies will 
be clearly legible and exactly alike, 


word-for-word and line-for-line. Ac- 
curate information will appear on 
sales and charge forms, invoices, work 
and delivery tickets, inventory and 
bookkeeping records. 

Using Standard Registers and 
Forms, thousands of businesses con- 
trol cash and charge 
save tinre, work and trouble—cut 
costs—simplify bookkeeping and ta» 
accounting—protect and increase 
profits. Mail the coupon—to learn 
how YOU can do all these things in 
YOUR business! 


transactions - 








.@) 


Name — 


Company 
oe) 


oO 


Street_ 


City 





> Mail This Today! ° 


© the Standard Register Company 
cs O Dept. 3311, Dayton 1, Ohio oO 


Please send me, without obligation, “‘Helpful Hints" and fully 
© detailed information as to how Standard Registers and Forms oO 
can help my business. 





oO 













Zone State 
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Sheet Metal Distributors Session 


The Importance 


Of Careful 
Attention to Credit 


TODAY there are 2,594,214 concerns engaged in 

buying and selling merchandise in this country. 
In two recent months, 127,000 new firms started 
business to buy and sell, according to Dun & Brad- 
street official. Failures, too, are on the increase, 
however — twice as many during the first half of 
1948 as there were in all of 1944. This calls for a 





E. D. OELERKING 





stricter surveillance of credit 


By E. D. OELERKING 
Sales Manager, 
Special Information Division, 
Dun & Bradstreet, Inc. 


F.. the moment let’s 
go back to 1914. We had 1,600,- 
000 business concerns, those who 
buy and sell merchandise for 
cash or credit, excluding banks, 
insurance companies, and service 
organizations. That number has 
grown steadily, rather consis- 
tently, with the exception of 
about three years, back in those 
early thirties, until 1944, when 
we had 2,000,000 business con- 
cerns. 

Then after the war, we found 
again that the American in- 
genuity, the American desire 
and drive to get ahead again 
opened new businesses at a 
faster rate, so that at present 
we have 2,594,214 business con- 
cerns who are buying and selling 
merchandise. We have grown 
from 37,600,000 employees in all 
American business, regardless 
of types, to around 55,000,000 
in 1944, excluding the Armed 
Service people, who were also 
working. So, therefore, if you 
include those, that made it 63,- 
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000,000 employees. That has 
gone down somewhat, as you 
know—it is a little debatable 
whether it is 55 or 60 million, 
but apparently it is close to that 
figure. 

Our national income over that 
spread of 30 years from 1914 
until 1944 rose from $31,200,- 
000,000 to $155,000,000,000. But 
that, of course, included both 
Lend Lease and our own arma- 
ment. That has been reduced 
since that time, but it has come 
back up again and apparently 
for this year it will top 1947. 


Along with success they say 
you have got to have failures— 
failures because of, age factors, 
personal factors, a man’s life, 
family, and because of misjudg- 
ments. The failures apparently 
reflect some degree of greater 
stability in our economy because 
the rate of failure has definitely 
declined. How much of that is 
just temporary we don’t know, 
and you don’t know. 

The actual facts of the matter 
are that in 1914—and that 
wasn’t too bad a year—we had 
18,300 failures, with liabilities, 
including all creditors, of $357,- 
900,000. In 1944, because of 
shortages, with which you fel- 
lows are familiar, American 
businessmen took advantage of 
that situation in many cases by 
going into different lines, allied 
lines, or entirely separate lines, 
than they ever considered doing 
before. And the result was that 
they kept themselves alive. So 

(Continued on page 197) 


. . « this is a nation of small businesses. We now have 


2,600,000 manufacturers, wholesalers and retailers in this 
country. Eighty per cent of those have a net worth of less 
than $10,000. Sixty per cent of them have a net worth of 
less than $3,000. And about 25 per cent have a net worth 


of less than $500. Or, if you put it another way, rye 20 
per cent of them have a net worth over $10,000, and a 


out 


5 per cent, or less than 5 per cent of the total number of 

business concerns have a net worth of over $125,000. So 

you see it is a nation of small businessmen—as a matter of 
fact, of very small businessmen.” 
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Still another new tool by Millers Falls! 


Tew cast ALUMINUM LEVEL 


with extra eye-appeal 


for extra profits L © Clip ™ Sa 


li 
Slightly higher in ¢ ot 





Smooth aluminum die cast 
frame. Two level vials and four 
plumb vials accurately set and 
anc! § 
Size: 1” x2 4". 

: 18%, 24” 
Price: $5.50 to $7.20. 


, 28”, 30” 


A level’s a level until your customer starts asking questions 
— questions about quality, durability, utility. That’s 
when you hand him this new Millers Falls Die Cast Alumi- 
num Level . . . let him feel its keen balance and its highly 
polished faces (they’re accurately ground, too) . . . watch 
his eyes as he notes the excellent visibility of the white 
vial wells protected by well set glasses. 

Then — watch him buy! Hesitation’s gone — Millers 
Falls quality-crafted construction has won another friend. 
Multiply this single sale as many times as you want — 


just display this eye-catching new aluminum level. That’s 


MILLERS FALLS 
TOOLS 


the way to make extra profits — on the level! 


~ce 
868 


Millers Falls Tools 


GREENFIELD ‘ MASSACHUSETTS 
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YOUR CUSTOMERS WANT 
IN A WINDOW SCREEN 







| 


ALUMINUM TENSION SCREEN 


Durall is everything you want in a window screen, too. 








It’s got sales appeal! It’s in demand! It’s in good supply! 





Easy Handling — ‘ign: 


flexible—without side frames, : And its price is as much as dollars less per screen!* 
Durall can be rolled up for stor- 






age, tossed in a tub for cleaning, 






Just look at all the economy, beauty and new conveniences 


left in place for window washing. 








designed into Durall. These advantages are selling screens 


q | | 2 —thousands of them—every day! And the demand is getting 


bigger all the time. 


+" Place your order now for immediate delivery. Write Dept. 
{ = HA-11 for information and name of distributor near you. 
Nin. ! a” 

“a A FULL LENGTH SCREEN FOR DOUBLE-HUNG WINDOWS 







. *Th lar 28"' x 54"' full-length tails at only $4.35. 
Easy Installation — Sake deine e popular x 54 fu ength screen retails at only $4.3 


top and bottom sill brackets and Durall 
snaps into place—from the inside—in 







minutes! No climbing, cutting or fitting. 












\ Ke lente 
Nationally \ ae py | 
Advertised * 


All these leading mag- 
azines will be selling 
Durall to the big con- 
sumer and project 
Aluminum, it needs no markets throughout the 
painting, never rusts or yeor. Another Durall 
“plus” that means 
profits—for you. 






e s 






Good Looks Tension 
design keeps durable 














Durall taut and trim. No 






sagging or bulging 












stains your house 






Convenience Durall goes up, comes down, 


a, or swings free at the bottom at the flick of a finger 


Just snap the patented slide devices of the top bar 





> 
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NEW “ORK WIRE CLOTH COMPANY new vork 22.6. ¥. 


HARDWARE AGE, NOVEMBER 4, 1948 





Editor’s Note: 

We submit the following table of values of manufactured hardware and affiliated 
lines compiled by Oliver Brothers Inc., for their clients and reproduced by us because 
of the valuable data given and which we know will be welcomed by our readers. 

This table of values applying to manufactured hardware will, we are sure, prove 
to be a valuable supplement to the table of values of iron, steel, wire and metal mate- 
rials.—Editor, Hardwage Age. 

Comments: The prices shown in this table of manufactured hardware and affili- 
ated lines represent the price fluctuations over the period indicated and we believe will 
be interesting to hardware merchants. Some manufacturers of special brands may 
have obtained prices different from those indicated. 




























































































































































































Col. No. 1 2 3 
= 
Item Dec. March Jul 
No. MATERIAL Unit 1913 1915 191 
1 Steel railroad spikes, % x 514................. ace dais Miers slow nib et 100 Lb. 1.60 1.35 5.00 
“oe reer errr rere rr erery. Sree, Hrnienn penser 100 ee,| 2°16 1.70 7.00 
8 NS oso ic ois se cine von nmpsiesewes.esongs ave riewed 100 Lb. 1.90 1.65 6.50 
4 | Striking hammers, Oregon pattern, 6 Ib...............00022000000: Fe ee wed eter oe ne | 4.96 3.54 | 10.80 |: 
5 I a 5g or -59 4-4 vary die Has vide Sie sig 60 0 4lGiaiole e-em Doz. 2.43 1.87 7.29 
6 inicio s nese ee coude mines 6 eanevidiwe eee 100 Pcs. 1.51 1.32 4.97 
7 Hot pressed nuts, square, blank, 34 in.................2002eeeeeee 7. , pln eee te0 i | 2.60 2.20 6.50 
8 Iron turnbuckles, 1 in. with stub ends...............---+-+0+++++- 100 Pcs. 27.80 26.34 57.20 t 
9 ee I vio oon cscccedensccsversvaveeescesses 1000 Pcs. 0.44 0.41 0.96 
10 ee i BI, FE He Bg Oe IB ooo cnc cccicccccccvccceves os 100 Lb. 2.56 2.40 8.21 
11 Upholsterers cut tacks, No. 4, blued, in bulk®..................... 100 Lb. 5.20 4.96 16.25 1 
12 Wood screws, flat head, iron (new list prices July 1, 1947).......... Per Cent Off List 0.926 0.9198 | 0.784 
13 Shovela, slate back, THe. B, C Gade. ....cccvccccccccsccteccessces Doz. 4.31 3.90 8.50 I 
14 Ball tip, loose pin, steel butts, 34 x 34, plated, No. 241F.......... Doz. Pr. 0.90 0.90 2.76 
15 SSS HED Wy ls TOW «ooo v.o oc rceccecccetessccccseses Gross Pr. 3.38 3.80 v.a¥ 
16 Stillson pattern wrenches, 10 in., wood handleo.................. Doz. 4.87 4.75 9.00 1 
17 Monkey wrenches, knife handle, 10 in......................00000- Doz. 4.32 4.32 10.49 1 
18 555g shoo wnies 4 ssuiein<dew se vieste genes ana Doz. 1.13 1.13 2.09 
19 Carbon twist drills, 4 in., round straight shank, Jobbers Lengths... Doz. 0.85 0.79 1.42 
20 Chisels, plain handle and edge, 1 in. socket firmer................. Doz. 1.97 1.97 4.01 
21 Soldering coppers, 3 Ib. base....... Saretelede pee oeE AR oN aS re Lb. 0.20% | 0.19 0.42 
22 Post-hole diggers, Eureka pattern. ...............00 cee ceeeeeees Doz. 6.00 5.00 9.00 1 
23 Co eee rr eee ere Pree er Doz. 24.00 25.00 27.60 3 
%4 | W(Piose previous t0 1948 on crocible cast steel, now dlacouttased.) — os |e jue jt 
26 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven@ . Roll of 600 Sq. Ft. 1.97 1.69 3.47 | 
(Prev. to Sept. 30, 1947 were quoted on galv. after woven only.) 
26 Wire screen cloth, 12 mesh, black, less than carload............... 100 Sq. Ft. 1.10 0.90 1.76 € 
(Now per roll. Prices prior to 1948 quoted per 100 sq. ft.) 
27 | Galvanized water pails, 10 qt., light pattern, less than carload....... Gross ... | 18.14 | 33.60 | 4 
28 Enameled cast iron sinks, flat rim, 18 x 30...................2505- Each 1.80 1.80 3.35 ‘ 
29 Finished brass compression bibbs, standard pattern, for I. P. % in.® Doz. 3.67 3.59 7.18 f 
30 | Axes, unhandled, first quality standard grade, single bit, base....... Doz. 5.75 | 3.50 | 11.60 | 1: 
$1 Circular spring balances, 30 Ib. x oz. (As of 1947, 25 Ib. x 8 oz.) ..... Each ee 6.00 7.60 f 
32 Lawn mowers, cast iron, 14 in., ball-bearing, medium grade, 4 Blade Esch Bae 2.90 3.60 e 
(This size discontinued, price based on 16’, 5 blade, as of 1947) 
Col. No. 1 2 3 ‘4 
Facet toe, to Suna, 1040, prices on 18 im; Other pris on ak thas, tn other instances by epeciie O.F, 
%” size generally discontinued as of 


‘ew Nov. 21, 1935. * 
® Ceiling prices established by Government Price Administrator in 1941: or later through to 1946 production. Manufacture of finished all t 





Hardware Age 


100 East 42nd St., New York City 17, N. Y. 


TABLE of MARKET VALUES of MANUFACTURED HARDY 
DECEMBER, 1913, TO SEPTEMBER 30, 1948 


Published by Hardware Age, Issue of November 4, 1948 
Compiled by OLIVER BROTHERS INC., New York and Chicago, U. S. A. 





























2 38 2 6 6 7 8 9 10 11 12 13 14 15 

March Jul Nov. Jan. Maych Sept. Dec. Dec. Dec. Dec. Dec. Dec. March Aug. 
1915 191 1918 1920 1922 1982 1923 1924 1925 1926 1928 1929 1933 1933 
1.35 5.00 3.90 3.60 2.10 2.80 3.15 2.80 2.80 2.90 2.80 2.80 2.16 2.40 
1.70 7.00 4.90 5.50 3.00 4.05 4.00 3.76 4.00 4.25 3.81 3.81 2.86 | 3.41 
1.65 6.50 7.60 6.25 4.50 4.75 5.75 5.25 5.76 5.25 5.89 5.89 5.89 6.00 
8.54 10.80 10.80 9.23 6.41 7.29 8.75 8.10 8.75 8.10 0.70 0.70 0.70 0.58 
1.87 7.29 9.00 7.69 4.86 5.40 6.20 5.71 6.10 6.00 5.70 5.70 5.70 5.70 
1.32 4.97 3.83 4.05 1.68 2.81 2.43 3.04 3.04 3.04 3.33 3.33 2.49 3.00 
2.20 6.50 6.50 6.50 3.25 5.10 5.20 4.95 4.95 4.95 0.555 0.555 0.41 0.50 





26.34 57.20 57.20 61.60 39.60 48.40 39.80 41.80 49.50 | 55.00 56.00 55.00 39.60 55.00 









































0.41 0.96 1.02 0.78 0.52 0.65 1.05 0.68 0.75 0.75 0.78 0.78 0.78 0.78 
2.40 8.21 7.20 7.20 3.70 5.44 5.10 4.36 4.10 4.10 4.32 4.32 3.90 4.10 
4.96 16.25 15.10 17.15 11.75 12.75 12.40 14.30 14.55 11.255 | 11.38 9.91 6.45 8.10 
0.9198 | 0.784 0.784 0.82 0.8847 | 0.8577 | 0.8335 0.835 0.87 0.8819 | 0.645625) 0.6288 | 0.8108 | 0.67949 
3.90 8.50 11.51 10.90 9.90 7.41 9.16 9.16 8.47 8.47 8.28 6.62 7.45 7.45 
0.90 2.76 3.00 3.60 2.40 | 2.40 2.76 2.67 2.16 1.52 1.97 1.62 1.51 1.81 
3.80 7.17 7.81 7.02 5.49 6.33 7.20 7.20 7.20 7.20 7.20 7.20 5.84 6.48 
4.75 9.00 10.00 10.00 8.78 8.78 9.00 7.50 7.50 7.50 4.86 5.13 3.26 4.63 
4.32 10.49 11.66 11.88 7.18 7.12 9.62 9.62 9.62 9.62 9.62 9.14 5.94 5.94 
1.18 2.09 2.73 2.39 1.70 1.89 1.75 1.89 1.89 1.89 1.89 1.89 1.89 1.89 
0.79 1.42 1.46 1.39 1.08 *| 0.78 0.97 1.11 1.11 1.11 1.11 1.11 1.11 1.11 
1.97 4.01 4.70 6.35 5.49 5.49 5.35 5.35 5.34 5.34 5.35 5.35 5.35 5.35 
0.19 0.42 0.48 0.29 0.18% | 0.19% 0.19 0.21% | 0.21 0.20% | 0.233% | 0.26% | 0.12% | 0.16 











5.00 9.00 12.50 18.00 10.00 10.00 11.50 11.50 11.50 11.50 11.50 11.50 11.50 11.50 } 
25.00 27.60 36.00 34.80 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 48.00 
4.41 11.90 11.55 9.28 7.81 7.81 8.62 8.62 8.62 8.62 8.62 8.62 9.71 9.71 





1.69 3.47 4.18 4.18 3.51 3.51 3.76 3.58 3.33 3.08 3.13 | 3.01 2.48 2.48 








0.90 1.76 1.95 2.06 1.80 1.80 1.95 1.80 1.70 1.650 1.71 1.42 1.36 1.44 





18.14 33.60 45.97 40.32 22.98 22.98 24.19 25.53 26.88 24.84 23.04 24.12 18.12 21.87 






























































1.80 3.35 4.45 4.55 3.85 3.85 4.05 4.05 4.05 4.05 4.05 4.16 2.35 3.66 
3.59 7.18 8.60 9.58 5.67 6.30 6.80 5.98 5.98 6.30 5.99 5.36 5.25 6.76 
3.50 11.50 13.50 14.50 12.00 11.00 10.75 12.00 10.50 12.00 18.00 13.00 9.60 8.80 
6.00 7.60 8.00 9.00 7.50 7.50 7.6914 | 7.69%4| 17.6914| 7.6934/ 7.6944 | 7.694¢/ 6.50 6.50 
2.90 3.60 5.00 5.50 6.40 6.40 7.00 6.40 6.40 6.40 6.00 5.50 3.75 3.60 
"2 3 a 5 6 7 8 9 10 11 12 13 14 15 


ny cases this was automatic by fixing price ceilings at selling price in effect March, A Price ceiling, March, 1942. 

stances by specific O.P.A. ruling. O Later advance allowed by O.P.A. 

lly discontinued as of March, 1942. %” figures show lower price because of greater ® In Feb., 1942, excepting for defense housing, manufacture o 
of finished all brass bibbs was temporarily discontinued on March 17, 1942, ot tuty St, 1942. A 5 per cent increase was allowed Their 


Compiler’s Note: 

We have reduced lists and discounts to w 
doing this we have taken into consideration t 
from time to time and the net prices shown | 
given. The figures opposite the subject Wood 


17, N. Y. The prices shown represent what would be | 
manufacturer to the wholesale merchant (the 


ACTURED HARDWARE During 1942 and 1943 a number of these 


permissible but this does not necessarily affect 


available only on priority ratings in effect at tin 
9 
ber 4, 1948 
and Chicago, U. S. A. 


12 13 14 17 
Dec. March Aug. 
1933 1935 
2.80 2.80 2.15 2.40 2.60 . - 2.90 
3.81 3.81 2.86 3.81 3.81 4.31 
5.89 5.89 5.89 ; . 6.00 6.00 6.15 
0.70 0.70 0.70 0.58 0.58 0.60 0.59 
5.70 5.70 5.70 5.70 5.70 6.16 6.06 
3.33 3.33 2.49 ‘ 2.85 3.16 3.42 2.58 
0.555 0.555 0.41 ; 0.475 0.527 0.57 ; 0.44 
56.00 55.00 39.60 55.00 55.00 55.00 45.00 
0.78 0.78 0.78 0.80 0.76 0.95 ld 0.95 
4.32 4.32 3.90 4.56 4.56 4.80 4.79 
11.33 9.91 6.45 8.37 7.16 7.53 9.16 9.30 
0.6288 | 0.8108 | 0. 0. 0.7494 | 0.7825t) 0.7000 é 0.7338 

9.50 
1.80 
5.83 
4.85 
7.70 
2.36 
1.43 
5.65 





-_ 
3 


6.62 | 7.45 | 7.46 | 8.75 | 8.75 | 8.76 | 9.60 
1.62 | 1.61 | 1.81 | 2.00 | 2.00 | 1.83 | 2.22 
7.00 | 5.84 | 6.48 | 6.48 | 6.48 | 6.48 | 7.20 
6.13 | 3.25 | 4.63 | 3.92 | 8.92 | 5.13 | 6.80 
9.14 | 56.96 | 6.94 | 6.98 | 6.93 | 7.70 | 7.70 | 
1.89 | 1.89 | 1.89 | 1.809 | 1.89 | 1.89 | 2.36 
“aaa | 12a | 1.41 | 1.93 | 1.93 | 1.93 | 1.48 
5.35 | 6.35 | 6.35 | 5.35 | 6.35 | 6.35 | 5.65 
0.26% | 0.12% | 0.16 | 0.16%| .16 17 ays. 18 
11.60 | 11.60 | 11.60 | 11.96 | 11.25 | 11.26 

48.00 | 48.00 | 48.00 | 48.00 | 48.00 | 48.00 

8.62 | 9.71 | 9.71 | 8.81 | 8.81 | 8.81 





i. 
5. 
9. 
0. 
9. 
1. 
5. 
4. 
7. 
S. 
1. 
5. 


a; eT aia) ol] | © 








3.01 2.48 2.48 2.09 2.32 2.56 . 3.12 


1.42 1.36 1.44 1.29 1.32 ‘ ’ . ‘ ‘ 1.53 





24.12 21.87 | 20.78 | 21.87 26.40 | 34.20 
4.05 | 4.16 3.66 | 3.02 | 3.16 | g.e7 (| 4.76 
5.99 5.36 5.50 5.81 ; j .06 6.27 | Sf 3ue 
00 | 13.00 9.60 | 9.60 00 12.00 | 12.75 
7.6914 | 7.6934 6.60 | 6.50 00 | 6.00 | 6.00 | 6.00 
6.00 | 6.50 3.60 3.60 3.85 | 3.85 | 4.50 











13 14 15 16 17 18 19 20 21 22 23 
—. a @ Denotes ceiling price. 
y U.F. ®@ Discontinued temporarily. 
for defense housing, manufacture of enameled sinks was ordered stopped as 
5 per cent increase was allowed. Their manufacture has been resumed in Acid © Wood handle permanently discontinued, steel handle 





tz and discounts to unit prices or unit quantity prices as the case may be, and in 
n into consideration the fact that the list prices on some items have been changed 
the net prices shown are based apon the lists and discounts in effect on the dates 
site the subject Wood Screws represent the discounts reduced to a unit percentage. 
sent what would be recognized as a reasonable wholesale price allowed by the 
jlesale merchant (the jobber). 


13 a number of these items were greatly reduced in range of sizes and grade 
3 not necessarily affect the prices. Some of the items shown here were, of course, 
ratings in effect at time of purchase. 


OLIVER BROTHERS, Inc. 
New York-Chicago 





































































































































































































a3 24 25 26 a7 28 29 
, 
Dec. Sept. Sept. Dec. 31 | Sept. 30 | Sept. 30 |[Sept. 30'} Item 
194i | 1942 | 1944 | 1945 | 1946 | 1947 1948 | No. 
3.00@ 3.00@ 3.00@ 3.25@ 3.65@ | 4.85 5.35 1 
4.75@ | 4.75@ | 4.75@ | 4.75@ | 5.00 | 7.00 | 7.50 2 
7.67 | 7.67@ | 7.67@ | 7.67@ | 7.67 | 8.44 | 11.20 3 
0.70 | 0.70@ | 0.70@ | 0.70@| .77 | 0.84 | 1.38 4 
7.58 | 7.68@ | 7.68@ | 7.58@ | 8.93 | 9.82 | 12.50 5 
3.29 | 3.29@ | 3.29@ | 3.29@ | 32%, | 4.26 | 5.36 6 
0.57 | 0.57@ | 0.57@ | 0.57@ | ,eS7zle, | 0.74 0.92 1 
60.50 | 60.50@ | 60.50@ | 60.50@ | 66.00@| 79.20 | 88.00 8 
1.05 | 1.05@ | 1.05@ | 1.05e| 1.87@| 1.58 | 1.98 9 
5.82 | 5.046@ | 5.04@ | 5.040 | 5s | 6.48 | 8.40 10 
10.55 | 10.55@ | 10.55@ | 10.55@ | 14.00@| 16.15 | 15.10 11 
0.6337 | 0.6837@10.6337@ | 0.6337@| ‘8377s | 2.0196 | 2.3256| 12 
10.25 | 10.85@ | 10.25@ | 10.250 | 25ee, | 13.05 | 15.80 | 18 
2.35 2.35@ 2.23@ 2.45@ 2.98@)| 3.62 4.12 14 
5.88 5.88@ | 5.88@ | 6.41@ | a'drre | 8-64 | 10.08 15 
6.80 6.80@ | 6.80@ | 6.16@ | 7-860@| 10.610 | 11.97 16 
10.90 | 11.00@ | 11.00@ | 11.00@ |12.520@| 13.200 | 16.50 17 
2.36 | 2.86@ | 2.36@ | 2.36@ | 2.76 | 2.76 | 3.53 18 
1.43 | 1.48@ | 1.48@ | 1.43@ | 1.68@| 1.82 | 1.95 19 
6.27 6.27@ | 6.27@ | 6.27e |iuimorae| 8.08 8.08 20 
25 25@ | .25@ | .25@ |issagvorae| 0.37% | 0.4114] 21 
14.00 | 14.00@ | 14.00@ | 14.00@ | 15.40@/ 18.00 | 21.00 22 
48.00@ | 48.00@ | 48.00@ | 48.00@ | 60.00 | ¢0.00 | 85.20 23 
9.27 | 9.27@ . 9.27@ | 9-40@] 9.40 | 12.20 | 2% 
3.12 8.12@ | 3.12@ | 3.12@ | 3.192@) 91%) | tite | 25 
1.53 Lie 11.5714@ | 1.57}c@| 1.98@| 2.60 2.95 black ar 
Per Roll 
34.20 | 84.20@ | 34.20@ | 34.20@ | 40.20@| 40.80 | 61.66. | 27 
4.76 5.35° & id 5.95 @@| 7.52¢ 8.84 28 
S83 | MESES || [Oe ie ag | 28 
12.75 | 12.76@ | 12.75@ | 12.75@ | 12.75@| 13.50 | 14.85 | 30 
6.00 | 6.00@ | 6.00@ | 6.00@ | 6.00@| 6.30 | 6.30 31 
4.50 | 4.35@ . © a 9.25 | 9.75 32 
23° ~*« 26 26 27 28 29 


@ 19 gage discontinued, 20 gage now standard. 
scontinued, steel handles only 








The Importance of Careful Attention to Credit 


(Continued from page 190) 


our failures in 1944 were only 
1,200, and our liabilities were 
down to $31,700,000. 

Things have gotten a little bit 
looser since that time. More 
men are out of the Army—more 
men with a little more money— 
a few thousand dollars here, 
$20,000 there—so they have 
gone into businesses. The result 
has been, together with competi- 
tion for the consumer’s dollar, 
that there has been a little bit 
of price cutting in certain lines 
—and unwisely so in certain 
lines—so that failures have in- 
creased. As a matter of fact, 
in the first half of 1948, we had 
over double the amount of fail- 
ures that we had in all of 1944. 
We had 2,543 failures in the first 
half of 1948, with liabilities al- 
most four times those of 1944, 
up to $97,338,000. 

In the last two months be- 
tween our last records, July and 
September, there were 127,000 
new businesses started in the 
United States — those who buy 
and sell merchandise. There 
were 89,000 who went out of 
business, either through volun- 
tary liquidation or deciding to 
give up, or in some cases, death 
with no successions. Then, of 
course, there were some succes- 
sions, so that there were changes 
in trade styles of names and 
partnerships, totalling around 
24,000. 


169,000 Changes 


Then there were, according to 
our records, 169,000 changes in 
capital or credit ratings, upward 
or downward. Most of them 
were upward, both in capital and 
reflecting retained earnings, in 
improving the size of the busi- 
ness concerns, and in most cases 
improving the financial condition 
so that the credit ratings were 
increased. 

That made a total of 406,000 
changes of all kinds and descrip- 
tions in the two months from 
July 31 through September 30, 
1948. So it is truly a dynamic 
and moving business economy we 
have in this country. 

Money has been rather diffi- 
cult the last few years. Oh, dol- 
lars of salaries have gone up, 
and there have been bonuses, a 
little fancy sometimes, but one 
of our salesmen told me a story 


the other day. It was supposed 
to be a funny one, he said, but I 
thought it was kind of tragic. 
He said, “Do you know the new 
definition of a dime?’ I said, 
“No. What is it?” He said, 
“It is a dollar after taxes.” And 
that is about what it is. Accord- 
ing to our present income tax 
rates, if a man makes $8,000 a 
year, his dollar is worth only 80 
cents after his taxes are taken 
out. If he makes $16,000 a year, 
he keeps sixty-seven cents of 
every dollar. If he makes 
$32,000 a year, he keeps fifty- 
three cents out of every dollar 
he takes in. 

A lot of us are not in the 
$30,000, $40,000 or $50,000 a 
year brackets, but in American 
business there are tremendous 
numbers who are in brackets 
like that, and those men are 
pretty shrewd. They know the 
value of a dollar and the value 
of making a dollar work for 
them. 


One More Reason 


So we have one more reason 
for new businesses, that is, the 
capital gains variation of taxes, 
or type of taxes. I know quite 
a few men, from 40 to 45 years 
of age, still in the prime of their 
life, making $16,000 a year, and 
keeping relatively a small part 
of it. Disregarding the high 
cost of living, they have sud- 
denly decided that they want to 
go out and merchandise or make 
things themselves. They do this 
because they can put in the little 
bit of money that they have 


saved, what they can borrow or 


-coax their friends to invest in 


their company, and they can get 
a capital gains tax which is im- 
measurably smaller. 

That accounts, in a _ large 
amount, for the number of mod- 
erate size and larger businesses 
which have started out during 
the last two or three years. | 
think that that is a _ healthy 
thing. We are all shooting for 
success in America. It is always 
the pull between the small busi- 
ness and the large business. 


The Consumer's Idea 


The consumer, according to 
the leftist newspapers now, 
thinks that the corporations are 
making too much money. Actu- 
ally in 1947, a survey of 3100 
large manufacturers, wholesal- 
ers, retailers, chain stores, 
public utilities, banks, service 
organizations, transportation 
companies, showed that profits 
were larger in 1947 than 1946 
—they were 37 per cent larger. 
But sales in dollars were 41 per 
cent larger. 

When we start looking at the 
return on net worth, however, 
we remember the old adage used 
—when your grand-daddies went 
into business which was that 
you had to make 15 to 20 per 
cent on net worth; otherwise 
there was no point in investing. 
We came down later to 12 to 15 
per cent; then later to about 10 
per cent—and I guess American 
business is trying to hold the 
line at 8 to 10 per cent now, for 
speculative investments. I should 
say, common stock investments, 
which are not bond investments 
or guaranteed investments. 


RETIRING 
A.H.M.A. 
EXECUTIVE 
COMMITTEE 


Cc. O. DRAYTON 
American Screw Co. 


HARDWARE AGE, NOVEMBER 4, 1948 


JOHN O. FINDEISEN 
American Fork & 
Hoe Co. 








THREADED 
FASTENERS 
by “/rifelex 


Here at TRIPLEX, we’re trying to please as many buyers as 
possible, by making the toughest and best fasteners we know 
how. We carry in stock as many of the popular types and 
sizes as efficient management will permit. Why not try 
TRIPLEX for toughness on your next order? And in the 
meantime, write for catalog. The TRIPLEX SCREW COM- 
PANY, 5317 Grant Avenue, Cleveland 5, Ohio. 





Hex, flat, fillister or Square head, cup 
button heads. Sizes points. Sizes to 34” 
to 1” by 8”, inclu- by 4”, inclusive. 


sive. 


! 

CAP SCREWS | SET SCREWS 
I 
| 


SEMI-FINISHED CASTELLATED 
NUTS NUTS 
Semi-finished and castellated—milled from 
the bar, sizes to 114”. Also hot-pressed and 
cold-punched square and hex nuts, sizes to 1”. 
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MACHINE BOLTS 





CARRIAGE BOLTS 


Round or special | Square, hex or 
heads, square or | countersunk heads. 
| Sizes to 1” by, 60”, 


inclusive. 


ribbed necks. Sizes 
to 1” by 60”, in- 


clusive. 





<_< Ee EE ET ET Trvwlrrl or ene nee ee 
| 
LAG BOLTS : PLOW BOLTS 
Cut thread, gimlet | Standard heads, 
points. Sizes to 34” | sizes to 34” by 6”, 
by 20”, inclusive. | inclusive. 
| 
| 
— — ee ee ee ee ee ee ee ee ee ee ee heme Oe 


STEP BOLTS 


Standard heads, 


STOVE BOLTS 


Round, flat or oven | 

heads. Sizes to 1/2” ; finished points. 

by 6”, inclusive. Sizes to 2” by 6”, 
1 


inclusive. 








GOUGHNESS 


‘ s | 
CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS | 


Actually in 1947 those 2100 
very large companies made an 
average of 9.5 per cent return 
on net worth, which represents 
original invested capital plus re- 
tained earnings that they have 
plowed back into business over 
a period of years and years. | 
should say that it is not 9.5 per 
cent, but 12.2 per cent compared 
with 9.5 in 1946. 

When you start tracing it 
through as to what they made 
on sales, however, 1300 manu- 
facturers, excluding the other 
lines I mentioned to you before, 
made 7.1 per cent on sales com- 
pared with 6 per cent on sales 
in 1946. The increase in the 
profit both on sales and on net 
worth and also in plain dollars 
was caused by the unusual in- 
crease in volume because of the 
satisfying of part of the de- 
ferred demands, the demands 
which had been backlogged dur- 
ing the three or four years pre- 
ceding. Part of the increased 
profit was because a higher price 
level predominated. 

We are continuing to have a 
steady degree of _ inflation. 
Whether or not it will stay at 
this level we don’t know. But 
nevertheless it is affecting very 
favorably the figures in dollar: 
of sales and of profits. 


Are They Sound? 


But are they sound? Inven- 
tory profit, which was a third 
factor in making up the larger 
profit in ’47, is perhaps a transi- 
tory profit because the money 
they get from having sold in- 
ventory at a higher price has got 
to go back in to buy inventory 
at a still higher price. Some time 
there will be, they say, a loss to 
be taken on inventory. 

There are a few fancy account- 
ing inventories —first in, first 
out; last in, last out, which will 
help to stabilize inventory losses 
because they have tended to level 
out the inventory profits because 
of the fancy common theory, 
which has been challenged by 
the Internal Revenue Depart- 
ment in* certain instances, and 
which some of the courts have 
upheld, but the whole thing is 
not clarified yet. If that does 
hold, and I think it is a sound 
thing, they will have a less harsh 
decline in inventory losses when 
there is a drop in prices. Some 
drops occurred during the last 
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three or four weeks, as you well 
know. 

The fourth reason, which I 
think is rather important—was 
the low depreciation rates which 
were charged to expense. Depre- 
ciation rates have been pretty 
well stabilized by tax rulings, 
Internal Revenue Bureau ideas. 
They have been based mostly 
upon a fairly stable dollar value, 
sometimes of a declining dollar 
value, sometimes a rising dollar 
value, but not at a very fast 
rate of rising value in dollars. 


Another Argument 


A company which has been 
charging off eight per cent on 
machinery, which it bought be- 
fore the war, is using that ma- 
chinery sometimes on two or 
three shifts as compared with 
but one shift before the war. 
And there is another argument 
there as to whether or not they 
shouldn’t have a higher rate of 
depreciation because of the ac- 
celerated rate of wear and tear 
on the machinery for the two or 
three shifts. But, regardless of 
that, if they are charging off 
eight per cent, and were charg- 
ing off eight per cent before the 
war, that machine may have cost 
$50,000. But to replace that 
machine now in some lines will 
cost them twice as much, and in 
some lines three or four times 
as much. Of course, when you 
get into three or four times as 
much, the machine is not quite 
the same machine. It has a little 
gadget over here which cuts a 
few more man hours off the 
operation, and a little gadget 
over there which may effect a 
saving of 10 per cent on the 
operation. Nevertheless they 
might rather prefer at the 
present time to have their old 
machines still there. But when 
they charge that to expense at 
the eight per cent level, what 
they are doing there is selling 
a piece of that machinery to 
every customer who buys one 
of their own products. 

You boys had lunch together 
in the beautiful dining room 
out there. When you paid your 
check, you bought and paid, in 
cash, a fraction of a mill or a 
fraction of a cent for that table 
you are sitting at, that chair 
that you were sitting in, furni- 
tire and fixtures, which have 
depreciation. When they replace 
those items they find out, after 
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DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 
HDWE. MFG. CORP ° 


THE BRIDGEPORT 


Clinch that sale with a 
“Bridgeport” NON-SKID 
screw driver. It’s surer, 
safer, faster, easier Only 
“Bridgeport” screw drivers 
have the NON-SKID point 
that grips the screw slot — 
saves gouging the work. 
Ask your jobber. 


BRIDGEPORT 


CONN 








WHEN 
IT COMES TO 
HACK SAW BLADE 











a period of 10 years or 12 years 
that the payments you fellows 
and the other customers made 
into this depreciation fund is 
not enough to replace those fixed 
assets. Therefore our profit, in 
corporations, is not as large as 
the figures show. 

Now, of course, if we ever 
have a period of declining prices 
to a point where it will equal the 
1941 and prior base, then every- 
thing will wash out all right. 
But look back. Have we had a 
declining price level any time in 
the history of this country ex- 
cept for short periods of time? 
No. My great grandfather 
earned the princely sum of about 
$70 a month, and he raised, sup- 
ported and educated by the 
fashions of those days eight 
children. He lived in a nice 
house, was a respected member 
of the community. He could do 
that. Why? Because that house 





selves, I should say; I was just 
listening, really. I can’t under- 
stand them either. But the dis- 
cussion hinged upon the outlook 
of this country for the next year 
to three years with Truman win- 
ning and with Dewey winning. 
There was only one man in dis- 
agreement with the general con- 
census that we will have a 
continuing high level of prices 
by pre-war standards for years 
and years to come, basically be- 
cause the labor situation is much 
more tightly controlled and the 
manufacturing costs represented 
by labor directly and indirectly 
are a factor which is not going 
to be able to give very much. 


A Permanent Situation 


Therefore we have to realize 
that we have a permanent situa- 
tion on our price level. 

A lot of companies have had 








which today would cost. you to expand their operations to : 
$25,000 or $28,000, with a couple take care of the physical demand . 
p , ce for units of this, that or the m. 
ies of baths, you know, and all the é “ 
A well known magazine* you “ : : d : other thing. When they ex- TI 
extra plumbing, indoor toilet has 
know and read every month facilities. and things like that— panded those facilities they had th 
along with over a million ro test oe pf ngs to buy them at present day om 
other Americans, recently vt ae ee values. To be sure they then up 
asked a question of U.S. hack a Se depreciated it from that higher 
saw suppliers. Most important paid $3,500 or $3,600 for, a ee but that has made a verv 
question to us—and to you seven-room house, and no baths an difficult woe ae for ‘eens 
from the viewpoint of stock- —a nice wash tub though. ; Sanacing My | 
ing the brand your customers Since that time the prices of ” There “oe — very little nes 
want—was, ‘What blade is eggs, the prices of meats and ie : eemity shock the 
most asked for?” the prices of metals, before the ee oe ae nat 
sep sold on either the big boards o1 é 
50% OF THE REPLIES | nance of galvanizing, were all the little boards throughout the I's 
SAID STAR! | lower, but decade after decade country, or privately, during the 60 
: | We have gone through a steady _jast decade. There has not been sal 
Take advantage of Star's over- | period of inflation. a large amount of preferred try 
whelming sales leadership. I was talking last night at the stocks and not too many bonds. hav 
Take advantage of Clemson’s Union League Club in New York How have they financed it? $10 
hard-hitting advertising cam- with about a dozen economists. Either by using their own ex- hav 
paign that tells customers to They were talking among them- cess cash and government bond $3,( 
buy Star metal-cutting prod- hav 
ucts from you. Take advan- $50 
tage of Star’s profitmaking sma 
merchandising program that way 
gives you free sales aids with hav 
which to influence your cus- and 
tomers, including the 32-page thar 
booklet, ‘‘METAL CUT- som 
TING” and a new Star Wall 00 have 
Chart. 000. 
Stock the complete Star line of 
for bigger sales—bigger profits N.A.S.M.D. matt 
—a bigger list of satisfied cus- ADVISORY busi 
tomers. BOARD Cr 
*Name upon request char: 
oo phra 
CLEMSON me 
&) CLEMSON BROS., INC. — 
MIDDLETOWN, N. Y. Tha 
Makers of band and power hack saw at 
blades, frames, metal cutting band saw | EUGENE FOLEY A. J. BECKER days 
@ 4640 blades and the Clemson E-17 lawn machine. Bayonne Steel Ohio Valley Hdwe. was } 
Products Co. & Roofing Co. his } 
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‘reserves which have been built 
up over a period of years out of 
retained earnings, or by borrow- 
ing from banks on short term 
loans, or on a long term basis, 
five or 10 years. Some borrow 
from insurance companies, or 
syndicates of insurance com- 
panies, where they will get five 
or 10 insurance companies, going 
‘in for ten to $20,000,000 of 
loans, running over a period of 
10 to 25 years. 

Doing more business in dol- 
lars takes more money in inven- 
tory and also takes more money 
to carry the receivables. The 
result has been that the gilt- 
edge companies, the “blue chips,” 
which usually had cash and gov- 
ernment bonds covering three or 
four times, all of their current 
liabilities during pre-war years, 
now are down to the situation 
where they have cash and re- 
ceivables only covering the cur- 
rent liabilities. There are many, 
many instances of this condition. 
They have used a large part of 
their retained earnings, their 
excess cash, which they had set 
up in reserve items. 


Land of Small Businesses 


I have talked about large busi- 
ness just to get the background 
there. But actually this is a 
nation of small businesses. As 
I said before, we now have 2,- 
600,000 manufacturers, whole- 
salers and retailers in this coun- 
try. Eighty per cent of those 
have a net worth of less than 
$10,000. Sixty per cent of them 
have a net worth of less than 
$3,000. And about 25 per cent 
have a net worth of less than 
$500. Now, that gets pretty 
small. Or if you put it another 
way, only 20 per cent of them 
have a net worth over ‘$10,000, 
and about five per cent, or less 
than five per cent of the total 
number of business concerns 
have a net worth of over $125,- 
000. So you see it is a nation 
of small businessmen—as a 
matter of fact, of very small 
businessmen. 

Credit originally was one of 
character. J. P. Morgan’s old 
phrase was, “Let me know the 
man’s character, and if it is all 
right, I don’t care what else he 
has, I will lend him the money.” 
That stemmed from the earlier 
days when a man’s character 
was practically all he had, except 
his hands and his personality, 







Lined up for profits... 


With industrial, institutional and residential 
users alike, WITT Cans are favorites for qual- 
ity and service. All along the line .. . jobbers, 
dealers and users ... prefer WITT Cans, 
making the WITT line a real profit line. 


These great Cans are quality-made from finest 
materials. Special steel... heavily 
corrugated and reinforced, then 
hand-dipped galvanized. WITT 
Cans are a picture of strength, a 
self-portrait of the reasons for 
their popularity. 


Their quality stands behind the 
amazing guarantee: “WITT Cans 
outlast ordinary cans, three to five 
times.” Jobbers and dealers ap- 
preciate this quality, because 
WITT Cans are better made... 
to sell better. 


MASH & GARBAGE CANS— 


12%, 20, 27 and 33 gal. capacities. 








PAILS—s, 634, 8% and 10 gal. capacities. 


OILY WASTE CANS— Standard 


equipment in leading industrial plants. 
Seven sizes from 5 to 30% gal. capacity. 
Approved by Factory Mutual and Under- 
writers’ Laboratories. 


The WITT CORNICE COMPANY 
Cincinnati 14, Ohio 


“Originators of the Corrugated Can" 
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which are a part of his char- 
acter. 

The small businessman. still 
gets credit basically upon char- 
acter because he doesn’t have a 
lot of capital or a lot of capacity. 
He is an ordinary Joe. But 
capital has come in the situation, 
when you look at credit as a 
whole. The dollar amount of 
credit being granted through- 
out the country, capital is a 
factor. In certain large manufac- 
turing operations certain mass 
producers have looked at a third 
factor called capacity because 
they are interested in getting a 
mass distribution of their item 
and are willing to take chances 
on the credit risk, the credit 
losses, sometimes charging it to 
advertising, just as long as they 
can have the distribution. 


Basis of Credit 


But the ordinary credits where 
mass distribution is not a fac- 
tor, are now based upon the 
man’s character, capacity and 
his capital. 

We sometimes joke in the 
credit and financial field about 
a man néeding two failures be- 
fore he becomes a good credit 
risk. That is not really right. 


But sometimes it is often right 
that a man is a better credit 
risk after he has had a failure 
or two. I am talking about 
honest failure now, not dis- 
honest failure; those are en- 
tirely different. Many business- 
men have failed honestly once or 
twice before they have gained 
experience and the know-how of 
manufacturing, either packag- 
ing, distribution and the grant- 
ing of credit to themselves, be- 
fore they can establish a sound 
business which will operate for 
years and years to come. I know 
of a half dozen businesses whose 
men have failed two times hon- 
estly—in one case three times 
—and those half a dozen cases 
are now world leaders in their 
own fields, fields other than 
yours. 

In 1841 men were being im- 
prisoned for debt. I used to 
live in Phiadelphia and did a 
little research work once upon 
our 100th anniversary in 1941. 
And I was amazed to learn that 
as late as 1841, the year we were 
started, men were still being im- 
prisoned for non-payment of 
debt. 

The National Bankruptcy Act, 
which came in many years later, 
symbolizes the whole attitude of 





Dr. Arthur L. Faubel, who becomes Secretary-Treasurer of the American 

Hardware Manufacturers Association, beginning January 1, 1949, and his 

predecessor, Charles F. Rockwell, who will join the association's Advisory 
Board, at the time of his retirement from active association duties. 
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Americans, all of us, the attitude 
of giving a break to the under- 
dog, and a more important atti- 
tude of giving a second chance 
to every man. We have got to 
continue doing that, in my 
opinion. But there are those 
who try to take unfair advan- 
tage of those who are considered 
the underdog, who try to take 
unfair advantage of those who 
try to give a break to the fellow 
needing a second chance. And 
there we have some of the most 
unusual problems of modern 
credits. 


The Four F's of Credit 


I will brief this part. It is 
what I call the 4 F’s of credit- 
“Fast, fancy, financial finag- 
ling.” I want to plant a seed 
in your mind and that is all. 
This type of thing evolved where 
a group of men can get hold of 
a company with a net worth of 
$2,300,000, consisting of pre- 
ferred stock of around half mil- 
lion dollars, common stock and 
surplus making up the re- 
mainder. They can put $2,000 
of their own capital into this 
setup. They get no more money 
from anybody, no capital at all, 
yet they can get that company 
and own it lock, stock and barrel, 
with $2,000 invested, and still 
show a net worth of $3,000,000 
after the operation is through 
in 60 days, and no new money 
has come into it. That is fast 
and fancy financial finagling. 

Here is how it’s done: 

Take an old established com- 
pany where the founders have 
died and the heirs have gotten 
a little tired of working. It is 
a profitable company, and the 
owners are induced to sell. The 
price paid for is book value, a 
little more or a little less, de- 
pending upon what the horse 
trading is at the moment, and 
they always are paid in cash, in 
full. That is one of the prime 
requisites. 

Now, how can you pay $2,300,- 
000 in cash when you only put 
$2,000 into it? Well, there is a 
thing called income tax and with 
the liability, payable— most of 
us consider it payable March 15. 
Some of us realize we can pay 
it quarterly. And some of us 
realize that if we put up an ar- 
gument, get up some kind of a 
straw man for debate, that we 
can stall it off for sometimes 
two or three years until it is 
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Dealers agree (and sales prove it!) that the Foy Color Profit Plan has 
everything. More net profit, in dollars as well as percentage. More 
turnovers, from 3 to 5 times per year. Lower investment, a third to 
one-half — because stock is considerably reduced. Easier selling because 
' you have a wide range of easily obtained and duplicated colors. You 
can furnish practically any color in any finish, satisfying 95% of color 


demand. You never have “dead” colors to cut down your net. 


The Foy Color Profit Plan is a masterpiece of simplicity — 120 smart 
modern colors made instantly from white and six popular shades by 


using little color capsules. Same colors can be matched quickly in 


enamel, modified gloss, flat and even house paint. No measuring, 
no extra containers, no guess work, no mess, no lost time. Handle 
\ customers as fast as they come in! 
\\3 Shits: Never have paint dealers been so enthusiastic. Write us for actual 
* vw \; \ proof from dealers of greater profits with the Foy Color Profit Plan. 
4 : 


A FEW FRANCHISES NOW AVAILABLE 


for high-caliber dealers in Ohio, Indiana, Illinois, Ken- 
tucky, Tennessee, Pennsylvania, West Virginia, Alabama and 
Georgia. SEND TODAY for further details. Use conven- 
ient COUPON BELOW. 

Foy Paint Company, Dept. A 

1776 Mentor Ave., Cincinnati 12, Ohio 


Yes, I’m interested in a no-obligation explanation of the Foy Paint 
Profit Plan. Get complete details to me at once. 


NAME 

STORE 

ADDRESS _ 

© Name on request CITY re ZONE _ STATE 
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which are a part of his char- 
acter. 

The small businessman. still 
gets credit basically upon char- 
acter because he doesn’t have a 
lot of capital or a lot of capacity. 
He is an ordinary Joe. But 
capital has come in the situation, 
when you look at credit as a 
whole. The dollar amount of 
credit being granted through- 
out the country, capital is a 
factor. In certain large manufac- 
turing operations certain mass 
producers have looked at a third 
factor called capacity because 
they are interested in getting a 
mass distribution of their item 
and are willing to take chances 
on the credit risk, the credit 
losses, sometimes charging it to 
advertising, just as long as they 
can have the distribution. 


Basis of Credit 


But the ordinary credits where 
mass distribution is not a fac- 
tor, are now based upon the 
man’s character, capacity and 
his capital. 

We sometimes joke in the 
credit and financial field about 
a man needing two failures be- 
fore he becomes a good credit 
risk. That is not really right. 





But sometimes it is often right 
that a man is a better credit 
risk after he has had a failure 
or two. I am talking about 
honest failure now, not dis- 
honest failure; those are en- 
tirely different. Many business- 
men have failed honestly once or 
twice before they have gained 
experience and the know-how of 
manufacturing, either packag- 
ing, distribution and the grant- 
ing of credit to themselves, be- 
fore they can establish a sound 
business which will operate for 
years and years to come. I know 
of a half dozen businesses whose 
men have failed two times hon- 
estly—in one case three times 
—and those half a dozen cases 
are now world leaders in their 
own fields, fields other than 
yours. 

In 1841 men were being im- 
prisoned for debt. I used to 
live in Phiadelphia and did a 
little research work once upon 
our 100th anniversary in 1941. 
And I was amazed to learn that 
as late as 1841, the year we were 
started, men were still being im- 
prisoned for non-payment of 
debt. 

The National Bankruptcy Act, 
which came in many years later, 
symbolizes the whole attitude of 
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Americans, all of us, the attitude 
of giving a break to the under- 
dog, and a more important atti- 
tude of giving a second chance 
to every man. We have got to 
continue doing that, in my 
opinion. But there are those 
who try to take unfair advan- 
tage of those who are considered 
the underdog, who try to take 
unfair advantage of those who 
try to give a break to the fellow 
needing a second chance. And 
there we have some of the most 
unusual problems of modern 
credits. 


The Four F's of Credit 


I will brief this part. It is 
what I call the 4 F’s of credit 
“Fast, fancy, financial finag- 
ling.” I want to plant a seed 
in your mind and that is all. 
This type of thing evolved where 
a group of men can get hold of 
a company with a net worth of 
$2,300,000, consisting of pre- 
ferred stock of around half mil- 
lion dollars, common stock and 
surplus making up the _ re- 
mainder. They can put $2,000 
of their own capital into this 
setup. They get no more money 
from anybody, no capital at all, 
yet they can get that company 
and own it lock, stock and barrel, 
with $2,000 invested, and still 
show a net worth of $3,000,000 
after the operation is through 
in 60 days, and no new money 
has come into it. That is fast 
and fancy financial finagling. 

Here is how it’s done: 

Take an old established com- 
pany where the founders have 
died and the heirs have gotten 
a little tired of working. It is 
a profitable company, and the 
owners are induced to sell. The 
price paid for is book value, a 
little more or a little less, de- 
pending upon what the horse 
trading is at the moment, and 
they always are paid in cash, in 
full. That is one of the prime 
requisites. 

Now, how can you pay $2,300,- 
000 in cash when you only put 
$2,000 into it? Well, there is a 
thing called income tax and with 
the liability, payable— most of 
us consider it payable March 15. 
Some of us realize we can pay 
it quarterly. And some of us 
realize that if we put up an ar- 
gument, get up some kind of a 
straw man for debate, that we 
can stall it off for sometimes 
two or three years until it is 
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j=}, PAINT PROFIT PLAN 


Dealers agree (and sales prove it!) that the Foy Color Profit Plan has 
everything. More net profit, in dollars as well as percentage. More 
turnovers, from 3 to 5 times per year. Lower investment, a third to 

ay yucl) one-half — because stock is considerably reduced. Easier selling because 
2 —'= e ' you have a wide range of easily obtained and duplicated colors. You 
can furnish practically any color in any finish, satisfying 95% of color 


demand. You never have “dead” colors to cut down your net. 


The Foy Color Profit Plan is a masterpiece of simplicity — 120 smart 
modern colors made instantly from white and six popular shades by 
using little color capsules. Same colors can be matched quickly in 
enamel, modified gloss, flat and even house paint. No measuring, 
no extra containers, no guess work, no mess, no lost time. Handle 


customers as fast as they come in! 


Never have paint dealers been so enthusiastic. Write us for actual 
proof from dealers of greater profits with the Foy Color Profit Plan. 


A FEW FRANCHISES NOW AVAILABLE 


for high-caliber dealers in Ohio, Indiana, Illinois, Ken- 
tucky, Tennessee, Pennsylvania, West Virginia, Alabama and 
Georgia. SEND TODAY for further details. Use conven- 
ient COUPON BELOW. 

Foy Paint Company, Dept. 4 

1776 Mentor Ave., Cincinnati 12, Ohio 


Yes, I’m interested in a no-obligation explanation of the Foy Paint 
Profit Plan. Get complete details to me at once. 


NAME 

STORE 

ADDRESS __ 

ae ZONE _ STATE 











* Name on request 
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FOR YOUR FULL LINE OF 
INTERCHANGEABLE 


MAUREY PULLEYS 


* IT'S NEW 
x IT'S A MAUREY EXCLUSIVE 
x IT'S A PROFIT-PULLER 


I-Not Necessary to Stock 3 
Types of Bushings. 

2-One Bushing—One Price. 

3-Simplified Stock-Keeping 

4-Greater Combination of Sizes. 


For economy, MAUREY offers 
the best price in the 2-groove 
fractional H.P. Pulley line with 
the Maurey Multiple-Purpose In- 
terchangeable Bushing. (Pat. Pend.) 


All Maurey-Made Products are 
available through jobbers. See 
your local jobber. 


erner 
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decided as to how much we owe. 
We don’t forget we owe. But 
we just quibble about how much 
we owe. In the meantime those 
funds are in the business. After 
the business is acquired, those 
funds are no longer in the busi- 
ness. They are used to either 
make loans to the new officers 
to pay back loans made from 
somebody else in order to get 
the cash to have bought the 
business for $2,300,000, or the 
cash itself is used to repurchase, 
in the company’s name, the stock 
for its treasury. 


Operate on Simple Basis 


Then these old line companies 
usually operate on a very simple 
basis of buying stuff and manu- 
facturing it, fabricating it, with 
pride in their brand name, and 
then selling it through legiti- 
mate channels, and then selling 
it on credit, usually 2-10-30 
terms, or 1-10-30 terms, thus 
having a certain amount of ac- 
counts receivable upon their 
books as an asset. Usually they 
follow the old-fashioned prin- 
ciple of waiting until the 10 days 
are up and the customer will 
remit, minus discount, or 30 
days are up and the old customer 
will remit without the discount. 

But those who take the fancy 
finagling attitude think of all 
that as idle capital available. So 
they will take it over to a hock 
shop and get a million or a mil- 
lion and a quarter dollars for it, 
and act as agents for the hock 
shop until the items come in and 


are collected. So they use all the 
company’s regular cash, borrow 
all the company’s income tax re- 
serve—cash reserve, if you want 
to call it that—hock the receiv- 
ables and then place a mortgage 
upon the real estate and chattel 
mortgages upon the plant and 
equipment, if chattel mortgages 
are permitted in that particular 
state. 

So when you start figuring it 
out, it has been done for $2,000 
total, plus your brains and your 
time, and you can get a $2,300,- 
000 company making money and 
show a net worth of $3,000,000 
after it is all done. In the mean- 
time the creditors of the new 
owner’s business will find that 
payments are slow for the first 
time in the history of that 50 or 
60-year-old company. They get 
progressively slower, slower, 
from five days to 10, 20, 30, 60 
and 90 days slower. And if 
enough money doesn’t come in 
from the profits and other things 
which they hope to do, then 
within a year or two, that old 
business is in the graveyard rep- 
resenting one of our 2543 fail- 
ures for the first half of this 
year, 1948. 

There are various other kinds. 
I have a file here of about six or 
seven variations of this new 
threat to credits, and it is all 
based upon taking advantage of 
the American people’s ideas of 
fair play in giving the fellow a 
second chance. 

Now, I think the only thing 
you can do in those cases is this. 

(Continued on page 226) 


A.H.M.A. ADVISORY BOARD 





ROBERT G. THOMPSON 
The Lufkin Rule Co. 


RICHARD HARTE 
Ames 
Wyoming Co. 





H. B. WILSON 
Mathias Klein & Sons 


Baldwin 
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E. W. COOK, Vice-President in charge of Purchases 
thing Masback, Incorporated, New York 


is this. 


5) 


“Your ‘T.F.E.’ idea is a constructive nuts, and screws just as there is in pianos, 


measure toward stabilizing our fastener 
business on the higher levels of quality 
and profits. 

“Hitherto, few people have stopped to 
realize that the initial price of a fastener 
is but a small part of the cost of using it. 
When they do realize this—and realize, 
too, that there isa ‘top quality’ in bolts, 


steak, and automobiles—then it’s much 
easier to sell both users and dealers on a 
recognized QUALITY PRopucT. Which 
means more satisfied customers—more 
sales— more profits.”’ 

Follow RB&W’s advertising of T.F.E. 
in the leading magazines read by your 
customers. 





103 Years Making Strong 
the Disthibutors That Make America Shong 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 
Calif. Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanooga, 
x Oakland, Portland, Seattle. Distributors from coast to coast 

ons 


THE COMPLETE 
QUALITY LINE 
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Joint Session 


“After All, 
They're 


Your Railroads’ 


POLITICAL pressure or bankruptcy could cause 

railroads to be taken over by the government, 
says Mr. Woodruff. If they are, he believes national- 
ization of other industries would follow. Here is 
why they should remain a free business enterprise. 


By ROBERT E. WOODRUFF 
President, 
Erie Railroad Co. 


[.. this country ever 
goes in for socialism or national- 
ism, the railroads will be the 
first to be taken over; but, if you 
can keep them in private hands, 
then other industries are safe 
from nationalization. 

We had an experience with 
government control and opera- 
tion in World War I and it cost 
the taxpayers $2,000,000 a day 
for the experiment. In World 
War II, with the railroads under 
private management, they paid 
into the federal treasury $3,000,- 
000 a day in taxes. The differ- 
ence to you is $5,000,000 a day 


between government ownership 
and private ownership; the dif- 
ference to you not ‘only as tax- 
payers but primarily as freight 
shippers. 

When people think of rail- 
roads, they often think of pas- 
senger traffic. The facts are that 
last year only 11 per cent of the 
revenue of all the railroads in 
the country came from the trans- 
portation of passengers; 81 per 
cent came from transportation of 
freight; the rest, from mail, ex- 
press and miscellaneous. So it is 
the freight shippers of the coun- 
try who really pay the bill; and, 
when money is saved in the op- 


“In World War |, government control and operation cost 
-the taxpayers $2,000,000 a day. In World War II, with the 
railroads under private management, they paid into the 
federal treasury $3,000,000 a day in taxes. The difference 
to you is $5,000,000 a day between government ownership 
and private ownership; the difference to you not only as 
taxpayers but primarily as freight shippers. 

"| wonder if you realize how far the railroads have gone 
on the road to socialism in the last generation? We are per- 
haps the most highly regulated of all industries. Almost 
everything we do is subject to regulation by the |. C. C. 
Years ago it only pertained to rates; now it is finances, ser- 

vice, safety appliances and almost everything else.” 
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eration of the railroads, it is a 
saving to you in freight charges 

It is possible that the rail- 
roads might be taken over by the 
government for one of two rea- 
sons: (1) By political pressure, 
or (2) by bankruptcy. 

I wonder if you realize how 
far the railroads have gone on 
the road to socialism in the last 
generation? We are perhaps the 
most highly regulated of all in- 
dustries. Almost everything we 
do is subject to regulation by the 
Interstate Commerce Commis- 
sion. Years ago it only pertained 
to rates; now it is finances, ser- 
vice, safety appliances and al- 
most everything else. 


Different With Railroads 


With your companies, if your 
wages or material prices go up 
on Friday, you can raise your 
selling price on Monday morn- 
ing. It has happened again and 
again. But, when our wages and 
costs go up, we have to file a re- 
quest with the I.C.C. for in- 
creased freight rates and every 
shipper or other interested party 
can attend the public hearings 
and protest if he wants to. In 
the last rate case it took us one 
year to get a permanent decision. 
In the meantime we got two or 
three small, temporary increases 
but never the full amount asked 
for. 

In the railroad industry the 
customer is the boss, and it is 
the same as in your business: 
If you can’t sell your hardware, 
if the people want to use some- 
thing else, if they won’t pay the 





ROBERT W. WOODRUFF 
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SNOW TIME or MOW TIME, A ® An efficient power snow plow. 


© A deluxe power lawn mower. 






REO MEANS EXTRA SALES FOR YOU N 
\ 


® An exceptional Christmas gift 


for immediate sales. 





— 1) REO TRIMALAWN POWER LAWN MOWER 


WITH 24” SNOW PLOW ATTACHMENT 


Reo Trimalawn Is The New Sales Magnet That Brings Your 
Customers In To Buy All Year Long 


Mow Time — it’s tops in power lawn mowers with such exclusive Reo 
features as “knee action” cutting unit, “magic touch” control, 21” or 25” 
cutting width, powered by a rugged 1% h.p. 4 cycle engine. 


Snow Time — Attach the 24” snow plow attachment and the Reo 


GET YOUR SHARE OF THESE becomes an efficient power snow plow — making it a year ‘round home 
EXTRA SALES NOW accessory — with year ‘round sales appeal, 
AND ALL YEAR LONG! To make sure you get this extra business, now, Reo is laying it on the 


line with a history making Christmas promotion — spearheaded by a big, 


The Christmas shopping season is just get- full page 4-color ad in The Saturday Evening Post, plus a tie-in package 


ting started! Start selling the Reo Trimalawn 


. ” of fa lio announcements an | newspaper mats to hel » you steer 
Power Lawn Mower with 24” Snow Plow . : fesse: Ets Pat Py 
Attachment for a full measure of extra, the hundreds of Post readers in your community to your door — plus 
profitable business now. Keep selling Reo poster size reprints of the Post page ad for your windows or walls, 


! - . 
Power Mowers for easy sales all year! plus Christmas gift certificates for the Christmas tree, 


WRITE, WIRE, CALL YOUR JOBBER ... or write direct to 
REO MOTORS, INC., LAWN MOWER DIVISION, Lansing 20, Michigan 
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DURBIN-DURCO, Inc. price, your plants will shut down. We 
. . : P ing 1 
PULLING TOOLS - WIRE STRETCHERS +» ROPE HOISTS The customers Getermine the a 
success or failure of any busi- : 
New! Improved! Reinforced! Guaranteed! ness enterprise. And so it is hauls 
DROP FORGED — MALLEABLE LOAD BINDERS with the railroads. If you do not we st 
mai use the railroads, if you find way | 
re j some way of avoiding their use, can 
they, too, will shrivel. But un- throu 
derstand, there will always be like t 
railroads. They are the backbone or u 
: . F and n 
of transportation in this country a 
MODEL DF1 for 5%” to %” MODEL DF2 for 1%” to 14” MODEL DF3 for 14” to %” P f users 
caeie. Safe pulling test chain. fete ulling test chain. Safe pul ing test whether government owned or , 
,00 8. andle. 20,000 lbs. 20” handle. 24,000 pounds. 22” handle | j y , wi 
Weight each 10 Ibs. Weight each 12 Ibs. Weight each 15 Ibs. | privately owned. They will al- 
MODELS DF1, DF2 and DF3 are rugged, safe Load Binders featuring Never Spread | ways be supported, either by di- 3 
outa. An t in- i ° 
exclusive feature designed and developed by Durbin-Durco engineers, | rect payments for transportation 
CERTIFIED MALLEABLE LOAD BINDERS —5 SIZES | service or, in the other case, by The 
| the taxpayer. the co 
5 a ‘ itics compe 
Bquipped with Another way that political “e 
Drop-Forged Hooks | pressure is brought to bear on us alrpial 
| is through taxes. Just one case the sel 
: : . — "sn sonabl 
Cant =) in point. An Act, passed by Con 
| gress to cover retirement pen- a good 
| sions for employees, taxes rail- paid | 
ee sand ge Wt. Each | roads 5% per cent for all em- money, 
antee safe performance at their MIDGET No. 1—1 Swivel... 4” chain. .......24% lbs. , < > 
——— pulling tests. — a a a No. 1—2 Suivels. Sgn or 4" chain.... 4 Ibs. ployees on the pay roll up to $300 uted by 
lefect develop in any part, that JIXIE No. 1—2 Swivels. .1%" or 44” chain... .10 lbs. os — 3 ¢ arv i ej 
part will be replaced without LONE STAR 1—2 Swivels— ie Veh or 64" chain.14 Ibe. ° month the first of January - : Ne “ 
charge upon its return to us. LONE STAR 2—2 Swivels. .1%", 14” or 5%” chain‘17 lbs. | will be up 6 per cent—as against jection 
| 1 per cent which you pay for So- the nat 
] DURBIN No. 88 EXTRA HEAVY DUTY cial Security. And, incidentally, Great | 
COMBINATION WIRE STRETCHER our competitors, the trucklines, rivers; 
AND ROPE HOIST airlines and waterways, pay only buildin 
ys, pay 
Patent Pending 1 : : t stand 
A. Extra large reinforced Hoist Hook designed to per cent. stand ¢ 
withstand breaking point of sisal or manila rope. barge ( 
B. Positive action wire grip takes up to 8 gauge 
wire, barbed or smooth. Railroads Hit First costs tk 
C. Easy action, all steel swivel. $15 000 
D. Heavy steel side plates have inside flanges to keep . . . 9%, 
p, fope on pulleys. The first Hours-of-Service Act efit of 
~. Tempered steel roller bearings around 1%” axle. } “SF —_ or _ , 
F. Positive action locking device designed for easy in this country was impose d on transpo 
action. > prailrne : Y > ate " Yat s 
G. Heavy steel center plate, separates pulleys, sup- the railroads. Some state legis cheaper 
ports center axle and distributes load. Wt. Doz. latures have encouraged ‘feath- The big 
No. 88—-4 Pulleys, Roller Bearings, 44” Rope, 104 Ibs. | erbedding” by passing so-called ried is 
9 DURBIN STEEL CONSTRUCTION | “full crew laws” which make it think t 
: 4-PULLEY WIRE STRETCHER | necessary to employ men that cheaper 
Wt. Doz. | are not needed in the operation canal th 
No. 3—3 Pulleys, plain bearings, *%” rope. . .35 lbs. . ce ae ‘ s 
No. 33—3 Pulleys, roller bearings, %" rope... 38 Ibe. of trains. Two states have en- been re] 
o. 4—4 Pulleys, plain bearings, *%%” rope 39 lbs. arta ~~ imi ie fae > - 
No. 44—4 Pulleys, roller bearings, %%” rope 43 lbs. acted train limit bills fou the cost is t 
All Wire Stretchers have swivels. sake of making work for railroad 
3 ROLLER BEARING ROPE HOISTS | men which adds to our cost of 
le Steel Construction operat 10n. A.H. 
Ship. That brings us to the question 
Jo. Size Cap. Wt. Constructi ; : . . B 
—ae-- ame nacaaitiiagan of subsidy. I think you appreci- Cc 
12. 4%” 4000 6l1bs. Drop Frgd. Hook ate that railroads pay their own 
1: %% 2000 2% lbs. Malleable Hook way. They own and maintain 
Both sizes shipped with or without rope. heir i . a ee iia 
eir OW rights-of-way; pay 
Rope Hoists can also be used with No. WW-202 t " — tt ; 
Steel Fence Clamp. taxes on them; pay for every- 
4 DURBIN No. 66 LEVER ACTION thing they buy. On the other 
*DOUBLE RATCHET FENCE STRETCHER hand, (¢ ongress appropriates vast 
Pulling Capacity 5000 Lbs. sums of money for good roads 
Complete with lever and 84 ft. of 56” P en « es ks are 
1: LE ed ao ee on. Wt. 28 Ibs. | for trucks and buse S. Truck 
<a E Furnished with No. WW-202 50-inch Steel | a great factor in wearing out 
Sizes Y."tol” = Fence Clamp and 84-ft. chain........Wt. 58 lbs. . . 
the highways. It is only due to 
WIRE GRIPS OR COME-ALONGS—All sizes take up to o3 or 
5 8 gauge wire. The greater the tension, the tighter trucks that 12-in. concrete ant 
— wide rodds are necessary. There 
Immediate delivery from stock on all ucts. Catalog pages rai iia Sil 
FARM SLIP HOOKS and electrotypes Furnished without charge upon request. | have eer sage ct - ase i re 
Sizes 4%” to 1” cently where trucks have been 
WRITE FOR CATALOG antl . = 
Malleable or Drop-forged overloaded, some as high as 29 
| tons. This construction and re- 
ildi is ¢ one with the tax- 
DURBIN-DURCO., Inc. Bettbenias 
. | payers’ money, and railroads, 4s 
Specialists in Pulling Tools * Wire Stretchers * Rope Hoists | large taxpayers, pay a consider- 
6611 OLIVE ST. ROAD ST. LOUIS 5, MO. | able part of this cost. 
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We cannot object to the truck- 
ing industry. Trucks perform a 
much more efficient job for short 
hauls than can a railroad. But 
we are not sure there is not some 
way that the burden of expense 
can be equalized. Perhaps 
through routes should be built, 
like the Pennsylvania Turnpike, 
and the expense of construction 
and maintenance be paid by the 
users. 


Railroads vs Airlines 


The airlines are important to 
the country. Railroads can never 
compete with the speed of the 
airplanes. There is a need for 
the service, but I think it is rea- 
sonable that we should object to 
a good part of the expense being 
paid for with the taxpayers’ 
money, part of which is contrib- 
uted by the railroads. 

Neither can we have any ob- 
jection to the improvement of 
the natural waterways, like the 
Great Lakes and the huge inland 
rivers; but, when it comes to 
building canals, they should 
stand on their own feet. The 
barge canal in New York State 
costs the taxpayers of that state 
$15,000,000 per year for the ben- 
efit of a few industries. Water 
transportation by that route is 
cheaper than rail transportation. 
The biggest item of freight car- 
ried is gasoline. You would 
think that gasoline would be 
cheaper along the line of the 
canal than elsewhere but I have 
been reliably informed that the 
cost is the same at Syracuse, lo- 


A.H.M.A. ADVISORY 
BOARD MEMBER 





P. B. NOYES 
Oneida, Ltd. 
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STEEL WOOL PRODUCTS 


Millions of miles of long, strong strands of precision cut steel wool roll 
out of our factory every year. These are made into Sun Ray Products, 
a few of which are shown here. These products are uniform, efficient 
and high quality. They are the choice of fine craftsmen and good house- 
keepers everywhere. 


Sun Ray Layer Built Pads are 
so constructed that every square 
inch can be used, When one surface has 
been used, fold back the layer and you've got 
a fresh new surface, again and again. 












An unsurpassed line of Sun Ray Steel Wool makes it easy 
to pick the right grade—from superfine to extra coarse. 
But whatever grade is chosen there is only one quality— 
the highest. 


Sun Ray Woolers are standard accessories 
for disc type floor machines which keep 
floors clean, beautiful and safe in many 
thousands of buildings. The exclusive 
radial strands work faster—and better. - 








_Jex steel-fibre cleaning and scour- 
ing pads are known to millions as 
speedy, handy kitchen servants. 
They are so economical they 
can be “used a day and then 
thrown away.” 





Products. 
CITY AND STATE ———E 


! a cae ee ce cee es es ee ee ems ee eS ce ee ee es oe es —_ a 
MAI L | The Williams Company, London, Ohio 
TO DAY! | Please send me, without any obligation, complete infor- 
| mation on Sun Ray Steel Wool Products. 
| 
Fill out and mail in this | NAME — 
coupon for complete in- | 
formation on Sun Ray | COMPANY ts 
| 
I 
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cated on the canal, as it is at 
Binghamton in the southern part 
of the state. So the taxpayers 
pay the bill but get no benefit. 

I am afraid that many politi- 
cians and some other people look 
upon the Federal government as 
a Santa Claus and try to get all 
they can for nothing. Remember 
that we are now paying 29 per 
cent of our national income to 
the government. It is too great 
a price to pay for what we get. 
We all want our taxes lowered 
or more payments made on our 
permanent debt. The only way it 
can be done is by reducing ex- 
penses, and, subsidies, which the 
Federal government is paying 
out in various ways, is a fruitful 
source to begin with. 


Can Save Millions 


Millions of dollars can _ be 
saved each year by restoring free 
market conditions to this coun- 
try, and I think we should do 
everything we can to discontinue 
unneeded subsidies. 

Some of you say, “What are 
you kicking about; didn’t the 
railroads get help during the 
early days through land grants?” 
True, the railroads in the West 
were given many acres of unde- 
veloped land by Lhe Federal gov- 
ernment to encourage the build- 
ing of railroads across_ the 
plains; but please note this was 
not a gift. In return, the rail- 
roads made a contract with the 
Federal government to handle 
government freight at half price 
and up to the time the Land 
Grant Act was repealed two 


years ago the Federal govern- 
ment had received 10 times the 
value of the land given to the 
railroads in the beginning. That 
was not a subsidy; that was a 
good bargain. 

Someone else might say, 
“Didn’t the railroads get huge 
sums of money from the govern- 
ment through the RFC? Why 
do you object to paying sums of 
money for other forms of trans- 
portation?” Here’s the differ- 
ence. When they build good 
roads, airports or canals, they 
are outright gifts. The money 
given to the railroads by the 
RFC was all in the form of loans 
With good security to back them 
up. The money has largely been 
paid back and, up to two years 
ago, the RFC had made a profit 
of about $13,000,000 on railroad 
loans. In addition, please re- 
member that the raliroads paid 
4 per cent or more for their 
loans and the government ob- 
tained this money from the peo- 
ple for something less than 2 per 
cent, indicating, further consid- 
erable profits on every dollar 
they loaned to the railroads. 


In the Same Position 


It all comes down to this: We 
think we have a right to object 
to our competitors being subsi- 
dized. What would you think if 
the government took one of the 
factories they built during the 
war and gave it outright to one 
of your competitors to use, with- 
out payment of interest, without 
payment of rent, and, in addi- 
tion, maintained it free of 
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L. M. STRATTON, SR. 
Stratton-Warren 
Hdwe. Co. 


SHANNON CRANDALL 
California Hdwe. Co. 


MARK LYONS, SR. 
McGowin-Lyons Hdwe. 
& Supply Co. 





charge? You would say, “Thi 
is a terrible injustice,” and you 
would immediately start to do 
something about it. We are in 
the same position. We pay our 
own way and contribute to the 
support of government and the 
government helps our competi- 
tors. When I say government, | 
mean the taxpayer, because there 
is only one place the government 
gets its money and that is from 
the taxpayer. 


A Serious Problem 


It must be confessed that this 
is a serious problem. Each form 
of transportation has its place 
and each can do some particular 
job better than another. There 
are over 50 agencies of the Fed- 
eral government that deal with 
transportation problems. Our ex- 
isting laws are very contradic- 
tory and voluminous. 

Congress is considering pass- 
ing a new Transportation Law. 
They have sent out an inquiry 
and, as a result of the replies, 
they have put the proposition up 
to the Transportation Associa- 
tion of America to try and sug- 
gest a workable transportat‘on 
law. This association is devoted 
to private enterprise in all forms 
of transportation. It is 80 per 
cent shipper dominated and 
financed but, on the board, in ad- 
dition to shippers and financial 
people, are railroad men and rep- 
resentatives of the air, trutk and 
water industries. They have pan- 
els of users, economists, lawyers, 
railroad men, truckers, air men 
and water men. They are trying 
to develop a national system of 
free enterprise for transporta- 
tion that will work. 

As I said previously, one way 
in which the railroads might go 
under government domination is 
through bankruptcy. The rail- 
road industry for years has not 
earned an adequate return. Last 
year it was 3.4 per cent; this 
year it promises to be about 4% 
per cent. The Supreme Court 
has held many times that 6% 
per cent or more is fair for pub- 
lic utilities that have to expand 
and modernize. Most public utili- 
ties, like electric light companies, 
gas companies and_ telephone 
companies, are permitted to earn 
that much. We think we should 
have at least 6 per cent. We are 
not making it; yet we are han- 
dling a huge volume of traffic. 

One hundred years ago it cost 


HARDWARE AGE, NOVEMBER 4, 1948 





HARDWA 





This 
you 
» do 
e in 
our 
. the 
the 
peti- 
nt, | 
here 
ment 
from 


this 
form 
place 
cular 
“here 
Fed- 
with 
ir ex- 
‘adic- 


pass- 
Law. 
quiry 
plies, 
on up 
socia- 

sug- 
atoon 
voted 
‘orms 
0 per 

and 
in ad- 
ancial 
d rep- 
k and 
> pan- 
vyers, 
- men 
rying 
em of 
porta- 


e way 
tht go 
ion is 
. rail- 
as not 
_ Last 
: this 
ut 414 
Court 
it 6% 
r pub- 
xpand 
e utili- 
yanies, 
phone 
o earn 
should 
Ne are 
e han- 
ffic. 

it cost 


, 1948 





Of 
CHAIN SALES.. 


Dealers who handle the McKay line gain the 
reputation among chain users of being the supply 
source for chain for every purpose. 

And that’s good . . . because this reputation means 
you’ve provided your customers with exactly the 
chain they needed . . . and satisfied customers are 
profitable business builders—not only for chain, 


but for the other lines you carry as well! 


So take a tip from the men who are profiting by 
selling the McKay line; stock up now on the McKay 
Chain you need to service your customers in the 
home, shop, farm and factory fields. For full details 
on the many types and sizes of McKay Chain avail- 
able—see your nearest McKay jobber or repre- 


sentative. Write us for his name and address. 





For more information — 
SEE YOUR JOBBER OR WRITE DIRECT 







CHAINS = 

for Every Use Uf Ps COM PANY 
from ONE Central At, 7 PANS ey APAll 

+ a BAN | //) PITTSBURGH 22, PA 





. COMMERCIAL CHAINS .. 


440 McKAY BUILDING 


. TIRE CHAINS 


PITTSBURGH 22, PA. 
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Snap-on 
WEANERS 
FOR 


CALVES - YEARLINGS 





@ HARMLESS 
@ EFFECTIVE 


Kees snap-on weaners work easily 
and effectively; yet are com- 
pletely safe to use. Round-end 
clips prevent injury to animal's 
nose. Con be worn with prongs 
pointed toward mouth or awoy 
from mouth—or bent down if 
not needed. Made entirely from 
stamped, galvanized steel — 
nothing to break. Will not rust. 


No tools needed . . . just snap 
on. Rounded nose clips snap in 
place in an instant, and cannot 
slip off 
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BEATRICE 


@ KEYSTONE Alclad Aluminum Screen 
Cloth can be sold by you with confidence. 
Will not stain or discolor woodwork or 
masonry. Red rust is eliminated, appear- 
ance improved... light, strong, durable 
and pleasing to the eye. 

@ KEYSTONE Bronze Cloth—both 
Bright and Antique finish, woven from 
highest quality commercial bronze wire of 
90/10 analysis. Combines beauty, hard- 
ness, strength and resistance to atmos- 
pheric conditions. 


@ KEYSTONE Galvanized Steel Wire 











Write for free Cloth, made of specially selected analysis 
catalog and es- copper bearing steel, gives strength and 
timating tables rust resistant qualities. (Due to present 

today. critical steel situation, this type of cloth is 


woven only in limited quantities. 


Keystone Wire Cloth Co., Hanover, Pa. 
DIVISION OF 


SENECA WIRE & MFG. COMPANY 


FOSTORIA, OHIO 
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FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer 
on all rope requirements. 
Whether the need is purely 
for rugged strength or one 
that calls for whip flexi- 
bility, your Dealer is ever 
ready to guide you. For 
one hundred and _forty- 
four years Fitler has sup- 
plied industry with de- 
pendable rope that is 
designed to fit the job. 








Look for the Blue and Yellow registered trade 
mark in all Fitler Brand Pure Manila Rope 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 
Manufacturers of Quality Rope Since 1804 
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ADVANCE PvmpPp COMPANY 








BERKELEY, CALIFORNIA e HAMILTON, OHIO 
“Pioneers of the world’s standard Hydro-ejector type pump”’ 





HARDWARE AGE, NOVEMBER 4, 1948 





a ab eb on as oe ee 


fr; ss 2 5S fos Ss we Se, 


s w= OU 


HA 


9 cents to ship a ton of first-class 
freight one mile by railroad; 6 
cents a ton per mile for second- | 
class freight. In 1921 the aver- | 
> E. age cost of all commodities was | 
1.27 cents per ton mile. This | 
gradually decreased until it was 
| about .9 cents at the beginning 
/ of and during World War II. | 
Last year, 1947, the average | 
cost was 1.07 cents. Recent rate | 
increases have brought this up 
until it is now about 1 1/3 cents, 
just about the same as the rate | 
of 27 years ago in spite of all the | 
increases in costs of labor and 
material since that time. The | 
recent request for a 13 per cent 
increase will result in compara- 
tively little increase over the 
1921 rates. 

How important is this to your 
industry? A recent analysis was 
made of the cost of transporta- 
tion entering into your business. 
Transportation costs go into the 
making of iron and steel, trans- 
porting it to a hardware factory, 
C0 e then transporting it to the ulti- 
mate consumer. In the case of a 
single item of tool hardware, 
04 namely a hammer, transporta- 





Prominently displayed on your 








tion costs are approximately 1 
per cent of the retail purchase 
price. In the case of builders’ 
hardware, as for example a 
hinge, it is 5.2 per cent. 

In this country today we have 
the lowest freight rates of any 
country in the world, coupled 
with the best service; and at the 
same time railroad wages are the 
highest of any country in the 
world. 

(Continued on page 244) 
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LEE J. HAINES 
E. E. Souther Iron Co. 











counters or shelves, the attractive HOL- 
TITE package will ring up steady repeat 


*sales. Rugged, precision-made HOLTITE 


fastenings in sturdy, colorful packages with 
shelf-legible labels that contain complete 
at-a-glance information of contents . . . 
color-coded for quick identification and 
time-saving inventory taking. Your distri- 
butor stocks this quality line of engineered 
fastenings—a dependable source for over 
42 years. 


HOLTITE-Phillios 





The colorful HOLTITE-Phillips Household Kit X2 
sells on sight! Contains assortment of 22 dozen flat 
head steel wood screws, most commonly used 
lengths in diameters from No. 5 to No. 12—with 
2 Phillips drivers, Nos. 2A and 3A. 





h m 
New Bedford. 


© Mass..USA 
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Can Repackaging 
Cut Labor Costs? 


JI PYEFINITELY,” says Cleveland wholesaler, who 

claims there is no easier way to reduce cost 
of distribution, ali down the line to ultimate con- 
sumer, than by packaging hardware items in quan- 
tities that are most convenient to wholesalers and 


dealers. 


By SPENCER E. CRAM 


W. Bingham Company 
Cleveland, Ohio 


* is a subject 


which has apparently been dis- 
cussed since ithe founding of 
the association. Which makes it 
all the more surprising that so 
little has actually been done 
about it. Some slight effort has 
been made on a minimum num- 
ber of items to confine sales to 
full shipping cases only; here 
and there an individual manu- 
facturer has renovized his pack- 
ing schedules with this in mind. 
By and large, however, there 
has been no progress made at 
all on a large scale over a maxi- 
mum number of products. 

Labor costs are the largest 
of our industry’s overhead ex- 
pense items and it is academic 
to say that in this respect full 
shipping cases can be handled 
more efficiently and economical- 
ly than broken case quantities. 
In our operation, broken case 
quantities require the alloca- 
tion of bin space, a stockman 
in charge, an_ order-filling 
clerk, a checker, a packer, and 
the cost of the packing mate- 
rials. Full case quantities re- 
quire one stockman only. 

Two things in particular have 
stood in the way of the whole- 
saler’s ability to capitalize on 
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full shipping cases. First, the 
manufacturer is primarily con- 
cerned with packing and ship- 
ping his own product in the 
manner best suited to his own 
internal operating needs. Sec- 
ond, the wholesaler’s buyers 
have too little knowledge of 
their own company’s operating 
methods to comprehend the sav- 
ings that can be realized 
through their buying merchan- 
dise in case quantities that can 
be resold without having to be 
repacked. These two factors are 
the largest stumbling blocks :— 
The manufacturer who does 
not follow his product down the 
line to the consumer through 
the wholesaler and the retailer 
with a practical understanding 
of the part he can contribute 
toward lowering the cost of dis- 
tribution by properly packaging 





SPENCER CRAM 


h_s goods; and, the wholesaler’s 
buyer, who through too little 
comprehensive knowledge of his 
own company’s overall opera- 
tions fails to impress his manu- 
facturing sources with the prop- 
er quantities per shipping case 
to do the job. 

Nevertheless, the wholesaler’s 
buyer is the man who should 
do the job. The manufacturer 
has his own problems, and his 
attitude toward the ultimate 
consumer is rightly salesminded 
with emphasis on eye appealing 
shelf type cartons or display 
cases. Distribution of these 
products is our business and 
they should be bought with our 
own and our customers’ prob- 
lems in mind. 

The ideal full shipping case 
quantity has to be engineered 
to meet the average hardware 
dealer’s requirements. Quanti- 
ties can easily be made too 
small so that your warehouse 
is handling two or more cartons 
instead of one; they can also 
be made too large so that too 
small a proportion of your busi- 


"Two things in particular have stood in the way of the 
wholesaler's ability to capitalize on full shipping cases. First, 
the manufacturer is primarily concerned with packing and 
shipping his own product in the manner best suited to his 


own internal operating needs. 


Second, the wholesaler's 


buyers have too little knowledge of their own company’s 

operating methods to comprehend the savings that can be 

realized through their buying merchandise in case quanti- 
ties that can be resold without having to be repacked.” 
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we ARE URGING 30 Million People 


to Give 4a Tools 
this Christmas... 
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S1- souTH CHICA dollar sales, larger profits, and repeat business on related items for years to come. 
ro Fe iinet Everything you need to get your share of this extra Christmas business is yours for the 
wan ae Timber asking. Personal “how to do it” assistance from a Mall Representative, window 
streamers to tie your store with the color Page appearing in the Post, November 27th, 
and Collier's, November 13th, as well as black and white space in December Country 
Gentleman, preprints of this advertising for your windows, door, counters, window and 
counter displays, circulars, booklets, plus live inquiries from this Christmas campaign. 
Preferred Don't wait a minute longer. Write at once while this money-making opportunity is 
fresh in your mind and help yourself to a bonus in profits. 
y aster y Py 
Craftsmen Portable Power Tool Division 
MALL TOOL COMPANY 77°%52u' Stiseze, Avenue 
Chicago 19, Ilinois 
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ress is going out in full ship- 
ping cases. Having arrived at 
the ideal quantity, compromises 
will have to be made with the 
manufacturer so that he can 
keep the number of carton sizes 
required to a practical mini- 
mum. Nor should over-enthusi- 
asm produce a carton so small 
that it might get lost in ship- 
ment. 


it Can Be Done 


However, it can be done. And 
having been done it should 
(wherever possible), be coupled 
with a two-price system, reflect- 
ing the saving in your handling 
expense with a lower price to 
the retailer and _ incidentally 
promoting the full case idea 
among your customers and your 
salesmen. 

Your customers will like it— 
it gives them a better price on 
u quantity they can afford to 
buy that is factory packed and 
not shelf-worn or handled. 
Your salesman will like it—it 
gives him a bigger unit sale 
and a larger proportion of his 
customers’ business than he 
might have otherwise. Your 
warehouse help will like it—it 
gives them more easily handled 
lighter cartons to work with. 
You ought to like it, if you. real- 


ize the benefits to be derived in 
lowered costs and increased 
business. And last but not least, 
the manufacturer who works 
out such a program with you 
will like it, for it gives him a 
selling advantage over his com- 
petitors—even when he has to 
reeducate his accounts for their 
own good. 

A few practical examples of 
merchandise now available 
might be in order. 

Many of you have seen bar- 
rels of '-in. galvanized 90 deg. 
elbows containing 2,400 pieces, 
or burlap bags containing 1,250 
pieces come in to your ware- 
houses. These are usually dump- 
ed out on the floor and shoveled 
up into bins and counted out 
again, 25, 50, or 100 pieces, into 
paper bags and repacked by a 
packer with packing materials 
that cost you a lot of money. 
Today you can buy %-in. el- 
bows in shipping cartons con- 
taining 50 pieces; %4-in. T’s in 
shipping cartons containing 25 
pieces; l-in. street elbows, 20 
pieces; 114-in. 45-deg. elbows, 
8 pieces, and 2 x 1%-in. reduc- 
ing elbows, 6 pieces. 


Not Unreasonable 


Those quantities are not un- 
reasonable for any hardware 





Two new presidents, John H. Mize, Blish, Mize & Silliman Hardware Co., 
N.W.H.A. president-elect and H. F. Seymour, Columbian Vise & Mfg. Co., the 
newly elected president of A.H.M.A., following their elections. 
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dealer, and all you have to do 
is slap a label on the carton 
and ship it. Furthermore, it will 
cost you no more to buy pipe 
fittings in cartons than it costs 
you to buy in barrels or bags. 


Much Easier 


Most of you have seen a case 
of 1% by 3 in. carriage bolts con- 
taining 1000 pieces with a gross 
weight of 263 lbs. That is a lot 
of weight to stack two high by 
hand, or to put on a four-wheel 
truck or even to open and put 
the small packages into bin 
stock. Today you can buy 100 
pieces in a steel strapped tele- 
scope carton with a gross 
weight of 26 lbs. Much easier: 
—on your car unloaders, stock- 
men and shipping room men 
who can do their job in less 
time and like it better; more 
acceptable by your customer, 
who dislikes having a 200, 300 
or 400-lb. case set down on his 
front sidewalk; and definitely 
less expensive to handle in and 
out of your warehouse. 

Our sales of bolts in these 
small cartons, comprising about 
200 of the volume items, or 
about one-third of the total 
range of stock sizes, have been 
running at about 20 percent of 
our total sales. That means a 
considerable tonnage of bolts 
every month that don’t have to 
be taken out of broken case 
stock and repacked. 

We watched nail hammers 
come in in cases of four dozen 
for a long time. We’d open the 
cases, take out the shelf cartons 
of 1%4-dozen and fill our orders 
out of bin stock. Then somebody 
noticed that the 14-dozen were 
in a nice telescope type carton 
marked with the box maker’s 
certificate. Now the manufac- 
turer seals the carton of 1%- 
dozen so that we can put a ship- 
ping label on it and ship it as is. 
Forty-eight hammers of one 
size and kind is a lot of ham- 
mers for most dealers, but four 
hammers is a pushover. 

Some of vou carry electric 
porcelain tubes in barrels of 
4.500 pieces. They’re hard to 
earry in bin stock, the breakage 
is terrific and the repackine ex- 
pensive. These can be bought in 
shipping cartons of 100 pieces 
with similar savings. 

The list of items to which this 
program can be applied is con- 
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OUR SALES CURVE... 
SELL SCREENS WITH A REPUTATION 












































































































































































































































ROEBLING IS THE BEST KNOWN NAME IN WIRE, and that means your 
customers have full confidence in Roebling screen cloth. From Insect Screen 
Cloth and Panel Cloth to Standard Hardware Cloth, Wire Lath and Heavy 
Galvanized Commercial Steel Cloth, you'll find the Roebling line a natural for 
boosting sales and good will. 




































































































































































: + 
Assured leader among the profitable Roebling choice of wire cloth is Bronze 
Insect Screen Cloth. It’s unbeatable for strength and long life. You can offer it 
| i 
in both Bright and Antique finishes, and your hardware jobber is ready to back “| 
you up with on-the-dot deliveries. | 
ed Sell the Roebling line of screen cloth ... the most reliable and economical in ~~ 
7 service that’s made today. There's the right type and size of wire, the right mesh 
for every requirement. Get full information from your jobber. 
——f— 
JOHN A. ROEBLING’S SONS COMPANY Lt 
TRENTON 2, NEW JERSEY Sau Ba 
Branches and Warehouses in Principal Cities —s 
Tr ae = 
i eas 
Sree eeee ee 
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* WIRE ROPE AND STRAND *& FITTINGS *® SLINGS 
* SUSPENSION BRIDGES AND CABLES *% AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS * AERIAL WIRE 


ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD. ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND A CENTURY OF CONFIDENCE 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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HEAVY GAUGE STEEL 


HAMMERED SILVER-GRAY FINISH 


The heme are /made w with flat key locks 


or with combination locks, operated on 
a 3 digit combination. Individually 
boxed, and packed 12 of a style in a 
shipping carton. 


Styles Without Interior Tray 
No. 923, Key lock List price > 30 
No. 923CL, Combination lock 3.10 


Styles With 6 Compartment 
interior Tray 
No. 1923, Key lock 
No. 1923CL, Combination lock.......... 
(Priced Slightly Higher West of the Rockies) 


i Export Representatives ’ 
1 FRAZAR & CO., 50 CHURCH STREET, ; 
‘ NEW YORK 7, N. Y. { 
, Cable Address ‘‘FRAZAR’’ New York J 


cil CAN COMPANY 


ef a Ley Veto) 


2415 West 19th Street 
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stantly growing. Some of them 
won’t cost you a cent extra in 
small shipping cartons; on 
other you will have to pay for 
the cartoning but it will be 
worth it on items that you sell 
in sufficient volume. Any fac- 
tory can pack on a production 
line basis cheaper than you can 
on a single order basis. 

Some manufacturers find it 
hard to see the light, having 
packed their products the same 
way for decades and offer but 
little cooperation even when 
any additional expense involved 
will be paid for. Those of us 
who are actively working on 
this program will welcome any 
additional voices clamoring for 
the same thing we are. 

Light bulbs are one thing in 
particular that should be pack- 
ed in shipping case quantities 
to fit the average sale. Fifteen 
to 100-watt lamps are 120 to a 
case; they should be 48. One 
hundred and fifty, 200 and 300- 
watt medium base lamps are 60 
to a case; they should be 12. 
Three hundred and 500-watt 
Mogul base lamps are 24 to a 
case; they should be 6. 

Enamelware and aluminum 
cooking utensils are two items 
on which some progress has 
been made, but not enough. 
Most small hand tools are yet 
to be properly packed and build- 
ers’ hardware deserves more 
attention than it has been given. 

To the best of my knowledge, 
only one manufacturer is ship- 
ping pipe fittings in cartons; 
only one manufacturer is ship- 


RETIRING N.A.S.M.D. 
EXECUTIVE COMMITTEE 


WILLIAM A. VERNIER 
Superior Safety 
Furnace Pipe Co. 


ping bolts in small cartons; 
only one manufacturer is con- 
sistently shipping hammers, 
hatchets and other small tools 
in 'g and 1/6-dozen shipping 
cases. Let’s have some coopera- 
tion:—If enough of any one 
manufacturer’s customers tell 
him to do something about it, 
he will. 

Aside from the obvious fac- 
tors in favor of designing ship- 
ping case quantities to fit the 
retailers’ requirements you will 
be pleasantly surprised to find 
your sales increasing on those 
items that you can stock in this 
way. Whether because of dealer 
preference, or other reasons, 
you will handle a greater vol- 
ume at a lesser cost. 


A.H.M.A. ADVISORY BOARD 


A. E. ALVERSON 
Greenlee Tool Co. 


D. A. MERRIMAN 
American Steel & 


JOSEPH E. STONE 
The Stanley Works 


Wire Co. 


HARDWARE AGE, NOVEMBER 4, 


1948 











irtons; 

S con- 

imers, 

l tools 

ipping 

opera- “ot 

y one cc ESSORIES 
s tell ey ' 

ut it, AND CLEAR 


: te ’ ¥  F:0R 
ship- 

t the 

1 will 
» find 
those 

this 
ealer 
sons, 

vol- 


Most widely advertised 
and sold! Handee is the originol 
tool of its type and it's today's finest. 
Acclaimed the world over for its remark- 
able speed, power and long life, 
Handee is the choice of mechanics, 
repairmen, home craftsmen. 
Grinds, drills, saws, engraves, 
carves, etc. on any material 
, — wood, plastic, metal, 
glass, etc. 25,000 
r.p.m. AC or DC. 
HANDEE IS THE MOST 


COMPREHENSIVE AND 
PROFITABLE LINE! 








HANDEE \ .33?'use 





today than 
bined 


ES in use 
More HANDE 
all other types att 





Equipment We Are Using in 
Duplicating Orders and Invoices 


A PHOTOGRAPHIC printer saves the Pritzlaff 
Hdwe. Co. from $1,000 to $1,200 a month 
because it cuts down time and errors in filling 
orders and in invoicing. Mr. Pritzlaff explains how 


it operates. 


By EDWARD F. PRITZLAFF 


John Pritzlaff Hdwe. Co., 
Milwaukee, Wis. 


N.W.H.A. Session 





EDWARD F. PRITZLAFF 


I. order to speed up, 
reduce the number of errors in 
copying and to cut expenses in 
some of the paper work we are 
forced to do, we _ investigated 
photographic machines and 
found one that provides many of 
the answers. 

Due to the fact that we have 
many warehouses—some com- 
pletely detached from the main 
group—we have been making 
copies of the original order to 
send to the various warehouses 
and departments for filling. We 
had been using duplicating ma- 
chines to make these copies. 
However, if merchandise was lo- 
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cated in all 14 departments the 
last copies were very often il- 
legible. A photograph of the 
original is better. 

Also, after the order was 
filled, the substitutions and 
line-offs made, priced and fig- 
ured, we used approximately 14 
billing machines and_ electric 
typewriters to invoice the order. 
Many mistakes occurred in this 
copying and, of course, billers 
and typists are scarce in Mil- 
waukee. 

We bought a_ photographic 
machine which costs approxi- 
mately $4,000.00. The machine 
—electrically operated —is ap- 
proximately 5 ft. by 4 ft. by 6 


ft. high. With it we make copies 
of the orders for our merchan- 
dise departments, invoice the 
order in as many copies as neces- 
sary, and make copies of the in- 
voice for our bookkeeping and 
analysis departments. 


The First Problem 


Our first problem was to pro- 
duce an order form and after 
much help from competitors and 
others we arrived at one that 
proves satisfactory. I have 
copies of it here. 

This order form is printed 
on good tracing paper. To give 
best results a very opaque ink 
or pencil should be used to stop 
the light and produce a good 
copy on the sensitized paper. 
After much experimenting we 
have settled on a Parker 51 pen 
and Parker 51 chrome green ink. 
With these one does not need a 
carbon backing to stop the light. 
Mail orders are typed on the 
order form with a _ special in- 
tense black ribbon. 

The machine is automatic, safe 
and continuous in operation. 
After filling the developer tank 
each morning, using two pack- 
ages of developer at 60 cents 
per package, throwing on the 
switch and allowing the machine 
to warm up, you feed in the 
original form and_= sensitized 
contact printing paper. The or- 
iginal returns to the operator 
and the copy is gathered in a 
hopper at the rear of the ma- 
chine. 

No skilled operators are re- 
quired. During a regular work- 
ing day we use a crew of four 
girls, two to feed the four banks 
of the machine, one girl to pre- 
pare the warehouse copies and 
one to gather the finished copies 
We have a crew of three girls 
who arrive at 5:00 p.m. and 
work till 7:00 or 8:00 p.m. 

During the day, the minimum 
speed of the machine is 24 sheets 
per minute. At night, due to 
better voltage, it is 32 to 40 
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making money—and saving time 
The cuistomer has just asked for a screw “about this long and 
this thick.” The dealer is handing him’ the Corbin Screw 
Selector Card — letting him pick out exactly what he wants. 
Now — the customer sees other screws he'd forgotten he needs 
— and is ordering “a dozen of these” and “a box of those”. 

The Corbin Selector Card is a ‘real sales-prompter, because 
it gives your customers something simple to order from. It 


saves you time, too — you don’t have to open packages and 
I 


fhe Corbin Selector Card 
ee eee show samples. 
other side shows Corbin 
— ; Every sale’s a bigger, more profitable sale when you use 
tove Bol cis actual ’ s 
ey ail your Corbin Selector Card. Make every sale count — from now 
r you a ttk anoti . d 
ard, so you can display on. Ask your supplier for your Corbin Selector Card. sts9 
th, side by side as 


“= CORBIN SCREW 
DIVISION 
THE AMERICAN HARDWARE CORPORATION ¢ new snrra, CONN. 


Warehouses: New Britain, New York, Chicago 
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FURNACE 


TOOLS 


Place your order now for 
prompt delivery of these fast- 
selling, handy pieces of fur- 
nace equipment. Ash Sifter 
for sifting unburned coal from 
ashes below the grates, where 
draft takes care of the dust; 
KLINK-R-TONG for easier 
removal of furnace clinkers; 
Ash Ladle for removal of 
ashes from furnaces or stoves. 























ASH SIFTER FEATURES: 
36” HARDWOOD HANDLE 
REINFORCED BRACE 
ELECTRO-WELDED 

8%" x 14” WIRE BLADE 
ALUMINUM FINISH 





“CHAMPION” 
ASH SIFTER 


No. 58 


KLINK-R-TONG 
No. 60 ASH LADLE 


THE WASHBURN COMPANY 


FACTORIES: WORCESTER, MASSACHUSETTS, 
ROCKFORD, ILLINOIS 
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sheets per minute. The day crew 
| does the invoicing and prepares 
| work for the evening crew. The 
latter make the copies for the 
warehouses. With these four full 
time and three part time girls 
we eliminated the services of 
four duplicating machine oper- 
ators and twelve billers. 

The biggest expense is the 
sensitized light weight paper. 
We use sheets 8% by 914 in. 
which cost $7.70 per M. 

We figure our overall saving 
to be between $1,000.00 and 
$1,200.00 per month. 

To sum up the advantages: 

1. Speed and better service. 

2. Fewer erors. 

3. Eliminates packing slip. 

4. Merchant knows what goods 
are shipped, substituted, lined 
off or back ordered. 

5. The blame for 
be properly placed. 

6. Actual saving in money. 

7. Reduction in personnel. 

The drawback is that many 
salesmen have to learn to write 
legibly but the dealer is a great 
aid in bringing this about, be- 
cause if he cannot read his in- 
voice he can take it up with the 
salesman on the latter’s next 
visit. 

At first we were worried about 
the possible objection of the cus- 
tomers, but we have had very 
few complaints, and the great 
majority of the dealers appre- 
ciate the advantages. 


| 
| 


errors Can 





Dr. Joseph L. Snider's 
Address 


(Continued from page 164) 


(2) money rates have been 
raised; and (3) the reserve re- 
quirements for the banks have 
been increased. 

Of the three control measures 
referred to, the recent increase 
in reserve requirements of the 
banks is likely to have the strong- 
est influence. Effective Septem- 
ber 16 in some cases and Septem- 
ber 24 in others, the Reserve 
Board raised the reserve require- 
ments of its member banks by 
2 per cent of demand deposits 
and 1% per cent of time deposits. 
This action meant that approxi- 
mately $2 billion additional had 
to be placed by the banks on re- 
serve with the Federal Reserve 
banks and that the potential loan 
expansion by the banks was re- 
duced by approximately $12 bil- 





HOW BURGESS 
BUILDS BATTERY 
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Famous National Magazines 


Sell BURGESS to 
40 MILLION BATTERY 
BUYERS! 


BURGESs5 
GIVES You Fee: 









9eSs Distriby. 
for for This Free Help 











BURGESS 


ATTERY COMPANY 
FREEPORT, ILLINOIS 
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lion. The banks were able to 
make the necessary increases in 
reserves chiefly by selling some 
of their government securities, 
so that it was not necessary to 
reduce their outstanding loans in 
order to bring deposits down to 
conform with the new reserve re- 
quirements. Nevertheless, the 
move by the Federal Reserve 
3oard was a significant develop- 
ment, particularly because its 
timing was a surprise to the 
banks. 

Coming when it did, the action 
suggested that the reserve au- 
thorities were somewhat more 
determined to resist inflationary 
pressures than many had thought 
them to be. The reserve authori- 
ties still have unused ammuni- 
tion of the same sort. According 
to the recent legislation, the 
Federal Reserve Board could in- 
crease the reserve requirements 
still further, by 4 per cent for 
New York and Chicago banks 
and by 2 per cent for other banks. 

It has been typical in the past 
for the general price level to drop 
substantially very soon after an 
inflation peak. Although the evi- 
dence is not all in one direction, 
past records suggest the prob- 
ability that a substantial drop 
in the general price level will 
come promptly after the inflation 
peak has been reached. 


Significant Supports 


There are, however, a number 
of significant supports to the 
price and business situations 
which should not be overlooked. 
Thus, demand for goods and ser- 
vices continues strong through- 
out most of our economy, and, as 
noted above, there are a few im- 
portant areas where demand still 
far outruns available supplies. 
Then, too, credit is plentiful at 
moderate rates, despite the re- 
cent increases in rates and the 
introduction of greater control 
over the potential supply of 
credit. 

Aid to Europe will continue to 
hold up demand for numerous 
commodities. Government sup- 
port of agricultural prices is im- 
portant, and the very large gov- 
ernment expenditures (perhaps 
20 per cent of total national in- 
come if federal, state, and local 
government expenditures are 
lumped together) are not likely 
toshrink. Military expenditures, 
Stockpiling of strategic ma- 
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The Greatest Name in Roller Skates 


Union's No. 5 Roller Skate has unparalleled sales advantages 
in its construction, its packaging and in its price spread. That's 
why it’s America’s largest selling roller skate. 


Ask your jobber 
UNION HARDWARE COMPANY 


Torrington, Connecticut 
Roller and Ice Skates, Fishing Rods, Hand Tools 
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} APPEALING TO EVERYONE 
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K-D No. 90 Nailpuller ... small, extra 
leverage hand tool. Pulls up to tenpenny 
nails, quick, easy. Fig. 1 above: Driving 
jaws under nailhead. 2: Pulling. 3: Extra 
leverage. Rustproof finish. 12’’ long. 




















<z=] “CUTS AROUND CORNERS” 

mere With 3° or 412° blades, obstruc- 

z,\- f tions and projections are easily 

7 spanned. For easy sawing in 

\ /%.] places impossible to reach with 
re | saw frames. 

















K-D 99 Saw Frame...all steel, one 
piece frame with quick blade change 
feature for 3’, 4%2"’, 6", 8", 10", 12" 
s blades. Only saw of its kind. 
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terials, European Recovery Pro- 
gram, veterans’ aid—these are 
all commitments of the present 
which conceivably may be ex- 
panded, as by war. 

Moreover, some of these sup- 
ports are new; that is, they were 
not present when our earlier in- 
flation episodes were drawing to 
an end. Government support of 
agricultural prices and the pres- 
ent great magnitude of total gov- 
ernment spending, in particular, 
are elements of support which 
were not present earlier. 

But while we recognize the 
strong points in the present situ- 
ation, and while we may even 
conclude that the preponderance 
of evidence suggests that no 
severe decline in buSiness and 
prices is just ahead of us, it is 
prudent to acknowledge the pos- 
sibility of a severe decline. 


A Comparison. 


Comparing the present situa- 
tion specifically with the situa- 
tion in the spring of 1920 just be- 
fore prices of commodities began 
to go down drastically, we see, 
again, that the agricultural price 
support program now in opera- 
tion and the large and stable 
block of government spending to- 
day constitute significant dif- 
ferences. And these are differ- 
ences of such magnitude as to 
suggest that any declines in busi- 
ness and prices which may come 
in the near future are not likely 
to be as severe as 1920-1921. But 


current pronouncements of “all 
clear ahead.” 

I have reached the conclusion, 
first, that our inflationary boom 
is about over. Either very 
promptly or at some other time 
within the next six months it 
will probably become apparent 
that the peaks of wholesale 
prices and the cost of living have 
been reached. As a second con- 
clusion, it is more likely that 
prices in general will begin to 
decline promptly after the peak 
has been reached than that the 
general level of prices will hold 
for many months around the 
peak. By way of further conclu- 
sion, a decline of business ac- 
tivity should be expected to ac- 
company a decline of prices. 

It is impossible to know ahead 
whether the declines in business 
and prices will be moderate or 
severe. There are significant 
strong points in the present situ- 
ation which suggest that the de- 
clines will be moderate, but op- 
timistic interpretation should be 
discounted because an optimistic 
bias is inherent in the thinking 
of business analysts and fore- 
casters, which has_ typically 
caused them to underestimate 
the dangers and overemphasize 
the strong points prior to the 
major business declines of the 
last generation. (It should be 
pointed out, on the other hand, 
that intensified war dangers and 
a sharply stepped-up prepared- 
ness program could rule out the 
prospect of lower prices and de- 





20 RatchetWrench \ 
Set... Alloy steel, 4 
popular sizes, ¥%’’, 
he", Va" Ae’ hex. 


clining business. The war factor 
has been left out of the present 
analysis because I have no way 


the point is that things have 
been “different” before. Thus, 
prior to the 1920 downturn it 
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10K Pliers Kit... 
alloy steel. 4 types 
milled jaws. Accu- 
rately forged, cor- 
rectly tempered. 
Handy! 




















5B Tool Kit 
...2 pliers 
3-in-1 screw- 
driver. Plastic 
pocket case. 
Sells fast. 


K-D Tools 
make hard jobs easy 


LANCASTER, PA. 
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cently established Federal Re- 
serve System and the fact that 
the United States had become for 
the first time a creditor rather 
than a debtor nation would pre- 
clude deep depressions. 

There are two tendencies in 
particular which make forecast- 
ing especially difficult at a time 
like the present. There is the 
tendency for forcasters to pro- 
ject the situation which exists 
when they make their forecasts 
—in other words, to forecast no 
substantial change. There is also 
the tendency to be optimistic. At 
a time when business is booming 
these two tendencies reinforce 
each other. The existence of 
these two tendencies gives fur- 
ther justification for discounting 





Most Effective Means 


It would, therefore, seem to be 
prudent for businessmen gen- 
erally to recognize the possibility 
of a severe business recession 
and price decline within the next 
year or two and to endeavor to 
get their businesses as nearly 
as possible into condition to with- 
stand such declines as may come. 
In fact, widespread attempts on 
the part of businessmen to get 
ready to weather a storm repre- 
sent, in the economic world, per- 
haps the most effective way of 
minimizing the severity of the 
storm when it comes. This at- 
titude and general policy on the 
part of businessmen imply con- 
servatism, but not apprehension, 
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VW ashed out of business! 


Py this farm belong to one 
of your customers? Top soil 
is gone and soon the farmer will be 
gone with it. Washed out by ero- 
sion. Thousands of American farms 
are rapidly losing the last six inches 
of their valuable top soil. This will 
soon affect every dealer who sells 
to farmers. Your future business 
depends on whether or not the 
farmers in your area practice soil 
conservation, 








2k ¢ YS. 3. AME R/CAN FEi ViE ‘ 1 t Jé Ga 44 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, 


COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN FENCE 







A new booklet has been prepared by 
American Steel and Wire Company 
which shows farmers how to start a 
soil conservation program. You can 
get one of these so you can talk in- 
telligently about soil conservation to 
your farm customers. Many U-S-S 
American Fence Dealers are helping 
to arrange soil conservation meetings 
in their districts. 

The farmer who starts a soil con- 
servation program is soon in the mar- 
ket for more fence. He needs it to 
fence off gullies and woodlots and to 
keep livestock out, of areas being re- 
claimed. For this use nothing surpasses 
U-S-S American Fence. Write for 
complete information on this program 
and the booklet, “It’s your Top Soil.” 
Address American Fence, 410 Rocke- 
feller Building, Cleveland 13, Ohio. 


“a 


Mi/ OU 


OHIO 





HARDWARE AGE, NOVEMBER 4, 1948 





2 pqpinopil 


with this [A CO 





FLOOR BRUSH 


DISPLAY KIT 











Featuring the 
LACO ““NU-PAC”’ 


DISPLAY PACKAGE 
J 
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@ Put floor brushes on display 
with a Laco “Nu-Pac” display kit 
—sell every home, factory, store, 
office and institution—watch sales 
climb . . . sweep in the profits. 
Kit contains six LACO quality 
14 inch floor brushes packed in the 
"Nu-Pac” self selling display box 
shows 3 brushes at a time. 
Dense, heavy Tampico filller is 
dyed green for greater sales ap- 
peal. Handles are clear varnished 
and 54 inches long. 


Ask Your Jobber or Write 
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with respect to operations. Im- 
plied is the desirability of keep- 
ing individual business units 
flexible. 


A Further Aspect 


There is also a further and 
even more fundamental aspect of 
wise business policy in these 
days: the operation of the in- 
dividual business with reference 
to the good effect on the general 
economic situation. This means 
concretely that readjustment to 
lower levels of prices and opera- 
tions should be carried out with 
moderation. Gradual readjust- 
ment is to be desired when re- 
adjustment becomes necessary. 

To be sure, an individual busi- 


ness may promote its short-run 
welfare in a time of readjust- 
ment by making drastic reduc- 
tions in its prices, inventories, 
employment, and so forth; and, 
therefore, by the limited cri- 
terion of individual and short- 
run profits, such precipitate poli- 
cies seem to be good business. 
But for businesses generally to 
take such drastic actions is the 
surest way to generate a spiral 
of deflation, detrimental to all 
including the “smart operators.” 
Basically, then, the present situa- 
tion calls for a widening of the 
area of a businessman’s loyalties, 
a greater willingness on the part 
of individuals to make short-run 
sacrifices for the long-run wel- 
fare of all. 





E. D. Oelerkings' Address 


(Continued from page 204) 


Any time there is a change in 
the management or ownership of 
a moderately-sized or larger con- 
cern, and if you have credits 
which are in important amounts 
to you—and, after all, to Jones 
a thousand dollars may be an 
important amount of credit; but 
to Smith over here, $10,000 may 
be unimportant. But if to you 
a credit which is important and 
you know there has been a 
change in the management or 
the ownership, try to get the 
figures giving effect to the 
method of acquiring that busi- 
ness. I am speaking now about 
moderately large and large con- 
cerns. With smaller concerns 
that is not so attractive a game. 
In a smaller concern you still 
have your basic problem of 
watching for the character and 
the capital and to a degree the 
capacity of the proprietor or the 
principal or the head partner, 
whatever it might be. 


One Reason for Failurue 


I think one of the principal 
causes for small businessmen 
failing is the man who taps his 
till for his own personal allow- 
ances, his personal spending 
money, his grocery money. He 
then operates under the prin- 
ciple of the little grocery store 
in a kind of industrial area 
where Papa has been working 
in the mills for all these years 
and has a thousand dollars 
saved. He is laid off from work, 


he is laid off again, because of 
shutdowns, and he finally de- 
cides, “This is no good. I will 
go into business for myself.” He 
borrows a little money from his 
relatives, $500 here, $200 there, 
and finally sets himself up in 
business in a grocery store. In 
the meantime he has six kids, 
seven kids, eight kids, and he 
doesn’t pay himself ‘a salary. 
Why? He is the business. So 
every time his wife wants to go 
down town to buy something for 
the kids, he hits the register, 
“No Sale,” gives her two, three, 
four or five dollars. That is tap- 
ping the till for his personal al- 
lowances, and the other thing is 
in the same category. Sales don’t 
come in very heavily. Well, a 
friend was telling me that every- 
body likes to buy it wholesale. 
So he likes to buy it wholesale 
from himself. He takes it off 
the shelf, but soon he finds he 
is eating himself out of business. 
That is true in the grocery busi- 
ness and might be true in any 
other kind of small business 
where you have a proprietor who 
does part of the work himself 
I am thinking particularly of the 
plumbing shops, roofers, jour- 
neymen, and concerns like that. 
You might be interested in a 
winding up point that in the first 
half of 1948 the failures we have 
had were 2543, and those com- 
pare with about 500 in the same 
half of 1946. But the liabilities 
were four times the liabilities in 
the first half of 1946. 
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Permite CHROME FINISH - for Inside Use 


Pormire HOT~saaL . ‘ “8? 





Use these ‘Reminders’ for 
MORE PAINT SALES with 
PERMITE’S “Complete 3” 


For numerous jobs around the home, there is no paint like 
aluminum for gleaming beauty and lasting protection. 





And there is no other aluminum paint like Permite for ease 
of use, lasting brilliance, and economical protection. Display 
a stock of Permite Ready-Mixed Aluminum Paints, use the 
attractive new Permite sales reminders, and lead the 
aluminum paint sales parade. 


People are learning that no one type of aluminum paint is 
best for every purpose. But with a stock of Permite’s 
“Complete 3” you can give each customer the exact type 
of aluminum paint he needs. You can supply Permite 
OUTDOOR Aluminum for all exteriors; Permite CHROME 
FINISH Aluminum for inferiors; Permite HOT-SEAL Aluminum 
for heated surfaces. No mussy mixing with Permite. Just 
open the can, stir and start using. 


A stock of Permite’s “Complete 3” Aluminum Paints and 
these sales-building reminders will make your store head- 
quarters for aluminum paint sales. See your wholesaler or 
write for full information. 


ALUMINUM INDUSTRIES, Inc. 
CINCINNATI 25, OHIO 


The Originator of READY-MIXED Aluminum Paints 
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Palletizing and 
Warehouse 
Arrangement 


ALLETIZING, says Mr. Hamilton, has saved 

both time and money. Cars and trucks can be 

loaded in a fraction of time with less labor; con- 

serves warehouse space and prevents damage to 
merchandise. 


By C. E. HAMILTON, 


Vice-president, 
Odell Hdwe. Co., 
Greensboro, N. C. 


am of the best 


improvements we have made to 
date in the unloading, handling 
and storage of merchandise in 
our warehouse has been the in- 
stallation of what is generally 
known as the Pallet System. As 
a matter of fact, I hardly know 
what we would have done with- 
out this during these past hectic 
months, with large unbalanced 
inventories and the need for ad- 
ditional warehouse space. 
Pallets are, of course, used in 
connection with fork lift trucks 
and the combination of these 
two enables us to unload cars 
and trucks in a fraction of the 
time previously required and 
with considerably less labor. It 
further enables us to stack mer- 
chandise higher without damage 
to the goods. This is particularly 
true of cartons, which normally 
can be stacked only so high due 
to the failure of the cartons on 
the bottom of the stack to with- 
stand a heavy load without 
breaking down. The pallet dis- 
tributes the loading evenly over 
the whole stack and tends to 


228 


bind or tie it together and to 
prevent tipping. 

For example, many of you 
no doubt have seen in your own 
warehouse, lawn mowers stacked 
six or eight high. If left in this 
position many days the bottom 
carton will begin to give away 
and sooner or later if not moved 
the entire’ stack will fall with 
possible breakage to the con- 
tents. 


Stove Pipe in Cartons 


Stove pipe in cartons is an- 
other particularly good example. 
Stove pipe under our old system 
required four manual handlings 
from the car to outgoing freight 
truck. With the use of pallets 
we have reduced this to three 
manual handlings. Stove pipe 
now is first loaded by hand from 
car to pallet, from pallet to float, 
and from float to truck. Previ- 
ously, it was necessary to handle 
this item from car to float, from 
float to stock, from stock to float 
and from float to truck. 

Roll roofing is another item to 
which pallets are particularly 





Cc. E. HAMILTON 


adaptable. The best method is 
to stack roll roofing on end on 
the pallet. Tie together with 
pieces of binder twine or a strap 
completely around the load, 
which prevents tipping while 
handling and you can then stack 
three or more high, depending, 
of course, on your ceiling height. 

We estimate the savings, as 
example, in unloading a car of 
nails and barbed wire to be $6.50 
per average car. Previously it 
required six men (1 stock man, 
5 labor) approximately two 
hours to unload a car. Now it 
takes only three men approxi- 
mately 114 hours to unload a 
car, plus one-half of the ware- 
house space, because with pallets 
the merchandise can be stacked 
considerably higher. This 
method also saves tempers, 
broken backs, and torn 
“britches.” I would say that 65 
percent of certainly your heavy 
or bulk items can be handled and 
warehoused cheaper by the use 
of pallets; to mention a few 
more specific items, screen wire, 
roof coating, paints, shells, lin- 
seed oil, binder twine, major ap- 
pliances, and numerous other 
items. Pallets are also adaptable 
to the distribution of local in- 
coming freight to the various 
departments. 

As to the proper size and type 
of pallets which are best suited 
for general hardware use, we 
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mpers, ing and 2) they are constantly improved by General 
torn Electric Lamp research, always at work to make G-E 
hat 65 lamps Stay Brighter Longer. 
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104 000.000 


Reader Impacts during 1948 for. . . 





through the pages of 
LADIES’ HOME JOURNAL 
GOOD HOUSEKEEPING 
BETTER HOMES AND GARDENS 
COUNTRY GENTLEMAN 


* 


Get the Plus Profits possible by featur- 

ing Rubbermaid, the Complete Quality 

Line that assures long life resistance to 

soap, cleansers, grease, scalding water 

and temperatures up to 250° F. 

Tie in with this National Campaign. 
Write for integrated Sales Helps. 


THE WOOSTER RUBBER COMPANY 
DEPT. HA6, WOOSTER, OHIO 
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have only used to date the com- 
mon wood pallet. The first ship- 
ment we received consisted of 
three sizes—36 by 36 in., 36 by 
42 in., and 48 by 48 in. Our ex- 
perience has proven to us that 
the 36 by 42 in. size is best 
suited for our general use, tak- 
ing into consideration the ca- 
pacity of our fork trucks and the 
width of our aisles. A 42-in. 
pallet is about the same width 
as our fork trucks. 
Our operations are 
floors, 


on two 
and due to the construc- 
tion of our second floor we had 
to limit our trucks to 2000-lb. 
load capacity. We also had to 
take into consideration our ele- 
vator. Incidentally, it was neces- 
sary for us to rewire or recable 
our elevator to handle the com- 
bined load of truck and mer- 
chandise. Even had our ware- 
house construction been dif- 
ferent, I still believe that the 
smaller truck and the medium 
size pallet is best adapted for 
general wholesale hardware use. 

There is one other important 
step we have taken in our im- 
provement campaign and that is 
our installation of a burglar 
alarm system. This has saved us 


considerable money as well as 
peace of mind. Prior to the in- 
stallation of this system, we 
would have on the average of two 
to three break-ins a year, even 
with a watchman. Since installa- 
tion, however, approximately a 
year ago, we have only had one 
attempted break-in, and that in- 
cidentally occurred on the Satur- 
day night, the 10th of the month, 
when our cash and checks on 
hand were probably more than 
any other time during the 
month. The thief never got in- 
side the building. 

Our system is wired to the 
police station and when a glass 
or a door is broken the police 
department is signaled. In a 
matter of just a very few min- 
utes our warehouse can be sur- 
rounded by police, and patrol 
ears which are notified by radio. 
The cost of this system was ap- 
proximately $1900 for complete 
installation, and the yearly rent 
approximately $900, including 
complete service and _ upkeep. 
When you compare this with a 
watchman’s salary of $2500 to 
$3000 a year, it is considerably 
cheaper. The wrong kind of 
watchman can really be an ex- 
pensive proposition. 





Hon. Lowell B. 


(Continued 


freight. In other words, he 
makes less money selling to a 
wholesaler in Seattle than he 
makes off his wholesaler in the 
Bronx. 

Looking through the bilious 
telescope of the Federal Trade 


Mason's Address 
from page 161) 


Commission I further see he 
gives certain quantity discounts 
without relation to cost, because 
his father and grandfather gave 
them, and I also see him meeting 
the competition of his business 
rivals by matching their prices. 


A.H.M.A. ADVISORY BOARD 





ISAAC BLACK 
Russell & Erwin 
Mfg. Co. 
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FAYETTE R. PLUMB 
Fayette R. Plumb, Inc. 


S. HORACE DISSTON 
Henry Disston & Sons, 
Inc. 
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already fast sellers and good profit makers for p . ' 
dealers — has now been made even better | timely Fast-Seller! 
with this new light fixture. Heavily die cast REPLACE @) ft 
in one piece, chrome platéd for beauty, rigidl / ORDINARY oO 
attached to the cabinet, fully wired wit AIR VALVES 
switch and convenience outlet, ready to with 7 HEAT-TI 
ss install. Here is a big plus selling feature of HEAT-TIMERS €} HEAT-TIM 
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make sales 
3 NO wi = | Think of it! Now you can 
* Beautiful, heavily chrome plated, die guarantee a warmer bath- 
cast fixture on 100 and 200 series. Zz NE room . . - cooler bedroom, 
* Seamless cabinets — deep drawn in S o enteemeitncdainn, 
one piece. CONTROL when ordinary valves are re- 


placed with HEAT-TIMERs. 
Whether it’s coal, coke, oil 
or gas burning; hand or 
mechanically fired —_— 
HEAT-TIMER is the answer 


to room temperature control. 


* Plastic brush holder and blade dis- 
posal box. 


* Recessed, adjustable shelf supports. | 





Only Grote can give all these — and a score more — | 
distinctive features that lift these cabinets out of a 5 Wri . 

rite for Prices and 
competitive class. Lighted and unlighted — with arched P RADIA R of : 
or rectangular mirrors — recessed and wall types — com- descriptive folder. 
petitively priced for every sale bracket—and every model List Price , 


in the line designed for fast sale. 


Send for the Grote cabinet catalog and 
name of nearest distributor. | co 


CORPORATION 
Crate 160 FIFTH AVENUE 
— } NEW YORK 10, Ni. Y. 


R 4, 1948 HARDWARE AGE, NOVEMBER 4, 1948 231 











This man is evil. We must sue 
him. We must smite him with 
the jawbone of a cease and desist 
order. Not because he is injur- 
ing competition; not because he 
is violating the Sherman Law; 
not because he is conspiring to 
fix prices, but because there is a 
possibility that he might tend to 
hurt a competitor. 


Think of Our Country 


Perhaps instead of asking you 
to think of the name of one hard- 
ware manufacturer, I should ask 
you to think of our country. Per- 
haps I should ask you not to say, 
“What do these 5 C decisions do 
to me?” but rather, “What do 
they do to America?” 

Do you want to substitute 
Government meddling for pri- 
vate individual judgment in the 
management of your business? 

Do you want to throw out the 
window our judicial traditions 
inherited from our forefathers 
which held all men _ innocent 
until proven guilty? 

Do you want to ratify the 
European concept as indicated in 
the 5 C decisions that once the 





PERFORMANCE TELLS THE STORY 


These 3 great aluminum paints open the door to new and greater sales 
Now is the time to capitalize on the rapidly increasing 
popularity of BROMA Chrome Finish Aluminum Paints. UNEQUALLED 
PERFORMANCE is earning these high quality aluminum finishes constantly 


opportunities. 


Government charges you with vi- 
olating the law, it’s up to you to 
prove your innocense? 

Or do you join me in parting 
company with those who claim 
Government must take over the 
management of the minute de- 
tails of every business, as these 
5 C cases indicate? 

And will you join me in part- 
ing company with those who 
think virtue comes only from 
Government? 

My apparent flippancy is but 
the cry of a man who sees inter- 
nal decay ahead of us in our 
present course, and I would joke 
to keep up our spirits. For you 
and I can see that the greatest 
bureaucratic tyranny often has 
its beginnings in the hidden 
precedents of technical and ob- 
scure cases, 

Can it come from the hidden 
but certain precedents estab- 
lished in these 5 C cases? Can 
it come because businessmen do 
not heed the remonstrances of 
us who cry out against them? 

It may come because people 
tolerate with complacence the 
upsurge of authority which gov- 
ernmental agencies quietly ac- 


c 
Hy ROME FINISH 


cumulate, even though, lacking 
personnel, the Government does 
not apply the whip to all for the 
present. 

Just what are we to do here in 
America? Here are three sug- 
gestions: 


Three Suggestions 


1. I shall file recommendations 
in the Annual Report of the Fed- 
eral Trade Commission to Con- 
gress next January bearing on 
this problem. 

If they are not approved by my 
colleagues, they will go in as a 
minority report as they went in 
last year. I hope you and your 
attorneys will study those rec- 
ommendations. 

2. The Hoover Commission on 
Reorganization of the Executive 
Branch of the Government will 
make a report to Congress before 
Jan. 13, 1949. 

I hope you will study that, too. 

3. Let the Capehart Commit- 
tee know your views on the 5 C 
decisions during its November 
and December hearings in Wash- 
ington. 

Need I say more? 
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wider public acceptance. They cut paint costs . . . provide better protection 

. not only for metal surfaces, but also for wood, concrete, plaster, 1. SILVER MECHANIC CHROME FINISH—Indus- 
0, FOR FULL PARTICULARS. FREE ee een Preeeeanenrety 
2. MASTER CHROME NO. 66-——Outdoor use— 
SALES PROMOTION MATERIAL AVAILABLE <anrcity durable. Suitable ter print 

coat. Slow drying. 
3. MASTER CHROME NO. 24—Automotive and 

industry. Highest lustre—dquick drying. 


MASTER BRONZE POWDER CO. 


HAMMOND INDIANA U.S.A 
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MAGNA ENGINEERING CORPORATION 





Ci! Fast-selling SHOPSMITH 





Shitty as CIRCULAR SAW. Has 8-inch blade. Depth of cut 
2% inches. Up to 46 inches between blade and fence. Micro- 
blode adjustment. Tilting table. 





| as WOOD LATHE. 34 inches between centers. 15-inch 
swing. 44-inch quill feed. Tool rest slides parallel to ways. 
Also turns light metals, plastics. 





as HORIZONTAL DRILL. First time in power tool 


' field! No limit on length of work. Provides accurate method of 
drilling for doweling, etc. 














SUaFhr as DISC SANDER. vos. 12-inch 
disc. Adjustable mitre gauge. Large 141” 
by 17” tilting table. 


Shier os DRILL PRESS.» 


Drills to center of 15-inch circle. 4%-inch 
feed. Up to 27 inches —table to chuck. Has 


465 California Street, San Francisco 
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Store after store reports: 
“SHOPSMITH sales exceed all 
sale ned” 


other power tools 


How can you turn power tool prospects 
into “right-now” power tool buyers? 
Show them Suopsmiru. That’s what 
an increasing number of hardware men 
throughout the country are doing. With 
this result: 2 out of 3 Syorsmiru owners 
bought at first demonstration! 
SHOPSMITH is the power tool your 
customers have been waiting for. 
SHOPSMITH dealers have other important advantages. They 
don’t need to load up’inventory on separate, single-purpose 
tools. They cash in on the big power tool demand with 
Suopsmiru by itself—in just 18” by 60” floor space! 


e*e@eeseeeseteec$@eceeee#eeeee#eeeeee#eee#ee#e#e#*®¢ 


PUT THESE FAST-SELLING SHOPSMITH FEATURES 
TO WORK IN YOUR STORE 


1. it's COMPACT... SHOPSMITH takes just 18” x 60” floor space — 
easily fits garage, basement, spare-room shops. Saves loading up 
on inventory of single-purpose tools. 

2. t's COMPLETE... SHOPSMITH combines 5 basic power tools—a 
complete powershop in one unit. Also converts to grinder, buffer, 
router, mortiser, drum sander, shaper, scratch brusher. 


3. It's PRICED WITHIN REASON... SHOPSMITH costs up to $309.50 
less than 5 single-purpose tools of comparable capacity. One 
motor for all 5 operations! 


4. it's EASY TO OPERATE... SHOPSMITH converts from tool to tool 
—in less than one minute. And you don’t need special wrenches 
or special skill. ’ 

5. It's STURDY... SHOPSMITH weighs 200 Ibs.—with- 
out motor. Has cast-iron headstock and carriage 
. . - heavily ribbed table. Rugged construction is 
one reason SHOPSMITH is safe to work with. 
6.1t's ACCURATE... SHOPSMITH is precision-machined, 
factory-tested for close tolerance work. That’s 
why cabinetmakers, maintenance men, carpenters 
—as well as thousands of hobbyists —are using 
SHOPSMITH now. 


oo eo o ~ 6 a . e a . a7 © « * a - * . ¥ ~~ 


NATIONALLY ADVERTISE 


ONE OF THE LARGEST CONSUMER AD CAMPAIGNS 
IN POWER TOOL HISTORY. Perhaps you've seen the 
full-page SHOPSMITH ads in Popular Science, Popular 
Mechanics, Sunset, other national magazines. More are 
coming. Watch for them. 
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$120,213,000; 1939, $122,211,- 
000; 1942, $189,949,000; 1945, 
$197,473,000; and 1947, $367,- 
973,000. 

If these combined figures 
seem a bit large to comprehend, 
as they are to me, let’s reduce 
them to an average per firm for 
each of these years: 1932, $1,- 
702,500; 1936, $3,434,500; 1939, 
$3,491,500; 1942, $5,426,800; 
1945, $5,641,800; and 1947, $10,- 
514,000. 


Percentages 


For comparison on a percent- 
age basis, allow me to give you 
the percentage for each year us- 
ing 1939 as 100 per cent and 
also putting along side them the 
same figure for the Department 
of Commerce and the Associa- 
tion: : 

35 Dept. 

Firms NWHA _ of Comm. 
1932 49% 57 (1933) % 
1936 98% 94% 89% 
1939 100% 100% 100% 
1942 155% 149% 159% 
1945 162% 175% 193% 
1947 301% 344% 368% 


The total dollar sales report- 
ed by the Department of Com- 
merce as representing sales of 
the wholesale hardware indus- 
try were $2,179,000,000. This 
is a much higher figure than 
any estimate I have been able 
to make for the wholesale hard- 
ware industry which would in- 
dicate to me that the Depart- 
ment of Commerce doubtless 
classifies as wholesale hard- 
ware many firms which we 
might not recognize as such. 

To my mind, this answer is 
more convincing than any other 
I know as to “What’s Wrong 
With the Hardware Jobber.” 

If it will not bore you, I have 
just one more comparison which 
seems much too important to 
omit. These figures did not 
come from the Department of 
Commerce, but were sent by a 
friend to whom I had written 
for such information as he 
might have on the general sub- 
ject. However, you can verifv 
every one of them in any stock 
broker’s office in America. They 
are the combined sales of Sears 
Roebuck, Montgomery Ward, 
Woolworth, Kresge, Grant and 


Kress. I think you will recog- 
nize several of them. The com- 
bined gross sales for these firms 
for the year 1939 were $1,753.- 
660,166. For 1947—$4,388,151,- 
160. Using 1939 as 100, the 
1947 figure is 250 per cent. 

Now, may I revert for a mo- 
ment to my unknown editor. Ad- 
mitting that there is undoubted- 
ly much evidence to justify his 
condemnation of the hardware 
wholesalers’ practice of send- 
ing a traveling man out with 
tens of thousands of different 
items, I would like instead of 
taking issue with my editorial 
friend, to pay a long overdue 
tribute of gratitude and respect 
to these much maligned “order 
takers” of the hardware _ in- 
dustry. Thank God the majority 
of them have never yet found 
out their job is impossible. On 
the contrary, they have my un- 
dying admiration. I never had 
the good or “mis” fortune to 
have carried one of these cum- 
bersome hardware catalogs list- 
ing these tens of thousands of 
items; having grown up in the 
hardware industry as only a 
bookkeeper. But I am looking 
into the faces of perhaps sev- 
eral hundred men, many of 
whom may even yet have one 
shoulder a little lower than the 
other from having lugged one 
of those horrible catalogs. No 
doubt you were the intelligent 
segment of the fraternity and 
discovered it couldn’t be done 
before it was too late. These 
“ordertakers” I submit are the 
“family doctors” of the hard- 
ware industry, and your busi- 
ness and mine and this whole 
industry would be _ infinitely 
poorer without them if indeed 
it could survive at all, which 
I doubt. If no other words of 
mine outlive this day, I trust by 
some means this sincere tribute 
to the thousands of Hardware 
“Order Takers” of America 
will somehow reach their ears 
as one Official word which, I 
hope, lives. 





Not an Understatement 


What I have said should not 
be construed as underestimat- 
ing the value of specialized sell- 
ing or of proper departmentali- 
zation. I believe in and our 
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Full displays attract more SALES, mean more PROFITS. 
Customers can't buy what they can't see. 


See your Billings wholesaler NOW for Billings Wrench Refills. 


BILLINGS 
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Don’t say ‘PLIERS’, 
say CHANNELLOCK! 


The Channellock 
pliers with our exclusive 

tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 





Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


There is a line of 
standard pattern 
pliers, too, with 
Channellock 
quality construc- 
tion... including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 
Channellock. 


CHAMPION DEARMENT TOOL CO 
MEADVILLE «+ PA. 








Only 


Champion DeArment makes 


ee Net LOE | 











firm does both. On the other 
hand, I do not regard either as 
a sine qua non of success in the 
wholesale hardware business. I 
dare say many firms in this 
country are successfully operat- 
ing today and have over a long 
period of time, without either 
special departmental setup or 
specialized selling. After all, 
it isn’t the mechanics which 
make a success out of a busi- 
ness it’s people, who apply hard 
and intelligent effort to the 
tasks they have undertaken in 
the ways they find most effec- 
tively accomplish what they are 
undertaking to do. 


Most Difficult Problem 


But let me make my meaning 
clear. I believe strongly in the 
effectiveness of proper depart- 
mentalization and of specialized 
selling and agree with the edi- 
tor to this extent, that for a 
wholesale hardware operation 
of any substantial size, I could 
not visualize any great success 
without one or the other, or 
both. In fact, my guess would 
be that those wholesale hard- 
ware firms who most success- 
fully operate in the competitive 
conditions into which we may 
even now be entering will be 
those who succeed best in solv- 
ing the problems involved in the 
proper coordination of a com- 
petent force of specialized sales- 
men working in conjunction 
with an equally competent force 
of “order takers” without either 
getting in the hair of the other 
or of their dealer customers. 
This is, perhaps, one of, if not 
the most difficult sales problem 
which the wholesale hardware 
industry has to solve. 

I would only indulge on your 
patience longer to add a word 
of sincere appreciation to the 
executive officers of your asso- 
ciation, Messrs. George and 
Tom Fernley, and their able 
staff for the cooperation and 
help they have given during my 
tenure of office and to my fel- 
low officers and members of the 
executive committee for the ex- 
cellent work they have done and 
are continuing to do in manag- 
ing the affairs of this associa- 
tion so ably and successfully; 
and to you the members for your 
loyalty and cooperation in mak- 
ing it possible for your associa- 
tion to function so successfully. 





in 42 Versatile Sizes— 
ROYAL Corrugated 
fasteners mean 
ROYAL profits 
with fast turnover... 


Wood joining is a cinch with ROYAL cor- 
rugated fasteners . . . a boon to wood- 
workers, craftsmen, and yes — even the 
handy housewife! Sales are brisker with 
ROYAL, the joint fastener with many uses, 
many friends. 


NEW! CONVENIENT! 


9 it i 








Descriptive 
SELF-SELLING COUNTER DISPLAY! 
10 boxes—packed 50 or 100 


per box 


Handsome gales-catching red, blue, and 
white display makes selling smoother! 





ww Yr iP 
POPULAR “ROYAL” DIVERGENT 
CORRUGATIONS, SAW STYLE, DRIVE 
ACROSS OR WITH GRAIN. AVAIL- 
ABLE IN TEMPERED COLD ROLLED 
STEEL, GALVANIZED AND SOLID 
BRASS. 
| Inches in depth: V4", Ye", V2", 
| Ye", a", Ve", 1" 
No. of corrugations: 
2, 3, a 5, 6, etc. 
In Bulk: In kegs of 50 or 100 Ibs., 
also cartons of 500 or 1000. 
If Your Jobber Does Not Carry 
the Royal Fastener, 
Write Us Direct! 


reg.U.S.pat.off. 





42 SIZES—SPECIAL SIZES TO ORDER 





HA 108 
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NOW—A COMPLETE 


WIRE CORD DEPARTMENT 
in a single, compact unit 


Gilmer 





- MASTER WIRE ASSORTMENT 
NO. 17WS 

Provides point-of-sale display of a complete wire 
‘eee cord department—with cords for indoor and out- 
YAL cor- door applications. 39 cords with 6 combinations 
~ Bags of connectors in 13 different lengths fill most 
ker with requirements for home, shop and farm appliances. 
ny eee, Included in the Assortment are prepared open 


ends for lamps, electric irons, vacuum cleaners 
and other appliances. Each cord set is protected 
by cellophane. 


NT! 


For matching special cord lengths, there are also 
250-foot spools of Lamp Cord, Power Supply 
Cord and asbestos-served Heater Cord—3 quick- 
selling replacement cords. For outlet sales, the 
Assortment features 50 Electrix 3-way outlets of 
unbreakable, |-piece construction. 


Install this fast-moving, profitable line on your 
counter for more wire cord sales. Order Assort- 
ment No. 17WS today, giving name of your Gilmer 
Hardware Wholesaler, who will bill you direct. 





ISPLAY! 





















r 100 
jue, and 
noother! 
Complete Wire Department is 381"' high, &, 
26"’ wide, 16"' deep. Back is fitted with 
shelves for storing extra Gilmer cord sets. 
2 other profitable wire cord displays 
a GILMER JUNIOR WIRE 
VAIL- ASSORTMENT NO. 13W 
OLLED Q 
SOLID GILMER Contains same selections 
as No. 17WS (above), 
” Vo" SPOOL WIRE except wire spools. 
‘adie ASSORTMENT 
$: NO. 6S 
; ; i — Earn good profits with GILMER V-BELT 
ibs., ‘ontains 6 spools, each with 
“ 250 feet of popular wire cord. TOWER ASSORTMENT NO. 350 
Carry |. Power Supply Cord 2. Black Lamp Cord 35 popular V-Belt sizes for — washing 
’ 3. Brown Lamp Cord 1. Ivory Lamp Cord eeenents <n Danii, sk <ieee egymioness Fe 
9. Heater Cord 6. Twisted-pair Lamp Cord display onl, Gilmer tere se (patented) 
Wire easily reels off racks. Handy measuring measuring device, attractive window card and 
rule imprinted at base. the Gilmer Belt Catalog, “America’s Belt Bible.” 
st.off. All Gilmer wire products are approved by Underwriters’ Laboratories. 
RDER 


L. H. GILMER COMPANY 


Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company. 
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N.W.H.A. Session 


Our Experience 
In Our New 


Warehouse 


HIS 130-year old wholesale firm moved to a 

new one-story warehouse building on the out- 

skirts of town. Mr. Crockett describes how that 

move saved man hours and costs and provided 
efficient dealer service. 


By ROSCOE L. CROCKETT 
Rice & Miller Co. 
Bangor, Me. 





ROSCOE L. CROCKETT 


U NDOUBTEDLY 


some of you have the same prob- 
lems that we have had at Rice & 
Miller, Bangor, Me., namely, op- 
erating a business in physical fa- 
cilities that were built for opera- 
tions in the horse and buggy 
days. For example, our business 
is 1381 years young—the main 
offices, main warehousing and 


238 


shipping facilities were in a 
building that was over 100 years 
old, situated nearly in the center 
of the city. 

We also had a four-story ware- 
house on a one-way street with 
the elevator so placed that it was 
necessary to haul all goods on 
each floor the entire length of 
the building. Our only railroad 
facility was a small siding in the 


rear of a building measuring 
60 by 60 ft. This meant that all 
incoming freight had to be 
hauled by trucks to our othe. 
buildings. One can readily im 
agine what a traffic problem wa 
caused by bringing heavy trucks 
into the center of the city and 
unloading them from the curb. 

It was hard enough to handle 
incoming freight in this manner 
but even more difficult was the 
handling of our outgoing freight. 
The packing room and all ship- 
ping facilities were in the base- 
ment of the main building and 
the only way to get the merchan- 
dise to a truck was either by 
loading again at the curb. That 
meant that all freight had to be 
pushed up a steep ramp. Or we 
could load at the rear of the 
building on a wharf that was 
practically inaccessible to large 
trucks. 

In addition, it was necessary 
to pick up an order at from one 
to four different warehouses. 
This, of course, created a lot of 
shipping errors and caused a lot 
of confusion because incoming 
and outgoing freight passed 
through the same doors. 


Out of Line 


From a sales standpoint, the 
operation was completely out of 
line as many sales were lost sim- 
ply because the goods were 
marked “out of stock” by the or- 
der clerks when actually that 
merchandise had been received 
but stored in the wrong ware- 
house. 

With the full realization that 
we could sell goods in those days 
in that location and _ probably 
could also sell goods in the same 
location in the future but could 
not give the service we wanted 
either then or in the future, we 
looked for another site. We 
finally found that site on the 
outskirts of Bangor, but just in- 
side the city limits; a farm so 
situated that both rail and truck 
facilities were available. 

The first step after acquiring 
the location was to work out ex- 
actly the type of a building we 
wanted. We sat down with our 
architects and engineers and 
after weeks of discussions and 
preliminary sketches, we de- 
cided upon the type of building 
that we believed would best an- 
swer our needs. 

Construction was started, and 
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Briddell’s Big Three 
Open New Markets for You 


Carvel Hall Steak Knives 


are too much for any woman to 


resist. . . keen long-lasting blades of 


the finest steel set in handsome 
ivory Lustrex handles with chrome- 
plated safety bolster and ferrule . . . 
they'll go with her finest silver and 
still provide sharp, efficient cutting 
of meat. Attractively packaged in 
sets of six or eight in jewel-like plas- 


tic cases. As a gift, or for her own 


table, they become a “must have.”’ 






The Briddeli Line is Your Line 
for consistent sales and profits. All blades 


are of the finest, hand-finished steel... 





Kitchen Cleaverettes, with 
smart mirror finish, chrome-plated 
blade and colorful plastic handles 
catch any shopper's eye. They 
make butchering of fowl or fish an 
easy job, tenderizing meat a cinch 
and mincing vegetables an easy 
task. These Cleaverettes 


come in attractive 





display cartons. 


\ and this quality of product is your in- 
4 surance of satisfied customers and repeat 
4, . ’ fa bl 

4 sales on other Briddell Cutlery. The 


5 Briddell line is backed by national 


advertising in Good Housekeeping 
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\ and Beller Homes & Gardens, dis- 


play material to aid your mer- 


chandising, newspaper mats 
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DeLuxe Cleavers are the larger 
model of Cleaverettes . . . they do 
the same tasks and more. The man 
of the house will want one for pre 
paring those summer barbecues. 
The same mirror-finish and fine steel 
blade are again featured here. A 
fast-seller and profit-maker for you, 
the DeLuxe Cleaver is display-pack- 


aged to insure its popular appeal. 





and numerous sales aids available for 
all authorized dealers. Write today for 
complete information. Stock Briddell. 
Sell Briddell. It’s the new, fast-growing 


choice of the modern housewife. 


Briddell 


INCORPORATED 
CRISFIELD, MARYLAND 


Bene Quality CE wlhery 
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Attractively sian and satin-smooth; rust- 


of all the headaches we ever got 
into, this was the biggest. We 
traveled by person and phone all 
over the land. We begged and 
we borrowed and we imposed on 
our good friends for the mate- 
rial necessary to do the job. We 
started out after one type of 
material and we substituted and 
substituted, and ended up with 
something entirely different. But 
when the dust settled we found 
that we had a one-story building 
200 ft. wide and 400 ft. long with 
a railroad siding running the 
entire length of the building. 
The day we opened up our new 
home and a new era of opera- 
tions was started, it seemed like 
having to learn to walk again. 
The layout of our building is 


garages and paint shops. On past 
this department is the main 
storehouse. The main warehouse 
is divided in two sections by a 
10-ft. aisle in the center of the 
building and running lengthwise 
the length of the building. These 
sections are known as the north 
side and the south side. 


Shipping Bay 


In the front center of the 
north side is a shipping bay 40 
ft. by 50 ft. with a door 36 ft. 
wide. This bay has a shipping 
platform 12 ft. wide by 40 ft. 
for the assembling of outgoing 
freight and at the rear of this 
platform are two smaller doors 
so that this area may be shut off 





It 


VC 
GA 
PO! 


such that we now have only one _ from the rest of the warehouse. + | 
entrance other than our freight | This enclosed area tends to bet- or 
a . . . . es 

doors. On first entering the ter and speedier operation in starter, 

building, on the right side of the _—_ loading trucks, especially during a 

. or ate 

lobby is a small office for our stormy and winter weather. In » CUTTI 

receptionist and telephone opera- the winter these areas are heated 2 
tor and to the right of this office, to 45 deg. ss 
. 4 2 > . © aradwe 

a reception room. To the rear of _Directly behind the truck ship- ¢ KNIFE 
the reception room are the offices ping bay is a floor area separated wring 
: , ¥ @ DRIVE 

of our general manager and trea- into bins and zones for the va- shaft 4 

surer and further to the rear is rious truck routes. To one side @ conte 
. . . throw 

the main office. of this area is our packing room as @ 

To the left of the lobby are of- | where broken package items are cae 

fices for our buyers, sales force, handled. Continuing past the for hig 


etc., and also a display room built 
with a large plate glass window 
facing on the lobby, so that it 
gives the appearance of a store. 


packing room we find a large 
section devoted to shelf goods 
and other broken package items. 
Because of the location of this 


ation; 


cut ele 


proof, for stronger in impact strength than : 
This is used as a sample room area the necessary travel of mer- 


and is a successful selling me- chandise going to the packing 
dium. room is kept toa minimum. Next 
Continuing straight ahead into is an enclosed section serving as 


either cast iron or aluminum! Low in cost.These 
odvontages make it profitable to feature 
fast-selling Hall- Wessel hardware specialties 

in ebony, in bright zinc, or cadmium, brass 


ing control. 


or chrome finishes. Write for catalog today 
The unvarying quality —the outstanding value 
of Hall-Wessel specialties result from volume 


production with true precision manufactur- 


the lobby is the automotive de- 
partment’s display room and 
stock area. It is necessary to 
have this department near the 
main entrance as we have a lot 
of over-the-counter sales to local 


a display and sample room for 
our sporting goods department. 

At the very end of the building 
is another truck bay similar to 
the one previously mentioned. 
This bay is used for incoming 


HALL-WESSEL CO. 


1719 N. Second St. | \C/\O 
Philadelphia 22, Pa. sg 
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* 7/97 Self-Propelled Power Lawn Mower 


tas EVERYTHING 


It's Lightweight! It's Rugged! It's Priced Right! 


JCHECK 
GARY QUALITY LIGHTEST onthe market for18" size (60 lbs) 





POINT-BY-POINT ; 
@ ENGINE: Gasoline powered GARY engine— STRONG, for hard work, long life 


1%” bore, 1%” stroke, 1 H.P. Of die-cast 
aluminum alloy for lighter weight. 


@ STARTABILITY: Quick and ecasy with rope 
starter, simple to operate. POWERFUL QUIET ~ RUNNING 

@ BEARINGS: Ball bearings self-lubricating a. = 
for life. 

@ CUTTING UNIT: A 6” diameter reel powers e it 
the wheels through spring clutches for SELF-PROPELLED + E 
smooth action. No ratchet noise, High chrome a ven a Cc ! can run ! 
alloy steel blades hold a keen cutting edge. 
Hardwood roller operates quietly. 

@ KNIFE BAR: Lipped type chrome alloy steel, 
spring loaded. 


@ DRIVE: V-belt and roller chain te jack 


shaft and clutch, 
@ CONTROLS: Automotive type, extending 
through tubular handles, controlling clutch 


and spee 
; — wane = posed hagee _ y Boe ha AP P ROXI M ATEL Y 


for high maneuverability and effortless oper- 


ation; heavy enough to hold the ground and 
cut elean as a whistle. 
‘me 













ere RETAIL PRICE 


The Gary 1-H.P. gas engine is mightiest on market tor 
weight, only 17 pounds. New type muffler and sealed, self-lubri 
cating ball bearings on all moving parts make for Quiet Opera 
tion. Sturdily built throughout of tough, lightweight aluminum 
alloy and special-purpose steels. Complete with fly-wheel hous 
ing and gas tank unit, steel guard bumper, rubber tires and 
bicycle type handles with rubber grips. Striking red trim and 
smart streamlined design. 


18" CUTTING WIDTH 
AVERAGE CAPACITY: 
1¥2 TO 2 ACRES A DAY 


‘GARY STEEL 





PRODUCTS CORPORATION 


Lawn Mower Division 


NORFOLK, VIRGINIA 
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WISSOTAS 


Top Quality 
TOOL GRINDERS 


FOR HOME, FARM, GARAGE 
AND SCHOOL WORKSHOPS 


Electric Sickle and Tool Grinder. Sturdy 1/3 HP motor, 
easily detached for other work. No motor body inter- 
ference. 100% accessibility makes awkward jobs easy. 
Wider grinding wheels, bigger arbor shafts and bearings. 
Steel motor mount. Also supplied with 2 tool wheels, 
without sickle holder and sickle wheel. 





Streamlined Grinders made with 6x1”, 5x1” and 
4x1” tested, vitrified, abrasive wheels. Also supplied as 
buffing and polishing heads, without wheels. 


Hand power 
Tool Grinders. 
4”, 5”, 6”, 7” 
wheel sizes. One 
piece gear case, ac- 
curately machined 
bearings, smooth, 
quiet gears, care- 
fully assembled and 
packed, attractively 
finished. Smooth-run- 
ning, high - grade, 
abrasive wheels. 







WISSOTA TOP QUALITY 
VITRIFIED SPEED-TESTED 
WHEELS are FAST and 
PROFITABLE SELLERS! 







. 
Write for Catalog 


A WH¢. Cao. 


MINNEAPOLIS 4, MINNESOTA 
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truck freight. Both truck bays 
serve a dual purpose; the ship- 
ment and receiving of merchan- 
dise and the garaging of our 
equipment. 

The south section of the build- 
ing, or the area to the south of 
the main aisle, is used for heavy 
goods’ storage and full package 
merchandise. Along the outside 
south wall adjacent to the siding 
we have four doors opening onto 
two platforms each 80 ft. long by 
15 ft. wide covered with a canopy 
that extends over the edge of the 
railroad cars. 

In designing the building a 
study of pallet truck operation 
was made and the aisles laid out 
accordingly. The main aisles are 
10 ft. wide; secondary aisles 8 
ft. and other aisles are 6 ft. and 
4 ft. each. This provides the 
proper turning radius and the 
most efficient aisle space in which 
a fork truck can be operated. 
Pallets are used exclusively and 
at present we are using three 
sizes, 24 in. by 48 in., 48 in. by 
48 in. and 36 in. by 36. Con- 
tinued use and experience have 
proven to us that the 36-in. pal- 
let is the most suitable for the 
largest percentage of our mer- 
chandise and that the 48-in. pal- 
let is used the least. 

Our experience has also shown 
that fork truck operation is the 
greatest man-saver equipment we 
have. We just cannot say enough 
for the many tasks in which we 
have utilized this type of equip- 
ment and the many back-break- 
ing hours that it has saved our 
crew. The number of items that 
can be stored on pallets and how 
much more storage space one can 


obtain from a plant by the use 
of palletizing is amazing. 

By using fork truck and con- 
veyor equipment, freight cars 
can be unloaded in 12 man-hours 
or less, depending upon the type 
of merchandise. This is consid- 
erably under the man-hours in 
our old location. In our multiple 
warehouse operation it was also 
necessary to utilize two outside 
trucking firms at a rate of $3 per 
hour for each piece of equipment. 
That has now been eliminated by 
our present operation. Time is 
also saved in the handling of out- 
going merchandise and it is in- 
teresting to see the control that 
we now have over a customer’s 
order in being able to follow it 
through from the time it is 
ceived until it is delivered to the 
customer’s store. 

We have a master sheet in the 
shipper’s office that controls each 
order as it is being routed 
through the warehouse. By 
means of this master sheet and 
bin and tag numbers it is pos- 
sible to know what is happening 
to an order and if slowed up, the 
cause of the delay. 

The greater part of our mer- 
chandise is delivered by our own 
trucks. The loading of a truck in 
the old quarters was a major 
problem and many hours of over- 
time work were put in because 
the majority of the trucks were 
loaded in the evening. This over- 
time has been eliminated as it is 
now only routine work to handle 
several trucks during the regular 
work day. 

In addition to quicker delivery 
service it was possible to inau- 
gurate an additional service that 


‘e- 





(Fred Hess & Son) 
Aerial view of Atlantic City looking inland from over the briny deep. 
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Sell the best... 


Sitrong-Sturdy 
Dependable 


The dealer who displays and sells MOLINE Steel 
Tackle Blocks is doing his customers a real favor 
and at the same time increasing his own profits. 
MOLINE blocks are made for both manila and 
wire rope with loose side hooks and come in sizes 
from 4” to 14”, and for rope 1” to 1” diameter. 
They have heavy steel side plates and U-brackets; 
strong, oversized, extra strong hooks and thim- 
bles; and are finished in rust resistant enamel. 
Rope life is increased because of rounded edges 
on side plates. The counter display stand as illus- 
trated will sell these blocks for you. 
= 
ORDER TODAY FOR QUICK SHIPMENT! 
Write Dept. HA-10 for full information. 


MOLINE 


iRON WORKS 


ne, woimors, U.S.A 


moll 
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« The Harvester. A sturdy. motor-driven 






WANT ATTRACTIVE 
DESIGN? 


24"x3" stone carried on a lasting steel angle 





frame. Long. economical service 










The Streamliner. A modem, treadle 
mode! with super-strong,. all-welded frame 
22"x2" stone, carefully selected for efficient 
sharpening. 


WANT SUPER- 
EFFICIENCY ? 








The Buckeye. A superior bench grind 
er with a hundred uses. 10"x1'/," stone 
turning at proper speed to do a non-burning 
grinding job. 







FREE! Send for this folder on 
the complete “C.Q.” Line. 









) The CLEVELAND 
RRIES COMPANY 
1740 East Twoith Sree, Cleveland 14, Obi 


—_ 

















Fill railing orders 


trom $TOCK 





and save your customers 


up to 200% with 
HAWKINS 


PREFABRICATED 


Adjustalle Railings 


PATENT PENDING 
ro 


No expensive drawings, no delay. er OR TERS ame 
J 


ie shapes 
Simply combine the proper amounts ee seides 


of level and bevel rail with posts 


a 
a 
and ornaments from information on itt 


customer's rough sketch. Fit any Seems tans 


tread and rise. Easily assembled. 


1 free 


Low costs and quick service will 
bring you volume sales with good 


profit margin, 





You'll want to stock Hawkins Adjustable 
Window Guards, too. Fit any window, installed 
or removed in a jiffy with special ke y. Sell over- 
the-counter for customer installation. 





Write for details 








HAWKINS IRON CO., INC. 


315 North 4th St. Birmingham 4, Ala. 








probably others already have but 
which until we occupied our new 
quarters we were unable to do, 
This service is, sending the in- 
voices with the merchandise, 
which we might add is one ser- 
vice that receives a great deal of 
favorable comment from the 
trade. 

The cost of the building has 
been warranted from an opera- 
tion standpoint especially when 
one realizes the number of man- 
hours and the extra trucking 
costs that have been saved. When 
we consider the building from a 
sales standpoint, we feel that the 
cost has been justified, since to- 
day we are giving our customers 
the service that they want. It is 
only logical that in order to be 
competitive in tomorrow’s opera- 
tion, we have to be able to meet 
that competitive era with the 
proper operation. This is what 
we are accomplishing with our 
one-story operation. 


R. E. Woodruff's Address 


(Continued from page 213) 


Why do we want adequate 
earnings? What are we going to 
use the money for? 

First, we must modernize. 
New equipment is very exper 
sive. You have heard people say 
it is inadvisable to build up pro- 
duction plants because the first 
cost is so tremendous. But con- 
sider that we are retiring freight 
cars now that cost $1,500 to 
$2,000 apiece and that is all we 
get out of depreciation for them 
while new freight cars are $4,500 

$5,000 apiece. Yet, we are 
doing it; building all-we can; 
10,000 a month, and would build 
15,000 if we could get the steel. 
We are doing it to improve trans- 
portation, to make it possible to 
handle your traffic. Remember, 
too, that the cost of a new 4-unit 
diesel freight locomotive is some- 
thing like $640,000, whereas the 
old freight steam locomotives 
they are replacing cost a mere 
$100,000. 

The more the railroads spend 
for improvements, the cheaper 
your freight rates will be in the 
future. That’s why it’s to your 
interest to help us get adequate 
earnings now. 

Second, railroad securities are 
terribly depressed. It has been 
years since any railroad company 
could get enough capital through 
the issuance of common stock. 
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Any new financing has had to be 
done through borrowing. We 
must pay our owners an adequate 
return to encourage them to in- 
vest money in the railroads. 

The only reason the railroads 
made the grade in World War II 
was because for 25 years they 
paid out $2 for improvements 
for every $1 paid in dividends. 
The railroads as a whole, this 
year, are spending more than 
$1,200,000,000 for improve- 
ments; yet, their net railway op- 
erating income, out of which 
must come fixed charges as well 
as dividends and money to 
finance the improvement, will be 
less than $1,000,000,000. In 
other words, they are spending 
$12 for every $10 of income. We 
are handling the heaviest peace- 
time volume of traffic in history 
and yet making very little on in- 
vestment. I think that these 
facts will convince you that the 
railroads are public spirited and 
are trying to do their part. 


The Future is Political 


After all, the future of the 
railroad industry is_ political. 
Our rates are set by govern- 
ment; our wages are largely set 
by government. When our labor 
unions don’t agree to what they 
receive through negotiation or 
through Presidential fact finding 
boards, they dump the problem 
in the lap of the President of 
the United States and many 
times in the last few years the 
President has given them more, 
thereby breaking down the Rail- 
way Labor Act. 

Our taxes are in the hands of 
the politicians. The question of 
subsidies is purely political. Rail- 
road managements, as such, have 
little political influences. Our 
stockholders have some; but you, 
the users of railroad transporta- 
tion throughout the length and 
breadth of the country, are going 
to be the deciding factor. 

All I can hope for is that you 
will become interested and will 
do your part in spreading the 
information about freee enter- 
prise to your employees and your 
associates, to the people that you 
know and to the politicians that 
you know. And remember, too, 
that if you do not want to be- 
come socialized or nationalized, 
the railroads are the front line 
of defense. If you can keep the 
railroads from being taken over, 
then your industry is safe. 
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iggs ¢ Stratton 
Engines - 
mericas Choice 
for 
Thirty Years 


For 30 years Briggs & Stratton 4-cycle air- 
cooled engines have proven their value, per- 
formance, and dependability under the most 
exacting conditions. 


Users, manufacturers, and dealers know that 
equipment powered with these engines is 


powered RIGHT. 


This public confidence has resulted from the 
engineering leadership, unending research, 
and the skill of Briggs & Stratton workmen 
—all directed dt making the world’s finest 
single cylinder, 4-cycle gasoline engines. 


BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U. S. A. 
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A.H.M.A. Session 


Report of A.H.M.A. Secretary 


[. the years that have 
intervened since May of 1926 
(when I became your Secretary ) 
we have passed through periods 
of inflation and deflation; politi- 
cal upheavals and governmental 
innovations; chaotic world con- 
ditions; war itself and its after- 
math. Of all, we have had plenty. 
So it can be but a source of 
justified satisfaction to all of us 
in the American Hardware Man- 
ufacturers Association that our 
organization is one of the trade 
bodies which has emerged un- 
changed, and at an _ all-time 
peak of numerical and financial 
strength. And it may be truly 
said that in great measure this 
has been due to the fact that we 
have been guided by the old 
adage—“Shoemaker, Stick to 
Your Last.” The natural scope 
of activities of the American 
Hardware Manufacturers Asso- 
ciation is limited, but neverthe- 
less very valuable to its mem- 
bers, and we have consistently 
resisted temptation to undertake 
activities which logically are not 
within our province. 

This convention terminates a 
most satisfactory year. At your 
meeting in Atlantic City in Oc- 
tober of last year, we reported a 
membership of 396. During the 
Association year, membership 
losses have totaled 19, ascribed 
to the following reasons: Ab- 
sorbed by other member com- 
panies—2; no longer interested 
in distribution through hard- 
ware channels—13; liquidated 
—4, 


New Members 


In the same period we have 
added 32 members, as follows: 

Atlantic Steel Company, At- 
lanta, Ga. 

Baker Brush Co., Inc., New 
York, N.Y. 


CHARLES F. ROCKWELL* 





CHARLES F. ROCKWELL 


Bingham-Herbrand Corp., To- 
ledo, Ohio. 

Canvas Products Company, St. 
Louis, Mo. 

Cincinnati Tool Co., Cincin- 
nati, Ohio. 

Clayton & Lambert’ Mfg. Co., 
Louisville, Ky. 

Coffing Hoist Company, Dan- 
ville, Ill. 

William H. Coleman Company, 
Jackson, Tenn. 

The Delron Co., Inc., Los An- 
geles, Calif. 
The Desmond-Stephan Mfg. 
Co., Urbana, Ohio. 
The Dryback 
Binghamton, N. Y. 
Exact Level & Tool Mfg. Co., 
High Bridge, N. J. 
Forbes’ __ Steel 
Pittsburgh, Pa. 

Jackes-Evans Mfg. Co., St. 
Louis, Mo. 

Kay-Tite Company, West Or- 
ange, N. J. 

Keystone Wire Cloth Co., Han- 
over, Pa. 

L. & S. Bait Company, Brad- 
ley, Ill. 

Laitner Brush Company, De- 
troit, Mich. 


Corporation, 


Corporation, 


* Mr. Rockwell will retire at the end of this year as secretary- 
treasurer when he will become an honorary member of the 


Advisory Board. His successor will be Dr. Arthur L. Faubel. 
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The Lenk Mfg. Company, Bos- 
ton, Mass. 

Maryland Bolt & Nut Co., As- 
sociate of American Chain & 
Cable Co., Inc., Washington, Md. 

The Moto-Mower Co., Detroit, 
Mich. 

Olin Industries, Inc., Electri- 
cal Division, New Haven, Conn. 

Pennsylvania Lawn Mower 
Division, American Chain & 
Cable Co., Inc., Camden, N. J. 

Peoria Cordage Co., Peoria, IIl. 

The Progressive Farmer, Bir- 
mingham, Ala. 

Justus Roe & Sons, Patchogue, 
| i. # 

Schlage Lock Company, San 
Francisco, Calif. 

Skinner Paint & Varnish 
Corp., Galesburg, III. 

Standard Novelty Works, Dun- 
cannon, Pa. 

Earle Vance & Co., Gainesville, 
Ga. 

Wheeling Corrugating Co., 
Wheeling, W. Va. 

Wrought Washer Mfg. Co., 
Milwaukee, Wis. 

It is significant to note that of 
these 32 additions to the roster, 
nine companies have at some 
previous period been members 
of the Association, and are now 
renewing the affiliation. 


Membership Is 409 


The membership as of today 
is 409, a net gain of 13 for the 
association year. 

Through the years the excep- 
tional opportunities for personal 
contacts between manufacturers 
and wholesalers have been an 
outstanding feature of hardware 
conventions. As the industry has 
expanded, so have the associa- 
tion memberships and conven- 
tion attendance; where one hotel 
originally sufficed, six or seven 
are now required. Although ad- 
rance registration has greatly 
accelerated the making of con- 
tacts, it was recognized that fur- 
ther simplification was desirable 

However, the informal and 
wholly delightful atmosphere of 
our conventions has for many 
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best hnown 
“MOTO-MOWER” 





MOTO -BOY 
20” model 


Powered by 
Briggs & Stratton 


SCOUT 
22” model 


Powered by 
Briggs & Stratton 


LAWNKEEPER 


Powered by 
Briggs & Stratton 








complete information and 
saae of the nearest 
jobber. . 


OTO-MOWER — 


Woodward Avenue, DETROIT 1, Michigan 


New models...new 
He specifications . . . send for 











LARGER 
SIZES 





BIG VARIETY OF 
VOLUME BUYERS 


Larcoloid sells fast to Painters, Mainte- 
nance Men, Contractors, Sign Manufac- 
turers, Automotive Men, Householders 
. . « They all prefer its Quick-Drying, 
Long-Wearing Qualities — Outdoors or 
Indoors — on Metal or Wood. 








S—————_—"—_—‘“‘“—n 
Write for Dealer Set-up 


CARPENTER-MORTON CO. 
DEPT. H © EWERETT, MASS. 
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years been a tradition which we 
were loath to lightly abandon. 
And for that reason, in conjunc- 
tion with officers of the National 
Wholesale Hardware Associa- 
tion, we devoted many hours to 
earnest consideration as to how 
available space could be _ best 
utilized to facilitate the making 
of personal contacts without de- 
stroying the fundamental char- 
acter of our gatherings and to 
avoid the imposition of addi- 
tional expense to member com- 
panies. 

Thus was evolved the Contact 
Areas Plan, which has been on 
trial during this present conven- 
tion. The spacious exchanges and 
public rooms of the Marlborough 
are ideal for such a simple plan, 
the sole objective of which is to 
provide that representatives of 
manufacturers shall be continu- 
ously available in specific Con- 
tact Areas within definite hours. 

It was of course realized that 
in very large degree successful 
operation of the plan would be 
contingent upon visualization by 


all concerned of what we were 
attempting to accomplish, and 
their wholehearted co-operation 
in the spirit of the undertaking. 
We are hopeful that reaction to 
the operation of the Plan will be 
favorable. 

In closing, I want to express 
my personal satisfaction and 
pleasure in that my long-time 
friend “Doc” Faubel is to be my 
successor. I know of his great 
ability and fine personality, and 
with his exceptional background 
of experience the Association 
will have an able executive, and 
you will all be happy. 

The more than 22 years of my 
official connection with the Asso- 
ciation have been happy ones. | 
have intensely enjoyed the work 
and the very many friends with 
whom I have been associated. 
And I am deeply grateful for the 
always cordial and helpful co- 
operation of members and offi- 
cial family alike, which alone has 
made possible a record of service 
of which I feel I need not be 
ashamed. 





Dr. Arthur L. Faubel's Address 


(Continued from page 168) 


tremendous significance in the 
age-old advice: “Know the truth 
and the truth shall make you 
free?” With the truth, expose 
the fallacies which, once they 
win men’s minds, will destroy 
our world, our system, and, very 
likely, many of us. 

If we will do this and do it 
fast and well, I think time and 
the tide will begin to run with 
us. I say this because I believe 
there are’signs that the revolt 
of the masses has about run its 
course in our country, and while 
I believe some of the new order 
it has given us is definitely not 
for the better, it has resulted in 
a better world for millions of 
our people. 

In the 50 years since it be- 
gan here, this revolt, with no 
help from the communists and 
within the framework of our 
economic system, has won a tre- 
mendous improvement in labor’s 
status, has revolutionized our 
whole tax plan and made the in- 
come and _ inheritance’ taxes 
powerful social forces as well as 
sources of governmental income. 
It has put curbs and restrictions 
on monopolies and it has re- 
sulted in a program for the 
farmer which safeguards him 


against everything except the 
fires of hell. While this was go- 
ing on we rid ourselves of the 
worst banking system any coun- 
try ever had in favor of one of 
the best and we carried on a re- 
search, development and produc- 
tion program which has made 
this country and especially our 
industries the envy of the world. 

That’s it—the envy of the 
world! And there’s the rub! 
The masses in our country no 
longer have the reasons for re- 
volt they had in 1900 and unless 
this revolt can be kept going by 
the communists within our coun- 
try, the attack against our sys- 
tem will have to come from with- 
out—from Moscow, to be spe- 
cific, and from thence I need 
hardly tell you it is coming and 
you know how. 

What then of the terrible is- 
sue of peace or war? I don’t 
know. But in common with all 
other ‘thinking Americans, I! 
have tried to form what to me 
is a reasonably inteliigent ap- 
praisal of the outlook for war 
or peace. Without meaning to 
bury my head in the sand, I am 
not now prepared to believe war 
is imminent or inevitable. Here 
are my reasons. 
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First, it is no part of our plan 
to start a war with Russia. 
Second, I don’t believe Russia 
will provoke a war with us until 
and unless the Russian despots 
are reasonably sure they would 
win, and I don’t believe they are 
even half sure. Third, I am con- 
vinced that Russia’s game is to 
try by every means possible, in- 
cluding especially delay, to win 
without a war. 

Last December, Allen W. Dul- 
les, brother of John Foster Dul- 
les and president of the Council 
of Foreign Relations, offered an 
explanation of Russia’s policy 
which made sense to me then 
and even more so today. He said: 

“The Soviet Union has en- 
tered on a great gamble. In 
their challenge to us from over- 
seas they are not counting on 
the success of their system; they 
are gambling on the failure of 
ee eg 


Don't Need a War 


With such a plan the Russians 
don’t need a war. An economic 
collapse in this country will 
serve their purpose fully as well. 
Therein lies the terrible danger 
of an unsound economic program 
within our own country—of a 
labor policy based more on ex- 
pediency than on realism, of a 
political rather than an _ eco- 
nomic agricultural program, of 
a short-sighted and opportunis- 
tic tax plan and, most important 
of all, of an inflationary spiral 
which can have but one outcome. 





Cutlery—Stolen 
36 Years Found 
In Good Condition 
ALESMAN Allan A. Richard- 


son set his cutlery sample cases 
down outside the Missouri Pacific 
Railway Station in Boonville, Mo. 
When he returned a few minutes 
later they had been stolen. Police 
hunted futilely for cutlery. 
That was in 1912. 


Just recently workmen tore 
down part of the station. In a 
crevice was the cutlery, all 106 
pieces, intact and in good condi- 
tion with the exception of one 
razor. The cases were sent to the 
Shapleigh Hdwe. Co., St. Louis, 
successors to the firm Richardson 
worked for 36 years ago. 
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WHAT#IS THE DU-FAST SANDER and POLISHER*? 





The DU-FAST Sander and Polisher is the new, versa- 
tile, oscillating attachment for every HOME UTILITY, 
Black & Decker 1/4’ Electric Drill. 






WHAT DOES IT DO? 

Attached to the drill, DU-FAST sands or polishes 
quickly and easily in tight places, around mouldings, 
in corners and on either flat, curved or irregular 
surfaces of wood, metal, plaster, wallboard. 








WHAT DOES DU-FAST OFFER THE DEALER? 










It offers a steady, profitable tie-in with every sale 
of the Home Utility, B & D 4” drill, as well as volume 
sales to the innumerable owners of this highly popular 
drill. DU-FAST is actually a new, basic tool which every 
craftsman wants for his shop. 

























WHAT DOES DU-FAST OFFER YOUR CUSTOMERS? 


The DU-FAST Sander and Polisher gives your custom- 
ers a tool unequalled for quick, easy, professional 
finishes every time... economically. It is quickly 
attached or detached .. . durable .. . light weight... 
safe to use. The sanding surface is a full 3%” x 7” 
and takes standard size, cut paper, affording consid- 
erable savings in sandpaper costs. 





~ 


THE DU-FAST SANDER 
and POLISHER RETAILS 
AT ONLY $14.95 
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DEALERS! Get in on this hew sales 
building opportunity now. Ask your 
B & D Home Utility Distributor! 












Sold only through 
Distributors of BLACK & 
DECKER, Home Utility 
Tools. 








1948 249 











"'Swing-A-Way"' Can Opener 

Steel Products Mfg. Co., 4100 Beck 
Ave., St. Louis 16, Mo., offers the De- 
Luxe model 509 wall type can opener 
fair traded at $3.49. Made of cold 





rolled steel, plated and body doubly 
protected by Nelsonized double baked 
white enameled finish, which is claimed 
to be rust-proof and scratch-resistant. 
Has double syncro-gears and alloy steel 
cutter. Handle knobs of “Bakalite” 
plastic. Chrome trimmed. Comes in 
standard white with red knob; also 
“Swing-A-Way” red with white, red or 
black knobs. 


Gardening Sprowel 


Consumers Products Corp,, 322 E. 
Colfax Ave., South Bend 24, Ind., offers 
a garden tool that is designed to fill 
the gap between the spade and the 
trowel. It makes spading easy in small 
areas; it speeds transplanting through 
its deep sharp bite with a minimum 
damage to roots, and it breaks and 
chops clods of soil and turf like an 
ax. Strong heavy alloy steel blade is 
gently curved and sharpened and is 4 
by 6% in. Hard handle is pear-shaped 
to fit the grasp. Features brass ferrule, 
which firmly anchors handle to shank. 
Design and workmanship of the sprowel 
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permits perfect balance for digging or 
chopping. Overall length is 16% in. 
Suggested to retail for $1.75. 


Miniature Mirro Catalog 


A 20 page miniature size catalog 
featuring basic Mirro housewore items 
is now available to all Mirro dealers. 
The attractive black and orange minia- 
ture catalog contains illustrations and 
copy on 51 aluminum products manu- 
factured by the Aluminum Goods Mig. 
Co., Manitowoc, Wis. This miniature 
catalog is furnished to Mirro dealers 
free of charge. Store name or dealer 
name can be imprinted on the back 
cover, 


Monitor Pump Jack 


Baker Mig. Co., Evansville, Wis.., 
offers a new pump jack which features 
a design permitting new precision in 
bearings and gears at reasonable cost. 
Positive oiling, and spiral gears allow- 
ing for easier running, quieter pumping 
and longer life. 








‘Dole’ Gate Latch 


Latch is self-balancing, using no 
springs in operation. Rustproof latch 
is manufactured of aluminum alloy 
with cadmium plated steel pin and 





locks which assures durability. Can be 
installed easily at any height on the 
gate. Placed a few inches from the 


ground, it can be operated by a foot 
pedal, thus freeing both hands. Or it 
can be installed at hand or elbow 
height. Latch is made either left-hand 
or right hand and can be installed so 
gate will swing inward or outward. 
May be-used on any size gate of wooden 
construction. It is particularly adapted 
to use on garden gates, poultry or vege- 
table farm gates and also on inside of 
warehouse doors. Packed in an attrac- 
tive box which shows in diagram 
the correct method of easy installation. 
Suggested to retail for $3.25. Dealers 
are supplied with a small counter gate 
without cost. Dole Industries, Ltd. 
1355 Market St., San Francisco, Cal. 
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Here’s HOME-UTILITY’S 


Christmas Present to YOU! 





FEATURING... 


Wome uriiTy 





New HOME-UTILITY 
Electric Drill Kits 


$39-95 (list price) 


Complete with ... 
%” Home-Utility Drill and 
Horizontal Stand 
13 High-Speed Twist Drills 
Wheel Arbor 
3” Grinding Wheel 
3” Buffing Wheel 
4” Wire Wheel Brush 






Horizontal and 
Vertical Drili Stends 
Buffing & Polishing Kits 
Abrasive Kits 
Wire Wheel Brushes 


PRODUCTS OF BLACK & 
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Christmas Drive 
Builds Sales, Profits 
from Gift Buying! 


Open this Christmas package 
NOW .... and you'll find it 
loaded with extra sales and 
profits for you! It’s the great, 
new HOME-UTILITY Christ- 
mas Promotion! It features the 
brand-new HOME-UTILITY 
Electric Drill Kit, sure to attract 
plenty of attention from your 
customers .. . plus the other 
fast-selling Drills, Drill Stands 
and Accessory Kits in the 
HOME-UTILITY Line. Adver- 
tised to millions of readers in 
leading national magazines. 


CASH IN Locally with 
these FREE Sales Aids! 


To help you tie in your local 
selling with this national! pro- 
motion, HOME-UTILITY gives 
you free store streamer .. . free 
newspaper advertising mats... 
free scripts for your local radio 
commercials. Act now to take 
advantage of this big oppor- 
tunity for extra profits! Call 
your HOME-UTILITY Distrib- 
utor today and order your 
HOME-UTILITY Drill Kits, 
Drills, Drill Stands, Accessory 
Kits! The Black & Decker Mfg. 
Co., Dept. H-653, Towson 4, Md. 


Sold Through Leading Distributors Everywhere 








FEATURING... 


NATIONAL ADVERTISING! 





... in these great 
national magazines 
merry oy 


2 OMIT 











FREE COLORFUL 
STORE STREAMER! 















FREE RADIO 
SCRIPTS! 


DECKER 
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BETTER PIPE TOOLS 


RECEDING 

THREADERS 
and 

CHASERS 


These improved threaders come in ‘‘Stand- 
ards,” “‘Ratchet,”’ and ‘“‘Geared”’ types op- 
erating on the “receding die’’ principle. 
They will cut perfect threads in the follow- 
Ing sizes: “Standard” and “Ratchet'’ — 1” 
144”, 114” and 2” and “Geared” — 214", 
3”, 344" and 4". Chasers are made of special 
analysis tool steel, hardened, drawn, tem- 
pered, and tested. 





ADJUSTABLE STOCKS 
and DIES 


“ARMSTRONG BROS.” stocks are more 
compact, and are smoothly finished to fit 
comfortably in the hand. Each takes all 
standard make dies of its type. They are 
made in all sizes and are sold singly or with 
dies and guides in sets. 





“ARMSTRONG BROS.” Dies, both solid 
and adjustable, are machined from special 
tool steel, with ‘‘backed-off” ground teeth. 
They cut easily, cut smooth, close-fitting 
threads, and “spin” off pipe ends without 
jamming or sticking. They fit all standard 


make stocks. 


ARMSTRONG BROS. TOOL CO. 
5214 W. Armstrong Ave., Chicago 30, U.S.A. 


Eastern Whse. and Sales: 199 Lafay- 
ette St., N. Y. 12, N. Y. Pacific 

Whse. and Sales Office: 1275 
Mission St., San Francisco 

3, California 
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WHAT'S NEW 


Masking Paper 


Edge gummed masking paper known 
as “Maskwik” is offered by Stratocote, 
Inc., 1121 E. 60th St., Los Angeles 1, Cal. 








Paper which is treated to resist paint 
and lacquer combine combines tape and 
apron into a single unit. Available with 
one or both edges gummed. Packaged 
in 50 ft. lengths, in widths from two to 
36 in. It is claimed to lie flat without 
curling. Finger tip pressure adhesive 
is protected by a glassine covering. It 
may be formed inte a vertical apron 
by folding the nonadhered portion upon 
itself parallel to the adhesive edge, 
then into a vertical position. National 
distributors are The STS Co., 981 W. 
Jefferson Blvd., Los Angeles 7, Cal. 


Reo Engine For 
Lawn Mowers 


Lawn Mower Division Reo Motors, 
Inc., Lansing, Mich., is introducing an 
engine designed specifically for lawn 
mowers. It is a 1% h.p. 4 cycle air 
cooled power plant with a considerable 
reduction in bulk and lower center of 
gravity to permit easy handling and 
servicing. Engine is said to run cool 
with a unique governor control permit- 
ting full power when needed. Engine 
speed is regulated efficiently. Elimina- 
tion of oil pump and the use of a more 
efficient splash-type lubrication system 
practically removes the possibility of 
impairing engine efficiency from dirty 
oil and pumping, it is reported. All 
parts are precision made. 

















@ Includes Washer, Lockwasher and 
Wing Nut, %4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


2 
Sharon Bott. andl, Screw Co 





BOSTON 10, MASS. 






















LONGER HANDLES! 
PERFECTLY BALANCED 
Shaped to Fit the Hand 


Instantly Replaceable 
DOUBLE-EDGE 
SUPER-KEEN BLADES 
No screw driver or tool 
needed to replace the 
high quality blades— 
just push in new blades, 
and out come the old 
ones. Stock genuine 
RED DEVIL BLADES for 

replacements. 


RED DEVIL TOOLS. 
Irvington 11, N. J., U.S.A 
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Mirror Glaze 


A furniture glaze for all finishes, 
Mirror Glaze is said to eliminate con- 


Maker 


stant polishing of furniture. 





says a single bottle will last an average 
household an entire year. The product’s 
effectiveness is based upon its ability 
to penetrate into the pores and body of 
the finish of wood, it is said. May be 
used on mahogany, maple, walnut, etc. 
To use, merely wipe on and wipe off. 
A one pt. bottle is suggested to retail 
for $1.50. Mirror Bright Polish Co., 
Pasadena 1, Calif. 


Rotary File Bulletin 


dmerican Swiss File & Tool Co., 410 
Trumbull St., Elizabeth 1, N. J., has 
completed a new bulletin on hand cut 
and ground from solid rotary files. The 
bulletin fully describes these tools, and 
tabulates the dimensions and _ latest 
wices of all current standard shapes 
ind sizes with coarse, medium and fine 
cuts. American Swiss midget rotary 
files in hand cut and ground from solid 
types are also described and fully listed 
for all shapes. Copies of the bulletin 
can be obtained by addressing the 
company. 


Line Master Reel 


Dearborn Tackle Co., 10 Owen Ave., 
Detroit 2, Mich., offers the Line Master 
reel which is guaranteed against back- 
ash. It is equipped with the Dihle 





R ° ° . 

rake which is operated entirely by 
he tension on the line. Has a built-in 
thumb, Suggested to retail for $13.65. 
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Here's the P US 


that will put over that 
profitable fractional hp business 


70 million V-belt drives in homes, stores, farms, small industrial 
That means plenty of replacement business — 


plants! 
and belts—for you. 


V-Pulleys.. 


ee a ee ae ae a ee 





WORTHINCTON 


V- PULLEYS 








also profit from 


More sales from less inven- 
tory with Worthington QD 
Jr. V-Pulleys with inter- 
changeable rims and hubs. 


Contact your local 
Worthington distributor 
and send the coupon for 
more information on the 
bigger profits with Worth- 
ington FHP Profit-Maker 
assortments. 


MERCHANDISING DIVISION 


The Good Right Wand. of Industry 


With the Worthington line you have one-piece V- pulleys, 
famous QD rim-and-hub V-pulleys (easy to fit, can’t work 
loose, noiseless, trouble-free, no wobble), and Adjustable-Pitch 
.plus Worthington- Goodyear EC Cord V-belts— 
to fill the complete range of requirements. 


\ 


» 





pulleys 


ed 


and here’s what you get 
to make easy sales 







WORTHINGTON V-PULLEYS 






Profit-Maker Display Stand 
QD Jr. Display Poster 
Window Banner 


Envelope Stuffer 


in WORTHINGTON @@ 3 


The Purynat Buy ine 


WORTHINGTON- 
GOODYEAR V-BELTS 


V-Belt Wall Racks 


Window Banners, Decals, -etc 


GOoD/YVEAR 


rv — eS ee ee = = “7 
Worthington Pump and Machinery | 
Corporation 
MVD Sales Division, Dept. N853 | 
Buffalo, N. Y. ] 
Please tell me how | can make higher | 
profits with Worthington FHP Profit- 
Maker. | 
DWeL¢nn cGsubwanebaneaees 
NG. candehekewenee ; 
Pt aadécteunbadsdxteweneies | 

88-53 
— =e ae oe oe oe ee oe oe ae oe 4 
253 











254 


WHAT'S NEW 





Moderate Priced tities of balls in each box vary with 
the size and are designed to sell at one 

Duchess Washer price. Package seciadini loss from rust 
The Appliance Mfg. Co., Alliance, and corrosion which results from con 
Ohio, announce its washer model 5LS. stant handling of balls. Balls up to 
Although a retail price of $99.95 has 2% in. are available on special order 
been established for Zone No. 1, deal- for gaging, burnishing and sizing oper- 


ations. Balls are made of high carbon, 
chrome-alloy steel, precision ground 
and are guaranteed accurate. 


Liquid Level Gage 


“Drum-Gage,” offered by Hinman 
Mfg. Co., Tallahassee, Fla., is said to 
be the only gage of its type that can be 
installed on either end of a drum, 
empty or full, by anyone in less than 
a minute without breaking connections. 
Gage is marked at five gal. intervals. 
May be used on 55 gal. drums. Body is 
made of 24 S.T. aluminum, the screw 
of hardened steel, seals of neophrene 
and the transparent tube of unbreak- 
able heavy gage plastic. Tolerances are 
held close and the calibrations are 
etched. Maker says the gage body is 
held securely enough against the drum 
head by the screw so that it will sup- 
port 200 lbs. Suggested to retail for 
$3.95. Packed in individual paper bags, 
2 doz. to a box. 





ers are authorized to advertise and sell 
at $89.95 where competition creates the 
necessity. The 5LS is six sheet capa- 
city with standard 22 inch tub, 16 gals., 
to the water line. Motor driven drain 
pump is optional at $10.00 additional. 
This Duchess lacks the refinements and 
features of better Duchess Models, but 
it is reported that no sacrifices have 
been made in mechanical or material 
quality. 


'‘Pak-Bal’ Ball 
Bearing Balls 


The Packaged Ball Co., Langhorne, 
Pa., offers the Pak-Bal, a complete line 
of ball bearing balls package in small 
quantities for hardware store sales. Pop 0: 
ular sizes range from 1% in. to 5% in. by 
32nds, packed in a display carton. Quan- 











Pocket Pack 
Precision Wrenches 


Meteor Mfg. Corp., 24 Glenwood Ave., 
Buffalo, N. Y., offers pocket pack pre- 
cision wrenches made of first quality 
chrome molybdenum alloy steel, heat- 
treated and hardened for lasting dura- 
bility. Each wrench accurately broached 
to close tolerances. Open end wrench on 
one end and 12 point box wrench on the 
other. Packed in plastic kit, % in. thi x 
214 by 4% in. Weighs 3% oz. Features 


snap closing. 





New York 59, N. Y. 
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Pitan 


a Display that SELLS Locks! 





















Your customer can find your “‘lock department”’ instantly with this 
colorful counter merchandiser It’s bound to be your ‘‘star lock sales- 





Gentlemen: 


man'’ with an assortment of cabinet locks to fill practically every re- Please ship the Iilinois “starting stock” deal with our Free 
quest for cabinet, drawer, chest, tool box, wardrobe and other locks. counter merchandiser. 


Sturdy, rugged, Illinois padlocks feature a case hardened shackle that Name_ 
locks on both sides with double rotary steel dead-bolts. They're rust- 


. treet 
proof, rap-proof—will not stick or freeze. . 


Here's your chance to build a highly profitable, quick turnover lock City Zone State__ 


business 
Our jobber is 





THE ILLINOIS 


800 So. Ada Stre t* Chicago 7, illinois 
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THE NATION'S 





NATION-WIDE 
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RAILWAY EXPRESS offers you 
a complete transportation pack- 
age. Around its nation-wide 
facilities is built a convenient, 
economical shipping service in- 
cluding door-to-door pick-up 
and delivery in all principal 
cities and towns at no extra cost. 
It is designed to meet every one 
of your business or personal 
shipping requirements. 


" WHAT'S NEWT 


5 


GOOD BUSINESS TO SAY: 


Slip 


ede 


Your shipments are carried 
swiftly over America’s railroads 
and scheduled airlines—provid- 
ing an all-inclusive service for a 
single charge. Consistent im- 
provement in equipment and 
methods is your assurance of a 
continued, dependable, coordi- 
nated shipping service to you, 
your community and the nation. 





miLW, NS 
EXPRESS F 7 





IC ENC 


RAIL-AIR SERVICE 





| 





Wet Tool, Knife Grinder 


A wet tool and knife grinder with 
self-adjusting friction drive, which 
throws no water on the operator, has 
been developed by Boice-Crane Co., 960 
Central Avenue, Toledo 6, Ohio. Fric- 
tion-Matic grinder has a simplified fric- 
eliminates two 
Eliminates 
steel 


tion roll drive which 
pulleys and two bearings. 
belt. The one-inch 
roller is mounted on a 14 ft. diameter 


haft. 


countershaft 





remains con- 


Reduction in 


speed 


The peripheral 
stant as the wheel wears. 
diameter is automatically compensated 
for by step-up in wheel rim speed. 
Since no waterguard is necessary, the 
tool rest can be positioned so that the 
operator takes a comfortable standing 
position and can work on top of the 
tool. The tool rest, 24% in. x 5 in., per- 
mits perfect sharpening of long, slim 
carving and slicing knives, the wide 
blades of long-handled axes and hatch- 
and the bits and 
scrapers, says maker. Tool rest further- 
more makes possible accurate controls 


ets, widest plane 


for grinding angles from zero to 30 deg. 
The wheel is natural quarried Ohio 
sandstone, the face measuring 1}! in., 
the diameter 8 in. It has a speed of 135 
r.p.m., which increases as the wheel 
wears so as to maintain a_ peripheral 
speed of 280 feet per minute. The case 
is of seamless steel. The tank, main 
frame and tool rest are made of 16-gage 
steel, grey enameled. The interior of 
the tank is finished in baked enamel to 
render it rust-resistant. 


'Uni-Raks' for 
High Tiering 

Material Handling Equipment Co., 
30 Church St., New York City 7, offers 
the Uni-Raks, a multi-purpose pallet 
and rack combination for high tiering. 
Said to fit all standard pallets up to 48 
by 54 in., easily applied to present 
pallet, permits use of regular handling 
equipment. Suggested to retail for 
$13.75. Has a capacity of up to 4,000 
lb. Ideal for odd-lot storage. 








DEPENDABILITY 


Dependability sells ladders and 
Famous ladders have those construc- 
tion features which 
assure strength and 
safety. Sell your 
customers on the 
seasoned woods, 
strong steel braces 
and hinges, smooth 
clean finishes of 
Famous ladders. 
Write for catalog 
and prices. 


LADDERS 
STEP @ SINGLE @ FRUIT 
@ STAGE @ EXTENSION e 


TRESTLE @ COMBINATION 
@ WINDOW-CLEANING e 





Leaders in Quality Woodenware over 47 years. 


IGOSHEN CHURN & LADDER INC. 
GOSHEN, INDIANA 











ARMSTRONG-BRAY 
GEAR and WHEEL 
PULLERS 










Quickly ond easily pull gears, 
wheels, pulleys end bearings 
off of shafts without damage 
or breokage. 









Improved designs make them 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 








12 types, 40 sizes—2-arm, 
3-arm, standard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shaft. 












Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 
3348 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 
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‘Sierra King’ 
Camp Oven 

Lindstaedt & King, P. O. Box 118, 
San Anselmo, Calif., offers a reflector 


oven designed for the use of campers 
who can avail themselves of an open 





accommodates 


fire. Baking shelf any 
biscuit, pie or cake pan. Aluminum re- 
flectors, placed at a 90 deg. angle, fur- 
nish almost perfect reflection of heat, 
says maker. Packaged it is 3 lbs. 6 02z., 
and knocked down it measures 16 in. 
long. 11% in. wide and 4% in. thick. 
It is permanently fastened together and 
is entirely collapsible. May be easily 
carried in knapsack or in pack board. 
May be set up or knocked down in a 
few seconds. Carton is designed to be 
useful for transporting or for storage. 
Suggested to retail for $4.95, oven is 
easy to keep clean. 


Tot, Plex Sponge 
Sales Bulletins, Aids 


American Sponge & Chamois Co.., 
Inc., 49 Ann St., New York City 7, is 
offering three unusual sales bulletins 
for retailers containing practical sell- 
ing suggestions and product informa- 
tion presented in a breezy style accent- 
ed by cartons. Srochures, training 
bulletins, stuffers, displays and window 
to dealers. 


signs are also to be sent 


‘Snap-Lock' Plier Wrench 


Seymour Smith & Son, Inc., Oakville. 


Conn., is introducing its improved 
“Snap-Lock” plier 


new lock release operated by the touch 


wrench, featuring a 
of a finger, capacity indicator scale em- 
the 
the extent of 


bossed on upper handle showing 
the 


adjustment screw is turned and an im- 


jaw opening as the 


proved swivel jaw with a wider are 


enabling the snap-lock to grip irregulat 
shape d pie ces firmly even when opposite 
sides of the work are not parallel 


f 
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STOP FIRES FAST! 


? 
s new counter display... 


ene 


help you cash in on today’s 


tailor-made to 


growing demand for home 


fire extinguishers 


“ 
Step up and buy me, ladies and gentlemen!’’ shouts this eye-catching 
wooden counter display for PYRENE* all-purpose home Fire Extinguishers 
And every time a customer accepts the ifivitation, you pocket over six 
dollars profit! Housing shortages. . . rising fire losses... and PYRENE’S 

bigger-than-ever, year-long consumer advertising campaign in eight 

national magazines... are all combining to make people more PYRENE 
conscious than ever before. Test the market for yourself! Try PYRENE’s 

Sales-Starter Deal 

display, streamers, literature and other merchandising material—your 

your profit $23.88. Remember, when you sell PYRENE, 


a symbol of quality 


three PYRENE home Fire Extinguishers, two refills 


cost $39.52t- 
you’re selling a fire extinguisher that has been 
since 1907. Order from your PyRENE jobber today! 


DO YOU SELL TO FARMERS? Ask your jobber about PYRENE'S new, high 


profit Extinguisher Assortment for Farms. 


Prices subject to change without notice 








~~ 


g YON ) 


some 
PN GENET INES 
. NEWARK 8&8, N. J 
ae ’ . . 


Affiliated with C-O-Two Fire Equipment Co 


"T. M. Reg. U.S. Pat. Off 


PYRENE MANUFACTURING CO. 


257 








i 
EW: 
Me TIP 


VIKING | 


BRAND 


WHALE 


BRAND 


SCREW 




















DRIVERS 


A fine Tool now sensationally 
improved to bring you greater 


NOCOMBO Handle of ex- 
truded Ethyl! Cellulose presents 
no more fire hazard than hard |‘ 
wood! It’s stronger than any 
other plastic Tool Handle ever 
made! It won't bend when 
warm or shatter when cold, 
and it’s a superior electrical in- 
sulator. Tough alloy steel 
Blades are forged in one piece 
in Round Shank or new Fors- 
berg Reinforced Square 
Grooved Design stronger 
than a square blade! Neither 
type can be turned in nor 
driven into the handle! Your {| 
customers will go for these big 
sales features! . . . order from | 


sales with its Greater Safety =e 
—Greater Strength! The new iim 














your Jobber TODAY! 


Brighten your sales 
picture by showing a quality tool 
and a famous brand name with this 
colorful counter merchandiser! It 
takes little space but gets plenty of 


attention from your customers! 





Send for the new Forsberg Catalog—your 
guide to greater sales! WHALE & VIKING 
Brand Wood Turning Tool Sets, Screw 
Drivers, Hack Saw Frames and Blades, 
Coping Saw Frames and Blades, Band 
Saws, Breast Drills, Hand Drills. 


- 


orsbere 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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‘S NEW 








‘Colorizer’ Line 


Brooklyn Varnish Mfg. Co., Inc., 50 
Jay St., Brooklyn 1, N. Y., is introduc- 
ing a line of architectural paints and 





enamels that will be packaged under 
the “Beauty by the Brushful” label. 
Plan calls for each of the basic type 
finishes of a normal paint line to be 
produced in white only. White is sold 
as white and also as a base white for 
use with a coloring agent in a simpli- 
fied range of 16 different colors. They 
are so formulated that a combination 
of one or two tubes with the base white, 
will produce 1346 colors. Color chip 
book containing all these colors is sup- 
plied. Thus the stocking of base whites 
and colorizer enables the dealer to offer 
a range of 1300 colors and each in any 
of the basic finishes required. 


Pincor Power Mowers 


Pincor Products, announces the ad- 
dition of two power lawn mowers, the 
P-18 and the P-4. The former is an 
18 in. self propelled lawn mower, pow- 
ered with the Pincor 1% h.p. 4 cycle 
engine. The mower has an all welded 
steel frame with a five blade, five spider 
reel rolling in new departure double 
seal reel bearings. The complete 18 in. 





cutting unit is removable. Reverse fea- 
ture for sharpening is available at no 
extra charge. Designed for use on small 
lawns. Model P-24 is powered by the 
Pincor built 1% h.p. 4 cycle engine. 
The 24 in. Jawn mower is power driven 
and is a detachable unit. Power unit 
can be converted from a power driven 
lawn mower to a snow plow, sickle bar 
mower, lawn roller or centrifugal pump. 
All features that may be used on larger 
than average properties. Pioneer Gen- 
E-Motor Corp., 5841-49 Dickens Ave., 
Chicago, Ill. 


Trammel Points 
For Schultes Levels 


Schultes Level, Inc., 17403 Gable 
Ave., Detroit 12, Mich., offer trammel 
points which may be atiached to levels. 
Maker says they are particularly useful 
in laying out circles, spacing of holes 
around circle and spacing two-by-fours 





or joints. One of the points has a me- 
chanism for fine adjustment. Another 
feature is the lightness of the points, as 
they are made of aluminum. 


Guide Presents Seasonal 
Display Ideas 


A display guide, published by Sher- 
man Paper Products, Newton Upper 
Falls 64, Mass., presents time-saving 
ideas and materials of interest to every 
displayman, Included in the booklet is 
a full-color section, illustrating a wide 
selection of pictorial panels and con- 
tinuous-design materials for any type 
of promotion. Also illustrated are back- 
ground and construction materials, up 
to eight feet in height, and a wide 
range of window and interior acces- 


sories. 
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DISCRIMINATING ARCHITECTS SPECIFY Parker Mardmare 


Dependable, attractive PARKER HARDWARE keeps sales appeal at a 
high level. Packaged attractively, low in price and prompt service makes 


PARKER HARDWARE your first source of supply. 








@ No. 207 
DOOR PULL 


Cast Bronze and 
Aluminum Brackets 
in any finish. Regu- 
larly manufactured 
with 1'/4" dia. solid 
round clear lucite 
rod. Metal rod can 
be furnished if pre- 
ferred, in finish to 
match brackets. Un- 
less otherwise speci- 
fied 12" C-C of 
brackets will be fur- 
nished. Many other 
styles -and patterns. 
Large stock on 
hand of Push Bars 
and plates in all 
modern patterns 
and designs. 























@ No. 53! 
LETTER DROP 


Size of opening: 
494" x 1%". Size of 
Front plate: 6%" x 
2'/2"" complete with 
back plate. Can be 
furnished in any 
finish. Enhances ap- 
pearance of any 
door. Spring type 
gravity flap (opens 
inward) stays tightly 
closed-thus prevents 
draft. 


Representatives in 
all Principal Cities 


8 No. 960 | 
DUSTPROOF LOCK STRIKE 


Size of plate: 5" x 1%". Height: 14%" 
Bolt size: 2'/g" x 5g". Made to fit 


any standard sized mortise deadlock. 
Made of Solid Cast Bronze with life- 
time spring—Trouble free! 





© No. 950 MORTISE 
CYLINDER DEADLOCK 


Can be furnished with either | or 2 
cylinders. Any finish. Size of case: 
5%" x 1%". Backset: 1". Made of 
Solid Cast Bronze throughout. Our 
locks are standard equipment and 
regularly furnished with the doors by 
several of the leading manufacturers. 


@ No. 635 RECESSED 
FLOOR DOOR HOLDER 





Size of plate: 4!/4" x 1/4". Height: 
¥4", Height of tongue: 134". Cast 
Bronze. Can be furnished in any fin- 
ish. Simply installed —sets flush in 
wood, concrete or composition floor. 
Holds securely, releases instantly. 


@ CHECKING FLOOR HINGES 





For Single and Double Acting doors. 
Can be furnished in all finishes. A 
size for every door. A complete line 
of Door Closers for every purpose to 
suit every need. 


@ DOOR SADDLES 


Brass, Aluminum and Steel 4", 5", 
5!/."", 6", 7" and 7'/2" widths in stock. 
Sold cut to size or in full lengths. 
Drilled and furnished with screws if 
specified, without charge. Special sad- 
dles made to order. LOW IN PRICE. 





Are you on our mailing list? 


S. PARKER HARDWARE MFG. CORP. 
SINCE 1900 
From Foundry to Finished Product 


27 LUDLOW 
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ALLIGATOR 





be. 


JUST A HAMMER TO APPLY IT” 


It is still mighty important to keep 
belts running and you as a dealer can 
help do your part by calling attention 
to the importance of proper lacing 
in prolonging belt life. One of the 
most effective ways to do this is to 
have an Economy Display Unit of Alli- 
gator Steel Bele Lacing right out on 
the counter where your farm and shop 
trade can see it. 


An Economy Package of Aliigator 
Steel Belt Lacing is the best insurance 
there is against loss of time due to belt 
failures. This Economy Package con- 
tains one set of Alligator Steel Belt 
Lacing complete with hinge pins for a 
12” belt or the 12” length can be 
broken to length for narrower belts. 


A display of Economy Packages on 
your counter will help you sell belt 
protection. 


ECONOMY DISPLAY UNIT 
No. 410 Economy Display Unic. List......$5.60 


Four sizes of Economy Packages are packed 
in the display unit shown above. Contents 
made up of 3 packages 15E, two of 20E, 
three of 25E, and two of 27E. 


ECONOMY PACKAGES 


Lacing List per carton Belt 
No. of Ten (10) Thickness 
15E $4.75 1/8” to 5/32” 
20E 5.00 5/32” to 3/16” 
25E 6.25 3/16” to 7/32” 
27E 6.65 1/4” to 9/32” 
35E* 8.50 9/32” to 5/16” 


*Not included in Display Unit. 
Order from Your Jobber 


FLEXIBLE STEEL LACING 
COMPANY 


4616 Lexington Street, Chicago 44, Illinois 


For more than 30 yeors the most ~~ rrncatee 
used belt lacing in the world 


ALLIGATOR 





TRADE MARK BEC 


STEEL BELT LACING 
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HAT’S NEW 








Bathroom Cabinet 
Accessory Display 


F. H. Lawson Co., Bathroom Cabinet 
Division, 805 Evans St., Cincinnati 4, 
Ohio, offers an easel-type display which 
shows the Lawson bathroom cabinet 
equipped with the No. 60 style light fix- 
tures. Also shows the assortment of 
accessories soap dishes, 


holders and robe 


chrome-plated 
towel bars, paper 
hooks. Display measures 32 in. wide by 
61 in. high. Bottom of panel sets 12 in. 
above floor. Panel finished in dark blue 
with white lettering. Each accessory is 
identified by design number on panel 
face. Four other panels displaying ac- 
cessories only are available. 


Counter Display For 
General Filters Dealers 


An attractive counter display has been 
made available to dealers of General 
Filters, Inc. Display is designed to hold 
one each of the three fuel oil filters. 
It also provides a rack to hold a quan- 
tity of folders describing the filters. Unit 





designed 


made but is 


is substantially 
to take up a very small counter space 
actual size being 14 by 5% in. It is 
available without cost other than the 
filters which are sold at regular dealer 
General Filters, Inc., 12890 


Mich. 


discounts. 


Westwood, Detroit 23. 


Gas Hot Plate Line 


Caloric Stove Corp. 


line, A.G.A. a 


3-burner gas hot 


announces a new 
pproved, of 2-burner and 
plates for home, res 
taurant, trailer or roadstand. They are 
marketed under the trade name Topton, 
and are suggested to retail for from 
$12.25 for the 2-burner up to $21.50 for 
the 3-burner with laundry legs. These 
Topton hot plates are available for us¢ 
with natural, manufactured or LP (bot- 


tled) gas. One-piece body is stamped 


from heavy-gauge steel with easy-to- 
clean white porcelain enamel front 


shield. The 3-burner (Topton No. 29) 





” 
o 


2-burner (Topton No. 2 


and the 
both available with laundry legs and 
aluminum griddle 


storage shelf. Caloric 


is optional equipment. 


Gary Self-Propelled 
Lawn Mower 


Gar\ Steel 
Mower Division, 
a self-propelled, 


Products Corp., Lawn 
Norfolk, Va., 


self-sharpening 


is intro 


ducing 


lawn mower, suggested to retail for 
$109.50. 
cision built of diecast 


and high grade steel for lightweight 


Gasoline powered and _ pre 


aluminum alloy 


ruggedness. Rubber tires, ball bearin 
drive and noiseless clutch provide a 
smooth performance that’s seen bu 
heard. Cuts to any desired length. Is 
18 in. knife and 5 overlapping chrome 
alloy steel blades revolve at high speed 


Adjustable blade contro] cuts lawn t 


from % to 24% in. Shock resistant 
minum alloy and_ steel constructor 
trouble free set 


Weighs 69 Ib. Rope 


years of 


maker. 


means 


claims 


starter works quickly and easily Entire 





machine is said to be easily cleaned 
and lubricated. Complete with fly 
housing and gas tank unit, steel rd 


bumper. 
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WINTER 
WEATHER 
CREATES 
INCREASED 
DEMAND FOR 
COBURN 
#500 
SWING-OVER 
HARDWARE 
SET 








OTHER WICKWIRE SPENCER 
PRODUCTS FOR THE BUILDING 
INDUSTRY 


CLINTON WELDED WIRE FABRIC—For 
every type of concrete reinforcement. 


REALOCK FENCE—Chain Link Fence for 


industrial plants, institutions, residences. 


CLINTON BRAND HARDWARE CLOTH— 
In standard meshes and widths. 


PERFECTION DOOR SPRINGS— Unequal- 
led for toughness, durability and resis- 
tance to rust. 


WICKWIRE WIRE ROPE — In all sizes and 
constructions for every need. 





# 








rig 
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AMERICAN WIRE FABRICS CORPORATION 


500 FIFTH AVENUE 
Boston - Buffalo - Chicago + Denver 















Car owners with old-fashioned swinging garage doors, 
who have had to shovel snow before getting their cars 
out, are good prospects for the Coburn #500 Swing-Over 
Hardware Set. For with this set the old doors can easily 
be remodeled into smooth operating overhead doors. 
The Coburn #500 Set is adaptable to practically all 
types of garages. It doesn’t interfere with usable floor 
space. Perfect counterbalance assures effortless opera- 
tion. Coburn #500 is economical too, for even though it 
is high in quality, its cost is in the lowest price field. 
Write today for catalog showing full line of hardware 
for garage and barn sliding doors. Other Coburn Prod- 
ucts include fire door hardware, overhead trolleys and 


conveying systems for carrying loads up to 3,000 Ibs. 











* 





« 





NEW YORK 18, N. Y. 


+ Philadelphia - Pacific Coast Subsidiary—The California Wire Cloth Corp., Oakland 6, Cal. 













your 

customers 

depend 
on 


MAGOR 


Your customers know they can de- 
pend on MAGOR’S reputation for 
quality. That’s why they ask for 
MAGOR scoops, shovels and 
spades by brand names*. The 
MAGOR brand on the handle 
means long-time, dependable 
service, because the special steel 
used in all MAGOR implements 
is normalized to prevent splitting 
and turning of the cutting edges. 


Stock MAGOR for more volume, more 
profit, more satisfied customers. 


*Arrow Brand — Bull’s-Eye Brand — 
@ Gold Target Brand. 
4524 















MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 


50 CHURCH ST., NEW YORK 7,N.Y. 
—< 





















WHAT'S NEW 











Lambswool Polishing Bonnet 


R. O. Kent Co., 262 Mott St., New 
York City 12, offers heavy duty lambs- 
wool polishing bonnets and discs for 





cleaning and polishing lacquered and 
enameled surfaces. Skins are especially 
tanned for heavy-duty use. Bindings are 
bias-cut on ‘a “V” permitting even 
tightening. Cellophane wrapped. Bon- 
nets with reinforced hole, with binding 
and drawstring with % in. arbor hole 
reinforced with 2 in. stapled-on fiber 
disc. For automatic feed polishers. Ac- 
cording to size, suggested to retail for 
$1.50 to $2.40. Discs with % in. arbor 
hole, $1.10 to $1.90. Dises with re- 
inforced hole, reinforeed with 2 in. 
stapled-on fiber disc, $1.20 to $2. Bon- 
nets with hole, not reinforced, with 
binding and drawstring, $1.40 to $2.30. 
Bonnets with binding and drawstring, 
.90 to $2.30 for small polishers, $2.80 
to $4.70 for large polishers. 


G.E. Deluxe Medium 
Price Electric Range 


General Electric Co., Bridgeport 2, 
Conn., offers a medium price deluxe 
electric range with a high back panel 








that permits the homemaker to operate 
rotary switches without groping behind 
hot utensils. Suggested to retail for 
299.95, the Speedster incorporates 
many features of the former deluxe 
model, including the Tripl-Oven. High 
control panel makes it easier for the 
homemaker to see, reach and clean the 
switches, but eliminates danger of child 
turning on switch. Range has three 
high-speed Calrod surface units, one of 
giant size and a built-in six-qt. thrift 
cooker. Oven includes a master oven, 
30 lb. turkey capacity size, 4200 watt 
high speed broiler unit, and a smal] 


speed oven. 


Lumite Dispensing Rack 


A measuring, cutting and merchan- 
dise dispensing rack has been devel 
oped by the Lumite Division of Chico- 
pee Mfg. Corp., Cincinnati, Ohio, for 
its Lumite woven plastic screen. Rep- 





resenting an advanced development in 
measuring and dispensing screen ma- 
terial, the new rack has a Federal- 
approved measuring gage which con- 
veniently measures and automatically 
cuts the screening in desired lengths. 
Rack is available to retailers through- 
out the country. “Screen-O-Mat” ac- 
commodates six rolls for measuring and 
cutting and six in the storage space 


Booklet on Wallpaper 


4 small 16-page booklet intended as 
a consumer’s guide in the selection and 
care of wallpaper is being issued to the 
trade by the York Wall Paper Co., 
York, Pa. The title is “How to Vec- 
orate With and Care for Wallpap: 
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TEMPERED — TAPER GROUND AND 


BREEGEN DD cesses — rarer crovn 4 
TROWELS ELECTRO WELDED STEEL STEM. 





Hardwood handle set at tested angle for REGENT TROWELS are popularly priced 
correct balance and hang. Brass ferrule on and bring substantial profits. 
handle. 


These features make REGENT TROWELS 
a quality product—made right from start to 
finish—guaranteed in every respect. 


REGENT TROWELS are fully accepted by 
master craftsmen—the men who know what 
constitutes fine trowels. 


REGENT INDUSTRIES 


INCORPORATED 


443 60th Street, West New York, New Jersey 


immediate delivery. 





Philadebohia 
Flee 


BRICK and POINTING 


A. Oo 
























| on 


° [a A NEW KIND of 
VISE PLIERS 


PUTS NEW 27? INTO HAND-TOOL SALES! 









FINGER-TIP 
RELEASE 
SELLS IT! 
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A “flick of one finger opens powerful jaws, with- 
out banging knuckles. Dealers say this exclusive new fea- 
ture alone sells GRISPO on sight to craftsmen. In addition, sales reports show volume 
GRISPO sales to both farm and city trade. “Mr. Farmer” and “Mr. Average Man”’ find 
GRIPSO’s all-purpose use as a pliers, hand-vise, pipe wrench, clamp, and nut wrench 
ideal for household repairs, fatm and workshop use. And dealers report this widespread 
interest created by GRIPSO’s many uses and revolutionizing features puts sudden new 
life into a// their hand-tool business. If you are an established wholesaler, and volume sales 
appeal to you, it will pay you to investigate the profit opportunities of GRIPSO. 








es ee nen SEND THIS COUPON TODAY OR WRITE FOR FULL INFORMATION AND SELLING PLANS == =~SO—*~C~=CS 
FIRM NAME Sl si 
ADDRESS 





Street City State 


A PRODUCT OF H. R. BASFORD CO., + DEPT- B-!, 235 I5th STREET + SAN FRANCISCO, CALIFORNIA 
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gy a WHAT'S NEW 


HERE’S 
THE SET-UP FOR 
| STEADY SALES 








Stanley Catalog 
Of New Items 


sees VA | The Stanley Works, New sritain, 
ate,” « of * % PENETRATES Conn., has issued a catalog of its 


\ LUBRICATES ei Reais i Bll oe a“ 









int i 





GOOD PROFITS TOO! am < hardware door and drawer pulls, black 

orn enti ardware, steel, chromium 

a peer ee sone res ok ones 
companion products sell themselves. —————_ 4 pe ; 


for flush or lipped doors, solid 






Nationally known... nationally pro- 
moted . .. useful in every home, of- 
fice, and shop —all year ‘round. 


DOOR-EASE Stainless Stick Lubricant 
—10c seller—packaged 12 in attrac- 


surface bolts, door holder made of pres 


Vie 


sure cast alloy, roller catch for doors, 


and piano-type continuous hinge 


: , 
tive, new design display box—each ' Fy r 
| stick in cellophane pouch with folder Sintten tities Revolve-Sales Unit ’ 
; H g * H is yc vi 
a many uses. Also large size oan. aa a Dripless 04 Baker Brush Co., 87 Grand Ave., Ne 
a7C seller. York City, offers a steel wire revolving 


AMERICAN Dripless Oil — This top 
quality lubricating, rust-proofing oil 
“Runs In — Will Not Run Out’— 
comes in unique “Drop or Stream” 


sales unit set up for use. Welded for 





4-0z. Oiler—sells for 25c. Eye-catch- : STICK LUBRICANT 
ing 3-color display with each 2-dozen i= € P1098 seutses 
dealer carton. 4 ' ‘ 


a, 
: e 
Order from your jobber. ce 


AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 


| New No. B-12 Counter Display 
en Box holds 1 doz. Sticks 





permanency and printed in three color- 
IRONS / Covers a 36 sq. in. revolving area and 


is 35 in. high. Stand when filled 


STAMP commodates 24 different style ot 
EASILY AND brushes and holds a total of 108 unt 


There are spots for prices so that 4 
PERMANENTLY complete sale can be made by the cus 


tomer himself. 





Company names, trade- 


marks, initials, serial num- 


bers, or any design on 
wood, isailien ae or Preway Gas Ranges 
plastic. Prentiss W abers Products Co.. Wis 
For furniture, tires, moveable consin Rapids, Wis., has added bottle 
equipment such as shovels and gas and manufactured or natural ga> 
ladders, wooden shipping cases, range Preway models to its line. The 
tool handles, and hundreds of other ar- units are available in a standard siz 


ticles whose permanent identification is 
dosirable. ture all-welded body construction ce 
SEND SPECIFICATIONS FOR QUOTATION void of bolts or screws. Front and 


By the Makers of Vulcan Electric Soldering Tools working top are white porcelain enamel 
and each model has four large top 


VULCAN ELECTRIC COMPANY AGA. approved evoking burners with 


DANVERS 3, MASS automatic lighting. Oven and_ broiler 
Makers of Vulcan Screw Tip, Plug Tip, Pygmy and Mercury doors are drop Aas and the « y 
Electric Soldering Tools, Electric Glue Pots, Soldering Pots, etc. governed by a Robertshaw heat « tro 


unit. Built-in) flue deflector permits 


and a smaller apartment size. Both fea 














flush-to-wall installation 
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Here is a lawn sprinkler that is bound to move 
quickly when your prospects see it on display. 


The STREAMLINE Lawn Sprinkler is manufactured by 
the Mueller Brass Co.—one of the largest brass and 
copper mills in the Country. The Mueller Brass Co. 
trademark, STREAMLINE, under which this sprinkler 
is sold, is internationally famous as the mark of 
high quality, time-tested products. 

This sprinkler saturates in SQUARES instead of 
circles. It has a range of from 3 to 24 ft. on the 
side, and operates from 4 lbs. of water pressure up. 
It sprinkles right up to its own base, and the square 
sprinkled is parallel to its base. 


Owing to its construction, it is almost impossible to 


Mueller Brass Co. products are advertised 
in many national publications. They are well 


known throughout the nation as quality 


products. 
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tip over when manipulating the nose to change it 
from one position to another. it eliminates the an- 
noyance of wet paths and sidewalks, and its posi- 
tion is changed without turning off the water. It 
will operate on moderate inclines as well as on the 
level. 


The STREAMLINE Lawn Sprinkler is handsome in 
appearance, and sturdily constructed of non-rust- 
able materials. There are no threaded parts to be- 
come loosened. It is tesfed, adjusted and inspected 
before shipping, and no further attention is neces- 
sary. The sprinkler is ready for use when removed 
from the carton—neither dealer or user has any 


assembling, tightening or adjusting to do. 


STREAMLINE Lawn Sprinklers are sold through your 
jobber. 


STREAMLINE 


PIPE AND FITTINGS DIVISION 


MUELLER BRASS CO. 


PORT HURON, MICHIGAN 
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| Catch More Profits | 


with these 


ENGINEERED PRODUCTS 
CABINET 





CATCHES / 








1— SNUG-TITE | 








Actual size 1” 
long at base, 
%," high 


= —_- 


STREAMLINED SPRING CATCH 





A functional catch that adds 
smartness to today’s modern, 
streamlined cabinet. Gives feather 
touch closing. . . positive latching 

requires 50 times closing 
pressure for opening one 
piece housing means rugged con- 
struction... has two way adjust- 
ment and is exceptionally easy 
to install . popularly priced 
with a good profit. 











2—E-Z-ROLL | 








Several of these Better Engineered Catches 
ORDER FROM YOUR JOBBER 


RUBBER ROLLER CATCH 


A quiet, general purpose catch 
equipped with a rubber roller for 
soft closing . . . has no back lash 
. . . fine for flush or offset doors, 
jamb or shelf installation. Elon- 
gated screw holes provide quick, 
easy mounting and adjustment. 
Low priced—fast moving—high 
profit. 


Every Householder a Prospect for 





or write to: 


ENGINEERED TT 11 14414) 





PRODUCTS CO. 


FLINT 4, MICHIGAN 











WHAT'S NEW 








Cement Workers, 
Plasterers Hand Tools 
Modern Mig. Co., 259 N. W. 27th 


St., Miami, Fla., is offering a line. of 
cement workers’ and plasterers’ hand 





tools including a wood float, suggested 
to retail for 65 cents which is made 


from clear seasoned wood, with a 
smooth finish and a comfortable wood 
handle. It is 5 by 11 in. Also the cork 
float, made of lightweight cork securely 
fastened to fine wood base. Suggested 
to retail for $1.95, it is 5 by 12 in, Alu- 
minum production float, of 125 gage 
aluminum hard blade, smooth or rough 
bottom furnished. Size 442 by 12 in. 
to retail for $1.65. Plaster darby, sug- 
gested to retail for $2.95 is 42 by 3% 
in. Hard surface No. 125 gage alumi- 
num. All models have well designed 
comfortable handles with rounded cor- 
ners. Plaster angle float, to retail for 
$1.65, is 334 by 10% in. Has specially 
designed angle and corner float. No. 
064 aluminum. Rubber float, $1.75, 
turned end. No. 1, 4 by 8% in. Item 
No. 2, turned end, 4 by 10% in., $1.95. 
Rubber securely fastened to float, extra 
strength added by turned end on alu- 
minum plate. Rubber float, item 1A, 
flat top, 4 by 8% in., $1.75, item No. 
2A, flat top, 4 by 1034, in. suggested 
to retail for $1.95. Rubber fastened 
with extra strength adhesive finish. 


Speed-Grits Sanders 


Behr-Manning, Troy, N. Y., offers 
magazine loaded hand sanders for fin- 
ished wood, furniture, plaster, metal, 
plastics or paint. Made of plastic and 
streamline in design, the waterproof 
and oil proof neoprene pad is cemented 
to the base. Equipped with simple 
clamps which assure quick replace- 
ment of coated abrasive material and 


smooth uninterrupted service. Model 


12 is suggested to retail for $1.25. 
Available in five colors, red, blue, yel- 
low, green and black. For those who 
prefer a smaller sander or for the lady 
of the house, model six is suggested to 
retail for $1 and incorporates all the 
features of the larger model. Model 12 
has a sanding area of about 7 by 2 in. 
and model six, 5 by 1% in. 


Lopping Shear 


Newman Mfg. Co., 205-207 Westport 
Rd., Kansas City 2, Mo., is making the 
lopping shear, model No. 175-20R. Has 
polished hickory handles, riveted to 


tang. Maximum shearing action, offset 





cutting blade, high polished uniform 
bevel of heat treated steel and hooked 
anvil “Shake Proof’ lock washer. 


Weight is 26 lb. per doz. 


Sign Making Procedure 


A new method of making signs, de- 
veloped through experience in applying 
license numbers to aircraft, is an- 
nounced by the Manufacturing Division 
of Wiggins Airways, Norwood, Mass. 
Known as Kwik-Sign letters and num- 
bers, the product can be used in either 
of two ways, to make a temporary sign 
instantly, without the use of paint, 
water or glue; or to make a permanent 
sign quickly and easily by using paint. 
Even the most inexperienced person 
gets “professional” results, it is stated. 
A feature of the product is the “pin- 
stripe” border on the letters in contrast- 
ing color. Use of the border is optional 
on beth the temporary and the perma- 
nent application. Letters and numbers 
are die-cut forms, having a pressure- 
sensitive adhesive on the back. The 
outer part is used as a stencil if the 
sign is to be permanent; while the col- 
ored center parts are used, instead, if 
the sign is to be temporary. 
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DEEP WELL 
PUMP ¢ 


Your customers are ready to buy Dempster 
Water Supply Equipment. They know the fine 
performance...rugged dependability of Dempster 
Equipment—and they have the money to buy it. 








PLAN TODAY FOR THESE SALES 












iniform 


When you handle the Dempster line you are 











= s JET PUMP planning for continuing service to your custom- 
: ers, for kitchen, bathroom, barn and feed lot 

—including all pipe, fittings, faucets and valves 
for a complete job. 

oe AMERICA’S Complete LINE 

"sn WRITE FOR DETAILS 

ithe Ont 3-40 OF DEMPSTER’S 

= EMPSIE - FRANCHISE 

zy paint. 

oard DEALER 

e “pin- 

ome WATER SUPPLY a SUPPLY EQUIPMENT PLAN 

jumbers 

The 


“= |DEMPSTER MILL MFG. CO. 


the col- 
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Brand New! 









TOOL 
BRANDED! 





No. 3010 
ASSORTMEN? 


3 Scandia" Chisels 
('2", %" and '") 
mounted on smart 
blue-and-gold_ dis- 
play board, with 
matching blue-and 
gold display box 


DEALER’S 
5 60 ; 
6 

$geo 


RETAIL LIST $5.40 


© Forged Vanadium Steel blades, perfect temper, 
precision ground. 


© Sharpened and honed edges. 


© Fuller’s famous unbreakable amber handles, 
full size to fit the mechanic's hand. 


© Every chisel branded and fully guaranteed. 


© %”", %” and 1” sizes; also available in 
open stock. 


*Reg. U. S. Pat. Off. 













FT ly eee 


QUALITY SELLS WHEN 
ADVERTISING TELLS ... 


and were telling the Fuller story of Quality, 
every month, in ‘‘Popular Science’’ and 
Popular Mechanics’. Get your share of 
this ready market by tying in with this 
national promotion. Keep your Fuller inven 
tory complet! 


FULLER TOOL CO., INC. 


World's Largest Producers of 
Unbreakable Amber Handle Tools 


Garrison & Faile Streets, Bronx 59, N. Y. 
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WHAT'S NEW 








Jim Dandy Soldering 
Iron, Utility Kit 


Modern Metal Products Co... Cam 
bridge 42. Mass.. offers a 4 to 1 com 
blow-toreh 


bination soldering iron, 


camp cooker and heating unit. Uses no 





electricity. Equipped with aluminum 
-older and wire core solder. Operate: 
for two hrs. on one filling. Kit is & 
hy 642 by 1's in. Suggested to retail 
for $4.75. By removing the soldering 
lip, a clean strong pressure flame for 
all-purpose heating is obtained. Ideal 
for hobby and craft work, removing 
paint and varnish, thawing frozen pipes. 
radiators, etc. Also for quick drying ol 
eoment and plaster in’ eracks and 
patches 


Cinch Liquid Grip 


\ liquid hand preparation which 
when applied assures instant grip re 
gardless of moisture from rain or pet 
spiration. Recommended for gripping 
golf clubs, tennis racquets, bats, han 


dling bowling balls, basket or foot 


balls. Cinch is said to be stainle and 
sanitary . . . Will not transfer fron 
hands to clothing or food. Tube retails 
for 25 cents. Contains enough Cinch 


tor approximately 12 applications. Com 
bination display container available 
with initial order of two dozen tubes 
Also, large professional team size tube 


retails at 75 cents. 


Automobile Storage Racks 


Seidelhuber Iron & Bronze Works, Ih 
1421 Dearborn St., Seattle 44, Wash 
offers a ne development in automobile 
storage racks, constructed entirely of 
tluminum Auto-Lugger” stresses 
tility and will supplant the trailer fo 


veneral light hauling. Mounted on the 


car it las capacity of 300 Ibs., limite 





hy the capacity of the car springs. Dis 
mounted position facilitates Joading ol 
awkward articles, appliances, boats, o1 
it may be used as sleeping quarters f 


Weighs 
146 Ibs. and is completely collapsible 
Suggested to retail for $93.50 


hunters, fishermen or skiers. 


Linmop for Waxing, 
Cleaning Floors 


Linmop is wrung sufficiently dry 
one stroke of the handle wring. The 
jumbo cellulose sponge drinks uy 
water from the floor. Eliminates st 
ing and bending to wring out moy 


hand and keeps hands free from 


Cleans corners and molding easily. (« 
lulose sponge held in place by 1 
non-rust wires is easily replace 
Drain plate fastens securely to bucket 
with twist of thumb serew. Fits | 
22 qt. size standard buckets with ro 
to spare for mop to pass freely 

silv in and out of bucket. Mop | 
cam slips under drain plate arm. 7 
water is squeezed from mop into bucket 
bv easy lever action. Sugested 


tail for $4.95. Linmop Mig. Ce 
ton 3. Ohio. 
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COMPLIMENTS 


OF YOUR 
PITTSBURGH 
DEALER 


i, 





Make Your Store 
COLOR DYNAMICS HEADQUARTERS! 


Stock Pittsburgh Paints and take advantage 
of the new nation-wide trend to COLOR in the home! 


as of home owners are 
interested in the use of color 
in the home. They are learning that 
bright, gay colors not only give them 
more attractive surroundings but 
also make them cheerier, more com- 
fortable and safer places to live in. 
You can cash inon this new trend with 
Pittsburgh COLOR DYNAMICS. 
Pittsburgh devised this new system 
of painting as an additional means 


PAINTS * 


GLASS © 


to bring you more and bigger sales. 


Everywhere, thousands of home- 
owners are asking for copies of our 
new booklet, “COLOR DY NAMICS 
for Your Home.’ \t explains how 
“Color Dynamics” makes use of the 
energy in color and contains nu- 
merous practical suggestions how to 
use this new painting method. 


Why not take advantage of the 


PiTTsBURGH PAINTS 


BRUSHES . 


CHEMICALS * 


Pt ' 3 8.85 eo 
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interest in this new idea in painting 
and in the growing popularity of 
Pittsburgh Paints? We'll gladly have 
one of our representatives call to 
explain “COLOR DYNAMICS” to 
you and discuss with you the possi- 
bility of selling Pittsburgh Paints in 
your community. Write, wire or 
phone today! Pittsburgh Plate Glass 
Co., Paint Div., Pittsburgh 22, Pa. 


PLASTICS 
a ee 
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Dis 


MAKE MORE SALES ‘ 
with this NEW, IMPROVED MAW H 47'S NEW ” 





HOME LAUNDRY AID! 





Spiral Masonry Drill 

* NEW MAGIC CIRCLES Super Tool Company, 21650 Hoover 

of Road, Detroit 13, Michigan, announces 

i & SEALED SOAP TRAY a new type carbide tipped masonry dril] 
having spiral flutes. This new dril] js 

@® METAL REINFORCED BACK — 


Build your sales and profits with this new and im- 






% proved home laundry aid. Exclusive Magic Circles | 
By save clothes, wash faster and cleaner and are easier 
ee on the hands. All metal soap tray is sealed in frame 
eae -»+ prevents water splashing back on user. Legs and 
ba frame are sanded to a satin-smooth finish . . . will 


not catch or tear clothing. 


The exclusive Magic Circles do the hard work... break 
up the rubbing cycle . . . dislodge dirt and grime quickly 
and easily. Available in brass, polished aluminum or 
zinc that does not mar clothing . . . is light in weight and 
easy to handle. Hardwood frame and entire rubbing sur- 
face is reinforced with lifetime aluminum. Will give years 





of service. Sells at standard price. Also available in Jj 
pail size. See how durable aluminum 1 

. = is used to brace back and designed for all types of drilling in 
Ask your jobber or order direct. frame of board. beick, conciete, stone, ote. but specil 


| cally for deep hole work, making con 
inuous drilling possible without re oval 
, Vv E R S O N M F G . Cc Oo M P A N Y pre drill, The spiral Saes aai the 


2302 E. 31 S$T. MINNEAPOLIS, MINNESOTA chips or powdered material up out of 







the hole permitting freer cutting with 
out drill seizure and reducing shank 


bending and drill breakage. 


RYERSON 




























Operating Under coe 
. Taft-Hartley Act pulver 
in stock Now—with so much of the Taft- 
Hartley Act still being avidly studied Sun- 
| | for its effect on collective bargaining— 
a” — a newly revised edition of the popular Free 
or attachments “operating under the Taft-Hartley Act Pitt 
by Max Malin and S. Herbert Unterber- quesn 
ger has just been released. This book eile 
has: been enlarged to 58 pages, 84 by paint 
3 HP 11 inches, paper-bound, and is available proof. 
Model from the publisher, Labor Relations In- ns ind 
Contact Ryerson when a cus- a formation Bureau, Standard Oil Build- oon 
tomer’s order calls for steel you Model ing, Washington 1, D. C., at $2.00 a lative 
don’t carry in regular stocks. copy. “Operating Under the Taft- sella 
You can draw on large, diver- | Hartley Act” directs its attention to lr iow 
sified Ryerson sacks ot any | everyday labor relations situations and Soniah 
of thirteen conveniently locat- -xplains the full impact of the law on oe 
ed plants. We’ll gladly cooper- explains the full impact o of init 
ate closely on any steel require- EAR-TRAIN them. For each situation, it pulls to- fone 
ment—any steel problem. gether all the related points regardless ee in 
A N M N of where they are found—in the vari- bor 2 
PRINCIPAL PRODUCTS TR - S ISSIO | ous sections of the statute, in the regu- chalkir 
Bars © Structurals * Plates * Sheets Delivers More Power lations of the NLRB, in court decisions an aa 
ae Pope xscape Secret of Mighty Man's amazing or in legislative materials. It explains, colors. 
7 ty Floor Plate © Babbin power is its heavy gear box with step-by-step, how the law works in use on 
Solder © Motel Working tools & helical-cut precision gears. No these situations. Integrated into the be ec 
Machinery, ete. chains—no sprockets. All models text of the new edition are the results eines 
factory-guaranteed for one year. | of administrative and judicial decisions 
JOSEPH T. RYERSON & SON, INC. gehegen ue: —_|_ ef aduiniatsative and judicial decision 
Pleats: How York, Becton, Philedelphi Write or wire for complete Mighty | rendered since the Act = eye a Gard 
ants: New York, Boston, Philadelphia, : ~ dil 26s he ides a skilfully 
Detroit, Cincinnati, Cleveland, Pittsburgh, Man dealer information | se etenen — ced ak a 
Buffalo, Chicago, Miwaukee, St. Louis, FARM EQUIPMENT DIVISION e y e and ¢ : ( 
Los Angeles, San Francisco ‘ | eral labor legislation including a de- issued | 
hota agg denser: — spe cription of the types of proposals which ing its 
1120 fast “DO 3., facoma, Wa | the next Congress will have to face. log is } 
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Disposall Home | Pa = 
a7 Demonstrator _ ELECTRICAL 
Hotpoint, Inc., 5600 W. Taylor St., APPLIANCES 
a Chicago 44, Ill, is introducing a home 
demonstrator for the “Disposall.” Deal- } 
FOR A QUARTER OF A CENTURY 
a THIS TRADEMARK HAS STOOD FOR 
memos “QUALITY AT POPULAR PRICES” 
ary drill 
drill is 
The Famous EMPIRE 
Electric PERCO-DRIP 4 
method of coffee-making Ss 
extracts only the desir- 
able oils to produce 
clear, rich coffee. Starts 
percolating in 60 sec- 
onds. Modern design, 
polished seamless alu- 
minum with cool, 
molded handle, scratch- 
proof feet, patented di- 
rect-heat emersion ele- 
ment and insulated valve- No. 1802 
less pump. In 5 and 9 Suggested Retetl 
. Price $4.75 
cup sizes. 
ling in Smartly modern chrome finished 
spe EMPIRE ELECTRIC TOASTER 
removal — offers outstanding fea- 
rry the tures. Handles two large 
out of bread slices, turns them 
g with- by a flip of the door. 
shank er connects appliance to the sink by a Large flat top for toast- 
rubber hose. A transparent glass drain warming. Extra large 
tube permits the housewife to see the heating element for uni- 
food waste material after it has been a form toasting. Durable 
pulverized by the grinding mechanism ine. oe Convection, b 10 c k 
» Tait - - Suggested Retail enameled base, scratch- 
studied Sun-Proof, Lead Price $3.75 proof feet, large cool 
ining— “ handles. A quality toaster at popular prices. 
popular Free Paint ; 
ey Act” Pittsburgh Plate Glass Co., 632 Du- 
yee’ quesne Way, Pittsburgh 22, Pa., is in- EMPIRE FOCAL-RAY 
phate troducing an entirely lead-free sone ELECTRIC LANTERN FOcAS-RAY 
Pits paint for homes that is said to be sun- 4 
vailable proof. Maker claims it will not darken is the favorite of sports- 
ions In. in industrial areas or where sulphurous men, farmers, motorists 
Build. gases are present. Features excellent oni who need handy, 
as brushability, dries rapidly enough to dependable, night-light- 
het A —_?nn wurtnes ager ne ing. Changes from wide- 
i wl id aon 3 ci 1€ r —— iness ‘ spreading floodlight - 
inish, high hiding power, maintenance 
law on of initial color through removable sur- powerful spot at turn of 
ulls to- face dirt by self cleaning. It is said the lens head. All-posi- 
ardless also to maintain its initial appearance tion pivot base turns 
é varl- for a long period through controlled beam in any desired di- 
e regu chalking and is resistant to checking rection, 
cisions and cracking. Available in white and No. 900 
plains, colors. While primarily intended for Suggested Retail 
rks in use on wood surfaces, it is claimed to Price $3.00 
to the be equally effective on brick or RETAIL PRICE SLIGHTLY HIGHER IN WEST 
results masonry. 
cisions a en 
pity || Garden Too! Catalog THE METAL WARE CORPORATION 
of Fed- Gardex, Inc., Michigan City, Ind., has 
a de- issued a 20 page catalog in color show- 
. which ing its “Soil. Flow” garden tools. Cata- NEW YORK TWO RIVERS, WISCONSIN CHICAGO 
face. log is No. 148. 
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WHAT'S NEW 


'‘Decorod' for Drapes Standard equipment includes one set 


of waxing brushes. one set of polishing 











Combination drapery form and_ per , . 
ay ‘ - a brushes, a set of buffing pads and fow 
manent fixture which is adjustable and eer : 
; : cans of Floorola wax. Automatic ap 
fiis on any type of window or French ae , 4 
plication of wax is the machine's €ee 
unique feature. ¥ 
f 
«ee 


Bruno Hole Cutter Kit 





Bruno Tools, Beverly Hills, Ca is °e. 
offering the hole cutter kit No. 790 and 
790-B in a colorful plastic protective eee 
case. High speed steel blade cuts clear 
fast holes in metal, wood. plastics 
Quickly adjustable, easily sharpened 
door. Cartridge pleated draperies are Designed for bench drill, drill press 
made on this simple device by placing portable drill. Bruno hole cutters in 


ee, a straight piece of drapery material 
‘i THE BEST KNOWN . around five tubular forms and securing 
j NAME IN with a common pin. Special leveling 


device guaraniees that draperies cannot 


WORK sag under any condition. Has an aper- 
Bg , ' 


ture to hold a glass curtain -rod under 


|g the outer draperies. Decorod is con 
ee : ; nected to the wall bracket by an “S” 


shaped device which permits draperies 





< 


ASK YOUR WHOLESALER to swing out to let in air and sunshine. 


THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. Drapes can be hung over windows o1 
























to the side on the wall to widen the —— 
window treatment without moving the stole tl 
wall bracket. Suggested to retail for n , Lisiiiin momet 
. nm i ‘ ( p straig she s for 
$2.69 per pair for 50 in. material and kit 790 come with stt o aye one gl. 
$2.19 for 36 in. is made of light metal use in power drill; in anh tie , em could 
The Bin-Hay Corp.. Rochester, N. Y. square shanks for sie In hand brace letters 
Both suggested to retail for $6. Depth moder 
- in wood and plastics limited only by) any in 
diameter of hole necessary to cleat ‘she 
° guishe 
Floorola Maintenance locking bolt. it is th 
° ter. It 
Machine 
Insteas 
, , SAf ‘ j il ° 
ER: Floorola Products Ine. 560 Maryland Mat Service for a 
on the versatile Ave., York. Pa.. offers the two brush cloc 
KENNA D RILL model “C’ Floorola, floor maintenance Devoe Dealers * Ss 
machines. ‘Made of aluminum, it lhe “Adanad” book provides a com Le 
pot * weighs 18 Ib. Built for durability and plete and flexible service for building ban st 
Sell to building contractors, ease of operation. It is self-lubricating retail paint product advertising. Sec a 
°° r : é é a e ila 
plumbers, electricians, sign throughout. Universal motor operating tionalized format provides easy refer year. I 
hangers, masons, efc. on ac or de, also requires no oiling once: ty tate which ‘the in with Deve meat 
4 . . y Ray i ‘ rtising on the 
A Kennadrill zips through cement, og Reynolds notional adverts th ¥ an V 
brick, slate, stone, asbestos, etc., Library of Colors, 87 Spar Varnish, as 
free, fast, and easy. Sapphire-hard ell as the Devoe One-Coat House Paint No or 
Kennametal enables it to drill up which is being actively promoted on low p 
to 5 times faster and last up to regional basis. A practical feature of throus 
109 times longer than the ordinary this eck, which was prepared by ultra | 
bit. Turbine action ejects the cut- ' for the 
. ee oe (Charles W. Hoyt Company, Inc., for the 
tings — prevents binding, sticking, aus 
; , . lrade Sales Division of Devoe & Kay 
stalling. Holes are true to size, “a © N 
clean, and can be drilled close to- nolds Co., Inc., Ae First Ave., 
gether without breaking through. York City, is the flexibility of the 
Diameter 4” to 14%”, hole depth offered. These include a large n el 
to 8” in large sizes. Used on rotary of small-space “drop-in” mats ick 
drill, drill Dresses, hand braces. can- be used in conjunction with large! 
wag emg ag store. mete to huild advertisements of u 
ra rite for Bu etin | H—today. ally any size the dealer desired, and 
To help you sell we advertise in trade papers, : a nis aes 
. featuring the products which hv i 
Popular Mechanics; and supply dealer helps. ; ae. s hon 4 a 
e Ts os aly. ore 0 ak : 
Beolers wented! : ers most timely n order ; As 
the book a complete working tool, copy 5 
for numerous news releases and radio 


KENNAMETAL Arc. catrope. Pa. 





commercials is included. ai 
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.. in beauty 


RAIMI ee 


. in accuracy 


- 
. 


..» in. value 


From the day it was announced the Marsh Duo-Temp 
stole the show in the big, growing indoor-outdoor ther- 
mometer field. Now it has been completely restyled as 
one glance at the illustration will tell you. But no camera 
could do it justice: The dial is rich dubonnet with gold 
letters and pointers; the case a contrasting beige gray in 
modern styling and gleaming plastics that will grace 
any interior. 

Yes, in its new dress all the features that have distin- 





guished the Marsh Duo-Temp take on added sales appeal. 
It is the only fully mechanical indoor-outdoor thermome- 
ter. It has no hard-to-read, easily broken glass tubes. 
Instead it shows outdoor temperature on the top scale and 
indoor temperature on the bottom scale as clearly as a 
clock tells time. 





% Supported by national advertising! 
The story of Duo-Temp is being told in House & Garden, 
House Beautiful, Field & Stream, Science Illustrated and 
similar magazines. Larger advertising is under way this 
year. Duo-Temp has a quality package to match the instru- 
ment and excellent point-of-sale circulars are available. 


% Value far beyond its price! 


No one who looks at Duo-Temp guesses its remarkably 
low price made possible only by large-scale production 
through mass-precision methods developed in the new, 
ultra modern Marsh plant. 


Duo-Temp measures 35s” square. Retail price 
complete with outside bulb and tubing 


f $750 | 


Slightly higher in Canada 


JAS. P. MARSH CORPORATION 
&. UFACTURER oF ee arene SINCE 1865 


Seema et 
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THE VERSATILE 
SMALL PUMP 


ae): 










The amazing Flexibility and Compact Construction 
of the FLUIDYNE makes it the Ideal Pump 
for Adaptation to your Equipment or System. 





Type PE Integral Electric Drive Pumps 
1 to 20 HP 
Capacities: 20 to 1090 GPM ¢ Heads: 20 to 270 ft. 


For economy, durability and wide utility in a variety of 
liquid pumping applications. Peerless FLUIDYNE 1 ype 
PE (electric drive unit) or the Type PB (V-belt or flat 
belt drive unit) are designed for vertical, horizontal or 
intermediate angle installation, with consistent and de- 
pendable high efficiency operation 


Request Bulletin No. B-165 


Fluidyne Fractional HP Pumps 
V4 to 1 HP 
Capacities: 10 to 50 GPM © Heads: 20 to 95 ft. 


Possessing all characteristics of the Types PE and PB 
pumps described above, these fractional Fluidyne Peerless 





Pumps may be coupled to any standard stock motor for 
incorporation into any system requiring forced liquid 
circulation. All Fluidyne pumps are of end suc- 


i ‘) tion, single stage design with vertical split casing 


joint, and embody a host of features for ease 
of accessibility and maintenance. 


Request Bulletins B-150 and B-151 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
FACTORIES: INDIANAPOLIS, INDIANA; LOS ANGELES 31, CALIF. 


District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 North 
Broadway; Atlanta Office: Rutland Building, Decatur, Georgia; 
Dallas |, Texas; Fresno, California; Los Angeles 31, California 
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MULTI-PURPOSE 
TROUBLE LAMP 


e— 


) Sa PrPRPRPR PP TTr PrP Zz 
SAINI 


A REAL Money Maker 


Generous profits are yours when 
you feature this all purpose trouble 
lamp. These outstanding features 
cost no more: Easy open heavy 
duty guard. Push through safety 
switch. Improved shockproof rub- 
ber handle. Convenient tool tap. 
Underwriters approved cord, 
molded machine type plug spring 
action prongs. Everyone who sees 
this outstanding trouble lamp buys 
it—even those who own old style 
lamps. Complete line of trouble 
lamps covering all price ranges. All 
parts available. Deal direct at best 
factory discounts. Write or wire 
for catalog and prices today! 


SONTOS ELECTRIC CO. 








Dept. H AKRON 3, OHIO 













It will pay you 
to send your inquiries 
to STEWART 


x 


11 details and pay you 
fe ock .+> invest 






e@ We handl 
n. You carry no st 


alog and familiarize 


a commissio 
oney. Write for cat 


. m ‘ 
no Stewart line 


yourself with the 


favre 





This 
fence sty 

R provucts AR 
Wire Window 

Steel Settecs; Stee 
Iron Railings; 1 
others. Wri 


y iron picket 


is one of man + makes. 


les Stewor vee 
e: Chain Link Wir 


OTHE Wire Parti- 


Fence, 


Guards; ws 
1 Folding and Sliding 
poe s and many 
Gates; 


Flagpole 
te for liter ature toc 


THE STEWART IRON WORKS CO., Inc. 
1537 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 
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WHAT'S NEW 








Landis Skate Sharpener 


Landis Machine Co., St. Louis, Mo., 


Landis- 
American “Skate-Master” sharpener for 


has designed an improved 





Skates are hollow 


ground or flat ground lengthwise to a 


hardware dealers. 


professional finish, sliding smoothly on 
the special table, the maker asserts. 
Skate holder is easy to adjust and large 
enough to hold the skate when attached 
to any size shoe, or hold the skate alone, 
permitting instant adaptability to any 
skate sharpening job. Grinding wheel is 
hooded to prevent emery sparks from 
flying and a dressing device is embodied 
for dressing the grinding wheel quickly 
and with precision. Powered by a 4 h.p. 
110 volt 60 cycle ball-bearing motor 
which is sealed against dirt or grit. Unit 
is readily adaptable to additional grind 
ing jobs. 


Pistol Grip Saw Set 


Saw set, No. 1800, light in weight and 
massive in size. Sets all saws from 4 to 
16 points. Angle of the head is designed 





to keep the wrist straight while work 
ing, thus preventing much 
Packed singly in an attractive box 
Shipping weight, 


Welliver & Sons, 


['welve to a carton. 
8% lbs. per doz. 


Rockford, Ill. 


Pilteentinch 
Television Model 


United States Television Mfg. Corp., 


106 Seventh Ave., New York City 1], 
is offering a 15 in. television console 
model suggested to retail at $1495 
Equipped with a Zetka flat-faced tele- 
vision tube which is 15 in. in diameter 
and has an ion trap which prevents the 
formation of the brown ion stain, it is 
reported. Console has AM and FM 
radio reception as well as Webster au- 
tomatic recording changing phonograph 
which plays 10 and 12 in. records. Cab 
inet is styled to fit any setting finished 
in mahogany and bleach mahogany, It 
is 39% in. high, 38% in. wide and 24% 
in. deep. Has 31 tubes plus four rec- 
tifiers and a crystal detector. 


Dor-Tite Merchandiser 


{ counter merchandiser complet 
with an assortment of Dor-Tite, the al 
purpose sponge rubber strippi: 





offered by the Durkee-Atwood Co., Min 
neapolis, Minn. Termed the Dor-Tite 
Merchandiser and Assortment No. 1248, 
the selling aid is available through 
wholesalers of Durkee-Atwood products 
Contains 48 packages of the six fastest 
Front of the 


sturdy steel cabinet displays samples of 


selling’ sizes of Dor-Tite. 


each size included for the customer's 
selection and also shows an actual Dor- 
Tite box. Variety of uses for Dor-Tite 
are graphically illustrated on the face 
of the display. Features a size and price 
chart in the rear of the cabinet which 
serves as a handy stock record and 
reference. 
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GAS TUBING * BRAIDED GARDEN HOSE 
PLASTIC GARDEN HOSE * RUBBER PRODUCTS 


World’s oldest and largest makers of Gas Tubing 
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1 quart Sauce Pan -- $2.50 


“Not just ‘he 4 
But... 


WEST BEND| 


Waterless Cookware 


Whether your sale is one piece or a set, West 
Bend Waterless Cookware sells faster -- for quicker 
profits. 

For instance, it isn't just “heavy” aluminum. It's 
specially designed for healthful waterless cookery. 
Here's how: (1) the triple-thickness conducts heat 
evenly to cook from every side (2) the low heat 
required reduces food shrinkage . . . retains vita- 
mins and minerals -- saves food and money. Delic- 
iously prepared food keeps its natural color. 









2 quart 
Sauce Pan 
$3.35 


A set of 5 pieces serves 90°/, of all cooking needs. 
Customers who start with one utensil mean addi- 
tional sales, too. They'll like this marvelous method 
of cooking. They'll want other pieces to complete 
the set. Dollar ts dollar West Bend is your best 
utensil buy! 


Skillet $4.95 


a 


\ ~ Dutch Oven 
st ° 










$5.25 





‘ 
3 quart } 
Sauce Pan 


Flavo-Drip 
$3.95 Coffee Maker 






Griddle 
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Bassick 


SERIES “62” 
PLATE CASTERS WITH 
PRECISION IRON WHEELS 
OF POWDER METAL 





75621 


Powdered iron 
wheels are now 
standard in the 
above popular 
sizes of small 
ball bearing 
swivel plate 
casters. 

















Yes, here’s something to shout about! 
Bassick’s new development of powdered 
metal wheels for its Series ‘'62'’ casters 
gives you a quality iron wheel caster that 
puts the old cast iron wheel in the class 
with museum pieces. They're stronger! 
Smoother! Better all around in every way! 

Manufactured by Bassick . . . in our own 
powder metal division. Send for a free 


sample and see for yourself. Write 


THE BASSICK COMPANY 
Bridgeport 2, Conn. 
DIVISION OF STEWART-WARNER CORP. 


In Canada — BASSICK DIVISION, 
Stewart-Warner-Alemite Corp., Ltd., Belleville, Ont. 





MAKING MORE KINDS OF CASTERS 
» » « MAKING CASTERS DO MORE 
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Wire Stripper 


“Quick-Strip” wire stripper, with a 
twist and a pull strips insulation from 
No. 12 to 22 solid or stranded wire. 
Consists of a round hardened blade at- 
tached to a plastic handle of various 
colors. Blade contains four calibrated 
slots. Three accommodate and_ strip 
various size wire and the fourth cleans 
the wire. Tool cuts and removes 
braided wire shielding such as used on 
“mike” cable. Device is small and 
sturdy. Blade may be resharpened or is 
easily replaced. Attractive colorful 
counter board holds 10 in assorted 
color combinations. Suggested to retail 
for 79 cents. Jaco Products Co., 6408 


Euclid Ave., Cleveland, Ohio. 


W oodmaster Seven 


W oodmaster Corp., 135 Orange Ave.. 
West Haven, Conn., is offering a coim 
plete home workshop the Woodmaster 
seven which is suggested to retail for 


459.85. 





Unit includes an 8 in. circular saw 


with guard and a 12 by 18 in, table, 
a 22 in. lathe, a sabre saw and a buffer 
polisher head. May be adapted for use 
as a horizontal drill and rotating file. 
Sturdily built of aluminum alloy and 
nickel-plated steel parts. May be run 
from any 14, 1/3 or '2 H.P. motor. Car 
toned individually in 300 |b. test car 


tons, weight 28 Ibs per unit. 


Mall Portabie Power 
Tool Catalog 


Illustrating and describing the com- 
plete line of Mall portable power tools, 
this catalog is designed to serve as 
handy reference for tool users, dealers 
and dealers’ salesmen. Due to a num- 
ber of interchangeable attachments, 
also listed, many of the tools may be 
quickly converted to other tools. Folder 
is known as 746, available upon re- 
quest. Mall Tool Co., 7740 S. Chicago 
Ave., Chicago 19, Ill 


1948 Toy Yearbook 


Toy Guidance Council, Inc., of New 
York City, announces the 1948-49 edition 
ot | he Toy Yearbook. This will be the 
10th year this aid to the proper selec 
tion of toys has been published for 
‘ irculation by selec ted retail stores 
throughout the United States. As in 
former editions the book consists of 54 
pages in which 200 toys are pictured in 


WHAT'S NEW 


full color or monotone along with 
tailed descriptions and approximate 1 
A self-explanatory 





tail prices of each. 
chart is keyed to every picture, indi 

ing what age each toy is suitable for 
and how it helps the child mentally 
physically, socially or vocationally. This 
information has been compiled by na 
tionally known toy authorities and child 


psy chologists. 


Protectall Burglary 
Resistive Chests 


Protectall Mig. Corp., 930 5. Salina 
St.. Syracuse 4, N. Y., has added to its 
line devices for burglary protection as 
well as for protection against fire. li 
cluded in the line are heavy steel 
money chests which can be built into a 
Protectall safe or otherwise installed in 
tructures. Other units are designed as 
wall safes to be hidden within a home 
or office for jewels, money and papers 
All the chests are equipped with the 
Underwriters’ Laboratories approved re 
locking device. All 
tumbler combination locks capable of 
000.000 changes. Doors are case hard 


feature three 


ened to resist drills and a softer tough 


core lo resist explosiv 


Leeder-Reeler 


Introduction of the Leeder-Reeler, a 
new product designed to hold various 
types of fishing leaders and leader ma 
terial, has been announced by Poulsen 
Bros., Portland, Ore. Made of Tennes 
see Eastman Tenite unbreakable plastic 
Divided into five different sections, it 
permits the angler to store various sizes 
of coil leader material as well as long 
fly leaders. The Leeder-Reeler was de 
veloped to fill a long felt need for this 
type of fishing tackle accessory. Leaders 
do not uncoil or tangle. Delicate lead 
ers are protected. You can soften gut 
leaders by inserting wet string or cloth 
around the section holding gut. A built 
in cutter is featured, It is shirt pocket 


size and bright red. Floats too. Retails 
for $1.00 
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3 MULTI-PURPOSE ATTACHMENTS 
FOR TODAY’S NEW RECIPES 


—— 


Guaranteed 


The Yoder Food 
Mixer is fully 
guaranteed by the 
manufacturer as to Quality, 
Workmanship, and Perform- 
ance. Stainless and Chrome 
Plated steel attachments. 
Yoder Quality Precision Con- 
struction assures long, trou- 
ble-free life. 


Even in a shallow 
saucer the Whipping 
Attachment makes 
whippedcreamin 
seconds. beaten. 


ODER M A ~ U F A C T U R l if G co. 2409-11 EAST 103rd ST. + LOS ANGELES 2, CALIF. 














QUALITY PRODUCTS 


Protection!,2 


BETTER BUILT—INSIDE AND OUT 
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Less food waste be- 
cause smaller quanti 
ties can be used. Even 
Y2 an egg white can be 


acu Y ODER 


HIGH SPEED 


FOOD MIXER 


HAND OPERATED WITH MOTOR EASE 


The New Yoder Food Mixer meets the need for 
a hand operated mixer to prepare Today’s New 
Recipes that call for high speed beating and 
whipping. 

WHIPS even a very small amount of cream, 
faster, firmer, drier. Whips mayonnaise and 
many other liquids in large or small quanti- 
ties without splatter or waste. 

BEATS as little as %% an egg white in seconds. 
Patented Guard holds egg or other liquids in, 
close to agitator. 


MIXES— This many-purpose attachment rotates 
at high speed with little effort, assuring light, 
fluffy Potatoes, Vegetables, Batters. 


ABOUT $ 595 


RETAIL 










Potatoes, Vegetables, Each of the attachments 
Light or Heavy Batters, 


all rapidly whipped or 


can be easily cleaned. 
No need to immerse the 
beaten. mechanism. 





“y Profits! 


Chicago Lock Co. 


2024 NORTH RACINE AVENUE 
tiie cleo mar Pala ai, fe] 5 








NEW ALL ALUMINUM 
LARGE SIZE RURAL MAIL BOX. 


















I’ve UNITED STATES STANDARD No. 2 | 
; “It's A Beauty" 1! ¢ 
Discovered | 
24 Inches 
Long 
/ ESTCO No.5 Pic | ;' 14 Inches | 
x» be 
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r Wide 
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for LUMITE sales 
will soon be here! 





v 

* \ 
® Guaranteed by \ 
Good Housekeeping ' 





¢ 
Woven of saran \ 
SHOE 
LUMITE has set new sales records evecy year. And ' ‘ 
'49 will be best of all. Becuuse LUMITE is going to © 
back you with the biggest, hardest-hitting advertising 
campaign yet—plus the bes? and the most sales helps 
ever offered to sell screen cloth. Ask your wholesaler q 
JUSTABLE 


about the amazing new LUMITE Screen-O-Mat. And CARTON 
get your order in now for your stock of LUMITE screen- Order toda 


ing. Get set to cash in on the big demand for LU MITE! md oe ond 


dence and 


Write for , 


LUMITE DIVISION * CHICOPEE MFG. CORP. J ics, 
"47 WORTH STREET, NEW YORK 13, N.Y. |” 


SS 
THE TURNER & SEYMOUR MFG. CO. 


55 LAWTON ST. + TORRINGTON, CONN. 





See 
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CLARK 
CEM FLUE STOPPERS 


OW 


Available 





FRONT 





Featuring: 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 Ivory 8-17/64"" 6°’ or 7" 3 Ibs. 7 oz. 43 Ibs. 
#8 Ivory 9%"" 7" or 8" 5 Ibs. 62 Ibs. 
Packing—I dozen per carton, | gross per case 


Order from Your Wholesaler, or Write Us for Reference 




















ROCKFORD, 
ey ILLINOIS 


J. L. CLARK MANUFACTURING C 


a BUY line for your 
CUTLERY DEPT. 















F.. nearly a century, Ry 
Murphy and Sons have made quality knives for 
every purpose. Knives that are sharp, durable 
and especially designed to do a particular job. 

R. Murphy Knives are painstakingly fash- 
ioned from the finest, tempered steel, uni- 
formly hardened by an exclusive process and 
honed by hand. They are precision joined to 
custom built handles that provide the proper 
grip. 

Customers don't "go by", they come buy 
when you carry R. Murphy Knives. 


Order today from 
your jobber Display 
and sell with confi- 
nce and profit. 
Write for descrip- 
tive catalog showing 
complete line of 
a Murphy Knives. 





F ROBERT MURPHY SONS COMPANY 


AYER, MASSACHUSETTS 


a — 
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GUARANTEE 


Gilbert alarm clocks are guaranteed against de- 
fects in material and/or workmanship for a 
period of 90 days from date of sale to the user 
provided that clock has not been wet, tampered 
with, taken apart, improperly oiled or other- 
wise mistreated. Manufacturer's Guarantee and 


Instruction slip is packed with each clock. 


Distributed 
thru the wholesaler 


551 FIFTH AVE 
NEW YORK 17, NY 


141 W. JACKSON BLYD 
CHICAGO 4, ILL 


Clock makers to the nation 
Since 1807 
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D. A. UTIGER NAMED 
SALES MGR. SAW DIV. 
HOWES-WOODS COMPANY 

Harry C. Woods, president, 
The Howes-Woods Co., Cam- 
bridge, Mass., has announced the 


| nounced recently by Schick, Inc., | ators. Mr. Lowcher will operate | 


expansion of its line to include | 


metal and wood cutting band saw 
blades, butchers’ saw blades, com- 
etc. Other 
are planned for the future. 


pass saws, additions 





D. A. UTIGER 


David A. Utiger has been made 
sales manager of the saw division. 
Mr. 


with the hardware and industrial 


Utiger has been associated 


supply business his entire life- 
time, and is well-known the 
trade. He established the saw di- 
vision at the Capewell Mfg. Co., 


to 


Hartford, Conn., in 1940, resign- 


ing there in July of this year. 

Prior to that time he was with 
the Mfg. Co. and the 
Remington Arms Co., both of 
Bridgeport, Conn. Before that he 


Forsberg 


was with the Shapleigh Hard- 


ware Co., St. Louis, Mo., as a 
salesman in the southeast. He 
was later made manager of a 


sales division at St. Louis. 
Howes-Woods is increasing its 

sales organization to the 

entire U.S. A., as well as abroad. 


cover 


SCHICK ADVANCES BOSK 
TO WESTERN DIST. MGR. 


The advancement of Jack Bosk 
to the position of western district 
manager for Schick Electric 
Shavers and Shaverette 


was an- 


280 


Stamford, Conn. He had formerly 
managed the Los Angeles terri- 





JACK BOSK 


tory for Schick and in addition 
to his new position will continue 
in that territory 
along with the San Francisco and 
Seattle area. He bas been asso- 
ciated with Schick 1940 
when he became sales supervisor 


to supervise 


since 


in Los Angeles. 


F. A. MITCHELL NAMED 
REFRIGERATOR SALES 
MGR. DEEPFREEZE DIV. 
The 


have 


following appointments 


by F. F 


manacer, 


been announced 


Duggan, general sales 
Deepfreeze Division, Motor Prod 
ucts Corp., North Chicago, Ill. 
Frank A. Mitchell has been ap 
pointed sales man 
ager, with general responsibility 


refrigerator 


for sales and promotion of the 
Frostair Duplex Refrigerator. Mr 
Mitchell will maintain headquat 
ters in the general office in North 
Chicago, and report directly to 
F. F. Duggan, general sales man- 
ager. He was formerly sales man- 
ager of the Frostair organization. 
has been 


Peter Lowcher 


pointed 


ap- 


Refrigerator sales spe- 


| cialist with headquarters in North 


| sales 


Chicago. Mr. Lowcher will spend 
his full time on field assignments 
in assisting distributor 
dealer appointment, and general 
work of Frostair Refriger- 


in and 


| manager, 
| Motor Products Corp., North Chi- | 


to 


under the general supervision of 
the Refrigerator sales manager, 
Frank A. Mitchell. 


The three new members of the | by 


Deepfreeze organization formerly 


held similar positions with the | Fred Wissel, vice-president 
Frostair Co., whose Frostair Du- | William B. Florent 


plex Refrigerator was recently 
purchased by the Deepfreeze Di- 
vision from the General Tire & 
Rubber Co. 


C. T. REDDING PROMOTED 
BY DEEPFREEZE DIV. 
F. F. .Duggan, 
Deepfreeze 


general sales 


cago, Ill., has announced the pro- 


motion of C. T. Redding from 


— 


MOCAR TOOL COMPANY 
ORGANIZED 


The Mocar Tool Co., Inc., Hunt. 
ington, Ind., has been organized 
company officials headed by 
John C. Gollehon, president 
and 
secretary 
treasurer. These men also are the 
first board of directors. Mr 
Gollehon was named _ resident 
agent. Other stockholders include 
Russell Neterer, president of the 


Huntington Chamber of Con- 
merce; R. A. Cutshall, John 
Russo, Forest Cook and Joe 
| Petrucelle. 


Division, | 





Philadelphia district sales mana- | 
ger to sales manager of the East- | 


ern region. 

The Deepfreeze Eastern Region 
Sales office is located at 500 Fifth 
Ave., New York City. 

Mr. Redding first became asso 
ciated with the Deepfreeze ergan- 
ization in 1945 as a sales repre 
sentative for — their 
industrial chilling equipment. In 
recognition of his ability he was 


line of 


soon made Chicago district sales 
manager. In 1947 he was trans- 
to the Philadelphia Dis 
as sales manager where he 


ferred 
trict 





C. T. REDDING 


established the record which led 


his appointment Eastern 


as 


Regional sales manager. 
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| cutters and 


The new company will manu 
facture, buy and sell woodwork- 
ing machinery, metal working 
machinery, wood and metal cut 
ting tools and allied products 
The machinery manufactured wil 
include routers, shapers, saws, 
high speed routing and shaping 
other tools for use 
production 


in both commercial 


and home workshops 


NAT’L. CUTLERY ASS'N. 
DISCUSSES PLANS FOR 
1949 CONSUMER PROGRAM 


At a meeting at the Hote 
Plaza, New York, Oct. 21, men 
bers of the Associated Cutlery 
Industries of America, Lewis D 


Bement. secretary, announced 
formulated plans for a trade ad 
vertising and consumer publicity 


program for 1949 


Dealer packages and_ displa 
material will be supplied the 
trade for use during May 2 to 4 
designated as Cutlery Display 
Week. 

rhe purpose of the asso¢ jatit 
formed in 1947 for the first time 
in the héstory of the Industri 
is the promotion of \ merical! 
made cutlery and American ste 
in the manufacture of kitcher 
cutlery, tableware, pocket an 


, ‘ ie? , P 
sportsmen’s knives, industrial and 


professional cutlery. 


The campaign will supplement 
continuing vigorous brand adver 
tising and promotional drives ! 
newspapers, magazines, radio an 
trade by the members of the 4s 


sociation who represent the lead 
f the 


ing cutlery manufacturers 0! 


country. 


1948 
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NEW HOUSEHOLD 
LINE OFFERED BY 
SHERWIN-WILLIAMS 


4 complete new line of non- 
paint household products to be 
marketed chiefly through hard- 
ware, paint and department stores 
has been introduced by The Sher- 
vin-Williams Co., Cleveland. 

According to Warren Carroll, 
general manager of the company’s 
Home Products Division, the in- 
troduction of the new line sig- 
nals the beginning of a concen- 
trated program by S-W to de- 
velop further the sale of non- 
paint products in the grocery and 
drug trades. The company entered 
these fields two years ago. There 
intention, of 
changing the long-standing policy 
of selling S-W paints and Kem- 
Tone through only 
outlets such as paint, hardware, 


is no however, 


recognized 


The first four of 11 products 
in the new line reached the mar- 
ket by Nov. 1. These are Sherwin- 
Williams glass polish, developed 
especially for chromium, 
porcelain, silver and other met- 
als; Sherwin-Williams cream pol- 
ish for furniture: Sherwin-Wil- 
liams self-polishing wax for 
floors; and Sherwin-Williams oil 
soap for cleaning walls, wood- 
work and furniture. 


glass 


The glass polish, oil soap and 
self-polishing wax will be 
nished in pints and quarts, and 


the cream polish in half-pints 
and pints. 
Merchandising research that 


has preceded general marketing 


of the products led to a new 
approach in packaging. The 
« , ” 

Cover The Earth” trademark 


appears on all packages. 

Bright, four-color labels, litho- 
graphed directly on the metal 
package, have been designed to 
command attention on store coun 
ters and shelves. In addition to 
the printed instructions each label 
also contains thumb-nail sketches 
in color illustrating various uses 
for the product. 

The launching of the new 
products will be marked by an 
extensive promotion, including 
uational newspaper advertising, 
“ouponing, sampling, spot radio 





announcements, point-of sale dis- 
plays and dealer helps. Dealers 


| will be encouraged to use coop- 





specialty and department stores. | 


| 


fur- | 








erative advertising, with a spe- 
cial allowance made 
this purpose. 

Mr. Carroll said that the pro- 
gram will stress the fact that the 
products are national brand. The 
S-W merchandising plan is de- 
signed to enable retailers to make 
an attractive profit while giving 


being 


for | 


consumers greater than ordinary | 


values. 


Generally, promotional activi 
ties will be patterned after a pre- 
that 


successful 


tested merchandising plan 


has proven highly in 
midwestern communities. 


HUTCHISON GEN. SALES 
MANAGER STERLING 
TOOL PRODUCTS 
D. A, 


named general sales manager of 


Hutchison has been 


Sterling Tool Products Co.. Chi- | 


cago, Ill. 





D. A. HUTCHISON 


Mr. 
sistant manager, 
J. A. Proven who resigned re- 
cently. 

It was 
H. P. Gangwer, comptroller, has 
been named vice-president of the 


Hutchison, formerly 


as- 


sales succeeds 


also announced 


company. 
T. D. RAGLAND JOINS 
SHEFFIELD, CLARK & CO. 


T. D. Ragland has recently 
joined Sheffield Clark & Co., man- 
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| members 


that | 





T. D. RAGLAND 


ufacturers representatives, Nash- 
ville, Tenn. 


ment Co., Clarksdale. Miss. 


firm he joined Henderson & 
Baird Hardware Co., Greenwood, 
Miss., in 1940. He served two 
years in the ETO being dis- 


charged as a first sergeant. Bill 
Rumley, Rob Ell Cox and Shef- 
field Clark, Jr., the other 
of the traveling 


are 
con- 


tingent. 


DVORAK, SALES MGR. 
OF STEEL PRODUCTS 


Elmer C. Dvorak has been ap- 
pointed sales and merchandising 


manager of the Steel Products 





ELMER C, 


DVORAK 


He was associated | 
with Delta Hardware & Imple- | 
After | 


spending six years with the latter | 


| Mfg. Co., St. Louis, Mo., accord 
ing to a recent announcement by 
A. E. Nelson, president. 

Mr. Dvorak had 
ciated with A. E. Rittenhouse 
Co., Inc., Honeoye Falls, N. Y., 
since the fall of 1945 as director 
of sales and advertising. Prior to 
that time, Mr. Dvorak was sales 
manager of the range division of 

the General Electric Co., Bridge 


been 


asso 


port, Conn, 


RAY MOUNTAIN JOINS 
GLOLITE AS SALES MGR. 

Harry Sundheim, president of 
The Glolite Corp., Chicago, IIl., 
has announced the appointment 


of Ray M. Mountain as sales 
manager. 
Mr. Mountain was recently 


sales manager of the Jewel Prod- 
ucts, Inc., and Signalite Fuse 
Co., Bloomfield, N. J. He is well 
the trade and has 
| served in various sales capacities 
throughout the country for the 
past 12 years. He will reside in 


known in 


| Chicago and operate from the 
company’s home office. 
M.E.M.A. ELECTS 
FOUR DIRECTORS 
At the recent members’ an- 
nual election of directors, the 
following manufacturers were 


made members of the board of 
directors of the Motor & Equip 
ment Manufacturers Association, 
250 W. 57th St., New York City, 
19: W. S. Coles, The Shalver 
Co., Waupan, Wis.; S. G. Phillips, 
The Dole Valve Co., Chicago, 
Ill.: G. W. Sherin, E. I. du Pont 
de Nemours & Co., Wilmington, 
Del.; and E. J. Wilcox, J. H. 
Williams & Co., Buffalo, N. Y 
Other directors are: J. W. Ander 
son, The Anderson Co., Gary, 
Ind.; H. B. Barrett Equipment 
Co., St. Louis, Mo; B. G. Coch- 
rane, Casco Products Corp., 
Bridgeport, Conn., E. Gammie, 
Victor Mfg. & Gasket Co., 
Chicago; G. H. Goehrig, Black- 
hawk Mfg. Co., Milwaukee; C 
O. Kleinsmith, National Carbon 
Co., New York City; F. A. Miller, 
Raybestos-Manhattan Inc., New 
York City; and C. J. Schuepbach, 
Sunnen Products Co., St. Louis 
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Exterior of Grand Central Palace, New York City, during the third National Hardware * 


Show, Oct. 12-16. 


27,233 Buyers at National Hardware 
Show; Best Yet in Regard to Orders 


The National Hardware Show, ; 


held at Grand Central Palace, 
New York City, was attended 
by 27,233 buyers during its five 
day run from Oct. 12 to 16, the 
largest in the history of the 


show. The total attendance reg- | 


istered 63,000. Four hundred 


sixty-two exhibitors were unani- | 


mous in agreeing that in so far 
as orders were concerned this 
had been the best show. Buyers 
were represented from _ every 
state of the union and 2,400 for- 
eign buyers from 21 nations gave 
large orders. Of the 27,000 prod- 
ucts on display, over 500 were 
introduced for the first time. 
The Fishing & Hunting divi- 
sion, which occupied the fourth 
floor, drew many visitors and as 
the show closed over 90 per cent 
of the space in that division was 
already subscribed for the 1949 
show. All previous records, both 


for dollar volume and _atten- 
dance, were broken. The man- 
agement reported the requests 


outstanding for next year’s show 
by suppliers of raw materials. 
Several exhibitors reported 
that the gross margin of profit 
for dealers had been increased 
on a number of important lines. 
In tool lines, sets formerly diffi- 
cult to sell in the stores have 
been attractively packaged. Mo- 
bile merchandising methods are 
lowering cost of distribution for 
wholesale distributors as well as 


282 


| 
| 
| 





{ 


Principal factor behind buy- 
ing ware is fear of future steel 
shortages induced by an ex- 


panded national defense  pro- 


manufacturers according _ to | Program, executives pointed out. 
’ > 


William D. Rourke, merchandis- 
ing specialist, Stevens Walden, 
Inc., Worcester, Mass. The com- 
pany displayed one of its tool 
through 


| A large manufacturing spokes- 
| man said we have just taken our 
| Jistributors off allocations for the 
first time the the 
war. Now our backlogs are again 


since end of 


display coach trailers 


which 15 new accounts per day 


have been opened by salesmen. | replace a complete allocation 


building up and we may have to | 


setup before Dec. 1, if buying 
| continues at its present speed, 
| The show displayed 
complete lines of tools, builders’ 
hardware and hobby tools since 
prewar days and a newcomer to 
the show, the products of fishing 
tackle hunting 
| makers. 
Robert J. 
| Hardware Corp., maintained that 
metals for use by hardware 


most 


and equipment 





Sullivan, Reading 


manufacturers are more critical 
today than they were when prior- 





enforced during the 


ities were 
| war. With the increased arma- 
|} ment program anticipated, we 


difficult to keep 


Elsewhere talk 


| expect it will be 
| production up. 


| of 


| heard, especially of sheet alu- 


aluminum — shortages was 


|}minum for which inadequate 
rolling facilities were given as the 
reason and for die cast tools, 
For the finer steel items, cast 


iron is already being substituted. 

Most builder hardware manu- 
facturers who increased prices 
within the past 60 days hoped 
that these prices might remain 
constant for the rest of the year 
although higher prices were fore- 
cast for 1949 by some manufac- 
turers. 

The new items on display at 


the show included a_ variance 
from stainless steel awnings, 


lawn sweeper, clean sweeper for 
picking up everything ‘om 
| leaves to cigaret butts, according 
| to the maker, dish sprayer wash- 
ler, to a tubular residential lock 
| and mouse trap. 





Inside the National Hardware Show, which attracted a total of 63,000 people, at the 
registration booths. 
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Now, for the first time, here's a truly universal hydraulic door closer 








in one standardized package that takes care of all surface closer require- 


le ments for standard interior doors. For the first time, you can really do an 











ee off-the-shelf door closer business without worry about applications and 





comebacks. 


THE CLOSER THAT 
OPENS THE DOOR 
TO NEW PROFITS! 


Since one Eagle Door Closer answers four separate needs—right hand, left 
hand, hold open and non-hold open, without mechanical change—you no 
longer need to carry extra handed closers and extra arms. This means less 
inventory to carry and savings in shelf and storage space. What's more, the light 


weight of the Eagle Closer (only 634 Ibs.) cuts 














handling and shipping costs substantially. 
And with one standardized package, ordering 
and billing are simplified. 
With these practical advantages, Eagle gives 
you the first colorful package geared to 
today’s merchandising. It adds up to new 
sales and profits never before within such 


easy reach. Order from your wholesaler. 


A COMPLETE SALES 
PACKAGE with Eagle 
Door Closer, mounting 
plate, mounting template 
and both wood and machine 
screws all ready for easiest 


installation on wood 





The EAGLE LOCK Company 


Eagle Industries, Inc., National Sales Representative 
110 North Franklin Street, Chicago 6, Illinois 


or metal doors. 


AMERICA’S FIRST TRULY UNIVERSAL HYDRAULIC DOOR CLOSER 
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Step up your 


with the 





SUPER: CASTER 


WITH INTERCHANGEABLE RODS 


With the Christmas season only weeks away, now is the 
time to stock up with gift merchandise offering special 
quality appeal. The Hurd Super Caster with inter- 
changeable rods is such an item. Its modern, stream- 
lined appearance appeals to expert and novice, 
alike. Its functional design, including built-in reel and 
thumb-button drag are exclusive Hurd features that 
put it in a class by itself. To get them, your customers 
must buy the Hurd Super Caster — at a substantial 
profit to you. Be sure to have this intriguing article on 
display during the Christmas season. Order a good 
supply now from your local jobber. 

The right to make specification 


Patent 1145625. Other Patents Pending 


changes is reserved, without obligation 





HURD LOCK & MANUFACTURING CO., SPORTING GOODS DIVISION 


NEW CENTER BUILDING e¢ DETROIT 2, MICHIGAN 





G.E’s. Vice-President, Dr. W. R. G. Baker 


Says Television Won’t Kill Radio Movies 


Although the impact of tele- 


vision is having a retarding effect | 


upon the sale of expensive radio- 


phonograph combinations, pros- | 


pects for the receiver business 
generally have not been im- 
paired, Dr. W. R. G. Baker, vice- 
president of the General Electric 
Co., Syracuse, N. Y., and head 
of the Electronics Department, 
told 120 key radio and television 
distributors attending a _ confer- 
ence at Electronics Park. 

“Television will not kill radio 
and the motion picture,” he said, 
“any more than radio killed the 
phonograph record or motion 
picture business. Adjustments 
within the industry will be nec- 
essary and will probably be made 
fairly rapid.” 

He said that while the greatest 
impact of television on radio 
probably will be experienced by 
phonograph combinations, this 
effect may possibly “turn to an 
advantage since it offers the op- 


LOWE BROS. COMPLETES 
SALES TRAINING SCHOOL 


The Lowe Bros. Co., Dayton 2, 
has completed an intensive three 
week sales training school for all 
Lowe salesmen, district executives 
and supervisors at its headquar- 
ters in Dayton, Ohio. 

Attending the first week’s ses- 
sion were salesmen from the New 


England and North Central 
states areas. At the second 
week's meeting were salesmen 
from Southern, Southwest and 
Pacific Coast states areas. The 
third and final group included 


salesmen from the Middle East- 
ern, Central and Rock Mountain 
states areas. 

Major subjects covered during 
each of the three weeks were new 
developments and characteristics 


in trade sales products, manufac- | 


turing procedures and controls, 
advertising promotion and mer 
chandising activities, and new 
products being groomed for mar- 
keting. Also outlined during the 
school session were planned sales 
activities on Lowe Brothers Style- 
Tested paint colors. 

L. L. Anderson, Sales Manager, 
directed the sales training school. 
He was assisted by other mem- 
bers of the sales division and by 


factory, advertising, and other 
Dayton executives of the com- 
pany. 

District executives in attend- 


Anderson and 
A. B. Benson, Chicago: J. A. Ro- 
den and L. K. Jordan, Boston; 


W. C. Rhodes and B. M. Town- 


ance were W. E, 


HARDWARE AGE, NOVEMBER 4 


portunity of replacing existing 
combinations with an instrument 


providing all the services -an en. 


| tertainment center.” 

The fact that a home has such 
an entertainment center does not 
eliminate the need for se: 
radio receivers, he said. Actually, 
it should 
for such sets as 


ondary 


increase the demand 
table 


portables. clock sets and other 


models, 


specialty receivers, he added, 
“The broadcast networks,” Dr, 
Baker said, “will not give up to 
without a battle. We 
may expect better broadcast pro 


television 


grams in order to hold the atten. 

tion of the listening public.” 
Arthur A. Brandt, general sales 

manager of the Electronics De- 


partment, who served as chair- 
man, 
program for 


General Electric radio and tele- 


outlined a comprehensive 


merchandising of 
during the re- 


vision receivers 


mainder of the year and for 1949 





send, Atlanta: R. K. Mason and 
W. M. Fugit, Kansas City: D. B 
Mehaffey and J. H. Bucher, Jer 
sey City, and R. S. Parsons, Day 
ton, 


PLOWRIGHT, GENERAL 
SALES MGR. SAPOLIN 
HONORED BY DINNEK 


J. L. Plowright, general sales 
manager of Sapolin Paints Inc, 
229 E. 42nd St., New York City, 
his as 


was recently honored by 


sociates at a testimonial dinne! 


held October 8th at the Hote 
Sheraton, New York City. The 
affair was attended by sales and 


office personnel, many of whom 


have been associated with Mr 
Plowright more than 20 years. 
The guest of honor received a 
handsome gift of matching leather 


luggage. 
FRED MULLER JOINS 
BROWNING BROS. AS 
V.P., GEN. MANAGER 


Frederick Muller, formerly 
vice-president of Carter, Milch- 
man & Frank, Inc., has recently 
| joined Browning Bros., Inc, 
| heavy hardware wholesaler, Park 

Ave. and 13lst St., New York 
City 35, as vice-president and get- 
eral manager. He has had over 30 
| years’ experience in the indus 
trial supply field. 

Bernard N. Cullen has been 
elected vice-president and get 
eral sales manager of the com 
pany. He was formerly vice 
president of Bronx Hardware & 
Supply Co., Inc. 
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OHIO TOOL APPOINTS 
SALES COMPANY 


L. E. Butzman, senior partner 
of Ohio Tool Co., has announced 
the appointment of Otco Corp. 
as the selling organization for 
its line of “Slip-Cast” and “Surf 
Slip-Cast” Reels. 

With headquarters in the Na- 
tional Broadcasting Building, 
Cleveland 14, Otco Corp. will di- 
rect an expanding advertising and 
sales program. The company has 
anew direct-to-dealer sales policy. 


YORK PAINT & HARD- 
WARE WAREHOUSE 
BURNS 


An estimated 75 to 80 per cent 
of the wholesale stock of the 
York Paint & Hardware C>., 
York, Pa., was lost in a fire, on 
Saturday, Sept. 4, which de- 
stroyed most of the 90-year-old 
warehouse. William C. Stitzel, 
secretary, estimates the loss in 
stock at approximately $50,000 
and damage to the building at 
nearly $75,000. Both were com- 
pletely covered by insurance. 

A newer addition to the ware- 
house in which was stored glass, 
linoleum, ladders, etc., was saved 
by a fire door which prevented 
the flames from spreading. 

Within 10 days the firm had 
moved its wholesale department 
into a leased warehouse of 21,000 
sq. ft. on one floor, which will 
now serve the needs of the re- 
tail store as well as the whole- 
sale division which has five men 
covering 15 counties in central 
Pennsylvania. 


REYNOLDS REORGANIZES 
BUILDING PRODUCTS 
SALES SETUP 


A recent meeting of four dis- 
trict sales managers of Reynolds 
Metals Building Products Diwvi- 
sion at Plant No. 14, Louisville, 
marked a policy advance by the 
company. Attending the confer- 
ence were D. A. Brownlie, dis- 
trict manager for the West Coast 
with headquarters in San Fran- 
cisco; J. I. Harvey, district man- 
ager of the Mid-West territory 
with headquarters in Chicago; 
L. J. Cheely, district manager of 
the Southern territory with office 
in Atlanta; and W. S. Acuff, Jr., 
district manager of the Eastern 
and New England territory, who 
is located in New York City. 

The outcome of the meeting 
was the formulation and adop- 
tion of plans to decentralize sales 
operations of the Building Prod- 
ucts Division, breaking it down 
into four sections geographically. 
The increasing adoption of alu- 
minum products by the building 





trades has made this reorganiza- 
tion necessary for efficient distri- 
bution. 

Each sales territory will com- 
prise a large area in itself and 
each will operate as a separate 
unit, responsible to its individual 
district sales manager. 


D. E. PERRY APPOINTED 
TO TELECHRON FORCE 
IN LOS ANGELES 


The appointment of D. E. Perry 
to the field sales organization of 
Telechron, Inc., Ashland, Mass., 
has been announced by Harold FE. 
Blackburn, field sales manager. 





D. E. PERRY 


Mr. Perry will be on the staff 
of: J. J. Burns, manager of Tele- 
chron’s San Francisco office, but 
will make his headquarters in 
Los Angeles and cover the South- 
ern California territory. 

Mr. Perry is a graduate of the 
United States Naval Academy at 
Annapolis and has served as 
sales engineer at the Telechron 
home office. Before joining Tele- 
chron, he was with the J. F. Mc- 
Elevain Co., Manchester, N. H. 


260 ATTEND CLEVELAND 
HOUSEWARES FAMILY 
CLAM BAKE OCT. 10 


The recent family clam bake 
sponsored by the Cleveland 
Houseware Club, Post Office Box 
5149, Cleveland, was attended by 
260 persons at Hilltop Tavern in 
Parma. A _ television set was 
placed on the stage for those who 
wished to watch and hear the 
World Series. A tribute was paid 
to Anna _ Steffen, housewares 
buyer at the Bailey Co., the club’s 
only lady and honorary member. 
Frank P. McMorrow, manufac- 
turers’ representative, and Carl 
H. Terrey, club secretary and 
treasurer, were in charge of ar- 
rangements. Louis G. Wesselman, 
club president, was master of 
ceremonies. 
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different. And that’s why Taykit, the tiny 
new pocket-size camp stove, means surefire 
Christmas sales for you! 
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Unique? Taykit is the world’s smallest gaso- 
line-burning stove — only 17%” x 41%” x 5”, 
closed in its handsome Monel Metal case. 
Without pumping or priming, it burns with a 
pressurized blue flame . . . boils 2 quarts of 
coffee in less than 15 minutes. Taykit burns 
nearly 2 hours on 4 ounces of gasoline. And, 
Taykit is guaranteed for a lifetime! 


Taykit’s colorful new Christmas wrapper is 
packed with sales appeal. This Christmas, 


display Taykit prominently! The stove does 
the selling! 





National advertising in leading magazines will 
pre-sell your customers on Taykit. And we'll 
send you, FREE, effective new counter cards, 
booklets, newspaper mats, radio announcements. 


ORDER NOW From your JsopEr. £) 


TRAVELERS EQUIPMENT COMPANY 


335 Keeler Bidg. Grand Rapids, Michigan 
EXPORT DEPT., LEHARA SALES CORP., 485 FIFTH AVE., NEW YORK 
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SPECIAL: PRODUCTS DIVISION 
The LODGE & SHIPLEY Co. 


828-10 Evans St. 
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Alert hardware dealers are profit- 
ing by selling power equipment. 
Cash in on Choremaster leadership 
and national advertising by han- 
dling this tractor and complete line 
of profitable attachments. Excellent 
sales helps. Write for details of 
franchise and name of distributor. 


LIST PRICE 


1146.50 $157.00 


with Standard with Mercury 
clutch clutch 
Plus Freight 





Cincinnati 4, Ohio 


am aia 
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R. B. ALGIE ADVANCED 
BY JONES & LAUGHLIN 


Jones & Laughlin Steel Corp., 
Pittsburgh 30, Pa., has announced 
the appointment of R. B. Algie 
as assistant manager of sales, 
wire products, 





R. B. ALGIE 


Mr. Algie was first employed by 
J & L in the New York District 
sales office in 1927. In 1944 he 
was appointed resident manager 
of sales at New Haven, Conn. He 
came to Pittsburgh in 1947 where 
he has been associated with the 
wire products sales department. 


20TH CENTURY PAINT 
HAS WEST COAST MAN 


The 20th Century Paint & 
Varnish Corp., 456 Driggs Ave., 
Brooklyn, N. Y., announces that 
Nathan C. Green is opening of- 
fices and warehousing facilities 
at 621 East 3rd St., Los Angeles, 
as a distribution point for the 
20th Century line of paint and 
varnish. Mr. Green will service 
the West Coast and the South- 
west area. 


DOEHLER-JARVIS BUYS 
TOLEDO PLANT 


The Doehler-Jarvis Corp., Tole- 
do, Ohio recently announced 
acquisition of the former Gordon’ 
Mfg. Plant, located on the Dixie 
Highway in Toledo. The new 
facilities covering 13 acres will 
be equipped for plating large die- 
castings produced in the present 
Toledo Doehler- Jarvis plant, 
which has itself recently been en- 
larged and modernized. 

In addition to providing added 
plating facilities in Toledo, the 
new plant will permit the Com- 
pany’s Jarvis division located in 
Grand Rapids, Mich., to concen- 
trate on the plating of smaller 
type castings and will eliminate 





excessive hauling of materials 
between plants. 

Acquisition of the new Toledo 
installation brings the list of 
Doehler-Jarvis plants up to seven, 
located in Batavia, N. Y.; Potts. 
town, Pa.; Toledo, Ohio; Grand 
Rapids, Mich.; and Chicago, Ill. 
The Company’s executive offices 
are located at 386 Fourth Avenue 
in New York City. 


HILO APPOINTS FOUR 
SALES REPRESENTATIVES 


Carl J. Schumann, president of 
the Hilo Varnish Corp., Brooklyn, 
New York, has announced a 
number of sales representative 
appointments. Harry Fels, is 
technical engineer in the Phila- 
delphia district to present Hilo 
Industrial Finishes to manufac- 
turers. He was for some years 
with Berry Bros. Philip Landau, 
is technical engineer in Northern 
New Jersey with similar duties, 
Mr. Landau has been in the Hilo 
research and service laboratory 
for three years. Both men vill 
assist William Gloeckner who has 
long represented Hilo in these 
territories. James Taylor has 
been assigned to the Western 
Massachusetts and Eastern New 
York territory for trade sales. 
Mr. Taylor was formerly with the 
National Lead Co. 

John Scliuster, who has been 
with Hilo for some time, takes 
over the Northern New Jersey 
District for the trade sales depart 
ment. 


HEATING, VENTILATING 
EXPOSITION SPONSORED 
BY LARGE ALLIED GROUP 


G. L. Tuve, president of the 
American Society of Heating and 
Ventilating Engineers, has been 
appointed chairman of the Advi- 
sory Committee for the 9th In 
ternational Heating and Venti- 
lating Exposition, which is to be 
held in the International Amphi- 
theater, Chicago, January 24 to 
28. The latest information drawn 
from specifications filed by ex 
hibitors indicates that practically 
every type of equipment em 
ployed in the varied uses of heat- 
ing, ventilating and air condi- 
tioning will be represented. Many 
new features will be put on dis 
play at Chicago for the first 
time. 

The exposition is under the 
auspices of the A.S.H.V.E. in 
conjunction with its 55th annual 
meeting. The newly appointed 
Advisory Committee of 33 mem 
bers includes representation of 
seventeen associations in 
allied fields as acoustics, archi 
tecture, air filtration, insulation, 
fuels and others. 
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Hotpoint Conference Strives to Closely 


Co-ordinate Distributor-Dealer Structure 


Hotpoint, Inc., 5600 W. Taylor 
St, Chicago 44, has established 
a 40 per cent increase in dealer 
sales of major electric appliances 
for kitchens and home laundries 
as its sales goal for 1949, it has 
been reported. The new mar- 
keting program for attaining this 
sales objective will be based on 
strengthening and refining rather 
than by further expanding the 
company’s present dealer organ- 
ization. 

Addressing a two-day confer- 
ence here attended by 125 dis- 
tributor principals, Leonard C. 
Truesdell, vice-president of mar- 
keting, emphasized proper un- 
derstanding of marketing respon- 
sibilities, sound dealer structure, 
and a consistent merchandising 
activity as the elements upon 
which Hotpoint will build its 
1949 marketing program. 

Characterizing 1949 as “Hot- 
point’s Golden Era,” the official 
said that the marketing depart- 
ment will be responsible for de- 
veloping an organization capable 
of capitalizing on today’s favor- 
able economic conditions, and 


8% MILLION VACUUM 
CLEANERS BOUGHT 
SINCE END OF WAR 


Homemakers of the United 
States have invested more than 
$25,000,000 for a total of more 
than 8,500,000 vacuum cleaners 
since World War II and sales 
ae continuing at a rate exceed- 
ing 3,400,000 units annually, 
Joseph H. Nuffer, president of 
the Vacuum Cleaner Manufac- 
turers’ Association, announced at 
the 35th anniversary convention 
of the association, held last 
month, at Hot Springs, Va. 

Mr. Nuffer, head of the Air- 
Way Electric Appliance Corp., 
Toledo, Ohio, said, “Kits of 
cleaning tools to be used in con- 
nection with the household vac- 
uum cleaner were practically a 
tarity before the war. Now they 
we virtually standard equip- 
ment. Education in the relation- 
thip of cleanliness standards to 
the preservation of home fur- 
tishings and the importance of 
dust-removal in the protection of 
human health are playing their 
part in keeping sales at unpre- 
tedented levels, A contributing 
lector is the increased tendency 
‘ward the use of two vacuum 
Cleaners in the home, one for 

vy-duty downstairs cleaning, 
the other for lighter require- 
Ments, 


ucts made possible by new pro- 
duction facilities. The objective 
of the conference was to bring 
about a more closely coordinated 
distributor-dealer structure 
which will lay the groundwork 
for steadily increasing retail 
sales. 

The theme of the meeting was 
based on an analogy between 
the California gold rush in 1849, 
ushering in a new era of Amer- 
ican history, and 1949, “usher- 
ing in Hotpoint’s golden era.” 
The following nine points were 
cited as essential for the com- 
pany’s long range marketing pro- 
gram: 

Good distributor organization; 
proper facilites and _ capital; 
good dealer structure, “quantita- 
tive and qualitative”; satisfac- 
tory product service; active mer- 
chandising program; proper un- 
derstanding of marketing respon- 
sibilities; strong specialty selling 
operation; organized marketing 
program, and sufficient manage- 
ment supervision and action. 


“To top it off, the widespread 
electrification of rural areas has 
created immense new markets 

” 
for household vacuum cleaners. 





1949 FATHER’S DAY 
CAMPAIGN EXPECTED 
TO BREAK RECORDS 


The Father’s Day Council, 50 


year’s fund-raising campaign to 
break all records at a recent 
meeting at the Pennsylvania 
Hotel, New York, of all the 
Industry Chairmen of the council. 

Alvin Austin, executive director 
of all Father’s Day publicity, 
said that the public service phase 
of next Father’s day will be to 
inculcate the new generation with 
the true meaning of American 


the fathers of the land. The slo- 
gan, tentatively decided upon, is 
“Today’s Children are Tomor- 
row’s America. Remember Father, 


dio, theater, church, industrial, 


will be enlisted, he declared. A 
complete poster, newspaper ad- 
vertising, radio transcription ser- 
vice will be supplied by the 
council to help carry out these 
objectives. 
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E. 42nd St., New York City, 17, | 


announced that it expects this | 


democracy and liberty, through | 


Builder of Our Nation’s Future.” | 
The cooperation of the press, ra- | 


patriotic and youth organizations | 


Posters will be sold | 





WRACK and RUIN? 


or ROYAL'S RACK and PROFIT? 


juggling 
with loose spools! 
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ASK YOUR WHOLESALER 


a S 
about the ROYAL deal-quality 
ROYAL (“:) wire, plus the rack 
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CARTRIDGE FUSES + FUSTATS 
WIRE *- CORD SETS + TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET-R-I- 


















































































When winter comes your eus- 
tomers want a quick, easy way to 
remove dangerous ice and snow. 
So sell them Sterling Rock Salt in 
2 bag lots... 


for the house to keep 
drives, walks, steps free 
of ice and snow. 


i for the car to free wheels 
when they get stuck. 





Be ready before winter comes to make the most out of 
these extra profit-making sales... ORDER TODAY! In bales 
of six 10 Ib. bags or 100 Ib. bags. 


DON’T OVERLOOK THESE 
SALES OPPORTUNITIES! 
Order 100 Ib. bags for home use, 
apartment houses, office buildings, 
banks, libraries, schools, stores, hos- 
pitals, business firms. 










INTERNATIONAL SALT CO., INC. 
Scranton, Pa. 


Huger -Aerion ile @y: Vas 












18TH NAT’L PACKAGING 
EXPOSITION TO BE 
HELD MAY 10-13 


The American Management 
Association, 330 W. 42nd St., 
New York City, announced re- 
cently that its 18th annual Na- 
tional Packaging Exposition, larg- 
est in the history of the event, 
will be held May 10-13, 1948, in 
the Public Auditorium at At- 
lantic City, N. J. More than 200 
exhibitors will utilize 110,000 
square feet to display develop- 
ments in packaging, packing and 
shipping machinery, equipment, 
materials, design and_ services 
which are used in the manufac- 
ture and distributien of virtually 
every product in the nation’s 
commerce. 

The annual four-day AMA 
Conference on Packaging, Pack- 
ing & Shipping will also be held 
in the Auditorium May 10-13 con- 
current with the Exposition. 
More than 1,000 packaging ex- 
ecutives, engineers and technical 
experts will discuss the manage- 
ment aspects of materials, meth- 
ods, procedures and merchandis- 
ing. 

Lawrence A. Appley, AMA 
president, said arrangements for 
the Packaging Exposition are be- 
ing made by the Exposition Ex- 
hibitors Advisory Committee, of 
which J. M. Cowan, manager for 
market development, The Do- 
beckmun Co., Cleveland, is the 
chairman. 


J. R. HILDRETH NAMED 
CHAIRMAN OF N. E. 
HOUSEWARES SHOW 


Jack R. Hildreth, territory man- 
ager of the Cory Corp., has been 
appointed chairman of the 16th 
Annual New England Housewares 
Show to be held Feb. 21-25, 1949, 
under the sponsorship of the 
Housewares Club of New En- 
gland, in the Hotel Bradford, 
Boston. 

Mr. Hildreth was named by 
Harry Woolfson, president of the 
New England Housewares Club, 
to succeed Robert I. Flower who 
resigned because of the pressure 
of his business. 

Mr. Hildreth has called two 
meetings of the show committee, 
concentrating on plans to step 
up buyer attendance at the New 
England show. Much interest has 
already been expressed on the 
part of exhibitors applying for 
space in this show. Exhibition 
space will soon be allotted on a 
priority basis. 

The change to the Hotel Brad- 
ford permits improved display of 
merchandise in both “open-show” 
booths and private rooms. The 
committee is also aiming to ac- 
commodate a greater number of 
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JACK R. HILDRETH 


exhibitors. From the buyer’s point 
of view, it is pointed out that the 
dates coincide with those of the 
Hardware Show in Boston. This 
is considered advantageous to the 
small-store buyer in outlying New 
England towns who may see both 
shows in one visit to Boston. The 
parking facilities near the Hotel 
Bradford are expected to greatly 
simplify matters for buyers driv 
ing to the show in their own cars. 

The show committee has opened 
an office in room 600 of the Brad- 
ford, where Mrs. Jack R. Hildreth 
will serve as secretary. 

Mr. Hildreth announced the ap- 
pointment of an additional com- 
mittee member, Frank Dolphyn 
of Robinson Clay Products. Mr. 
Dolphyn was chairman of a rre- 
vious show, as was another com- 
mittee member, Robert T. Uek of 
Aluminum Goods Manufacturing 
Co. 

Other committee members, as 
previously announced, are: Ber- 
nard A. Burke, retired represen- 
tative of Corning Glass Works; 
George Dinkel, manufacturers’ 
representative; Arnold P. Bear. 
son of Enterprise Aluminum (o.; 
Roger Moore of Raymond's, Inc.; 
Nathaniel Gans of Gans & (o.; 
Norman Altman, manufacturers 
representative, and Carl Massoa 
of Paine’s of Boston. 


O. R. HEISTAND NAMED 
SOUTHERN SALESMAN 
FOR ANIMAL TRAP 


The appointment of 0. BR 
Heistand as southern representa- 
tive has been announced by the 
Animal Trap Co., Lititz, Pa. 

Mr. Heistand has been 4880 
ciated with the Animal Trap for 
several years. Prior to his trans 
fer to the sales department, he 
was personnel manager of the 
company. 

After Nov. 1, Mr. Heistand’s 
headquarters will be at 830 West 
Beach Boulevard, Pass Christiad, 


Miss. 
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D. W. GUNN ASSISTS 
SYLVANIA GENERAL 
SALES MANAGER 


D. W. Gunn has been appoint- 
ed assistant to the general sales 
manager for the Radio Tube Di- 
vision, Sylvania Electric Prod- 
ucts, Inc., 500 Fifth Ave., New 
York City, according to an an- 
nouncement by C. W. Shaw, gen- 
eral sales manager. He was for- 
merly a special representative for 





D. W. GUNN 


the equipment tube sales depart- 
ment. 

He joined the Sylvania Electric 
staff in 1931 as a tube plant qual- 
ity engineer at Salem, Mass. 
Later he was transferred to the 
Chicago office as midwestern rep- 
resentative for equipment tube 
sales. 

Prior to and during the war he 
served as manager of quality con- 
trol at Sylvania plants at Em- 
porium, Pa., and Montoursville, 


Pa, 


FARMERS HONORED FOR 
SOIL CONSERVATION 
ACHIEVEMENT 


Farmers and supervisors in all 
Soil Conservation districts of the 
U. S. Department of Agricul- 
ture’s Region 3, comprising eight 
mid-western states, attended 
state-wide luncheons that were 
held in September to honor out- 
standing achievement in soil con- 
servation during 1947-1948, 

Host at the luncheon was the 
Goodyear Tire & Rubber Co., 
Akron, Ohio, sponsor of a Soil 
Conservation Awards program 
designed to recognize and reward 
farmers and members of district 
governing bodies for outstanding 
performance in conservation ac- 
tivities, 

At each of the eight luncheons, 
bronze plaques and one-week, all- 
expense trips to Goodyear Farms, 
Litchfield Park, Ariz. were 
awarded three farmers and the 
five members of the outstanding 


district’s governing group. All 
of the 64 grand award winners 
will be taken to Arizona by spe- 
cial train, late in November. 
Runner-up Soil Conservation 
districts in each state were pre- 
sented a bronze plaque and three 
farmers from each district en- 
tered in the program received 
certificates of meritorious 
achievement in soil conservation. 


D. H. BLADEN NAMED 
LAKESIDE ALUMINUM 
DIST. SALESMAN 


Donald H. Bladen has been re- 
cently appointed district sales 
representative of Lakeside Alumi- 
num Co., Menomonie, Wis., for 
Southwestern United States. 

Before joining Lakeside Alumi- 
num, Mr. Bladen was with Mont- 
gomery Ward & Co. in the retail 
division. During the war he saw 
more than three years service 
overseas as a field director for the 
American Red Cross. He has also 
been with the sales department of 
Acme White Lead & Colors 
Works, and the Eagle Pitcher 
Sales Co. 

Mr. Bladen will now direct 
sales of “Steamliner” and “Home 
Deluxe” pressure cookers and 
saucepans in Alabama, Delaware, 
North Carolina, South Carolina, 
District of Columbia, Florida, 





BLADEN 


DONALD H. 


Georgia, Kentucky, Maryland, 
Mississippi, Tennessee, Virginia 
and West Virginia. 


ROGERS PAINT PRODUCTS 
NAMES ASS’T GEN. MGR. 


John J. Carr has been appoint- 
ed assistant general manager, 
Rogers Paint Products, Inc., De- 
troit, Mich. This was announced 
by Earl L. Hess, vice-president 
and general manager at a Rogers 
sales meeting in Detroit recently. 
Mr. Carr has been active in com- 
pany sales work since 1933. 
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SOMAK PAYS 
FOR DISPLAYS / 





YOU PROFIT 2-WAYS WITH SOILAX’ 


- LIBERAL DISPLAY ALLOWANCE PLAN! 


Here’s your chance to display Soilax and (1) cash-in 
on the biggest ad campaign in Soilax history, 
(2) get paid to do it! Look at the cash Soilax pays 
you for displays— 


$1.00 for a 3-case pur- 


chase and display of Soilax! 


$1.50 for a 5-case pur- 


chase and display of Soilax! 


$3.80 for a 10-case pur- 


chase and display of Soilax! 


HURRY! Order your free 


Soilax display pieces and 
display allowance card now! 


USE COUPON BELOW. 


for 
WALL WASHING 
PAINT CLEANING 
& GENERA! USE 
LOOSE NS DiRy DISSOLVE 


SORE ASS 











ECONOMICS LABORATORY, INC., ST. PAUL, MINN. 
Gentlemen: I want to take advantage of the Soilax 
display allowance plan. Please rush me special Soilax 
display order and allowance card. 


Name. . 


Address . 


City . State Zone. 
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SALES PERSONNEL, district managers and field representatives of The F. E. Myers & 
Bro. Co., Ashland, Ohio, met recently at the home office for the annual sales conference. 
J. C. Myers, president, outlined the plan and purpose of the conference, pointing out 
“in order that you as representatives of the Myers Co., may broaden your ability to 
present Myers products and policies to the trade, the conference sessions are to be held 
on a forum basis. New products catalogs which were sent to Myers dealers and distributors, 


were given to the representatives. 
complete extended training program to the conference personnel. 


C. B. Sattler, sales training manager, presented a 


As it is impossible 


to bring all the dealers and distributors to the factory for this training, Mr. Sattler 
introduced a new sound slide film which takes the “training student” on a visual trip 
through the factory. A new phase of the training program will be intensive dealer 
training in power sprayers. A flip-over sales chart issued to the salesmen, graphically 
presents quality features of the complete sprayer line. Each salesman left completely 
equipped to conduct dealer and distributor meetings in the field. Another program of 
dealer aid was introduced. A direct mail series designed for completed development 


ef select water system and a boxholder series for dealer saturation mailings. 


The 


meetings closed with the annual get-together at J. C. Myers’ home. Preceding the dinner 
and social hour was a dramatized radio representation of the founding of the Myers Co. 


| 
| 


National Housewares, Appliance Assn. 


To Hold Exhibit in Chicago, Jan. 13-19 


More than 500 of the nation’s 
top housewares and appliance 
manufacturers will show their 
newest products at the fourth 
postwar National Housewares & 
Home Appliance Exhibit to be 
held jn Chicago, January 13-20 
at Navy Pier, according to A. W. 
Buddenberg, executive secretary 
of the National Housewares Man- 
ufacturers Association. 

The show will extend over a 
full eight days, from Thursday to 
Thursday, but will mot be open 
Sunday, January 16. 

“Indications are that the ex- 
hibit will be one of the most ex- 
tensive ever staged,’ Mr. Budden- 
berg declared. “It appears that 
many manufacturers will go all 
out in the matter of elaborateness 
of displays and in the introduc- 
tion of new products.” 

All exhibit spaces have been 
contracted for and the show is 
completely sold out. 

The January exhibit will be the 
first to be staged by the Associa- 
tion at Navy Pier, which is lo- 
cated at the foot of Grand Ave- 
nue and Lake Michigan, and 
easily accessible to the Loop by 
automobile, bus and trolley. 
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Advance registration cards will 
be sent to more than 7,000 buyers 
throughout the country a few 
weeks before the show to save 
them time and the inconvenience 
of waiting overly long at the 
registration desk. Buyers are 
asked to fill out the cards before- 
hand and to have them ready for 
presentation at the registration 
desk upon arrival. 

Along with the advance regis- 
tration cards, buyers will also re- 








ceive a list of exhibitors and their 
booth numbers. Exhibitors who 
have been assigned space will be 
permitted to start setting up their 
displays on Monday, January 10. 


The grand ballroom of the 
Palmer House has been chosen as 
the scene of the traditional show 
banquet, the date of which has 
not been definitely decided. Din- 
ner, dancing and entertainment 
will round out the program for 
the evening. 


With the January show, the 
National Housewares Manufac- 
turers Association celebrates 10 
years of service. 








28TH CALIFORNIA GIFT 
SHOW TO BE HELD IN 
LOS ANGELES, JAN. 23-28 


It has been announced that the 
28th California Gift Show has 
been scheduled in Los Angeles 
Jan. 23-28 and that the winter 
exhibit will be open two nights 
for the benefit of sales clerks. 
The “preview item” tag practice 
will be continued. 


Earle V. Grover, president of 
Los Angeles Trade Fair, Inc., 
trade-show-managing branch of 
the Los Angeles Chamber of 
Commerce, said the Southern 
California show will be at the 


Brack Shops, Merchandise Mart, 
Alexandria Hotel, and individual 
showrooms. 

Show officials selected Sunday, 
Jan. 23, and Wedenesday, Jan. 
26, as the days when exhibitors 
will keep their rooms open to 
10 p. m., past the normal closing 
hour of 6 p. m. 

“It has been found at other 
LATF trade shows that the peo- 
ple who sell the merchandise can 
do a better job and have a more 
clear-cut understanding of their 
goods’ caliber if they can have a 
buyer’s eye view of everything on 





the market,” Mr. Grover said. 
With continuation of the prac- 








tice of marking never-seen -lefore 
items with “preview” tags, a per- 
manent California Gift Show de- 
sign is being prepared, Show 
Manager W. C. Klingborg an. 
nounced, 

Special entertainment is being 
planned by the show committee 
and individual exhibitors, sched- 
uled not to conflict with the two 
night exhibit sessions. 

Mr. Klingborg said an intensi- 
fied campaign to attract more 
buyers to the Los Angeles market 
is planned for the next show. It 
will cover not only buyers but 
also general merchandise man- 
agers, divisional merchandise 
managers and heads of all de- 
partments who might find prod- 
ucts to fit their needs at the gift 
show. 

The Los Angeles show, which 
had 3240 buyers inspecting the 
wares of 365 exhibitors last July, 
features a wide variety of china 
and pottery dinnerware, lamps, 
ceramic art objects, household 
accessories in metal, wood, plas- 
tic and glass, linens, stationery, 
paintings and leather goods. 





IRVING FISHMAN TO 
HANDLE QUICKIE, 
FLEXIE MOP LINES 


All sales and promotion of the 
Quickie and Flexie mop lines 
manufactured by Hancock Quick- 
ie Mop Co., division of Hancock 
Tool Mfg. Co., 1605 N. 20th St, 
Philadelphia, will be handled ’oy 
Irving Fishman, 1133 Broadway, 
New York City 10, who has been 
appointed general sales manager 
for the company. Catalogs show- 
ing the entire line are available 
upon request. 


SOUTH BEND TOY LINES 
HANDLED BY ANDERSON 


Anderson Sales Company, 730 
W. 10th Place, Los Angeles 15, 
Cal., has been appointed by The 
South Bend Toy Mfg. Co., South 
Bend, Ind., to act as representa: 
tive for the latter’s line of croquet 
sets, fiber doll carriages, beach 
carts, doll coaches, and juvenile 
furniture. The Anderson territory 
will include Los Angeles and 
Southern California, New Mexico, 
Arizona, and El Paso, Texas. 
Leland Klingerman is manager. 





CHAMPION HARDWARE 
NAMES METROPOLITAN 
AREA DISTRIBUTORS 


The Champion Hardware Co. 
Geneva, Ohio, has announced the 
appointment of Ed Reeves and 
Ralph MacLean, manufacturers 
agents, 11 Warren St., New York 
City, as its distributors in New 
York and the metropolitan area. 
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T) |t’s the same with Aluminum paint. You can’t judge 
inner quality by external appecrance alone. Be sure 
= you're getting the best, insist on 


Cres-Lite SYNCHROME 


It isn’t easy to judge aluminum paint — time. Cres-Lite SYNCHROME is a 





quality by just looking into the can. 
They’re all packed the same way... 
all are labeled...all are called 
“Aluminum”. At first glance, inferior 
grades may look the same as top- 
quality SYNCHROME. And that’s 
why the famous SYNCHROME 
quality guarantee is so important to 
you. It is your assurance of results 
that mean customer satisfaction, every 
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quick-drying, synthetic resin oil paint 
guaranteed to contain only pure 325 
mesh aluminum and the highest 
quality grades of oil, pigment and 
synthetic resin. 

It’s good business to handle SYN- 
CHROME. Stock it now...cash in 
on the sales appeal of the quality 
that’s famous as “the Aluminum Paint 
of 1001 Uses’’. 


AL OUENT srowce POWDER comer’ 


116 WEST ILLINOIS ST., CHICAGO 10, ILLINOIS » 1841 SOUTH FLOWER ST., LOS ANGELES 15, CALIFORNIA 
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WEARING THEIR BEST 100th ANNIVERSARY SMILES are these men who comprise 
almost the entire executive and sales staff of J. Wiss & Sons Co., which is now celebrating 
its 100th anniversary. The picture was taken at the joint hardware manufacturers’ and 
wholesalers’ convention, held at Atlantic City, Oct. 18 to 21. 

Occupying the seat of honor in the first row is George H. Beaudin, Chicago, who is 
also observing a great milestone in his business career—his 50th anniversary with the 
Newark, N. J., cutlery firm. Seated at his left is J. Robert Wiss, president, whose grand- 
father founded the business. 

Seated are, from left to right: Richard Wiss, assistant treasurer and assistant plant 
manager; Burdette E. Bostwick, sales manager; Mr. Beaudin, Mr. Wiss, and Norman F. 


Wiss, Jr., production dept. 


Second row: |. to r., W. F. Randolph, Atlanta, Ga.; A. C. Kolterman, St. Paul, Minn.; 


Kenneth B. Wiss; C. T 
Newark, sales office. 
Bac 


. Chessman, Detroit; J. 


F. McMahon, Dallas; H. P. Brigham, 
k row, I. to r., J. D. Boulanger, Cleveland; H. C. O'Hare, East Orange, N. J.; P. B. 


Holgate, Philadelphia; J. W. Varick, Boston, and W. F. Zimmer, New York. 











GREETING THEIR MANY GUESTS at a cocktail party 


which they gave, Oct. 


19, at the Hotel Claridge, Atlantic 


City, in celebration of the 100th anniversary of J. Wiss & Sons 
Co., Newark scissors and shears firm, are from left to right, 
Burdette E. Bostwick, sales manager; J. Robert Wiss, president, 
and Norman F. Wiss, vice president and treasurer. 








APPOINT INLAND STEEL 
FIREPROOF DIVISION 
MANAGER OF SALES 


W. B. “Bill” Turner has re- 
cently accepted an appointment 
as commissioner of the Metal 
Lath Manufacturers Association, 
Cleveland, Ohio. He assumed his 
new duties on October 15th when 
he retired from his position as 
manager of sales of the Fireproof 
Materials Division of Inland Steel 
Products Co., Milwaukee, Wis. 
(formerly Milcor Steel Co.). H. 
B. Brown, who recently joined 
Inland Steel Products after many 
years of experience in the manu- 
facture and distribution of fire- 
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proof building materials, has suc- 
ceeded Mr. Turner. 

“Bill” Turner can well be 
termed the “Dean of the Metal 
Lath Industry,” it is reported. He 
has more years of service than 
any other active member of the 
Metal Lath Manufacturers Asso- 
ciation. is president of that or- 
ganization at present and has held 


that office on several previous 
occasions. 
Upon leaving Inland Steel 


Products, Mr. Turner had com- 
pleted 15 years as manager of 
sales of the Fireproof Materials 
Division of that firm. Previously 
he had been employed in various 
capacities, including advertising 





manager, sales manager and gen- 
eral manager, with other firms in 
the same industry. In all he has 


| had approximately 40 years of 


experience in the sale and de- 
velopment of metal Jath and steel 
specialty building materials 
AMERICAN NICKELOID 
CELEBRATES 50TH 
ANNIVERSARY 


The American Nickeloid Co., 
Peru, IIl., having been organized 
in 1898 is celebrating its 50th 
year of existence. The company 
has issued a souvenir booklet to 
commemorate the occasion, which 
tells some of the early struggles 
of the company and the mile- 
stones in its progress. The birth 
of the Nickeloid Metals was in 
a factory not much larger than a 
two-car garage where workmen 
developed a method for plating 
zinc sheets with coatings of 
nickel. Five years after the found- 
ing, W. H. Maze, R. F. Struever 
and S. Pilson became the active 
management. In 1907 R.. F. 
Struever became active general 
manager. First the company 
plated on zinc and in sheets only. 
Then Nickeloid plated on tin 
plate, later on brass, copper on 
steel, and in recent years on alu- 
minum. When pre-finished metals 
in coils were introduced to adapt 
the metals to high speed produc- 
tion, an additional building was 





purchased and set up as a pre- 
plated coil mill. An experimental 
laboratory has been set up and in 
1923 to serve the eastern market 
more efficiently a mill was estab- 
lished at Walnutport, Pa. The 
culmination of the development 
at Walnutport was a post-war ad- 
dition which houses a continuous 
coil-plating line. Plans are now 
being drawn for a new plant in 
Peru. 


RUBE ROSE SALES MGR. 
J. & M. HELLER CO. 


Jack Heller, president of the 
J & M Heller Co., Inc., White 
Plains, New York, has announced 
the appointment of Rube Rose as 
sales manager for the Heller 
“Hostess Ware” line of chromium 
and aluminum products. 

Mr. Rose was previously asso- 
ciated, for seven years, as sales 
manager for Decorative Cabinet 
Corporations’ “E-Z Do” line. He 
was also eastern sales manager 
for two years of the Buckeye 
Aluminum Co. 

For the past two years, Mr. 
Rose has been a vice-president of 
the New York Housewares Club. 


BASFORD NAMES GRIPSO 
CLEVELAND SALES AGENT 


H. R. Basford Co. of San Fran- 
cisco, Cal., has announced the 
appointment of Robert J. Weber 
as direct factory representutive 
to establish distribution of 
“Gripso,” a vise pliers, in Mich- 
igan, Ohio, and Indiana. Mr. 
Weber, well known in wholesale 
hardware circles throughout the 
Midwest, will establish headquar- 
ters at 4206 West 63rd Street, 
Cleveland, Ohio. Gripso is a 
hand-tool that can be used as 
pliers, hand -vise, pipe - wrench 





ROBERT WEBER 


clamp, and nut wrench. The 
locked jaws are reported to open 
instantly with a patented “finger 


tip” release. 
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_ OBITUARIES» 


R. J. ZETTLER 
Raymond J. Zettler, 76, presi- 


dent of the Zettler Hardware Co., | 


Columbus, Ohio, died recently at 
his home, 249 S. Seventeenth St.. 
after a Mr. 
Zettler entered the hardware field 
47 years ago. His dad, the late 


two-month illness. 


Louis Zettler operated a_hard- 
ware store on Main St., near | 
Fourth St., at that time. Upon 


his death in 1907 four of his sons, 
including Raymond, operated the 
business. Fire destroyed the store 
in 1933. Shortly thereafter, Ray- 
mond and his only son, Raymond 
Jr., organized the present Zettler 
Hardware Co, His son has been 
serving as secretary-treasurer of 
the company. Before joining his 
father’s hardware firm, the elder 
Mr. Zettler traveled sales- 


as a 


| man for a church furniture com- | 


| pany and a coffee and tea unit. 


WILLIAM M. OLSEN 


William M. Olsen, western dis 
trict sales manager, The Lamson 
& Sessions Co., Cleveland 2, Ohio, 
died recently. He had been con- 
the Lamson & Ses- 
sions Co., since 1912 and during 


| nected with 


his service he spent a number of 


years as Detroit office manager. 
| Since 1937 he has been Western 
district sales manager in Chicago. 
During World War I he served 
in the 112th engineers, spending 
| about two years in France. 
He was a member of 
Halcyon Lodge, and Al 


the 
Sirat 


| Grotto and the Chicago Athletic | 


| Club. His survivors include his 
| wife and three sons. 


HARDWARE BRIEFS 


ILLINOIS 


Fickert Hardware Store, 1 
Smith St., Carmi, IIl., has in- 
stalled a glass front on its store, 
which was opened last year re- 
placing the building destroyed 
by fire during the war. 





MINNESOTA 


The Miller Brothers’ Shopping 
Center, Inc., has been organized 
by Roman P., John E. and Philip 
A. Miller, at Millersville, Minn. 
The concern will engage in the 
sale of hardware, farm imple- 
ments, food and other merchan- 
dise. 


Fred M. Peterson, Minneapolis, 
is the new owner of the Ziebarth 
Brothers Hardware store at Rob- 
binsdale, Minn., and will continue 
to carry a line of appliances and 
heavy hardware. 


Leitz Hardware Co., Minneap- 
lis, has increased its sales staff 


by five, to include Donald Teorey, 
formerly a manufacturers’ repre- 


sentative; William Tift, former 
A.C. Spark Plug representative ; 
James Hickey, formerly with De- 
woe & Raynolds Palmer 
Sampson, paint and farm ma- 
chinery salesman, and L. F. Mac- 
Namara, former sporting 
salesman succeeds 


Co.; 


goods 
Robert 
Hart, has heen promoted to mer- 


who 


chandisiny manager. 


Hoffman Hardware & 
ment Co. will into a new 
building in Ivanhoe, Minn., this 
fall. The new store, on a site ad- 
jacent to the present store, will 
be 44 by 80 ft. The Gropel Haid- 
ware Co., in the same town, is 
also planning a new building, 25 
by 75 ft. 


move 


Edward J. Ludwig, a grocer for 
11 years, has entered the hard- 
ware business at Montevideo, 
Minn., and will handle sporting 
goods, appliances, gifts and shelf 
hardware in a completely redec- 
orated building which has a new 
tile floor. 


Edward, John, James and 
Thomas Weyandt have purchased 
the H. Hoffman Hardware & Fur- 


niture Co., St. Paul, from the 
son of the man who founded 
the business in 886. The 


Weyandts will continue the use 
of the old name. 


MISSISSIPPI 
William P. Furr, has sold the 


Wesson Hardware Co., Wesson, 
to R. E. Guymon and W. Edwin 
Tate. The new owners have in- 
corporated the firm and_ will 
| Operate as Wesson Hardware 
Co., Inc. B. B. Jordan, who has 
| been with the Crosby Stores, 
| Picayone, for the past six years, 
has succeeded Mr. 





Guymon as 
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Imple- | 





| 
| 
| 
| 


manager of the hardware de- 


partment. 


| MiSSOURI 


Sam Katz has resigned from 
New Market Hardware Co., to 
| enter his own business at 4389 
Laclede Ave., under the nam: 
of Laclede Hardware, St. 


Louis. 


H. E. Schramm plans to ope: 
a hardware store at 8624 Gravois 


Ave., when building is com 
pleted. His present address is 
6849 Aliceton Ave., his resi- 
dence. 

NEW YORK 


Speakman’s Hardware has been 


opened at 418 South Park Ave., 





Buffalo, “N. Y.. by Harry A 
Speakman. 
PENNSYLVANIA 
F. 2 Kent Co., anew hardware 


store, has been opened at 1715 
W. 12th St., Erie, Pa. The new 
building features full depth dis 
and fluorescent 


play windows 


lighting. 





SOUTH CAROLINA 


The Ballenger Hardware Co., 
Inc., 210 Pendleton St., Green- 
ville, has been organized with 
Horace E. Ballenger as president. 


TENNESSEE 


Carl Higgenbotham, partner 
and manager of General Hard 
ware & Supply Co., has an- 


nouned the company’s new build 
ing will be ready for occupancy 
in the middle of Sept. Located 
at 4447 West Berclair, Memphis, 
Tenn., a warehouse will be con- 
structed at the rear of the store 
| B. B. Tatum is the other partner 
in the firm. 


Hardware Co., 962 


Cooper, Memphis has opened 


Doss 





| second store at 1721 Poplar in 
| that city. Russell Doss is pro- | 
prietor. 


The partnership of George J 
Henley and Harry F. Thompson, 
Ir., which operated the Henley- 
Thompson Hardware 410) 
Hillsboro Road, Nashville, Tenn., 


dissolved by mutual 


Co.. 
has been 
consent, and the business is now 
being operated by Mr. Henley 
as the Henley Hardware Co. 


TEXAS 
The construction of 
store building for Wagner Hard- 
are & Garden Supply Co., 6111 
Dr., Houston, will begin 


a new 


ws 
K 


irby 


soon, E. D. Wagner, owner, has 
The 90 by 50 ft. one 
tile and stone build 


stated. 
story, brick, 
ing will have plate glass front 


A 


new 


Hardware 
Dallas, 


Magnolis Seed, 
Implement Co., 
name of Magnolia Seed Co. 


is 


UTAH 


Ashby’s Inc., $40,000 hardware 
and implement store was recently 
opened in Delta with a program 
of music and dancing. The build 
ing is modern in design and © 


cupies 7500 sq. ft. 


CINCINNATI GROUP BUYS 
STANDARD GAS 
EQUIPMENT 


The Standard Gas Equipment 
Corp., Baltimore, Md., manufac 
and commer 
cial gas ranges, has been pur 
chased by the Rose-Moskowitz 
Syndicate headed by S. G. Rose 
and Philip L. Moskowitz, Cincin 


turer of domestic 


nati industrialists, it has been 
announced. 

W. Frank Roberts was _ re 
elected president and _ Philip 
L. Moskowitz, Cincinnati, was 
elected chairman of the board 
S. G. Rose, Cincinnati, was 


elected first vice president; A. J 
Butchkes, Cincinnati, was elected 
executive vice president; Joseph 
H. Hoodin, treasurer; Fred Wei 
land, secretary. J. W. McNair 
continues as vice president and 
general manager; H. C. Erhard. 
fs vice president in charge of 
7 & 


comptroller and was named as 


sales; Lentz continues as 
sistant secretary and treasurer 
Standard Gas Equipment owns 
what is perhaps the oldest trade 
mark in the domestic stove field 
having bought out Rathbone-Sard 
in 1924, gaining control of the 
“Acorn” trademark which 
hack to 1832. In the same year 
Standard Gas formed a merger 
of Rathbone-Sard, Baltimore G: 
Appliance Co. and the Willian 
M. Co. The latter 
originated the “Vulcan” 
mark in 1895, and the Baltimor 
Gas Appliance Co. originated the 


dates 


Crane firm 


trade 


“Oriole” trademark in 1911. All 
three brands transfer with th 
acquisition. 

The transaction included the 
acquisition by the syndicate of 
the Alabama Foundry Co., Bin 
mingham, Ala., which covers 
90,000 square feet of manufac 


turing space. 
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Vice Appeal 


ae 


for all 
Popular 
Cartridges 


The IDEAL TRU-LINE JR. is a sturdy and com- 
pact press for producing reliable ammunition quickly 
and easily—a typical example of well designed, well 
made, reasonably priced Lyman line of equipment 
for shooters including: 
LYMAN METALLIC SIGHTS 
IDEAL RELOADING TOOLS 
LYMAN TELESCOPIC SIGHTS 


o 
Means Mass Appeal Priced for saner au poe and 


backed by national advertising. 


LYMAN GUN SIGHT CORP. 
FEATURE pon Middlefield, Conn. 

















THE TACKLE LINE FOR ‘49 


Every fisherman will be a prospect 
for nationally advertised H-I tackle Netionaily Adverticed 
in 1949. It’s a brand new line... G UN COVERS 
tops in packaging, tops in eye-and- — 

buy appeal, tops in VALUE. And = ese Aa —— 


what’s especially important today, 





the H-I Line is priced to sell the big 

mass market — your best customers. | ME NO. 1020—Made of No. 8 hose duck, handsomely 
| trimmed with top-grain cordovan cowhide. Grey flannel 

It all adds up to faster turnover, | teed. 

more profits when you handle the 


H-I Line “for every fisherman and 





every kind of fishing.” 


NO. 2110—A sturdy rifle cover made of 12 
oz. duck, flannel-lined. Trimmed with top- 


HORROCKS IBBOTSON co. grain russet cowhide. 
UTICA, N.Y. SEND FOR NEW CATALOG OF 


COMPLETE LINE 


Manufacturers of the Largest Line 
of Fishing Tackle in the World. BRADLEY = GRIMES fof oF 
Mfrs. of Hunting, Camping, Fishing & Sports Accessories 
W. COLLINGSWOOD HEIGHTS, N. J. 
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MR. RETAILER: 


/4 you hove nol 
already bought 


nas... « dleal tan 


our Wholesale Distribu lors 


ond coder some 


HOME Guiets 


HANDY TOOL KITS 
quickly eo before they are 
completely sold oul, 

They are winner volles / 


PEXTO 


— SINCE 1785 — 























RADIAN Ofas 


BU 


— proper for any fire- 
place, yét a real 
Heotmaker 
wn 
A radiant, heater 
with simuloted Coa! 
Radiants of heat- 
reflecting refractory. 
All cast-iron basket 
..-.electroplated. 

a | 
26,000 B.TU. CAPACITY 
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It's not too late to wire for the 


nationally advertised—merchandised 


shiners Final 
Aibletic Eguipment 


THREE OFFICE WAREHOUSES TO SERVE YOU — 
NEW YORK 10 ® CHICAGG 6 © LOS ‘ANGELES 11 


NEW ITEMS 


Brced Ki KGhT 


FOR QUICK TURNOVER 


AVAILABLE FREE 
—newspaper mats 
and full color coun- 

ter displays. 


W. J. Voit Rubber Corp. 
1600 East 25th Street 
Los. Angeles 11 
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ADVANCES 
Some steel products. Extras on some steel products. Some radio receivers. 


ADVANCES EXPECTED 
Lead 





Some “ups” in steel pricing 
Steel prices are inching up again, 


for some products, by some producers? 


On Oct. 14, when U. S. Steel raised fees 
on many of its expensive alloy steels. 
Allegheny Ludlum also wil! charge more 


‘ 


for “several of our special grades,” in- 
cluding ‘silicon sheets used in such elec- 
trical apparatus as transformers, Alle- 
gheny Ludlum's price jumps ranged up 
to $75 per ton, it is understood, al- 
though only about one per cent of total 
tonnage was involved in its latest in- 
creases. Carnegie-Illinois is raising by 
$5.50 per ton the average “grade extras” 
on its alloy steel products generally. 
These are extras imposed for unusual 
high-quality alloy specifications. On top 
of this, Carnegie is adding average in- 
creases of $5 per ton for “size extras” 
on flat bar alloy products, thus making 
on such items a total boost of $10.50 
per ton. “Size extras” cover the charge 
for cutting the steel to dimensions re- 
quired by some customers, notably the 
auto, oil, and farm equipment industries. 
Mark-ups on hot-rolled sheets and strip 
steel were made by Great Lakes Steel 
Corp., through increases in its extra 
charges, resulting in a net rise of $3 to 
as much as $15 per ton over base prices. 
Extra charges cover some types of steel 
requiring, say, pickling, heat-treating. or 
changes in size. 
* - * 

Radios—Stromberg-Carlson Co. 
has increased prices by $9.55 to $55 on 
all its radio and television sets, ascribed 
to advances in labor and materials costs 
since the models were introduced several 
months ago. The Radio Manufacturers’ 
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Association reports that sales of radio 
tubes rose 7 million units in August, 
over July. August sales of 16.7 million 
were two million higher than in Au- 
gust, 1947. So far this year, R. M. A. 
members have sold close to 126.4 mil- 
lion tubes. Of the August sales, 11 mil- 
lion were for new radio sets, 5.2 million 
for replacements, and the remainder for 
vovernment agencies, or for export. 
4 + * 

In zinc—As of Oct. 22, the do- 
mestic price of zinc became generally 
quoted at 1542 cents a pound, tast 
St. Louis. Several producers who had 
been out of the market, or selling on 
the basis of price prevailing on date of 
shipment, now have also raised their 
quotation a half cent a pound to 15% 
cents. The action follows a similar ad- 
vance to 1542 cents a pound taken a 
few days earlier by one important zinc 
producer. On July 28 the quotation was 
raised from 12 cents to 15 cents a 
pound. Along with copper and lead, the 
zine supply situation has been tight for 
some time. 

Lead situation “bullish” - 
rhe price of lead, too, may be headed 
for another early lift. Of every four 
pounds of lead now used in the U. S. 
roughly one pound must be imported. 
And foreign lead users are bidding up 
prices in world markets. Mexico, big- 
gest single exporter to this country, has 
recently sold sizable quantities of the 
metal abroad for 20 cents a pound at 
Gulf ports, while the Mexicans have 
been getting for lead from U. S. buyers 
only 1914 cents—delivered in New York. 


U. S. buyers have reportedly paid 21% 


cents a pound for a cargo of lead now at 
sea from Australia—another key sup 
plier for American industry. Since last 
June, domestic producers have received 
1914 cents a pound for lead, and that is 
nearly four times the 1939 average of 
just over 5 cents. Lead is essential in 
such products as paint, building ma 
terials, storage batteries, high-test gaso- 
line and cable covers; and now, with 
output remaining around pre-war levels, 
lead use in the United States is 75 per 
cent above pre-war 1939. 

a » > 

Two agricultural “highs”— 
The Agricultural Department on Oct. 1] 
raised its estimate of this year’s record 
corn crop by 39 million bushels, to 3567 
million. This compares to a ten-year 
(1937-46) average of just above 2813 
million bushels. The Department esti 
mates this season’s harvest of all wheat. 
will be a scant 6 per cent less than last 
year’s huge crop. Oats, rye barley and 
potatoes, will yield more than in 1947. 
Total production of all crops this year 
is predicted at 8 per cent above the 
previous high in 1946. The Agriculture 
Department forecasts, too, that farm ma 
chinery output will reach a new high 
this year, and probably will remain at 
peak levels in 1949. It said 1948 pro- 
duction will exceed the previous record, 
set in 1947, by 15 per cent, with most 
of the gain appearing in tractors and 
tractor machines. 

oe 4: * 

Today’s varying trends—-|! 
hardware man is still on the “up” side 
of a .fluctuating price movement. The 
nation seems to be in a “hard-goods-uj 
soft-goods-down” cycle. Some steel mills 
raised prices of alloy steel, and of sheets 
and strips, which means more cost to 
the automobile companies. But a ma 
facturing chain retailer of men’s clothes 
publicizes a 20 per cent price cut, 
meet present-day buying ideas. Recent 
days have seen price rises on pig it 
aluminum, antimony and molybder 
and the average price level of all metal> 
is now 14 per cent above a year 


Conversely, prices of heavy fuel I 
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Kite Hayworth has it... 







Rito Hayworth as Carmen 
in “The LOVES of CARMEN 
in technicolor 
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Becuity thats ou] of thio world | 


NEW HAVEN IS THE STYLE LEADER— IM ALARM CLOCKS - TRAVEL CLOCKS » WATCHES 


From one generation to another — trom one end of the country to the new look that makes New Haven, more than ever, the frst clock you 
vther--the quality of New Haven clocks is taken for granted. Why. of ask to see — the only clock you want to buy!... At stores everywhere. 


course!— there's almost a century and a half of great American engi- 
New Hoven Exciusivel The “Vitel Nerve Center.” Every New Haven 
clock and watch has this famous pateniod compensating hair epring te 


their added delight with New Haven’s brilliant styling— that streamlined make it keep better time even through wide varistions of temperature, 


THE NEW HAVEN CLOCK AND WATCH COMPANY 


NEW HAVEN 4, CONN. 
THE RIGHT TimE ' SINCE 1817 


cocks Pushing New H 
ave 
he calendar. BIG Size pose ml 


4,000 READERS; 


neering behind ev ery New Haven timepiece! ... But today people express 
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| (scarce last year), now are soft, and seem to reflect a difference between crease 
| farm prices, led by wheat, corn and cot- those “well” located, and those not. world 
g 4 | ton, are down about 25 per cent from Manufacturers of a wide range of items, sumpt 
F { | the first of this year. The average house- from steel to insecticides, tell the com vannit 
oe F | wife can see many a conflicting change mittee that ending the basing point war ye 
ur rofits | | within her field of shopping, and she system and freight absorption means 60,000 
yo p ’ 4 | sees more variety for her money. The loss of sales, lower profits, cut-backs in tons i 
: * : | average retail merchant notes the operations — possibly complete shut contro 
on abrasives | changes, too. Two years ago, he had downs. A few business organizations, sumpti 
i Te | | comparatively little in the store, and 50 close to supplies, optimistically predict Washi 
a om . | per cent less on order. Now his mer- their areas will boom. amoun 
° | chandise is more up-to-date, deliveries * * *& and m 
by carrying from his factory and wholesale sup- The latest commodity aver- manu! 
pliers are more prompt, and there is age—Still firm, on the average, com day’s : 
little war-time “I’ll take anything” senti- 5 Niegink ; the tir 
modity prices rose 0.1 per cent during 
ment to be found. the week ending Oct. 16 to 164.8 per 9-day 
P.O cent of the 1926 average, the Bureau of tinplat 
Only f.o.b. price unassailable Labor Statistics reports. This was 2.6 some 
Business firms which quote their per cent below four weeks ago but 4.4 — 
prices f.o.b. the mill use the only pricing per cent above the corresponding week tin for 
method which, in the eyes of the Fed- of 1947. Farm products rose 0.4 per costly 
eral Trade Commission, is not suspect cent during the week. Prices of grains 93.48 < 
of possible law violations. The F.T.C. were “generally higher,’ with livestock from | 
made this clear in a policy statement movements some up, some down, but 
CLOVER COATED ABRASIVES—in all issued Oct. 14. “Geographic pricing moderately, the Bureau said. Average 
grains, grades, backings of paper and practices” are not illegal in themselves, food prices showed no change during the drops 
cloth, coatings, sizes and shapes—in the F.T.C. emphasized, but their use latest week. at av 
a discs. Also resin- does arouse suspicion of violation of eS 15 per 
Se es oo one or both of two laws: the Federal Steel demand holds high biggest 
ae ' Trade Commission Act, or the Clayton Demand for stee! continues exception when t 
Act. The F.T.C. policy statement adds: ally large, and producers are not making prices 
: “It is conceivable that any geographic bids on inquiries for the leading prod stock ¢ 
“ae COMPOUND ; pricing practice may be part of a con- ucts. Makers of sheets and strip have farm pr 
1 spiracy to eliminate competition.” Pric- reduced their quotas to customers by food pi 
ing practices which “can readily pro- about 10 per cent per month for the week, 
duce identical delivered prices’ are remainder of the year and are not ac of comr 
basing point systems, systems of freight cepting business for the first quarter of culated 
equalizations, and uniform delivered 1949 until they have some indication of 1926 “; 
prices, in zones or throughout the na- the carry-over from this year. Most users above a 
tion. These are not conclusive proof of cannot obtain the tonnage they require. 2 per c 
CLOVER LAPPING AND GRINDING collusion, F.T.C. admits, except when in The advance in pig iron prices by some Septem! 
COMPOUNDS in twelve grades from “general use in an industry, so that companies has put foundries in a rather 
microscopic fine to very coarse. competitors using it arrive at identical difficult spot, meaning further highe 
results.” costs, and a tight situation. Scrap The Bu 
wees you concentrate on CLOVER _ ss buyers are more cautious than for some Siisten 
a. ae oe a prices | Some “pro”—mostly “con”— a : hey end sé Hagens the me wre, ¢ 
. R . ‘ It seems that many a locality and in- of offerings, and this is taken to indicate farmers 
Selling abrasives is stable business. . ; that the inventory position of consumers ee 
Sales are obtainable through “ti dustry is ready to go on record as to ; ji ae 7 ee their cr 
dustry. Repeat business is oe on how it thinks it will be affected by the has improved considerably in recent net ret 
Write for el “erect tl — Supreme Court's decision in the basing weeks. Steel production for the Oct. 23 cause 0 
point case of last spring. Their opinions week was expected to be the second tions cz 
: “ : largest in the nation’s history, with the 
| are expressed in answer to a “public : ’ demand 
FREE! opinion poll” of American Business, by mills scheduled to operate at 99.1 per strong « 
* Senator Capehart’s special sub-com- cent of capacity. On the basis of the aces 
Complete Handbook, mittee. The committee is trying to de- industry’s present capacity, that week's come is 
without propaganda, cide whether there should be legislation — ha thought to Teach 1,786,300 for the 
on Coated Abrasives. to offset some effects of the basing point tons of ingots and Caste, only 5,00) look for 
decision. To help guide its deliberations, — below the record high set in the from the 
| it sent out more than 4000 question- war-time month of April, 1944. is leveli 
| naires to trade associations, chambers : s4 expenses 
CLOVER MFG. CO., Norwalk, Conn. of commerce, and industry groups in all Tin outlook brighter The said, B 
parts of the country. Replies are begin- world tin production picture is getting in gener 
| ning to trickle in. A cross-section of brighter. The havoc of war in the Far domestic 
i L ov — L?4 early replies points to this conclusion: East reduced world output from the wat the imm 
| Most businessmen think, the decision stimulated peak of about 238,000 tons duction j 
| if it actually requires use of f.o.b. pric reached in 1941, to about 90.000 tons 3 low” the 
A | ing—will do them more harm than good. 1945: Far East production dropped fron it is heay 
Ut p- | A minority see benefits, either for their 155,000 tons to less than 10,000 tons du be only 
| industry or locality. The varying reasons ing this period. Production steadily in basic ers 
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creased throughout last year, and 1947 
world output totaled 114,000 tons. Con- 
sumption of tin in U. S. industries is 
running higher than in the average pre- 
war year. In 1938, the U. S. consumed 
60,000 tons of tin, compared with 87,000 
tons in 1947, But before government 
controls were imposed, in 1941, our con- 
sumption total advanced to 134,695 tons. 
Washington now imposes controls on the 
amount of tin manufacturers may use, 
and may store in their warehouses. No 
manufacturer may have more than 45 
day’s supply of pig tin on hand—except 
the tinplate mills, which are permitted 
90-day stores. The steel industry, for 
tinplate, would like more freedom, but 
some smaller users are happy for the 
moment that the government is storing 
tin for them. Tin at $1.03 per pound is 
costly to pile up. The price averaged 
53.48 cents per pound over the ten years 
from 1938 through 1947. 


* * * 


Commodity price average 
drops—The Labor Department reported 
that average commodity prices dropped 
15 per cent in the Oct. 9th week, the 
since last 


biggest decrease Februar; 


when the grain market broke. Lower 
prices were reported for meats, live 
stock and poultry. Average prices of 
farm products declined 2.6 per cent and 
food prices 3.2 per cent in the latest 
week, so that the Department’s index 
of commodity prices (900 odd items cal 
culated) stood at 164.6 per cent of the 
1926 “par.” This was still 4.2 per cent 
above a year ago, but had fallen a full 
2 per cent since the first week of this 
September. 
* * * 


Reading the crystal ball 
The Bureau of Agricultural Economics, 
division of the Department of Agricul- 
ture, expects in the year ahead that 
farmers should get about as much fo: 
their crops next year as this, but their 
net returns probably will decline be- 
cause of higher costs. These predic- 
tions came in B.A.E.’s survey of the 
demand and price situation for 1949 . A 
strong demand for most farm products 
is seen for next year. Farmers’ net in- 
come is expected by the Bureau to be off 
for the second straight year. “The out- 
look for a decline in net income stems 
from the fact that farmers’ gross income 
is leveling off, while many production 
expenses are continuing upward,” it 
said, But it sees no marked reductions 
in general consumer incomes, and the 
domestic demand for farm products in 
the immediate future. 1949 crop pro- 
duction is expected to be “somewhat be- 
low” the record of this year. Even if 
it is heavy, the Bureau thinks there will 
be only 


“minor declines” in prices of 


basic crops because of existing price 
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SETTER THINGS FOR BETTER LIVING 
++» THROUGH CHEMISTRY 


GET YOUR SHARE OF THE 


PRO-TEK BUSINESS! 


PAT. OFF 


PRO-TEK rubs on like a cold 
cream...protects the skin against 
paint, oils,and grime. After work, 
it washes off quickly, taking all 


the grime with it. 


> 
\ 





Popular with mechanics, painters, 
factory workers, motorists and 
housewives, PRO-TEK is a fast 
seller. Order from your jobber . . . 
stock your shelves with this proved 
and profitable item! 

E. I. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. 


REG. U.S. PAT. OFF. 


HAND 


Take advantage of the big market 
for Du Pont PRO-TEK, the hand 
protective cream that acts like an 
invisible work glove. 








PROTECTIVE CREAM 
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IWIES 
Builders 


HARDWARE 





In addition to the items illustrated, 
IVES is now in production on a com- 
plete line of Builders Hardware Spe- 
cialties in a price range to meet 
every need — without sacrifice of 


quality. 


@ ALUMINUM Non-rusting items 
for the low-cost home 


@ BRASS Machine polished items 
—top value for moderate priced 
homes. 


@ BRASS Full polished items—for 
those who pa the finest in 
quality hardware. 


Ask Your Jobber 


THE H. B. IVES COL; 


4 


bc 


i eee 
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supports. But support levels for crops 
next year could be lower than this year, 
due to lower prices for feed and some 
other commodities bought by farmers, 

a a * 

“Optimistic” for six years 
Another recent pronouncement of the 
Agriculture Department foresees “good 
times” for the next six years. While 
prepared by agricultural economists, the 
comment deals with the nation’s econ- 
omy as a whole—both agricultural and 
non-agricultural. It does not preclude 
the possibility of some segments of ac- 
In fact, 
the economists expect a downturn in 


tivity faring better than others. 


farm income and savings, from the 
record post-war levels. 
* ao © 

Basing point policy — Sena- 
tor Capehart said “confusion” over de- 
livered prices and basing-point systems 
may well wreck industry. The Senator, 
chairman of a Trade Policies Subcom- 
mittee, met with members of its industry 
advisory council at Chicago, Oct. 22, to 
‘crystallize thinking” on basing point 
price policy. He said he learned from 
industrial leaders that the “situation is 
very, very confused. If it isn’t changed 
the confusion almost will have the effect 
of wrecking industry.” Senator Capehart 
said he may ask an immediate resolution 
when Congress convenes to prevent the 
lederal 


further action on basing point programs 


Trade Commission from any 


“until Congress is able to pass effective 


legislation.” He said that, without bas- 


ing point systems, industry tended to 
concentrate near the sources of supply 
of materials in a fashion which can en- 
“We 


found,” he added, “that the picture is 


danger our nation in time of war. 


terrifically confused in the matter of 
Where 


commodities should be cheap, they can- 


prices, demand and_ supply. 
not be founds Where they can be found, 
the prices are unreasonably high.” 

% cs * 


Store sales turn upward 
Dollar sales of the nation’s department 
stores in the week ended Oct. 9, gained 
11 per cent over the corresponding week 
last year. The Federal Reserve Board’s 
report on store sales for the week pre- 
vious had shown no change as compared 
to the year-ago figure. Sales for the 
year up to Oct. 9 were 7 per cent ahead 
of those in the like period of 1947. For 
some time, department stores’ efforts to 
stimulate consumer buying, have been 
hampered by a scarcity of new “promo- 
tional” merchandise, a problem pointed 
up by decreased sales in the stores dur- 
ing September. Yet September is a 
month usually counted on for heavy sea- 
sonal demand. Some department stores 
have felt compelled to resort to mark- 
order to 


downs on regular stock, in 
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> Solid 


ANCHOR SUPPORT 
50 TO 10,000 LBS. | 
PAINE 


SCREW EXPANSION 


ANCHORS 


@ RUST PROOF 
EASILY @ PRECISION THREADED 
INSTALLED @ SET FLUSH OR AT ANY 


CONCRETE DESIRED DEPTH 
STONE @ MACHINE SCREW 
TILE SIZES 6-32 through 
MARBLE 5/8-11 





ar ae 





















Shane > 
be et eS coare 





Screw anchored ob- 
ject as tight as pos- 
sible 

Send for free catalog on all Paine Hanging 
and Fastening Devices. 


Hammer until lead 
sets around cone 


FASTENING 
and HANGING 


DEVICES 


2963 W. Carroll Avenue, Chicago 12, Ill. 











LITTLE GIANT AUTOMATIC 
POULTRY FOUNTAINS ARE 
FAST- MOVING PROFIT, 
MAKERS FOR DEALERS. 







Cash in NOW, while 
our nation-wide ads 
vertising program is 
creating the demand. 
The present egg and 
feed situation means 
more poultry, more 
equipment and more 
Little Giant Poultry Fountains. They save time 
and labor, provide clean fresh water at all 
times. - Birds drink more water, which promotes 
increased egg production. Adaptable to grav- 
ity of pressure water systems. Made of brass 


and durable plastic. Easily 
installed and sells for Only $4 35 
Order from Your Jobber—or 
Write for Dealer Discounts 


MILLER MANUFACTURING COMPANY 


Dept. 6, 251 W. Kellogg Bivd., St. Paul 2, Mins. 
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2. 


Women want to 
know how to 
achieve these 
rooms they see 
featured in the 
leading maga- 
zines. Until 
Kyanize Color 
Recipes, they 
just guessed. 






The greatest paint and color influ- 
ence today is the CONSUMER MAGA- 
zines . . . chock-full of decorating 
ideas! 














Kyanize offers Kyanize Color Recipes 
free at Kyanize Paint Dealers through a powerful 
national advertising campaign . . . helping deal- 
ers get new customers, sell more paint. Cash in on 
Kyanize Color Recipes today! Tell your custom- 
ers they can get this new, free Kyanize Paint serv- 
ice free at your store! 


1. Put your Kyanize Color Recipes display in a prominent place! 

2. Use all the additional Kyanize Color Recipes point-of-sale helps . . . 
window cards, window streamers, the Kyanize Color Recipe Scrapbook. 

3. Talk to customers about the new, free Kyanize Paint service. . . tell 
them Color Recipes are available in your store! 








BOSTON VARNISH COMPANY - EVERETT STATION, BOSTON 49, MASS. 
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VIE (NN WITH THIS 


&LG PAINT PROMOTION 
... GET YOUR SHARE! 

























Kyonize Color Recipes, 
capitalize on this need . . . 
this magazine influence! 
Color Recipes specify what 
color Kyanize paints are 
needed to achieve the paint color schemes 
seen featured in leading consumer maga- 
zines! You'll receive new packets of Kyanize 
Color Recipes each month to go with 
latest magazines issued. Color Recipes will 
always be up to date. 
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There’s extra profit for you when you rent SKIL Sanders. 
They’re husky ... easy to maintain... extra powerful 
... yet weigh only 86 pounds! Single V-Belt and perma- 
nently lubricated ball bearings assure longer, trouble-free 
service. SKIL Sanders make toughest sanding jobs easy— 


even for beginners, so you'll get plenty of repeat business. 












Rent SKIL Edger . . . for hard-to- 
reach spots—small closets along the 
edge of walls, on stair treads. Your 
customers will save hours of tedious 
hand scraping and sanding with this 
easy-to-use machine. It'll mean bet- 
ter sanding jobs for them, bigger 


profits for you. —— 4 
] y fy % 








SKILSAW, INC. 
5033 Elston Avenue 
Chicago 30, Ill. 
Factory Branches in Principal Cities 
In Conada: SKILTOOLS, LTD., 66 Portiand St., Toronto, Onr. 


1 dz. 10¢ Brush Cleaner $1.20 Value 

1 dz. 10¢ Crack Filler 1.20 Value 

1 dz. 25¢ Crack Filler 3.00 Value 
With your order for 





14 dz. 4 Oz. Donley Enamel (15¢ seller) 
@ $1.20—$16.80 
10 dz. 10 Oz. Donley Enamel (35¢ seller) 


@ $2.52 $25.20 
Total Sale Value $72.60 Your Cost $42.00 


Choice of colors (as on ad) 

Full freight allowed up to 300 mi. of 
Cleveland, Ohio, $1 hundredweight al- 
lowance over 300 mi. 





Write today for Hardware Age special 


li ine. 
ists on full line White Ivory Apple Green 


; - S . ic. a Black Cream Canary Yellow 
Salesman note: Some choice terri oF ye at 


: ° : 0 Pink 
tories open for this popular priced Peach Chinese Red jade Green 
T Dark Green Light Gray 


: . an 
patnt line. Delphinium Royal Blue Buff 


DONLEY PAINT CO. 


CLEVELAND 5, OHIO 


(expires Dec. 31, 1948) 
7s ie ; ‘ 
Write for color cards and price CHOICE OF COLORS a 








swing promotional events offering a fair 
chance of success. J. I. Straus, presi- 
dent of New York’s great Macy’s, said 
in his annual report that consumer re- 
sistance is forcing some lower prices, 
“The buying public is extremely sensi- 
tive to prices that do not represent good 
value, and to prices that remain out of 
line with current income,” he said. 
“Certain lines of merchandise that were 
over-priced last spring, have been ad- 
justed, with a satisfactory increase in 
unit sales and in dollar volume. Other 
lines, notably some luxury products, are 
still priced beyond the capacity or wil- 
lingness of the customer to buy. Prompt 
correction of these unbalanced prices of- 
fers promise of broader markets and 
sustained high production.” 
+ . a 

How price supports have 
acted—<As of late October, government 
price supports seem to have nearly 
halted the slide in farm prices. Wheat 
worth over $3.05 a bushel in January has 


tumbled to around $2.20; but there was 


little price change in the past month 
Cotton has dived from a 1948 high 
around 38-cents-a-pound, to around 3] 
cents; but here, too, the price is now 
steady. Other key crops also are limp- 
ing along at, or near, their support floors 
Washington’s legally-created “leveling 
off” in prices is at a high average. Cot 
ton propped at 31 cents a pound is 
more than three times as costly as pre 
war. The average price level of <'l 
grains, despite a 32 per cent drop from 
the 1948 high, is still 200 per cent above 
the 1939 level. Prices on livestock are 
still well above support levels, where, 
unless employment and the people’s buy- 
ing power fall sharply, they will prob 
ably continue so for many months. 
¥ * * 

If winter comes—The season's 
first cold wave spread over much of the 
nation at the mid-October week-end, set 
ting record low temperatures at some 
points. Government weather observers, 
however, said most crops had matured 
beyond the likelihood of damage. But 
America’s fruit basket will not  spil 
over with abundance this year. Growers 
are faced with an apple harvest of onl; 
96 million bushels, against last year's 
114 million. This year’s peach crop is 
expected to drop to 67 million bushels. 
Last year’s peach production was 83 
millign bushels, and in 1946 there was a 
record of 87 million bushels. From 35 
million bushels last year, the pear crop 
is expected to be down to 26 million 
bushels this year. 

” * * 

An anti-trust decision—F ines 
totaling $30,000 have been imposed on 
four major paint and varnish firms by 4 


Federal court judge in Pittsburgh. Th 
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companies and six of their officers 
pleaded “no defnse” to charges that they 
violated anti-trust laws by conspiring to 
fix prices. Their counsel explained, in 
a statement to the court: “We do not 
concede guilt or a violation of the anti- 
trust laws but take this action (chang- 
ing of pleas from “not guilty” to “no 
defense”) to save the time and expense 
of litigation, regardless of the outcome 
of the trial.” 
we a + 
Fertilizer use gains rapidly 
The use of fertilizer expands rapidly 
in U. S. agriculture. Last year, farmers 
bought 16.5 million tons of commercial 
soil food. This year they are expected 
to buy a million tons more. In pre-war 
1935-39 they used only about 7.2 million 
Since 1940 more than 125 


new commercial fertilizer plants have 


tons yearly. 


been put in operation, and manufactur- 
ers can now produce 20 million tons a 
year. C. A, Woodrum, president, Ameri- 
can Plant Food Council, Inc., says that 
the big reason for the increased con- 
sumption of fertilizers is the fact that, 
relatively speaking, the prices of fertil- 
izer have been kept.at only a 55 per cent 
over-all rise, while the prices farmers 
receive for farm products have advanced 
to double the 1935-39 average. This, 
even after taking into account recent 
farm 


declines in the prices of some 


products. Mr. Woodrum says, also, that 
post-war fertilizers are averaging about 
15 per cent increased plant-food content, 
over the pre-war grades. 
a ae * 
Yale and Towne—The Yale & 
Towne Mfg. Co. report sales reached 
$34.1 million in the first six months this 
year, compared with $30 million in the 
like 1947 period. 
* * he 
Rail loadings suffer decline 
Freight car loadings on the railroads 
this year will be about 3.5 per cent be- 
low 1947, the Association of American 
Railroads estimates. Freight loadings 
during the week ending Oct. 9 totaled 
891,611 cars, a 6.8 per cent decrease 
Irom a year ago. The association is 
conducting a survey to determinewhy 
loadings are lagging behind last year, 
in what should be a peak shipping 
It says the lower level of rail 
freight traffic this fall may be due to a 
slakening of shipments because of lower 
inventories, or to a loss of business to 
the trucking companies. Truck loadings 
reported for American 
Trucking nearly 20 


season, 


August by the 
Association were 
August, 1947. 


* * x 


percent above 


September building set rec- 
ord—September construction, in dol- 
lars, reached a new monthly record of 
$1.8 billion, 27 per cent higher than 
Bureau of 
total, 


the 1947 month, says the 


Labor Statistics. The August 
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Vented 
GAS CIRCULATOR 





Shut Off Automatic Pilots available 
at extra cost. ° 
e Constructed to give complete air cir- 
culation plus radiant heat through 
front louvres. 
Enduring, baked on enamel finish 
with corrosion proof trim. Built of 
highest quality materials throughout 
with fine furniture design. AGA ap- 
proved for all types of gases. 
Royal quality and performance are 
time tested, proved by years of use 
from Maine to California. The Royal 
heater gives performance that is years 
ahead of any other heater. 
See your Royal distributor or write for 
complete information. 


Built for looks, quality, superior per- 
formance and safety. 


The new 20,000 BTU Royal No. 820 
Vented Gas Circulator uses all types 
of gases ... the best looking and most 
efficient vented circulator heater being 
made today. Features include: 


e Flue outlet set low, makes venting 
connection easy, simple, inconspic- 
uous. 


e Draft diverter completely enclosed 
in cabinet. 


e Furnished with constant burning 
pilots except LP-gas. 100% Safety 


40,000 and 60,000 BTU ROYAL VENTED CIRCULATORS COMING SOON 


CHATTANOOGA IMPLEMENT & MANUFACTURING CO. 
CHATTANOOGA, TENNESSEE 

















Why Not2 "ave, your PERSONAL ACCIDENT 
Y MOC? ond HEALTH INSURANCE with . . . 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association ¢ Direct Purchase 
No Branch Offices 
Massachusetts Company, Incorporated 1894 
Hospital Confinement Not Necessary to Receive Benefits 
SICKNESS POLICY PAYS 











ACCIDENT POLICY PAYS 


$5,000.00—$10,000.00 $25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 
FOR ACCIDENTAL FOR WEEKLY FOR CONFINING FOR NON-CONFINING 
DEATH DISABILITY SICKNESS SICKNESS 


Estimated Annual Cost $15 Estimated Annual Cost $24 





MORE THAN 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 


John S. Whittemore, Sec-Treas. 
Eastern Commercial Travelers 
80 Federal St., Boston 


SEND THE 
COUPON 
TODAY 


Without obligation, please send complete information and 
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oa application for membership to 
1 Name...... . i 


1 Address.........+ 


CURT nccceresevsssevecesascosnntnensessenennenneesesecssnnewrenesne State suepeneiesoneis 
' HA-48 (No Solicitors Will Call 
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Sold through jobbers only. 


AVAILABLE NOW! 


Self-Selling 
DISPLAY 
Holds 60 Cord Sets 


This smartly finished wood dis- 
play holds, displays, SELLS 60 
Davis Cord Sets a complete line, 
(11 differen* types) each tagged 
with informative, self-service 
sales label. Fully stocked, offers 
a DAVIS cord for every need, in 
every price range. Uses small 
counter space — only 20” x 
20” x 8” — increases impulse 
buying, increases profits, re- 
duces sales time. 





FOR FULL DETAILS AND PRICES.@ 


DAVIS Mfg. Company 


e S. YOUR JOBBER OR WRITE DIRECT 
ew 





PLANO 1, ILLINOIS 









- CHICAGO 12, 1LL 


ILLINOIS PORCELAIN ENAMEL CO. 


416 SO. WINCHESTER AVE 
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| $1,790 million, compared with $1,423 


struction total brought expenditures for 
the first 1948 to 33.9 
per cent above the comparable 1947 
| period. Contractors had about as many 


nine months of 


men on the job in September as in 


August, both being at the highest level 


of construction employment since Oct., 
1942. Civil 
struction contract awards for the latest 
(Oct. 14) week gained 86 per cent over 


engineering (heavy) con- 


million in July. September's new con- 


the like week a year ago, while for the | 


first 42 weeks of 1948, the rise over 
last year was 26 per cent. 
od * * 

Railroads ask still more—The 
railroads have acted to reduce the “time- 
lag” between the filing of a plea with 
Interstate Commerce Commission 
an increase in freight rates, and the 


the 
for 
effective date of any raise granted. In 
companion petitions presented to the 


LCL. oa Oct. FZ, 


the roads asked for | 


veneral freight rate advances averaging | 


13 per cent, and sought permission to 
raise rates by 8 per cent on only one 
day’s notice. On Oct. 1, the roads had 


asked an 8 per cent boost in rates to | 


cover rising cost of materials and sup- | 


plies. Now they have raised this plea 
to 13 per cent to cover a new wage rise 
ty» some employees, and to be extended 
to others. There has been some “ex- 
cursion” cutting of passenger fares by 
some Eastern and New England roads, 
not approved by any Western roads, who 
arzue: “It’s not consistent to carry pas- 
sengers for less, while we ask for higher 
freight rates.’ the 


freight rates have already climbed 44 


. 


Since war's end, 
per cent, and passenger fares 28 per 


cent. 
* 2 «6 


See rapid television spread 
A prediction that half the population 


of the U. S. will be living in areas served | 


by television by the close of this year 
made recently by J. B. Elliott, 
R.C.A, third of the 


nation’s population already lives within 


was 


vice-president. “A 


service range,” he said, speaking before 

the Engineering Society of Detroit. Mr. 
| Elliott added that the heavy public de- 
mand for television receivers will cause 
the shortage of sets to increase, before 
it can be relieved. 
| dustry would produce one and a half 

million television sets in 1949, 

oo t * 


| 
| Sears gift catalog Sears, 


He predicted the in- | 


its 1948 Christmas gift catalog, to over | 


| Roebuck and Co. has been mailing out 
| 7 million customers. 

| 

| 


This book is “the | 


largest, most complete gift catalog” ever 


published by 
book’s cover. More than 2,500 gift items 
listed. the 
selection, with 630 play items listed on 





are Emphasis is on toy 


| 65 pages. 


Sears, according to the | 


Says Sears, the catalog “re- 
! 





“Shell 


SHELBY ’S MONTHLY FEATURE 





Ornamental Hinge 
Series 44 00 1 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 


builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 
Since 1898 
SPRING HINGE CO. 
SHELBY, OHIO 
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AVAILABLE FOR IMMEDIATE DELIVERY 


Cast Iron 
Sash Pulleys 


1200—2" for Cord 
1201—2" for Chain 
1202—1%/s" for Cord 





| For Catalog No. 


4-A Fully Illustrating 


Our Builders Hardware 














and Specialty tems 
‘iittala 


Rockwood Manufacturing Co. 


Rockwood, Pennsylvania 
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Shee Nomogenized 


Neatsfoot Oils 


Processed from the _ foot 
bones of the finest healthy 
beef animals slaughtered in 
the Omaha packing houses, 
then cooked and filtered and 
homogenized to make Sheps 
Neatsfoot Oils more 
smooth and penetrat- 





unt- 


form, 
ing. 











SOFTENS 
PRESERVES 
WEATHERPROOFS 
§ STRENGTHENS 
. the fibers in all fine tanned leather 
MADE IN 3 GRADES 
Pure — Prime — No. 1 
SHEPS NEATSFOOT OILS 


Best for Leather in All Kinds of Weather 
Sold by Jobbers Everywhere 





aaa Mutton Ti ——y 
Made in Stick and Liquid 
Manufactured by 


Neatslene Co., Omaha 8, Nebr. 
“SHEP” 





ROY W. SHEPARD, 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





* METAL OR WOOD TRIGGER 
* FOUR-WAY ACTION 
¢ OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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flects improved availability of such items 
dolls, 
electrical toys and children’s furniture.” 
it adds, 


as wheel goods, mechanical and 


Nevertheless, buyers would be 
wise to follow a 
toy makers anticipate shortages in cer- 
Besides the regu 


book has a 


special index in four sections, of sug 


“shop early” policy, as 


tain popular items. 
lar catalog index, the gift 


gestions of gifts for women, men, home 
and family, and children. Sears is 
offering more selections per page, with 


gifts priced from 25 cents up, hundreds 


of which are “actually under $1.” it 


emphasizes. 


* ate 


Department store showings 

Dollar sales of department stores were 
up 11 per cent in the week ended Oct. 
week last 


Board re 


16 over the corresponding 
year, the Federal 
All districts shared in the 
except San Francisco, 


Reserve 
ported. gain 
which showed a 
small decrease from last year. For 1948 
to date, 
higher than in the similar 1947 period. 


store sales averaged 7 per cent 


Me ce * 
Big inventories are general 
Stocks of goods in the 
facturers, 


hands of manu- 


wholesalers and _ retailers 


reached a record high in August, of 


$52.7 billion, 15 per cent above the 
End-of-August 
turers’ inventories were up 13 per cent 
Retailers’ stocks 


10 per cent, whole- 


year-ago level. manufac 


from the year before. 


were ahead Ww hile 


salers’ inventories were 16 per cent 
Aug., 1947. 


* * * 


higher than in 


Denting the buyer’s dollar 
Retail buying now takes a greater part 
of the consumer's dollar than before the 
Commerce 


war, the Department finds. 


Its “Office of Business Economics” esti 


mates about $128 billion of the $185 
billion annual consumer income (afte: 
taxes) is spent in retail stores. That is 


69 per cent of income, compared to 60 


per cent before the war. Grocery stores 


and women’s wear stores are getting 


most of the increased spending, but 


those selling durable goods—autos, hard 


ware, major ajpliances, furniture, and 


such—get about the same percentage ol 


the consumer dollar as they did before 


the war. 


Seth Marshall's Address 


(Continued from page 188) 
businessmen, farmers, teachers, 
preachers, doctors, lawyers, etc., 
was never published by the In- 


diana Farm Bureau Co-op, be- 
cause the results were so bad 
from their point of view. Just 
as an example, 32 per cent of 
those questioned said that to 
them co-operatives stood foi 











TRAUBEE PRODUCTS, INC. 
1150 BROADWAY NEW YORK 1, N. Y. 











Modern, streamlined— 
two units on one base 
each folds out of way 
when other is in use 
Takes care of every 
“opening” job—all cans, 
anything that wears ¢ 
cap: bottle. 
glass or fruit jer 
Also tightens 
screw caps. Safe 
to operate. No 
glass breakage 
Choice of white 
enamel or: 
chrome finish 


Advertised in Good Houseteeping and Saturday Evening Pest 








FLAT {RON REST 
Important addition te 
any board. Leaves en 


tire surface clear fo: 
lroning. Holds any size 
flat iron. No possibility 
of burning pad. Fold: 
out of way when not ir 
use. Attractive, rust 
proof cadmium finish 


OTHER ZIM PRODUCTS 


ZIM JAR OPENER. Removes screw caps, bottle caps 
pry-ups and friction. White enamel or chrome finish 


| ZIM CAN OPENER. Opens any size or shape can 
| Cadmium or chrome finish. 


Write for literature and prices 


| ZIM MFG. CO., 3047 Carroll Ave., Chicage 12, Ill 
Headquarters for Labor-Saving Home Appliances 
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Smart Manufacturers 


Use WIRE FORMS 


Today's stepped-up produc- 
tion demands new meth- 
ods that will save time and 
material. Brooks Wire 
Forms, famous for by-pass- 
ing lengthy machining op- 
erations, help cut produc- 
tion costs to the bone. 
Glad to estimate on your 
requirements. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 








BROOKS  HOGKS © 


AN AMAZING LIQUID WOOD SWELLER 


CHAIR-LOC 


17 aq TIGHT LOOSE FURNITURE 





dealers-sEND FOR FREE SAMPLE 





socialism or communism, and 41 
per cent were sure that co-ops 
were for destruction of the 


profit motive. 


Recently, a similar but far 
more elaborate poll of opinion 
was taken in the Northwest. We 
hear that 70-odd investigators 
covered the territory and that a 
very great deal of money was 
spent. And now we hear that 
the answers to the questions as 





to whether or not co-operatives | 


should pay income tax will never 
be published because they were 
entirely against the co-op tax 
advantage. Certainly we know 
that most farmers—even the 
members of co-operatives—be- 
lieve that the co-ops ought to 
pay income taxes just like other 
businesses, 


The various’ organizations 


that are working together for | 


tax equality have some big plans 
for this fall and winter. We 
need your continuing help to put 
them into effect, and we are 
asking you to do your share and 
a little more than your share if 
you can. We don’t want to have 


to cut the program down by one | 


single item. 


A Vital Matter 


I sincerely trust that every | 


man here realizes how vital it is 
for taxpaying business to win 
this fight for tax equality, and 
I hope that each one of you will 
determine right now to assume 
your part of the responsibility. 
I know that every member of 
our Committee is leading the 
way and doing his part. 

I have tried to give you a 
brief picture of ‘what has been 
done and what’s coming. Let me 
say that I have always been very 
proud of being in the wholesale 
hardware business. It is a won- 
derful business and the men in 
it are high-grade businessmen. 

But until I got on this Co- 
operative Committee and had the 
chance to make the personal con- 
tacts I have, getting help in the 
fight for tax equality, I never 
had any real appreciation of 
how outstanding the members 
of our industry are. The support 
you have given our Committee 
makes me prouder than ever that 
I am in the wholesale hardware 
business and an associate of the 


outstanding men who manage it. 


| 
| 


THE CHAIR-LOC COMPANY, Freeport, N.Y. | 
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For our Committee and my- 
self, thanks a lot for your splen- 
did support. 


1 





Better Saws from 
Better Heat Treating 


Heat-treating is an im- 
portant phase of saw 
making. Skilled heat- 
treaters, supervised by 
a competent metallur- 
gist insure the quality 
of every Chicago Saw. 


~~) Send for Bulletin 107 


CHICAGO SAW WORKS 
5032 S. Wentworth Ave., Chicago 9, fl 


FLEXIBLE METAL POPPET 





CHECK VALVES 


can be placed in any position. 
Flexible Monel metal Poppet can- 
not leak. For cold or hot water or 
steam. 150 Ibs. pressure. Ask 
for bulletin No. 302. 


Onder from your Jobber 


WHITE MACHINE WORKS 





FORT WAYNE 1, INDIANA 
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Archer Hunted a Loca- 
tion, Now He Shoots 
For Profit 


(Continued from page 146) 


five “V’s.” This is called, Brazilian 
style, and presents an interesting 
appearance, 

Each table is devoted to an indi- 
vidual line of merchandise with 
the most seasonal items first and 
the staples coming afterwards. One 
side of the store has table displays 
of kitchen gadgets, paper goods, 
small hardware items, insecticides 
and mixed sundries. The other 
has the first counter with glass- 
ware, then aluminumware followed 
by a table for electrical goods, 
plumbing supplies and miscellane- 
ous hardware items. 


Flat Top Displays 
“All have flat top displays,” Mr. 


Archer explains, “so that custom- 
ers can look over from one to the 
other. Building high displays, 
shuts off a customer’s line of vi- 
sion and many impulse sales are 
lost. Flat, table-top displays allow 
our salesmen to see every cus- 
tomer browsing through the store 
and also allows for clearer window 
vision during evening hours.” 

Around the three pillars have 
been constructed circular display 
sections. The first one is currently 
stocking toys for the coming 
Christmas, the second has a gun 
and rifle display on one side and 
a dog haberdashery on the other 
with the last one showing small 
kichen and household merchandise. 

“Our pillar displays tie in with 
the requirements of the changing 
seasons,” says Mr. Archer, “and 
so does our merchandise. The first 
one for instance first displayed 
Hallowe’en paper and party goods 
for this occasion and was followed 
up with a toy display for the 
Christmas season. The second pil- 
lar, while always devoted to sport- 
ing goods, features the sport being 
most popular at the time. First we 
had a fishing display, then base- 
ball and now we have firearms 
showing. 

“This pillar is always divided in 
half however, the front section for 
sporting goods with the rear for 
pet supplies, which are on display 











NOW is the Time to place your orders for Gas Circulators and Heaters. 
Wide Awake Dealers with an eye to Big Volume Profits are getting 
their Heaters NOW. Material shortages will not worry them come fall. 
Don’t let Winter catch you napping . . . You, too, will need plenty of 
Peerless Gas Circulators and Heaters. See your Distributor NOW and 
order ALL your requirements. 

Heaters and Circulators for All Gases A. G. A. Approved. 


PEERLESS MANUFACTURING CORPORATION 


INCORPORATED 


LOUISVILLE, KENTUCKY 


JOHNSON WIRE * JOHNSON WIRE * JOHNSON WIRE * JOHNSON WIRE 
JOHNSON WI : i asa “= ¢ JOHNSON WIRE 
JOHNSON WI Ve / JOHNSON WIRE 
JOHNSON WI = jets HNSON WIRE 
JOHNSON WI) '' NN WIRE 4NSON WIRE 
JOHNSON WI N WIRE : (INSON WIRE 
JOHNSON WI ———— ' WIRE ° NSON WIRE 
JOHNSON WI jj WIRE * NSON WIRE 
— INSON WIRE 

NSON WIRE 












JOHNSON SON WIRE 
Feiceme Johnson XLO Music Wire comes to you WIRE 
; in a specially designed attractive package Vers 
for dealer convenience and display. It is a all 
familiar item in leading hardware stores. Put 
up in coils of '/4 Ib., '/2 Ib., and 1 |b., all sizes 
.003" to .200". 
The wire of a thousand uses is a fast-moving com- 
modity and profitabe, too. Through your wholesaler. 


JOHNSON 


JOHNSON WIRE ¢ JOHNSON WIRE ¢ JOHNSON WIRE * JOHNSON WIRE 


JOHNSON 


ie i ee ee) Oe Ok a) i ee 0 
WORCESTER 1, MASS. 


New York Philadelphia Cleveland Detroit Akron Chicago 
Atlanta Houston Tulsa Los Angeles Toronto 
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Mode! 180 


8” saw 


Mode! 160 
6” saw 
Their better design 
makes power sawing 


EASIER, FASTER! 


Here are the features that make 
Bradford Electric Saws first choice of 
carpenters and craftsmen everywhere: 








Ease of operation has been engi- 
neered into these new Bradford power 
saws. No other popular make of 
power saw is as precisely balanced. 
A Bradford is operated in a normal, 
comfortable sawing position, without 
strain or fatigue. They are light- 
weight, streamlined, built to last, and 
are popularly priced. 


Why not make your store head- 
quarters for the sale of Bradford pow- 
er saws in your territetry? Cash in on 
power saw profits and extra accessory 
sales today. Write for descriptive 
folder and complete information. 
Bradford Saws are distributed through 
leading wholesalers. 


THE BRADFORD 
MACHINE TOOL COMPANY 
661 EVANS ST., CINCINNATI, OHIO 


Precision Since 1840 
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the year round. The last pillar is 
devoted to other necessities.” 

Mr. Archer is using every means 
possible to build up his store iden- 
tification. This consists of an 
archer with bow and arrow in 
hand aiming at a target. 

This trade-mark always appears 
before the first letter of his name 
and is on his store front sign, his 
stationery, wrapping paper and 
bags, in his newspaper advertise- 
ments and on the sides of his de- 
livery truck. 

As his store spotlights go on 
after regular store hours and burn 
until midnight, the large archery 
target on his back wall is clearly 
visible to all who drive or walk by. 
The trade-mark on the exterior of 
the building attracts considerable 
attention because the neon action 
sign shows the archer drawing 
back his bow and releasing it. “I 
feel that it is quite important for 
a hardware store to have a trade- 
mark,” Mr. Archer implies, “so 
that customers as well as the pub 
lic can associate our store with 


any activities bearing this trade- 
mark. It helps identify us as well, 
wherever it appears.” 


Uses Direct Mail 


When Mr. Archer opened his 
store in March of 1948, he sent out 
a direct mail piece in a three-cent 
sealed envelope. This folder was 
sent to 3521 homes in the sur- 
rounding Riverdale, Beltsville, 
Hyattsville and Mt. Ranier sec- 
tions of Maryland. 

Response was great and he be- 
lieves that almost 90 per cent of 
his recipients visited the store 
Now he plans to send a direct mail 
folder to this same list every six 
weeks and will add to it all new 
customers. 

“In a small community, a live 
and wide-awake dealer can make a 
store opening or a special sale an 
occasion or event,” says Mr. 
Archer, “and we made just that on 
our opening night. Now I intend 
to do likewise whenever we have 
special merchandise offerings dur- 
ing various seasons.” 


The House That Black Bult 


(Continued from page 140) 


and merchandise displays—appli- 
ances, sporting goods, toys, wheel 
goods. and bicycles. But more 
room has resulted in more com- 
pact departmentalization. The of- 
fices have been partitioned off 
away from the selling departments. 
Appliances have been moved into 
the new wing and toys and wheel 
zoods have almost taken over the 
second floor. The sporting goods 
department is now practically a 


store on its own, which can be en- 
tered from the street. 

With the appliance department 
moved to the new building, it is 
now in a better position to be ac- 
tively promoted. In the spacious. 


fluorescent - lighted new depart- 
ment, customers can _leisurel) 


watch demonstrations of washing 
machines, vacuum cleaners, gas 
and electric ranges and_ because 
this department is so roomy and is 





Appliances came into their own. The new department is spacious 
enough to permit demonstration of all the various appliances. 
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— somewhat off the “mainstream” of | 

tre 4 store traffic, the privacy it affords | A GOOD NAME iN FASTENERS 
sy has become a big factor in stimu- | ao | 
lating sales. P tt , 


The sporting goods department, 


f , 





now a store in itself of 4,000 sq.ft. 
ed his (it is 40 ft. wide by 100 ft. deep), 
me om has its own street entrance and 
ieee flanking window displays. In ad- 
= dition to its being as completely 
emai stocked as possible—from fish 
Itsville, hooks to sports’ clothing—it boasts 


of a special fitting room where 
sportsmen may try on garmenis 


he be- such as hunting togs, sweaters, 


ent ol shirts, athletic uniforms, etc. One 
store entire section of the store has glass- 
ct mail enclosed displays of sports’ cloth- 
ay ing, to keep them clean but visible. 
ill new In reserve, the firm has the third 
, floor of the new building which 
a live can, when needed, take over in 
make a maintaining volume. At present 
sale an that floor is used for storage. 
gs Mr. Joe Harrison, an executive of 
that - Black & Co., commenting about 
= the store’s new look, says: 
nierens “While our expansion and re- | 
gs dur- modeling program has set us back | OLIVER VARIETY 
many thousands of dollars, the | provides the types 
whole thing constitutes a big step | 
forward. We are now in a position and sizes your customers need 
to serve our growing list of cus- | 
tomers better and we are already | \ WE MY 
getting a good return on our in-_ | ; \N WY 
1 be en- vestment in the form of added sales | ' —— AR IY Ny 
and profits. | ev NL 
artment “It will take a long time to get SS 
ig, It ts the investment back in full but just 
) be a now the idea is to induce more | 
poe, people to come to the store more 
depart- often and shop in an environment | 
eisurel) they will find pleasing. In such | 
washiny an atmosphere, sales are made | 
rs, gas -with greater ease and customers 
sane 7 are more likely to return provided 
y and is 


the price, quality, range of mer- 


| 
| 
Crandise and service are right. | You can furnish the types and sizes of industrial fasteners 


that your customers want, from the complete Oliver line, 

Different Types of Ads | with full confidence in the high quality of each product. 
Attract Customers Oliver is one of the country’s oldest and largest makers of 

| industrial fasteners, and employs the most modern manu- 


(Continued from page 143) - : : 
- o~ facturing methods to insure the uniformity, accuracy and 


and most all items the club boys dependability of its bolts, nuts and other products. 
need.” To guard your reputation, to please your customers, sell 
Mr. Avery says that his firm OLIVER FASTENERS! 


spends approximately $100 a 
month for newspaper advertising, 
and finds that consistent advertis- 
ing pays well. Customers frequent- 
ly mention these ads to sales peo- 











ple. 
spacious The store’s employees, ranging South Tenth and Muriel Sts. - Pittsburgh 3, Pa. 
pliances. 
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No. 9515 
| BOX SIZE 
12%""15%"" 





Supplied in Dull Brass Finish Only 


Winning Sales 
Features 





1. Reasonably Priced. 


2. “Long Life” Construction 
made of heavy gauge solid 
brass. 


3. Beautifully Finished. 
4. Ample in size. 


5. Packed to insure minimum 
handling in Jobbers’ Ware- 
houses. 1 in a box — 4 
boxes in a carton. 











The 
PAWIMUAS I AUUALT MALE 


=A GENEVA. OHIO 
SIS it's a 
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in number from 16 to 21, depend- 
ing on the season, are instructed to 
read all the advertisements, so that 
they can handle inquiries more 
satisfactorily. Co-ordination of 
sales effort and advertising in this 
respect has resulted in more sales, 
Mr. Avery reports. 

“Using classified ads quite heav- 
ily, and using considerable display 
space—some of which is different 
from the average display setup— 
helps us to make this advertising 
program work better.” he says. 


In Leisurely Fashion 


(Continued from page 142) 


ing them to leave, since they were 
going to be customers of the fu- 
ture, we just couldn’t afford to 
have them milling around. Since 
we have a separate section it is now 
perfectly all right for them to 
‘look around’ to their hearts’ con- 
tent. As a result we sell them a lot 
of jackets and uniforms as well as 
other sports items.” 

Radio, newspaper and direct 
mail advertising is used to pro- 
mote this phase of the Yeatman 
business. The store uses three 15- 
minute programs on the radio 
each day, one devoted to each de- 
partment. 

Each spot announcement on 
sporting goods is devoted to just 
one item of timely interest. “If we 
advertise baseballs we stick to 
them and don’t say anything about 
other baseball items,” explains Mr. 
Yeatman. “In this way we can 
announce specials, certain brand 
items or tell about a glove that a 
certain major league _ baseball 
player is using and that we are 
stocking. If we had to devote the 
full time to an entire line emphasis 
would not be on anything spe- 
cific and the advertising would be 
institutional rather than promo- 
tional.” 

The same method is followed in 
newspaper advertising on sporting 
goods. These ads appear only on 
the sports pages and only one item 
or line is featured in an ad. Each 
month a mailing is sent to each 
customer who had sometime pur- 
chased sporting goods equipment. 

Local football game broadcasts, 
last fall, proved very popular. The 





GRINDING WHEELS MEET 
MAIL ORDER 
COMPETITION 


Get our low prices on 
quantities of 4" to 9" 
sizes of genera! pur- 
pose grinding wheels. 
Also quantity prices on 
special stones and 
wheels for your pat- 
ented devices. 


GOODRICH GRINDING WHEEL CO. 
(Since 1864) 
1500 W. Madison St., Chicago 7, 

















Iinois 








—_—J 





Gripper Clip 


Registered U. &. Pat. Ofies 


plemenats, 
Kitehen utensils, 
ete. Nickel plated. 
Packed on cards 
2 dws tos 
Unite (2 dos. 
large and 1 
qmail). to 
“= each. Cir- ¥ 
@ GIBSON GOOD TOOLS, INC. « 
Box 268 Orange, Mass., U.S.A. 




















“EAGLE” ANVIL 


Sturdy, highest qual- 
ity tool steel face 
Blacksmith anvil, 
made for more than 
a century for most 
exacting users, lead- 
ing Industries and all Government De- 
partments. 


Sizes 150 to 700 Ibs. 


FISHER & NORRIS 


Eagle Anvil Works, Trenton, N. J. 











GOODYEAR LOADBINDER 


OPEN 


SWIVEL 


GOODYEAR & MILLER CO. 


BLOOMDALE, OHIO, USA. 











TERRACE 
HOUSEHOLD 
STEP LADDERS 
BEST QUALITY 
Made of selected kiln- 
dried stock only. 
Now Available 
TERRACE WOOD PRODUCTS CO. 


113 Elizabeth Avenue 
Elizabeth 1, N. J. 











SUNSHINE, 


> Yo) he 
rence eg 


cHAM 


IN U.S.A. 


ASK YOUR JGBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
HAVERHILL MASS 


MADE 
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commercials were confined to the 















o = period between halves and fea- | J 

ETITION tured certain lines of merchandise. amour 

= of es on One of these half-time commercials 

eneral pur. led to the sale of 36 pressure | PACKED 

Wy prices oo | | cookers. | WITH EYE APPEAL 

tones and “A hardware store can be made | 

— oo a sportsmen’s haven and can do a BY THE 

EEL CO. sizable business if it caters to the | MODERN MASTERS 

7, MWinels needs of sportsmen,” says Mr. | OF 
Yeatman, “but the first and fore- FREEZER DESIGN 


most thing is to maintain a sepa- 
rate department. It isn’t necessary 
to add more space unless business 
warrants it, but sporting goods 
should be displayed separately so 
that customers can browse around 
without interfering with the other 
hardware trade. Once this is done 
the store should experience an in- 
crease in sales.” 


STYLED BEAUTIFULLY 
AND MADE RIGHT 
BY EXPERTS 


Through constant re-designing, 
Peerless Freezers continue to hold 
first place in modern artistic ap- 
pearance; in quality; and in ease 
of operation. 

Household sizes: 2 to 10 ats. 
Hotel sizes: 12 to 20 qts. 





The Ad-Viser 


(Continued from page 147) 




















oc 


THE SIX BIG PEERLESS FEATURES 
















which specialize in the handling of 4 
publicity. For a monthly fee, the | TRIPLE ACTION PEERLESS DASHER STREAMLINE DESIG EASY 1 





¥ 









ment De- a z LOCI 
publicity company will create and | ASK YOUR JOBBER 
distribute news and see to it that it | . 
nti THE PEERLESS FREEZER Co. Winchendon, Mass. 
7 appears In print. 
N. J. Larger firms, too, often main- | 


tain publicity departments which 
distribute items of interest to vari- 


DER ous media. Regular bulletins are 

dispatched, usually by mail or 

<2 messenger. Articles are written in 
STANDARD AND 


a “newsy” style to facilitate the 
work of the editor. Pictures may 

SPECIAL ..... 
EVERY TYPE 














be included. Naturally, all mate- 


ER CO. rial submitted does not attain the 








SA. desired results of publication. 
However, a good portion can find | 4a ‘CS EVERY MATERIAL 
their way into the papers and as- | . uf : & EVERY PURPOSE 

CE sist the retailer’s advertising im- oan OS, ; 

OLD measurably. 

IDERS 

.LITY 

ted kiln- Handles It Himself 

ly. 

mong The small hardware dealer 
usually handles the publicity him- 

=— self. No matter how small, it is 

Avenue oenl. s ’ 

N. J. necessary to organize procedure OF EVERY DESCRIPTION 










to operate efficiently. First, he | @ BLANKING ® DRAWING 


should establish himself with the 
various editors in town. A per- | © FORMING ® EXTRUDING 
sonal visit, periodically, will en- ° 

hance his standing. It is well to | Let us quote on your requirements. 
remember that the editor can ac- Over 22,000 Sets of Dies 


cept or reject the material at will. 


Another important factor is to ye aelifcd be Ra 
be absolutely sure that the infor- MANUFACTURING CO. 


mation submitted is well written The World's Largest Proddécer of Washers 


and carefully typed. It must be 2218 S. BAY ST., MILWAUKEE 7, WIS 
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easy to read and understand. Do | 

not try to write the story in “news” | TUBE CUTTER 
| 
| 


style unless you have had journal- SS | aw Spe Soe 


istic training. Chances are that it No. 2 — 5" 


° . z for 3/16" to 
will be rewritten anyway. It is %" tubing. 
probably better to state the basic - ue o 
facts in outline form. Let the edi- "2"" tubing 





tor revamp the story in the most | Spring steel gives fast feed. Low-priced 
interesting manner. ASK YOUR JOBBER OR WRITE DIRECT 


KENERSON TOOL CO. 


| 15 LINWOOD ST. SAUGUS, MASS. 











Don't Demand srcrrarean i ares 
| | ALL ALUMINUM 6ffRULE 
Even though you may be a regu- Unconditionally 

lar advertiser in the newspaper, it Guaranteed 


° ° Here is a NEW and BET- 
is a poor policy to try to demand TER Rule of ALL ALU. 


MINUM construction. 


















Safety publication of your material by Reinforced with Machine 
Lacing : Brass Hinges and held 
sheaiiane virtue of the space you take. It together by Machine We 
fae an ‘ll | b d b h di thers Rivets . ao ee 
- a 
sp ie will surely be resente y the edi susred. form th a 
egibitity. 








tor no matter how much you spend 
ORDER THROUGH 
YOUR JOBBER ee fe Cope, 


on advertising. He cannot pos- eusumes tr a eee Builders, Engineers, 

sibl rint all the items submitted time. Write for elreular Architects and Plumbers 

sisi . : STELLAR TOOL & MFG. CO., Inc. 
Remember that the paper would 93-34 170 Street, Jamaica, L. |. 

Safest because: lose its value and readers if it car- 

ries such publicity in excess of { | 


actual news. yai 
Vlow ~ era it’ 





Hooks are rigidly held in accurate alignment 
by patented steel binder bars before, during 
and after application, distributing tension uni- 
formly across the belt, assuring maximum 












ng Rn HR Re a ee | WOOD JOINERS| oil 
Sizes for all belts. Cost no more than ordinary Another good rule is to submit | WOOD JOINERS reg 
seein cA sleet your story in person rather than | Order from your Jobber or write for details Bic 

op gl egg Thy rig ghd by mail. It will have a more per- | SUPERIOR FASTENER CORP., bui 
Se - sonal effect (something which | 2949 ELSTON AVE., CHICAGO 18, ILL. vic 
large publicity houses lack). Also, | 20 

the editor can inform you on the | clu 

FOR BEST SER VICE ON spot whether or not he can use it. tur 
He may request further informa- I 

THESE STEADY SELLERS tion which will make it a more in- LEATHER / “W 
teresting story. AWD Y > ope 

The merchant who neglects the y-¥0)0) 6 coy -¥ a Sur 

e Our policy is to give prompt publicity angle is missing an op- 4 . ae bev 
service on superior products and portunity and probably indirect and 

a fair price through recognized sales. A 
jobbers. Below are some of the visi 
items in our line, all available fror 
now through your jobber. the 


Building-Long Sign 


Wr ht Nut ° e 
EYE BOLTS Advertises Firm 





Maker for You 


Bright Zinc Plated For use on all leather except 
suede. 
CLEANS POLISHES 
SOFTENS PRESERVES 


Packed in 6-o0z., 12-02. & 5-Ib. Cans 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn 21, N. Y. 


TROY 


ond 
ALWAYS DEPEND ON vides Cheboygan, Mich., the Che- wns oo. Ey ed a 
rougk! 


® 
- “Alumaloy” Bodies 
—Steel Hooks and 


Eyes 
=O 
nor 


SCREEN DOOR 
BRACES 

















Located on the river which di- 





A | Sin infu sruca’orn | 
Turnbuchles side of its eee a sign owt Ez > 


can easily be seen from across the 
fokly and 
Turabyckies, inc river, by residents and by incoming CILE CARD—cioans Slee, taps end dice os 








thorougbly. 
APERS—1 ingle or double end. 
BOX 333, MICHIGAN CITY, INDIANA the Arm's palet ond appliance de. | TROY FILE WORKS ve 
/ P » le 
FACTORY: GRAND BEACH, MICHIGAN portments. ten, Est. 1831 Nn. Y- r. 
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Waiting for Ray Bolger, star of "Where's Charley," who cut the tape and 
officially opened the 11th Merchandising Fair of Supplee-Biddle Co. at its 
new headquerters, Bristol at Good Service St., Philadelphia, Pa. 


Supplee-Biddle Fair Draws 20,000 Dealers 


| fm 11th annual Supplee-Biddle 
Merchandise Fair by the time 
it’s closing day rolled around had 
piled up a total of 20,000 dealer 
registrations. Held at the Supplee- 
Biddle Company’s newly acquired 
building at Bristol and Good Ser- 
vice St., Philadelphia, Pa., on Sept. 
20 to 23 inclusive, the Fair in- 
cluded displays by 450 manufac- 
turers. ; 

Ray Bolger of the hit show 
“Where’s Charley” officially 
opened the show at a preview on 
Sunday, Sept. 19, surrounded by a 
bevy of models. He cut the ribbon 
and danced into the Fair building. 

A Fair “exclusive” was the tele- 
vising of the show, every evening 
from 7:45 to 8:00. Included in 
the show were various shots of 


unique displays on the exhibit 
floor, a vaudeville show and Miss 
Jane Bilrue, who introduced prod- 
ucts from her electrical book. 
Many interesting features were 
planned to entertain both the deal- 
ers and manufacturers who at- 
tended. Every afternoon a vaude- 
ville show was held in a specially 
designed auditorium. 

Wm. Geo. Steltz, president of 
the company and originator of the 
Fair Idea, said, “It was without 


- doubt the finest show we have ever 


given and to say that | am pleased, 
is an understatement.” Mrs. Mar- 
caret M. Greene, director in charge 
of the Fair, explained that elab- 
orate plans were already under- 
way for the 12th Annual Show in 


1949, 





Merchandise displayed by 450 manufacturers, in a setting of flowers, 
leaves, balloons and gaily striped parachutes, drew a dealer atten- 
dance of 20,000 during the four-day fair. 
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AN ALUMICAST SUGGESTION 


. 


Cooperation 








Cooperate with your 
Jobber and order your 
Futures now to insure 
prompt Spring deliver- 
ies. If you stress quality 
merchandise, include 
Alumicast Garden and 
Transplanting Trowels 


... 79¢ retailers. 


ALUMICAST CORP. 


1515 N. KILPATRICK AVE. * CHICAGO 51 


Ask your Jobber for all the facts 











gua! 


*-~ } 


"A BRAND NEW 
COUNTER DISPLAY 


to boost sales of 


HULL AUTOMOBILE COMPASSES 
FREE TO HULL DEALERS 


@ Designed to attract maximum attention, 
to display Hull quality compasses to best 
advantage — this new counter display is 
colorful, three-dimensional, a surefire sales 
booster. Furnishing live, new merchandising 
aids regularly to its dealers is just one of 
the many ways that Hull is WILLING and 
ABLE to stand back of its products _ 
to maintain unchallenged leadership in the 
automobile compass field. Order now for 
peak Christmas sales. 


geeeee== (Mailing Coupon) ssa anamy 
HULL MFG. CO 








P. ©. Box 246-HA11, Warren, Ohio. 


Send me information and prices on 
the Hull Automobile Compasses. 


NAME 
Check: () Dealer () Chain Store () Jobber 


STREET . ‘ 
CITY coos UAE « 


yeeeueeeeeeees 








eiiateenes:. 
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Advanced Design 
aims for 
popularity unlimited! 


GREAT NECK features a 
revolutionary maximum- 
grip screw driver that will 
go over BIG. Let your ex- 
perience check these quali- 
ties: Guaranteed eye- 
appeal in the richly col- 
ored unbreakable plastic 
handle (non-explosive, 
non-absorbent to grease or 
oils). Entire blade is of 
hardened and oil tempered 
quality alloy tool steel, 
highly mirror-polished. Bit 
is precision-ground to exact 
size. Blade is deeply em- 
bedded and _ twistproof. 
Here's a beautiful engi- 
neered tool to show off on 
your counters! 


PACKED 1 DOZ. PER BOX 
“Zuality in every tool” 


| we. 
Blade|Blade| Per 

No. Length Dia. Dor. 

G47 4” | Ve" | 2 Ibs 








Gs7 5” | 4” | 2% Ibs 
G67 6” | fn” | 3% Ibs. 
J—— ————_ - 4+ ~—4 
G87 8” | %” | 5% Ibs! 


G107 10” | %” | 6Y ibs. 
G48 4” | Ve” | 2a IbsJ 
oss 6” |” | 4 thsi 


oss 6” | %” | 6 Ibs, 




















*G-48, G-68, G-88 
are square blades 


SEE YOUR JOBBER 


Nationally Advertised Products 








GREAT NECK SAW 


MERS., INC., 


Mineola, WN. Y. 


on WAY 


GOES/{A | 
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Coming Conventions 
And Events 


Corrected Each Issue According to Latest Data 


annual meeting 
1949, at the 
Hotel Sherman, Chicago. Sponsored by 
Ace Hardware Corp., 1319 S. Michigan 
5, il. E. 


vice-president and secretary. 


Ace Stores, 25th 


and exhibit, Jan. 24-26, 


Ave., Chicago G. Lindquist, 

American Hardware Supply Co. 
annual meeting and exhibit, Jan. 24-26, 
1949, at company headquarters, 41-43 
Terminal Way, South Side, Pittsburgh 
19, Pa. Annual banquet will be held 
Wednesday night, Jan. 26, at the Wil- 
liam Penn Hotel. 

Arkansas Retail Hdwe. and Imple- 
ment Assn., convention and_ exhibit, 
Feb. 14-16, 1949, at the Hotel LaFayette, 
Little Rock. A. W. Porter, LaFayette 
Hotel, Little Rock, 
tary. 

Associated Pot and Kettle Clubs 
19-22, 


Biltmore 


is executive secre 


of America, convention, June 
1949, at the Santa 
Hotel, Santa Barbara, Calif. Convention 
chairman, George H. Slater, 712 So. 
Olive St., Los Angeles 14. 

Bicycle Institute of America, an- 
nual convention, March 28-April 1, 1949, 


at the Boca Raton Hotel, Boca Raton, 


Barbara 


Fla. Association headquarters, Room 
1215, 10 Rockefeller Plaza, New York 
10, N. Y. 
California Retail 
annual convention, Feb. 14-16, 1949, at 
San Francisco. LeRoy Smith, Room 262, 
Western Merchandise Mart, 1355 Mar 
ket St., San Francisco, is secretary. 
California Gift Show, Jan. 23-28, 
1949, in Lov Angeles, Cal., at the Brack 
Mart, 


Hotel, and individual showrooms. 


Hardware Assn., 


Shops, Merchandise \lexandria 

Coast-to-Coast Stores annual meet- 
ing, Feb. 6-9, 1949, at the Nicollet Ho- 
tel, Minneapolis, Minn. “Mastercraft” 
meeting, April 24-26, 1949, also at the 
Nicollet Hotel. 
Coast Stores Central Organization, Inc., 
29-43 Main St., S.E., Minneapolis 14, 
Minn. 


manager. 


Sponsored by Coast-to- 


York Langton, trade extension 


Connecticut Hardware Assn., annual 
convention, Jan. 25-26, 1949, at the 
Stratfield Hotel, Bridgeport, Conn. Ned 
Russell, Harris Hdwe., Southport, Conn., 
secretary. 

Franklin Hdwe. and Supply Co., 
annual convention and exhibit, Feb. 2-3, 
1949, at the company quarters, 918-928 
N. Delaware Ave., Philadelphia 23, Pa. 
F. Leon Herron is executive vice-presi- 


dent of the company. 
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Housewares and Appliance Show, 


Jan. 13-20, 1949, at the Navy Pier, 
Chicago, Ill. Sponsored by the National 
Houseware Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 
Chicago 54. A. W. Buddenberg is exe 
utive secretary. 

Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24, 1949, at 
The Hotel Sherman, Chicago, William 
F. Ewart, 1194 Merchandise Mart, Chi 
cago, is association secretary. 

Indiana Retail Hardware Assn., con- 
vention and exhibit, Feb. 15-17, 1949, at 
Indianapolis. Convention and exhibit at 
Murat Temple; hotel headquarters, Lin 
coln Hotel. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis, is association 
secretary. 

Institute of Cooking and Heating 
Appliance Mfrs., convention and ex 
hibit, Dec. 6-8, 1949, at the Netherland- 
Plaza Hotel, Cincinnati, Ohio. Samuel 
Dunckel, Shoreham Hotel, Washington, 
D. C., is managing director. 

Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 8-11, 1949, at Des 
Moines. Hotel headquarters, Hotel 
Savery: exhibit, Coliseum. Philip R. 
Jacobson, Mason City, Iowa, is secretary. 

Kentucky Retail 
convention and exhibit, Jan. 18-20, 1949, 
at the Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louisville, 
is secretary-treasurer. 

Louisiana Retail 
and Mississippi Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
1949 at the Hotel Jung, New Orleans, 
La. Secretary for both associations is 
David O. Mansfield, 226 S. State 5t., 
Rm. 10, Jackson, Miss. 

Michigan Retail Assn., 
convention and exhibit, Jan. 25-27, 1949, 
at Detroit. Hotel headquarters, Statler: 


Hardware Assn., 


Hardware Assn. 


Hardware 


exhibit, Convention Hall. Harold W. 
Schumaker, 1112 Olds Tower Bildg., 


Lansing 8, is secretary. 
Mill Supply Regional Meetings, 


sponsored by the American Supply and 
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Me SCORE 






Nations fScreen Producrm 


S¢e-that extra value 
“that scores 


XTRA SAL 












The National Screen line clears 
the way to an open field for large 
sales gains .. . sturdy construc- | 
tion, excellent appearance andi 
no extra cost consistently wing 
customer approval of Nationalll 
Screen products. 


ASK YOUR JOBBER iam ig 
ABOUT OUR COMPLETE jjaiiR i a | 
LINE OF PRODUCTS : 






SCREEN DOORS 
WINDOW SCREENS, FRAMES 
and VENTILATORS 





NATIONAL SCREEN COMPANY 


INCORPORATED 
SUFFOLK, VA. 

NEW YORK OFFICE, 200 Fifth Ave. 
Southern Selling Agents: 
PETERSON & LOWE 

22 Light St., Baltimore, Md. 
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DON'T MAKE 
JUGGLERS 
OUT OF YOUR 
CUSTOMERS— 
SELL "EM THE NEW 





RETAINO-LATCH 


A TURN OF THE KEY RETAINS THE 
LATCH BOLT FOR ONE-HAND OPENING 





The Pin Tumbler 
Night Latch with 


Triple Sales Appeal! 
At last! An easy-enter lock that 
closes out those annoying balancing 


acts at most office and home en 
trances. Taylor's new RETAINO.- 
LATCH makes every other night latch 
old-fashioned . . . cuts door-opening 
to one turn, one second flat! A quar- 
ter turn of the key retains the latch 
bolt—smooth, sure! One peek will 
prove that Taylor's RETAINO-LATCH 


means more business for you. 






NEW STREAMLINED DESIGN: 
Here's sales appeal number two—tear-drop designing that 
will meet with customer approval on sight. 


NEW BAKED ENAMEL ‘'JEWEL-LIKE'’ FINISH: 


The last word in home accessories—a smooth, untarnishable, 
new-grey finish that is softly hammer-toned to blend with 
modern decorating requirements. 


Your hardware wholesaler has a complete line of Taylor-Made 
Quality Products—Padlocks, Night Latches, Inside Lock Sets 
Key Blanks and Replacements. 


TAYLOR LOCK CO. 


PHILADELPHIA 32, PENNSYLVANIA 


Canadian Representative, Dorken Bros., Montreal 








FOR SAFETY'S SAKE, ALWAYS SAY 

















mE LADDERS! 


Here’s the ladder that 

3 sells on sight and “lift!” 

You'll be amazed how 

many of your customers 

will lift the Duraladd 

Extension Ladder you 

my i have on display. And a 

ve “lifted” Duraladd is 
practically a sale. 

Here’s why Duraladd 

is easy selling and 

will make money for 


you. 


§ ALUMINUM EXTENSION 












LIGHTER! 









STRONGER! 






GUARANTEED! 


Unconditionally guar- 
anteed against defec- 
tive workmanship and 
materials. 








Complete line of exten- 
sivn, straight, staging, 
orchard, window-wash- 
ing and car-washing 
ladders from 6’ to 75’. 


POPULAR PRICED! 


Duraladd aluminum 
ladders are priced to 
give you a handsome 
mark-up. You cannot 
afford to be without 
' such a fast, easy-sell- 
es ing, profitable line. 
{ Your customers have 
already asked you for 
this type of ladder. 
Take steps, today, to 
carry a stock of Dura- 
ladd ladders. Write for 
literature, prices and 
name of the nearest 
Duraladd distributor. 


MAIL COUPON TODAY! 

















DURALADD PRODUCTS CORP., DUNELLEN, N. J. 
Please send me literature and prices on 
(C0 Extension Ladders [J oo cae  a Washing 

. Ladders 
C Straight Ladders [] Car Washing Ladders 
[] Staging [] Orchard Ladders 
(CD Please send me name of nearest Duraladd 
Distributor. 
My Name 
Store Name 


Street 








City Zone. State 
DURALADD PRODUCTS CORP. 


DUNFLLEN N J 
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Machinery Manufacturers’ Assn., Inc., 
1108 Clark Bldg., Pittsburgh, Pa., as 
follows: Week of Nov. 15, 1948, Chicago, 
lil.; January 13, 1949, Edgewater Gulf 
Hotel, Biloxi, Miss. 


Minnesota Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at Minneapolis. Hotel headquarters, 
Curtis Hotel: exhibit, Minneapolis Au- 
ditorium. C. J. Christopher, Nicollet at 
24th, Minneapolis, is association secre- 
tary. 


Mississippi Retail Hardware Assn. 
znd Louisiana Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
1949, at the Hotel Jung, New Orleans, 
La. Secretary for both associations is 
David ©. Mansfield, 226 S. State St., 
Rm. 10, Jackson, Miss. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 8-10, 1949, 
at the Jefferson Hotel, St. Louis. Louis 
C. Kreh, 1189 Arcade Bldg., St. Louis, is 


association secretary. 


Mountain States Hardware and Im- 
plement Assn., convention, Jan. 12-13, 
1949, at the Cosmopolitan Hotel, Den- 
ver, Colo. Mrs. Margaret A. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 


Nebraska Ketail Hardware Assn., 
convention and exhibit, Feb. 15-17, 1949, 
at Omaha. Headquarters, Paxton Hotel; 
exhibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, is secretary. 


New England Hardware Dealers 
Assn., convention and exhibit, Feb. 22- 
24, 1949, at the Statler Hotel, Boston, 
Mass. Russell R. Mueller, 185 Dart- 
mouth St., Boston 16, is secretary. 


New York State Retail Hardware 
Assn., convention and exhibit, Feb. 
15-17, 1949, at Buffalo. Convention head- 
quarters at Hotel Statler; exhibit at 
Municipal Auditorium. Nicholas H. 
Kiley, 509 Hills Bldg., Syracuse 2, is 


secretary. 


North Coast Retail Hardware Assn., 
convention, Feb. 13-15, 1949, at Seattle, 
Wash. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Sec. 


North Dakota Retail Hardware 
Assn., convention and exhibit, March 
22-24, 1949, at Fargo. Headquarters, 
Gardner Hotel; exhibit, Auditorium. 
Miss Clarine Sherwood, 24 Clifford 
Bldg., Grand Forks, is secretary. 


Northern Wholesale Hardware 
Co., annual dealer meeting will be held 
in February, 1949, at company head- 
quarters, 805 N. W. Glisan St., Portland 
9, Ore. Thomas L. Willis, president. 


Ohio Hardware Assn., convention and 
exhibit, Feb. 8-10, 1949, at Cleveland, 
Ohio. . Headquarters, Statler Hotel; ex- 
hibit, Public Auditorium. John P. Conk- 


lin, 198 So. High St., Columbus, i 
secretary. 

Oklahoma Hardware and implemen: 
Assn., convention and exhibit, Feb. 1-3, 
1949, at Oklahoma City. Headquarters 
and exhibit at Municipal Auditorium 
Robert K. Thomas, 711 Wright Bldg., 
Oklahoma City 2, is secretary. 

Panhandle Hardware and Implement 
Assn., convention, Feb. 14-15, 1949, at 
Amarillo, Tex. Mrs. C. L. Thompson, 
Canyon, Tex., executive secretary. 

Pennsylvania and Atlantic Sea- 
beard Hdwe. Assn., convention and 
exhibit, Feb. 28-March 3, 1949, at Bal 
timore. Hotel headquarters, Lord Bal 
timore; exhibit, 5th Regiment Armory 
W. Glenn Pearce, 400 No. Broad St., 


Philadelphia 30, Pa., secretary. 


Southern California Retail Hard 
ware Assn., convention and exhibit, Feb. 
22-24, 1949, at Long Beach. Headquar 
ters, Wilton Hotel; exhibit, Municipal 
Auditorium. A. C. Kammeier, 416 W. 
8th St., Les Angeles 14, is secretary. 

South Dakota Retail Hardware 
Assn., convention and exhibit, March 
15-17, 1949, at Sioux Falls, S. D. Head- 
quarters, Cataract Hotel; exhibit, Coli- 
seum. F. J. Hodoval, Ft. Pierre, se« 
retary. 

Tennessee Retail Hardware Assn., 
convention, Feb, 21-22, 1949, at the Ho 
tel Peabody, Memphis. Morris Jones, 
P. O. Box 784, Nashville, is secretary. 

Texas Hardware & Implement Assn., 
convention and exhibit, Feb. 7-9, 1949, 
at Dallas. Hotel headquarters, Baker 
Hotel; exhibit, Adolphus and Baker 
Hotels. R. M. Souder, 814-15 Texas 
Bank Bldg., Dallas, is association secre 
tary. 


Virginia Retail Hardware Assn., con 
vention and exhibit, Feb. 22-24, 1949, at 
Roanoke. Headquarters, Hotel Roanoke: 
exhibit, American Legion Auditorium. 
G. T. Omohundro, Jr., Scottsville, sec- 
retary. 


Western Retail Implement and 
Hardware Assn., convention and ex 
hibit, Jan. 18-20, 1949, at Kansas City, 
Mo. Headquarters, Hotel President; ex 
hibit, Municipal Auditorium. William 
J. Shaw, 224 Rialto Bldg., Kansas City 


6, is secretary. 


West Virginia Hardware Assn., con 
vention and exhibit, Feb. 17-19, 1949 
at the Hotel West Virginian, Bluefield 
James C. Fielding, 1628 McClung St., 


Charleston 2, is association secretary. 


Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, 1949 
at Milwaukee. Headquarters, Hotel 
Schroeder; exhibit, Milwaukee Audi 
torium. H. A. Lewis, Stevens Point 
Wis., is secretary. 
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Here's the Big Beam Christmas Deal 
FOR PROFIT-MINDED DEALERS! 


America's Leading Quality-Built .. . 


ED CFOLZR 
PORTABLE ELECTRIC HAND LAMP 


Most Distinctive Lamp of Its Kind — Throws Powerful 1500-Foot Beam 


In addition to being an ideal gift item for your Christmas trade, 
your market is everywhere! Farmers, Ranchers, Motorists, Hunters, 
Fishermen, Boat Owners, Guides, Forest Rangers, Truck Operaters, 
Contractors, Maintenance Men, Plane Owners, Home Owners — 
Everyone . . . Everywhere . . . finds Big Beam indispensable! 





HERE'S WHAT THE DEAL 
MEANS TO YOU: 


Over $60.00 profit on each 
* $98.00 deal! 


1 
2 Plus your profit on standard 
3 


* lantern batteries! 


Includes attractive selling helps 
+ free with each deal! 


4 Backed by NATIONAL ADVER- 
* TISING! 





BIG BEAM MODEL NO. 211 —Main and auziliary 
bulbs * Double-throw switch with finger-tip con- 
trol * Simple focus adjustment for spot or spread 
light * Chrome-finish head and handle * Pow- 
ered by standard dry-cell lantern batteries « 
Pressure contacts—no wires to connect * Per 
fectly balanced for carrying * Compact * 
Weatherproof * Rustproof * Bullt to last a 
lifetime ¢ Exclusive features not found In any 
other hand lamp °* Retail price, $12.50 less 
batteries. 


BIG BEAM HOLD-DOWN BRACKET NO. 225— 
Accessory for fastening lamp in auto trunks, 
prows of boats, etc. Retall price $2.00. 


BIG BEAM FLASHING FLARE, MODEL NO. 400F 
—Offers maximum visibility, endurance, and de- 
pendability for emergency flare or general lan- 
tern use. Single pole, double-throw toggle switch 
operates light as a flashing flare or steady flare. 
Fresnel lens in red, cleat, amber or blue. Retail 
price, $11.50 less batteries (standard lantern). 





Here's Your Quick Turnover Package — 


Your Your Your 

A 2 Model No. 211 BIG BEAM =O — eed 

Portable Electric Hand Lamps, 

less batteries, less 2% C.D. $98.00 $150.00 $52.00 
Bt é No. 225 BIG BEAM Hold- 

Down Brackets (accessory for No. Charge $12.00 $12.00 

fastening lamp in auto trunks, 

prows of boats, etc). $98.00 $162.00 $64.00 
C PLUS—Your regular profit on 

standard dry-cell lantern bat- 

teries in your stock. 
D PLUS — The following B16 

BEAM Selling Helps: 





|. Colorful indow - Counter 
ard. 

2. Mats for local newspaper 
advertisements. 

3. 50 Descriptive folders for 
prospects. 


4. Catalog pages on complete 
BIG BEAM line. 


* ALTERNATE PACKAGE 


Same as above except 


| Model No. 400F BIG BEAM 
b Flashing Flare, less batteries. No Charge $11.50 $11.50 








ORDER NOW Through Your Regular Wholesaler or Direct 


U-C LITE MANUFACTURING CO, {524,%; {Usbar© stReeT 
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Nothing else like it! 
Thrilling, live 5-ft. action— 
Yet only 21 in. long! 


: 
' ¢ vo 

. aS ke ‘. * “ 

GROD , 
/ROD 


XPeRTS! “4 


. SY 
me \ 
m\\" 
RETAIL PRICE 43 


$95 


EXCLUSIVE FEATURES  ¢asier castinc 
U. S. Patents Pending! 









. . . . . i” 
@ Sensational coil spring gives /u// 

length rod action! , 

. . = = 
@ Shortened arc gives greater ac- = 


curacy—maximum distance. 

@ Fits tackle box—21” overall, 
breaks to 14”. 

@ Reduces backlash! 

@ Cast “close in” streams, over- 
hand or underhand—no foliage 
interference. 

@ Cast 3 or 4 in a boar without 
tangling lines! 

@ Brings fish right to net—iewer 
losses. 


GREATER ACCURACY 





NO FISH LOST 
IN NETTING 


Sturg ~ th e - TO +5! ‘a 
han; ms in or! 3 
‘es 9 Rs + 
watin "S Afeig , bs 
Field & sig, MOG «1, * Ovtgg Me of 
7 a 6 
°Uthern, " Ovtdeo, ites r Lig, 
or ene For Ping en « 
Ose ame 
°E le 






WALTCO PRODUCTS 


2300 W. 49th St., Chicago 9, Ill. 


IF YOUR JOBBER CANNOT SUPPLY—WRITE DIRECT 


317 











ease ‘ 100% MARK-UP 
These Nationwide Favorites | seins 10. 


Super Packets 


Bring Big EXTRA Profits! |<’ & « 


A New Idea in. Selling Seeds Burpee S 


\ ATIONWIDE sales records show that all 9 of these kinds of COMPACT 














flower seeds are big sellers! And they’re genuine Burpee Seeds DISPLAY 
—the best known and most advertised brand. All easy to grow BOX 
















Burpee | m 
| Ad Purp GANT SRAPERAGONS 



















anywhere—all big values that sell on sight. (Cost 5c, you sell for 10c). Takes only [apepepaiegisit*s t we 
; 10 x 15 in. wee o. & 
These are not ordinary packets—they’re extra-large Super Packets counter p 
(4% x 6 in.), beautifully printed in full color—making every customer space ; j 
want several! All have the same low price—easy for clerks to handle é a Burpee MIXED Ft 
and get the right amount from the customer. P PS ese, | the tong SnUAt fowtns Say 





Over half of all American families have gardens—anywhere you 
feature this compact display box, your customers will see it and buy. 





Order now ... make big extra profits with this great Burpee offer! 
Display Boxes of 300 Super Packets sent postpaid to you—you sell 
at 10c each and pay us later at 5c each—$15.00 profit on every $30.00 
of sales! 


+ Big waricows’'|'' 
fe, = Hi 


ns 
At 


Sale or Return—Send No Money! , | 


Double your money on these fast-selling seeds—and you 
don't invest a cent! Return for full credit every packet that 
you don't sell. You can order extra quantities at any time, to 
keep all nine kinds of these popular flower seeds in stock. 





Send Postcard or Purchase Order Now, for Your First Shipment 


Ww Ail aB Cc Seed EVERY PACKET A SPECIAL VALUE- Look at all 9 and 
compare with other prices for the same kinds! Burpee Gigan 

s ee urpee oO. Growers tic sates, et ae i“ Big Marigolds, Ameri- 
Py ° . can Beauty Asters, Heavenly ue Morning Glory, Scabiosa 
Philadelphia 32, Pa. — Sanford, Florida — Clinton, lowa Giant Snapdragons, and Mixed Annual Flowers for cutting. 


GOLDBLATT | : 
TOOLS for | 


All Masonary | 1 3 
Craftsmen! 




















A Complete : » Ye —— REMOVABLE HARDENED STEEL 
Line of First ©& PART OF VISE Bag Sree saw <= 
jhe , i's INSERTS ANVIL 
Quality Tools for © x = \ sbledditec 
i HAN! 
All Masonry Trades YS i So “Ano Sout 4 os STEEL CHANNEL 
} SLIDE PROTECTS! 
IMMEDIATE & : ee. S-. al m'scne 
DELIVERY , - RF CONE Be 
Illustrated Catalo | seen | 
: g + SDE GHG a PEEL 
Mailed on Request I aia (| 
Attractive Dealer Discounts ¥ | fucmcalae : — ae 
| WELDED ENDS - ae. 


- 4 | MACHINIST'S Swivet BA 
TYPE SWIVEL - “ | 
oice pl 


f Plasterer d 
Bonet Matcher DESMOND-STEPHAN MFG. CO. 
Nationally Advertised Since 1885 URBANA, OHIO 
GOLDBLATT TOOL CO. Sales Offices: 74 Murray St. ae onan S 


New York City 
Also manufacturers of Grinding Wheel Dressers & Cutters 


1622 WALNUT STREET + KANSAS CITY 6, MO 





318 HARDWARE AGE, NOVEMBER 4, 1948 


= D> | 





a 


( 


See our 
Booth 310 
Hardware 





HARDW 





K-UP 
10c 





all 9 and 
pee Gigan 
ids, Ameri- 
, Scabiosa, 
or cutting. 





nton St 
o, lil. 


Cutters 


1 4, 1948 

















A Personal Gift for Gunners 
The HOPPE GUN CLEANING PACK 


Here is a Christmas gift item that will appeal strongly— 
especially to shooters and their friends and relatives—be- 
cause this handy, helpful, little kit contains every Hoppe 
Product that any shooter needs for the cleaning, care and 
protection of his guns. 











There's a full size bottle of our well known Hoppe’s No. 9 
Solvent—a supply of gun cleaning patches—a can of Hoppe’s 
Lubricating Oil for gun actions and fishing reels—a tube of 
Hoppe’s Gun Grease — and a copy of our 
authoritative “Gun Cleaning Guide”. 


Order Your Supply Today 
From Your Jobber 


and get your order in early—in time to fully 
cash in on our special pre-Christmas adver- 
tising in December Magazines and 
Papers. 


FRANK A. HOPPE, Inc. 


2314A North 8th St., Philadelphia 33, Penna. 


Farm 




















JOROPP ols Lad 


See our display of 
Booth 310, National 
Hardware Show. 





Acme 


Ball Bearing Casters sell 
as easily as they roll 


OPENS ANY SIZE 
SCREW-TOP JAR 


A ready seller for a 


Here's the same quick-selling, profit- 
able item that sold itself before the 
war and is ready to roll up sales for 


tough opening job in the 


kitchen. An item that cus- ‘ 
you again. 

“Acme” Casters won't mar rugs or 
floors. Specially designed to rol! on 
balls, not on wheels, "Acme" Casters 
are ideal for furniture and trunks .. . 


tomers pick up, test and 


buy on their own. Free 


move quickly and easily in any direc- 


lorful iclameltel ie) 
a sips: aie tion. They're available in different 





| types . . . Knee Pattern . . . Flush 
Plate . . . Counter-sunk with round 
THINK OF plate or oblong plate . . . Square 
Flange and Grip Neck with socket. 
Lilund ROLLS IN Stock up now! 
ANY 
for DIRECTION Call Your Distributor 


BETTER KITCHEN TOOLS 
ahi wah LG TON, THE SCHATZ MANUFACTURING COMPANY @ Poughkeepsie, N. Y 
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Acclaimed by all... | 


The new sarcent DuaLock. Shown for the first time at the Hardware Show in me 
October, dealers are already finding a wide market for this new bored-in lock. 
A quality lock at a moderate price, home owners and builders alike find 

it gives them beauty with economy — a rarity today. Easy to stock — a universal 
application of one lock case to doors of any swing or handing . . . Easy to install — just two holes 
to bore with a standard bit, no door supports needed with metal doors . . . Easy 
to sell — projection of knobs always symmetrical; small, compact, screwless roses; 

self aligning; a maximum of security with many 






new conveniences in use. 


DUALOCK . 


is available 

in Brass, Bronze 4 

and Aluminum Through your 5 
Sargent Jobber 


and Company 


New Haven, Conn. 


New York ~— Chicago - 
















CENTRAL 





L=-SOM ne: Tare: a RECORD-KTTS 
Spark Sales in your Venetian Blind Department 


Store traffic does not by-pass your Venetian blind section 
when you display RU-SON Kits prominently. Their color 
and low cost make them an easy over-the-counter sales 
leader. 
Attractively packed in neat cellophane wrapper complete 
with instructions. Sell them on do-it-yourself basis. One 
dozen solid woven ladder Re-Tape Kits, one dozen Re- 
Cord Kits in display box. Sixteen harmonizing 
colors to match any style of decoration. 


A COMPLETE PULLEY STOCK 
AT YOUR FINGER TIPS 


This powerful counter display holds your com- 
plete stock — for faster, easier selling. The com- 
plete package includes 27 assorted pulleys and a 
colorful wooden display board. 














% Diamond bored to % For workshops, homes, 
° +.005” farms, wherever V 
Write ‘stad for % Finished in silver- drives are used 
full information. aluminum # 
JOBBERS ORDER FROM YOUR JOBBER . 
DISTRIBUTORS WRITE FOR LITERATURE : 


CENTRAL DIE CASTING & MFG. CO. 


2935 W. 47th STREET © CHICAGO 372, ILL. 


Ask us about the fast 
moving RU-SON line. 


J. RUBENSTEIN & SONS 
815 Neptune Avenue, Jersey City, N. A 
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(Trade-Mark Reg.) 


IS BACK AGAIN — 


A LEADER IN SALES: Quality and de- 
sign have made it the leading POP CORN 
POPPER for 25 years. 1,000,000 sold. 


Electrical welded throughout—tested and ap- 
proved—often imitated but never EQUALLED. 


5 Features That Make 
Corn Pop Successfully 


1. CONCAVE BOTTOM — which makes unpopped 
corn roll to the center directly over heat. 


it always rides the bottom, rolls kernels and pre- 
vents scorching. 


3. COVER LATCH — designed so lid con be saised 
without burning fingers. 


4. WOOD HANDLE — does not get HOT. 


5. HEAT ELEMENT — on electric models is factory 
regulated for best results. 


P. O. BOX 70 





"The Popper That Puts The Pop In Pop Corn” 


Outstanding Models 
(A&B) E-Z ELECTRIC POP. 


(C&D) E-Z CORN POPPER 


2. PROPELLER—type agitator that is so designed 9” 


ASK YOUR JOBBER 


O. S. KEENE MACHINE CO., Inc. 


The E-Z CORN POPPER, The ORIGINAL ROTARY POPPER 








PER, in blue steel or beauti- 
ful chrome finish. 


in blue steel or beautiful 
chrome, for use on gas, elec- 
tric, oil, coal or wood stoves. 


bottom to fit all types of 
stoves. 


MIDDLEBURY, IND. Model A and B, 3 Qt. Capacity 








We igelel-liilels axtiia-e iste 


agit presents “KEILSON” 
MAIL BOXES 
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SALES OFFICE: 180. onc one 
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Diamond 
Tested 





TOOLS YOU CAN’T BEAT 


For years the choice of good craftsmen... made of the 

finest steel obtainable. . electrically tempered and diamond 

goto tested for hardness. DASCO Tools are beautifully 
nished and individually numbered for identification. 


SOLD BY LEADING JOBBERS 


DAMASCUS STEEL PRODUCTS CORP., 


ROCKFORD, 


ILLINOIS 
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Se | WALTON TOOL BOXES 
| 
BULL DOG BULL DOG 
REMOVER, CREAM HOLD TITE THEY SELL AND SATISFY— 
Strong — Powerful —H less—Fast An i duct. Used bef 
acting—Will remove O o aan Seuidon ovw ald poe A one Raat 34 PAY GOOD PROFITS 
=—_ of — = etc, that does not a to be 
ys wet and worki ved. ° 
> ae oe poe sun, — le. Dulls the MADE FOR MECHANICS 
mus ut- im- 
doors, a''cinch" a cede Twenty years’ experience in making metal boxes quarantees 
indoors. Bonds new Walton quality. Mechanics prefer these stoutly constructed, 
+ ag lg ith compact boxes with numerous exclusive improvements. 
- 
ouinene Special Features 
SAFE Rounded corners. Extra length for long handled wrenches, 
CONTAIN TO wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
ACIDS USER enamel two-tone finish. Smooth enamel trays. 
HIP-ROOF 
CANTILEVER 
MODEL with 
BULL DOG 4 TRAYS 
Prscgrtatneet Drago? BULL DOG 2 sizes 
eee Pre- — CLEANER 
t - At brush cl * ° Ye 
nth, lacquer, and. thellag that soften Gnd removes Divided and (Sees 
i izont - i int f brushes. °° 
faces. Painters — antique Socn. aot haven the ertete, Undivided 
dealers—furniture finishers ferrule, wood or user. Ex- T 
indorse it. Accept no sub- cellent for cleaning brushes rays 
stitutes. after use. 
FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
WRITE FOR ILLUSTRATED FOLDER MEN AND MECHANICS ARE AVAILABLE AGAINI 
Order from your jobber. Write direct to us for new Catalog Sheet 
Gc I~ BULL DOG REMOVER DIVISION illustrating and listing all styles and prices. 
GILLESPIE PAINTS WALTON PRODUCTS, INC. 
: 218 Madison Street Dept. 65 Woodstock, Ill. 
135 DEY STREET JERSEY CITY 6, N. J 














ORPOISE 


TRADE maex 


TANK BALL 


Will last for years and YEARS 
We have NEVER had a complaint! 





HAND AND POWER 
MOWERS — BUILT 
ey FOR SERVICE AND 
, DURABILITY — 
} 
| 













SOLD TO DEALERS 
THROUGH JOBBERS 









GRIPTROL ! 
The amazin 
new Homk 
feature — fir 
gertip control 
through the 
handle grips. 






















@ FULLY GUARANTEED 
@ GENUINE NATURAL RUBBER ee : 


12 to a Display Box 






ra TRULY A 

Samples on Request ie 
© ANCHORED BRASS SCREW FITTING fo 1 pesca 
, PRODUCT 





The Porpoise Loves the Water $2.00 vozen to beaters 
. . Special Price to Jobbers & Distributor 
You Will Love the Profits! “°"""’ ” 








Inc.'] 


Homko Products for Home Comfort 


OCcK MANUFACTURING, 


PHILADELPHIA 6, PA. 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. ° Des Moines, lowa 


exe 
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Built-in 
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Made of Finest Alloy Steel 
Heavy Gauge 

Correctly Tempered to With- 
stand Heavy Factory Use 
Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 
From Stock, 
Mail & Phone 


Sell These Saws 
At 
COMPETITIVE 
PRICES and 
Make a 
GREATER PROFIT! 


Manufacturers of 
Circular Saws, Band 
Saws, H. S. Planer & 

Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


~ LAFAYETTE SAW & KNIFE. INC. 


115 BANKER STREET BROOKLYN 22, 
















Youre tu ~ 
the “Jap aud Die Business 
utth this display on your counter 


Tole obbet-am cede (oMolbh aie) o\s0Me-Mer-bace)eMe-tele Mm olen: 
the cAce self-seller cabinet on your counter. 
Stock is all arranged, and this constant 
silent salesman of items that are always 
in demand immediately goes to work for 
you. This c4ce assortment is worked out 
on a turnover schedule of each size based 
on actual sales in hardware stores. From 


ngelet ah le)e)e\= me) g 
HENRY L. HANSON COMPANY 
Worcester 8, Massachusetts 
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MAIL THIS COUPON TODAY TO: 


HOLT MANUFACTURING COMPANY 
651-681 20th STREET - OAKLAND 12, CALIFORNIA 


107 


Please send me free floor care booklet and catalog: 


NAME 





ADDRESS 





STATE 


CITY 


HOLT MANUFACTURING COMPANY 





Oakland 12. Calif Newark, N ) 
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Ask Your Jobber For This Quick-Selling 


COMBINATION SQUARE 





‘Can Be Used By Any Professional 
Or Home Mechanic 





12 inch steel rule (1/32, 
1/16,1/8,1/4,1/2)—with 
4” sliding square—Spirit 
Level for horizontal and 
vertical use. Detachable 
hardened scriherto 
mark lines 
VERY FAST SELLER 

We believe this is the 
lowest priced combina- 
tion square on the 
market 










Model 100 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 
If your jobber can’t supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY 1,N. Y. 
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PRO-TEX-MOR 


PATENTED 


SCREEN DOOR COVER 


turns ANY door into a 


STORM DOOR 


Specially treated, water- 
proofed, kraft paper, 
36x 84 inches to fit any 
screen door. Transpar- 
ent, plastic window 
19x9 inches. Tacks and 
moulding included. Dis- 
penser-display carton 
holds 25 packages. 





| 






















Over 50% of your cusiomers 
are prospects for PRO-TEX- 
MOR screen door covers. 








They’re priced to sell and 





they’re backed by national 
advertising. Order now 


Hundreds of thou- 
sands of these have 
been sold at $1.00 


CENTRAL STATES PAPER & BAG CO. 


5221 Natural Bridge St. Lovis 15, Mo. 


from your jobber or write us. 











FOR CUSTOMER 


SATISFACTION 
HANDLE THE DIECO-LINE 


DIECO products are made 
through a special compression 
casting process using a special 
metal alloy, which insures 
greater strength, extra utility, 
smarter finish at sensibly low 
prices. 


Ask your jobber or write today 
for literature and price infor- 
mation. 


For 
Greater Hardware Profits 
Everything Points To 





NO-SLAM. DOOR CHECKS 
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Your customers won’t kick at 
“high prices” when you sell 
them Congress pulleys and V- 
belts. The special assortment 
of 50 pulleys takes care of 
90 per cent of all calls. Each 
pulley is individually packaged 
in a handsome 3-color carton. 
With each assortment you re- 
ceive the counter display 
shown at the right. 

You'll make more sales — 
more profits — by stocking 
and displaying the complete 
Congress Line — high quality 
V-belt, step-cone and variable 
speed sheaves, V-belts and flex- 
ible couplings. 








Get Congress Drives 
from your jobber. 
Catalog on request. 


CONGRESS ““” DRIVES. 


3750 E. OUTER DRIVE, DETROIT 12, MICH. 











ARCHITECTS and BUILDERS 
Who Want the Best 


Specify 
~~ (CHICAGO) 
SPRING HINGES 


Over 60 years of experi- 
ence and knowledge go 
into the design and manu- 
facture of every Chicago 
Spring Hinge. This advan- 
tage of experience, to- 
gether with our earnest de- 
sire to produce the finest 
Spring Hinges obtainab]- 
has given our products an 
enviable reputation with 
Architects and Builders 
who want the best. 








Hardware Dealers who sell 


Chicago Spring Hinges 
know that they are not 
only easier to sell, but 


what is more important, 
they give lasting satisfac- 
tion to Architect, Builder 
and Owner. 
There is No Substitute 
for Quality! 





Triplex Laboratory Spring 
Hinge Type 2242 


Chicago Spring Hinge Co. 


U.S.A. NEW YORK 





CHICAGO 
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standard 


Bae steel 
uprights 





whether you 








build your own shelving or buy 
a complete installation, 
insist on Hirsh Steel Uprights 
for a speedy and economical job. 
MORE THAN 30 ADJUSTABLE STYLES TO CHOOSE FROM 


S. A. HIRSH MANUFACTURING CO. 
3119-21 West Lake Street + Chicago 172, Illinois 


Gentlemen, Yes, I am interested in Hirsh Standard Steel 
Shelf uprights. Please send your latest catalogue and prices. 


FIRM NAME 








LINE OF BUSINESS 


ADDRESS. 





ye ZONE a) on 
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SO-HARD 
SCREWS 


SHEET METAL 
Types A and B 












ONIMDIMA awed 
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ven Wa ExT Miso, Ae, =a 





Made of steel, stainless steel NX ESOS Wy, 


He BURN ec bLATie 




















and brass. 
The leader in reputation and in distribution, because 
. = our Flamemaster Wick gives better service than any 
Good inventories now of other asbestos wick. Woven of wire re-inforced, high 


grade asbestos yarn. Distributed by leading jobbers 
everywhere and sold by more hardware stores than 


standard packaged lines. any other wick in America. 


THE SOUTHINGTON : 
HDWE. MFG. CO. 
ig, SOUTHINGTON, CONN. , ASBESTOS COMPANY 


NORTH WALES, PA. 


MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH AND VICTORY WICKS 
































PACKED FOR THE JOBBING TRADE 
WOODRUFF KEYS 

















HARDWARE 
CLOTH. Every wire 
round and true to 
gauge. Uniform 
mesh ... free from 
bulges .. . straight oe 
selvage. All the i 
way from rod to ak 
heavily galvan- cor 





“aw 


MACHINE KEYS 














ALL TYPES ized finished 
product in the M 
COTTER PINS | WRIGHT A 
cS - | plant. Cu 
WRIGHT quality nut 






TAPER PINS ¢ STRAIGHT PINS 
COMPLETE LINE "STANHO" ASSORTMENTS 


NEW STANDARD BRAND 


all the way 


GE WRIGHT vireo 








HORSE SHOE NAILS 
STANDARD HORSE NAIL CORP. 


SINCE 1872 








WORCESTER * 3a 





NEW BRIGHTON . PENNSYLVANIA 
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Star 


SERVICE 


SHARES 


FULLY GUARANTEED 
AS TO QUALITY, FIT, AND FINISH 


Patterns are available for practically all 


plows, listers, middlebreakers in No. 1 
soft center or No. 2 crucible steel of the 
highest quality obtainable. Send today for 


catalog and trade prices. 





STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 








Bucked? 


power & HAND 





LAWN 
MOWERS 
SINCE 


Nearly 70 years of 1880 


specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 
handle with 
absolute 
confidence. 


Model 76A Power King 


A thoroughly dependable power job 


Completely modern design, precision Medel 550 Deluxe 








WATCH LUMITE 
SHINE IN "49 


Yes, watch LUMITE and get on the bandwagon! Get set to cash 
in on the biggest advertising campaign ever put behind a 
screen cloth—even bigger—even harder-hitting—than LUMITE’s 
record-breaking 1948 advertising campaign. Ask your whole- 
saler about all the new sales helps LUMITE has developed for 
you—topped by the amazing new LUMITE Screen-O-Mat—the 
most important merchandising help in screen cloth history! 
And get your order in now for your stock of LUMITE. . . get 
set to take care of customers who'll be asking for it. 


LUMITE DIVISION + CHICOPEE MFG. CORP. 


47 WORTH STREET, NEW YORK 13, N. Y. 








There’s profit in such business... 
$330 


investment in 
Venetian 
Blinds 


‘760 


volume 






fais 






i 











send salesmen out to 
measure blinds. Artcraft 
supplies simple directions 
for measuring and instal- 


From January through , 
March, this Oklahoma 
Artcraft dealer wrote 17 
orders for Artcraft Vene- 








built. Many desirable features: — Alumi- 
num alloy castings. Tubular steel handles 
Attractive baked enamel finish. 5-blade 
ball bearing reel with take-up for wear 
20” cut, adjustable for height Positive 
clutch. Highly reliable power unit. Rug- 
ged tires. Weight 87 Ibs. 


Unquestionably the 
finest hand mower 
we have ever built 
Light, modern, 
smooth running 
Popularly priced. In- 
vestigate this excel- 
lent selling item 


information on request. Write today! 


ASTF00 


MANUFACTURING CO. 
Springfield, Ohio 


POWER & HAND LAWN MOWERS 
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tian Blinds with a retail volume 
of $760. He made his sales from 
an Artcraft display sample that 
cost him $3.30 

No inventory to stock. No 
large display space No need to 


VENETIAN BLIND 
MFG. CO. - ST. LOUIS 
CHICAGO-PITTSBURGH 





ling that any customer can fol- 
low. Choice of decorator's colors. 
Prompt, dependable deliveries. 

Good business? You bet! For 
detailed information fill out cou- 
pon or pin it to your letterhead. 


ee —4 


ARTCRAFT VENETIAN BLIND MFG.CO. | 
3962 OUVE ST. © ST. LOUIS 8, MO. l 


NAME 








WELSBACH 


Replacement 


"* GLADDING 
MANTLES 


SPECIAL REMOVABLE CHRISTMAS WRAP 
| to fit any Aladdin 
GIVES YOUR SALES A GIFT-LIFT || Kerosene Mantle Lamp 


Retails at only 





@ Open-season for big Christmas profit with 


Gladding is just 30 days away! Yes, next month 

Gladding Christmas-W rapped Lines are being 

advertised to millions of gift shoppers in “big- | 
re ; ee mb : is 


league”’ national publications. Tie in with this 
e LARGER 


hard hitting campaign. You can’t overstock! The 
Gladding Christmas Wrap is easily removed. 


















-_ 

Sort we rye : >< : 2 awa; _— 
(Extra w raps am stock av — on = ©® HEAVIER Engi 
request.) So order plenty...now...for its ce 
Christmas and the season to follow. IE e STRONGER oe 
Gladding’s famous Award of Merit | act 
7 nd _ , I (| Investigate the possibilities of this steady, profitable re- ws ~ 
comes right in every box. KH peat business that brings new customers into your store job c 





and gives you full mark-up and profit. 


GF | 


Ask your jobber or write 


LINDSAY LIGHT & CHEMICAL CO. 


DEPT. A-11 WEST CHICAGO, ILL. 














FZ“ 
ROFITS STICK WITH 


ROGERS GLUE 














| HERE’S WHY: 
1. CUSTOMER SATISFACTION... 
“Best by Adhesive Test’’ — Rogers ‘Gorilla Grip” \ 
| has been tested to hold more than 3885 Ibs. per 
square inch. Sets quickly ... bonds permanently 
This means steady sales — keeps old customers, 
wins new business. The 
FLY FISHERMAN’S KIT 2. PROFITS PROTECTED — bla 
; , i 8 aes | Rogers sells exclusively to the hardware trade. You b= 
New! A kit ry of a Gladding Fly are protected against competition from chain stores, Ec 
Line; Gladding’s Hy-Line silicone line . : Tee 
dressing; Gladding’s Hy-Fly silicone fly group buyers and mail order houses. Our prices are 
water aie site ound; and Gladdin 7’s still low! an 
paar ys pp dee. “ear Mgr ; =" Order today through your jobber or write us direct. Mil 
Perfect Christmas gift! ROGERS ISINGLASS & GLUE CO. fea 
GLOUCESTER, wn" 
kK 
B. F. GLADDING & CO., INC. i 
SOUTH OTSELIC, NEW YORK 





WORLD FAMOUS GLADDING LINES 
CASTING LINES « Invincible « Blue Ribbon « Dauntless 
FLY LINES « Trans-Lu-Cent » Whip-Slik « Dauntless 
SALT WATER LINES + Donegal » Carney » Dundee « Coastal » Sligo » Catalina (Braided) | 
ALL PURPOSE LINE « Otselic 
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the best LIQUID FISHGLUE 
GLOUCESTER, ee 














pur-- Ot fw, SENSATIONAL... NEW 
ViniMoTOR PRaqnayis 


2.4 H.P.——4 CYCLE—AIR COOLED 





LESS WEIGHT! 
more COMPACT! 


/ 


LESS SPACE! 
MORE ADAPTABLE! 


AT ONLY 








BETTER PERFORMANCE PER DOLLAR, 


Engineered for increased efficiency. Smoother running, with 
its centrifugal type governor, its geared pump with forced 
feed and splash oil system. More dependable power, with a 
high-tension crankshaft magneto. ULTIMOTOR is precision 
machined, lighter and more compact than most engines of 
ible re- lower rating, its outstanding performance proven by on-the- 
ur store job comparison. 


For Full Information Write Box HA DREM EL M 5 d 
Exclusive Territories . Available oto- an er 
; — Saves Time — Saves Effort 
UEBELHOER BROS., Inc. SELLS ON SIGHT! 
848 KENSINGTON AVE., BUFFALO 3, 0. ¥, 
It’s here! — an inexpensive electric sander for home or shop . so 


ET poles 5 ’ , 
easy to handle that a child can use it. The new Dremel ‘’Moto- Sander’ 

is welcome news to dealers. There isn’t an electric sander on the 

market as light, as practical and low priced as the new Moto-Sander 

. it's the only one of its kind! Does a beautiful job of sanding 


— delivers 7,200 strokes a minute. Just guide it. Gets into places 
other sanders can’t reach. Cam-Type-Clamp paper holder permits 
changing sandpaper in seconds. Moto-Sander has only two moving 
parts . . . never needs oiling . . . weighs only 21, Ibs. 


POLISHES WAXED SURFACES ! 


The new Dremel Moto-Sander may also be used for speedy, effortless 
polishing of waxed furniture and other surtaces. ('%” thick felt polish- 
ing pad furnished). Your customers will want Mofo-Sander on sight! 
Write today for details. 


FOR STILL MORE PROFIT! 
MOTO-TOOL 


THE “POCKET-SIZE MACHINE SHOP” 


Moto-Tool is packed: with more 



















co. 


O, ILL. 























MILFORD 












—_ 
















+ 4 convenience and long life features 
‘agi * FLEXIBLE REZISTOR than any other hand grinder “ 
s. per ‘ more popular than ever for grind- 
. ll 
inently a L A D ES cannot break os pa Mage = - Ie a MOTO-TOOL 
tomers . | other operations. High-speed steel No. 2 
. or shatter in the frame... $23.50 cutters and other Accessories bring $] 50 
The only safe on every job in skilled ey Cy Sees 6. 
| 
— blade with or unskilled hands.... ™ New ..... ~. 
e. ° . | f 
“Easy-Starting Made of a new high- Just Guide It! PORTABLE j 
stores, ' | DRILL PRESS | 
ck aie Teeth” speed steel with only | 
an exclusive the teeth hardened Electric ONLY $9.95 jl TOOL) 
MILFORD ... the back is tough MOTO-SAW Dremel’s new portable 
, | ; precision drill ress re- 
feature. and flexible. Cuts | This sturdy elec- tails at an re am low 


tric scroll saw ONLY price. Moto-Tool owners 
works like magic. are snapping it up — for 
ease. | Blade travels $5.85 only $9.95! Great tor han- 

7,200 strokes per dling fine work—creating 
minute ! Write (COMPLETE costume jewelry, model 
today for infor- WITH making, etc. Urilizes 
mation on Moto- 4 SAW Model 2 Moto-Tool which 
Saw. Sells for BLADES can be quickly removed 
only $5.85/ ) for off-hand use. 


DREMEL MANUFACTURING CO. 


stainless steel with || 
> keep YOUR STOCK ' 
ASSORTMENT UP 




















Saw Specialists Exch 


NEW HAVEN 5 NN A DEPARTMENT 158-L ° RACINE, WISCONSIN, U.S. A. 
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(‘Join with GARDINER Solder! 


Federated Gardiner Brand ACID 
CORE SOLDER is scientifically al- 
loyed from the purest metals, 
resulting in a precise composition 
which will give strong, lasting 
bonds. For automotive and general 
work. Comes in 1 Ib. & 5 |b. spools. 





Fedele - 
METALS DIVISION a 
AMERICAN SMELTING & REFINING COMPANY tela @ 





WHITING, INDIANA (CHICAGO) 















ASK 
YOUR 

JOBBER 
TODAY! 


STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 





Made exclusively for | 


AMERICAN IMPORT CO., San Francisco, California 











STATESMAN 


NYLON 


BAIT CASTING LINE 


Smoother... stronger ... smaller 
diameter ...and unaffected by 
salt water! Carefully made by a 
Norwich special process—in nine 
tests from 9 to 50 pounds. 

Ask your Jobber Salesman! 


CTW SP) (WYP Wf 
WORWEC > 


LINE COMPANY, Inc. ~ 
The Line of Champions 
NORWICH, N.Y. 











. 
: zee. 4 5 6 & & .» » t * *,. P 2 x eB 
3 H 


Good Selling Rules | 


Straight Edge Rules up to 84 inches 
Made of Duralumin—strong as steel—light as wood. 
Will not rust or tarnish. Clear plain figures—very easy 
to read—make measurements discernible in dimest light. 
The straight edge rule can be used for cutting mats, 
paper, leather, glass, etc., also for drawing. These at- 
tractive rules make useful gifts. 

Write for trade prices. 


The Fairgate Co., 246-5th Ave., New York 1, N. Y. 








’ 











gphRcliné GIFT for Christina. 


ORDER AT ONCE 


It’s back! The famous 
Foley:Food Mill wrap- 
ped in cellophane for 
Christmas-giving. It 
makes a sparkling coun- 
ter display—will sellit- 
self. No extra charge for 
cellophane wrapping. 
Nationally advertised 
December. 


Retail 
FOLEY MFG. CO. 
Minneapolis 18, Minn. 


Name Foley T.M. Reg. U.S. Pat. Off. 1 


AVAILABLE THROUGH YOUR JOBBER 



















Wrapped in 
Cellophane | 










winpow Brush Wa UCSB) 00: 
and SQUEEGEE 







lr'here’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular | 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- } 
dow Brush and Squeegee. Toi-La-Kieen, and the long | 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today 


MINUTE MOP (0. 


330 


i3 E. 23rd. St. 
CHICAGO 16 ILL. 








The original sponge- 
rubber strip with 
patented no-stretch 
fabric back! 


DURKEE | io / 
Oy | AEWOOY / 


DOR-TITE 


STOPS saueaks, 


RATTLES, DUST AND DRAFTS. 
1000 USES IN CARS AND HOMES, 


DURKEE-ATWOOD CO. 


MINNEAPOLIS 13, MINNESOTA 


















Manufacturers of Rubber& Chemical Products Since 1910 








When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes {t?” 
look in the General Directory Section of the "Who Makes [¢?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 
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SE SELL 1 THE “FIRST CHOICE”... IT’S ELECTRO - LINE 


Electro-Line Fence Controllers —"First Choice” for Eye 
Appeal — Customer Satisfaction — Dependability and 
Economy. The complete line—Electro-Line—A controller 


for every purpose. Order From Your Local Jobber 


ry ane 

















FENCE CONTROLLERS 


ELECTRO-LINE PRODUCTS CORP. 
120 North Broadway 
Milwaukee, Wisconsin 


me) 
tt 
} 
J 
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pe | F TE RY qualit) 


BARREL TOP MODEL Improved! 
4+ All Steel Construction 


Here is the first real quality post-war 
ash sifter in the same old popular style. 
Made of heavy 2!/, mesh, 18 gauge 








steel wire cloth locked and welded 
ys is Top D Diameter into heavy metal rim. 
43” Haccile Welded handle loops. 
OBBERS: If you have 
SOLD THRU JOBBERS !, cpr Phe 
DEALERS: Send for name of woarest | eaten, 
. . « CIRCULAR ON REQUI 














1100 ALTAMONT AVENUE 


wt |. BRUSHES 
Touch-Up Bronzing 


Marking Varnishing 
Enameling Lacquering 


SCHENECTADY 7, N. Y. 









Send for Descriptive Folder. 





Order from your Jobber 464 WEST 241) STREET NEW YORK | NEW YORK 


















] Mey ont Looks, Low Prices mane 
© WING NUTS Sell Fastet! 


When you offer your customers GRC 
Wing Nuts, you're offering them the best! 
GRC makes them better looking, strong 
and durable—to sell at lower prices. 
Rust-proof zinc alloy in all commercial 
finishes. All popular thread sizes. 





IMMEDIATE DELIVERIES IN ANY QUANTITY 
. Also makers 

of fast- 
SEE YOUR JOBBER selling E-Z 


Cup Hooks 





Jobbers' Inquiries Invited 


| 
789 East 132nd Street, New York 54, N. Y. 


MANUFACTURERS’ REPRESENTATIVES> CHOICE TERRITORIES OPEN 





















Precision Built to 
Do a Better Job FASTER! 









SHELTON PLANE & TOOL MFG. 


co., SHELTON, CONN., U.S. A. 
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PRODUCTS CORP. Dept. HA-10 Kokomo, Ind. 


MASONRY DRILLS 


witH Carbide tips 








MR. MANUFACTURER: 
One low-cost contact gives you 






@ NATION-WIDE DISTRIBUTION 


PW tele! 15531 Sa el tol ilels 201 
@ FORCEFUL PRESENTATION 






HEX BODY 
EXTRA LENGTH 
STRAIGHT FLUTE 


Pest has an assured buying market of over 


holesale hardware liscril 


3 


TYPES 


21650 HOOVER RD. OEROIT 13, MICH. « 5210 SAN FCRNANDO RD. GLENDALE 3, Cal 


| ] 
tail hardware dealers 
oton to insure you Continud 


ellenpel amy elas) 


TRU-TEST ° ee . ae ae 


650 SOUTH CLARK STREET @ CHICAGO 5, ILLINOIS 











YOU’LL NEVER MISS A SALE 





PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 


Housto 


a tite 





© The Most Complete Line 














BOOSTS washer life. Perfect water seal is 
WASHER assured. The floating washer stops since 1899 
STOPS PROFITS faucet drip...ends water waste. 
WASHER Available in %", %" and Ya" © Nationally Advertised 
TROUBLES 15¢ sizes. Order through wholesale meNT 
hardware jobbers. IMMEDIATE snip 
AL 
ED THE GOLD MED 
PERFECTION suromere CQ MATE, SAFETY OF JACKS 
MACHINE . BY THE AMERICAN 
2558 East 93rd Street Cleveland 4, Ohio TEMPLETON, KENLY & CO., OF SAFETY 
Chee 


0 44, Hlinots 








PICTURE 
HANGERS 


Estab. TATE 1872 





DEALERS 


JOBBERS 
| ples, price 


i 
RE 7 |= 
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Closet Rod Brackets * Wardrobe Loops 


























A 
Cup Hooks + Push Pins PUSHLESS PICTURE HANGERS * PUSH-PINS a 
Friction Catches * Shower Curtain Hooks - The VERY BEST that money can buy. Sell them to your cus- 
Picture Wire> Coiled Wire- Spooled Wire tomers with COMPLETE CONFIDENCE. Nationally advertised. 
rs  S MOORE PUSH-PIN CO. Since /200 
E. uw TATE CO. BOSTON, MASS., U.S.A. 113-25 BERKLEY ST PHILADELPHIA 44, PA. 
— - - — : : as nine : Singing fis! 
ie — Sponge, the 
FOLLOW THE LEADER IN ‘“‘Want Ad" ADVERTISING— ae 
Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know from ex- a 
the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 
tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- Ree 
seller, employer and employee. tising. Follow the leader. 
HARDWARE AGE _ Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. ¥ ®« 
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BODY 
NGTH 
FLUTE 











4, 








MOST ALL SIZES ON HAND 
Atlas Nail Co.. Ine. 


20 N. Wacker Drives Phone ANdover 3-3068*Chicago 6. IIL 
*NOTE: WE WILL BUY YOUR SURPLUS NAILS 








vet 


ACE “‘Lite-O-Glass”’ 


Trade Mark 


$7 50 


100 Lin. Ft. Rolls 






FREIGHT 
PREPAID 


Per 100 
Sq. Ft. 





A fine mesh galvanized screen wire, 


* Insures Sunlight imbedded in a solid sheet of water- 
*® Crystal Clear 
© Shatterproof 
© Waterproof 


© Flexible 


ACE WINDOW SCREEN CO. of America 
711 Main St. 1634 South Pulaski Rd. " 6605 Hollywood Bivd. 
Houston 2, Texas Chicago 23, Ill. Los Angeles 28, Calif. 


proof transparent glazed coating. May 
be cut with shears and tacked any- 


where. Available in 36” widths. 


Liquid | 
ER... 3 to 12 Times Faster... | 
— with Better Results | 


i 


@ PAINT THINNER ..- “Best Grade” Reducer 


ENT-PENETRATING OIL .-- 
— a A Squirt Stops o Squeak 





| DEALERS... Ask Your Jobbers. 
| JOBBERS... Ask us for som- 


ples, prices and particulars 
shout this Line of Giants. 


TIME SAVER DIV. CELCO CORPORATION 
110 East 42nd Street, New York 17, N.Y MU 5-9022 








<2 
Wise fish say: There’s no sponge like Amsco Mediterraneons, of the 
——_ 

~——~— highest standards since 1869 

Immediate delivery of Soft Wools (Cubon type) and extra 
strong Wools (Rock Island type): washed up or compressed in boles, 
assorted, packed and modestly priced. 


DUETS : 


b 
Singing fish tune in with “Duets, Duets”, absorb water like o of 
Sponge, then clean, dry and polish like a chamois. 


For wall washing, scrubbing, o 
oP fg 
fia) 
Kors Se 


natural 2-in-1, also for auto wash && 
Specialists in sponges since 1869 


is MEDITERRANEAN SPONGES 





re 
Ane 


~_. 






ond polish. 

Individual packings, oll sizes 
from 11 x 10 to 16 x 28. 

Orders filled within 10 days, for 
duets, chamois ond sponges. 


AMERICAN SPONGE & CHAMOIS CO.. Inc. 
51 T, NEW YORK 7, N_ Y 





ANN S 
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Designed by a practical 
stockman, proved over 
ten years in use, the 
FENCE LINE GATE 
LATCH is _ factory-pro- 
duced of sturdy %4"" steel 
rod and heavy duty strap 
hooks. Practical on all 
wire fence gates. Safe, 
secure, easy to operate 
from either side. (Dealer 
inquiries invited.) 


se ff 


See your dealer or clip this ad 
and mail with $2 cash or M.O. to 


Pat. Applied For 





DEPT. HA-1, HYANNIS, NEBR. 





Kromex 
FRIG-1-TOR* 


= high-style insulated ice bucket at a take-it-away price. 


* Trode-mork 


KROMEX, CLEVELAND 6, OMID, 








SENSATIONAL 
LOW PRICE! 


$9.50 


Medel 27Ci—Twe 7°’ center feed 
cast iron burners mounted on indi- 
vidual adjustable pedestals, 3 gel. 
METAL OIL CONTAINER of rust-re- 
sisting terne plate with ROCHES. 
TER magnetic gauge finished in 
beoutiful white FLEX-O-LAC Forged 
bross one-piece, leak-proof meter- 
ing volve. 












Deluxe Mode! 27VT—Two 7'' heavy gauge steel leak-proof burners. 
Porcelain finish—cleans casier—lights faster. 6"° high stainless 
steel perforated shells. Oil sump and floor base finishe: $ 00 
in white, gleaming porcelain................+s0e000+- 12- 
Deoler Inquiries Invited 











Other models available Write for Catalog 


BARRIDON oOilL BURNER PRODUCTS, INC. 


1429 PARK ST. HARTFORD, CONN. 


“VITAL CAULKING GUNS| 


HAVE NO EQUAL” 


























AND itis 
CARTRIDGES 


The complete original 1st 
line of guns and cartidges 
rotary style single unit handles, all styles; sizes 1 pt. 





to 2!/2 qts. Nozzles from 1/16" up. Vital Caulking Guns feature the 
new "Clear-flow" one-piece tapered nozzle—no strain, no slipping, no 
excess weight. Vital-Pak top grade compound cartridges keep guns 
clean, eliminate messy filling. List: from $4.00 to $17.00. Cartridges 
at current prices. Liberal terms. Call your jobber. 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. Cleveland, Ohio 
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assified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 
Positions Wanted 
(Special Rate) set solid, maximum, 
J eee $2.00 
Each additional word......... -05 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more Insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday, 
previous to date of publication, 


Address your correspondence and replies to 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


Classified forms close 15 days 


HARDWARE AGE 

















Help Wanted » = Help Wanted 








HEADQUARTERS ARE IN CHICAGO. 
DUTIES 


REPLIES SHOULD GIVE FULL DETAILS AND 


TREATED CONFIDENTIALLY. 





SALES PROMOTION MANAGER 


A NATIONALLY KNOWN MANUFACTURER OF SMALL TOOLS HAS A HIGH GRADE 
OPENING FOR A MAN WHOSE EXPERIENCE HAS CENTERED 
WHOLESALE HARDWARE AND AUTOMOTIVE SUPPLY COMPANIES. 


INVOLVE SOME TRAVELING, HANDLING SALES PROMOTION 
MAIL, SUPERVISING THE ACTIVITIES OF FIELD SALESMEN 
WESTERN STATES AND ACTING AS SALES ASSISTANT TO SENIOR OFFICER. 

SALARY AND BONUS PLAN WITH POSSIBLE EARNINGS OVER $10,000 ANNUALLY. 
INCLUDE RECENT SNAPSHOT. 
WILL BE ARRANGED AT HOME OFFICE AT OUR EXPENSE. 


ADDRESS BOX M-529, CARE OF HARDWARE AGE, 100 EAST 42nd ST., 


AROUND SELLING 


PROGRAMS BY 
IN 30 MIDWESTERN AND 


INTERVIEWS 
YOUR REPLY WILL BE 


NEW YORK 17, WN. Y. 














TWO SALESMEN, TO REPRESENT OLD 
ESTABLISHED HARDWARE HOUSE in| 
Philadelphia and Adjacent Territory, calling on 
the retail trade. Please give all details as to past | 
experiences. All replies will be held in strict 
eonfidence. Car necessary. 
Address Box M-530, care of Harpware Acer, 100 
East 42nd St., New York 17, N. Y 








SALESMEN WANTED 


By a long established, well rated manufac- 
turer of a complete line of leather dog collars, 
harnesses, etc. Opportunity for experienced 
men calling on retail hardware and variety 
stores. Protected territory; liberal com- 

mission. 
Address Box M-563, 
100 East 42nd Street, 


care of HARDWARE AGE 
New York 17, N. Y. 











PAINT SALESMEN 


WANTED 


An established New York Paint Manufacturer 
producing a complete line of paint and var- 
nish products for the dealer trade is looking 
for top-flight, hard- hitting paint salesmen for 
the following territories: Upper New York 
State, Ohio, Indiana, Eastern Pennsylvania, 
Delaware, Maryland. 

To such men, with following among paint 
dealers and distributors, we will turn over a 
number of active accounts liberal 
drawing against commission. 

Furnish complete details of experience in paint 
business, references, age, etc. All replies in 
strict confidence. 


ROBERTS PAINT CORPORATION 
515 Bryant Avenue, New York 59, N. Y. 





and pay 








Salary and expenses. | 


CUTLERY MANUFACTURER HAS WIS 
CONSIN AND MICHIGAN TERRITORIES 
OPEN for Salesman to sell to hardware, sporting 


goods, department stores, and drug stores re 
tailers. Must have own car. Over two-hundred 
accounts already established. Straight commission 
Reply Box M-560, care of Harpware Ace, 100 
| East 42nd St., New York 17, N. Y 

SELL HAND AND POWER LAWN MOW 





ERS TO DEALERS, DEPARTMENT STORES 
AND CHAINS. Drop ship from factory at low 
prices, fine quality. Midwestern shipping point 
Commission, No application considered unless it 
states exact type of trade, territory you covet 
and lines now handled. Address Box M-554, 
of HARDWARE Ace, 100 East 42nd St., 
York 17, . 


care 


New 


317 Stanton Street, 


_] | [Sales Representatives Wanted] 


PLUMBING SPECIALTY FIRM IN NEW 
YORK CITY has Various Territories Open for 
Representatives to sell to Hardware and Plumb- 
ing Supply Jobbers. Akron Supply Co., Inc., 315- 
New York 2 ce. 


SALESMAN — YOUNG MAN FAMILIAR 


WITH PAINT INDUSTRY to sell Specialties 
to established dealers and jobbers in Delaware, 
Maryland, District of Columbia, Virginia, North 
Carolina. Write fully to Wilson imperial Com 
pany, 115 Chestnut Street, Newark 5, New Jersey 


PAINT SALESMEN WITH FOLLOWING, 
MANY TERRITORIES OPEN. Liberal com 
|} mission. No objection side line. Excellent future 
with reputable firm manufacturing complete line 
“top quality” products, soundly merchandised, 
competitively oibel Write full informat 
20th Century Paint & V arnis h Cor $56 Driggs 
Ave., Brooklyn 11, 





SALESMEN WANTED 


SEVERAL GOOD SALES TERRITORIES ARE 
NOW AVAILABLE, ON A COMMISSION BASIS. 
IF INTERESTED, WRITE GIVING DETAILS AS 
TO EXPERIENCE AND LINES CARRIED. 


EARLE HARDWARE MFG. CO. 
READING, PA. 

















SALESMEN WANTED 


Manufacturer of an outstanding, branded, nationally 
advertised bathroom item has openings for several 
salesmen with extensive following among retail hard- 
ware and housefurnishings stores. Territory open east 
of Mississippi River. Outline area eovered and com- 
plete details in first letter. Own car necessary. Lib- 
eral salary and bonus arrangement. 
Address Box M-545, care of pAnewARE aes 
100 East 42nd st 7” New York 17, 








SALESMAN TO SELL MANUFACTURER'S 






FAST SELLING COMPLETE LINE of 
Wooden Folding Clothes Dryers, Accordion Typ 
to jobbers, department, hardware, furnitut na 
chain stores. Liberal commissions and excellent 
repeat order items. A staple side line with year 
round business. Beautycraft, Inc., 1569 Beacon 
St., Brookline, Mass 


SALESMAN OR MANUFACTURERS 
AGENT covering either or both Illinois and Mis 
souri, calling on all or any of the following 
Wholesalers and Jobbers: Notion, Novelty, Var 
ety, General Merchandise, Drug, Grocery, I 
lobacco, Paper, Dry Goods and Hardware 





ous complete good lines available, such as 

tapes, bandages, etc., combs, all types, shoe laces 
mercerized, work, sport, pot cleaners for homes 
and institutions, and others. Address Box M-562, 

ae of Harpware AcE, 100 East 42nd St., New 
York 17, N. Y. 





THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 100 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are one hundred complete factory 
lines and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager, Box M-272, care of Hardware Age 
100 East 42nd St., New York 17, N. Y 











SALESMEN WANTED 


Line ol 
few oice 


Leading Manufacturer, Complete 
Leather Dog Furnishings, 


protected territories open for experienced 


has a 
men 


and 





with following among retail hardware 
housefurnishing stores Liberal commission 
Address Box M-278, care of Harpware AGE 
100 East 42nd St., New York 17, N. Y 
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[Sales Representatives Wanted] [Sales Reprevenialines Wankel | Accounts Wanted —s«i 





SALESMEN WANTED BY WELL ESTAB 
LISHED WHOLESALE HARDWARE AND 
GARDEN TOOL CONCERN. Must be ex 
perienced—with following, to call on retail hard 
ware stores in the following protected territories; 
Southern and Central New Jersey, East Long 
Island, Fairfield and New Haven Counties in 
Connecticut. Drawing against commission plus 
car expense. 
ware AGE, 
N. Y 





100 East 42nd St., New York 17, 


SIDELINE SALESMEN WANTED BY A 
MANUFACTURER of One-Cell Key Chain 
Flashlight, and Two-Cell Penlight to call on drug, 
hardware, novelty, tobacco, auto supply jobbers, 
and department stores. Liberal commissions. 
Address Box M-550, care of Harpw ARE Ace, 100 
East 42nd St., New York 17, Y 


SIDELINE SALESMEN. EXCELLENT 
SPECIAL FOR CURRENT AND CHRIST 
MAS SEASON for hardware, variety and de 
partment stores. Complete stainless steel coping 
saw set. Very attractive retail price, discounts 
and commission. Immediate shipments. Fully 
protected territories. Phalanx Stainless Steel Inc., 
Lovegrove Street, Baltimore 2, Maryland. 


1899 


OLD ESTABLISHED MANUFACTURER 


OF TOOLS selling to hardware jobbing trade is 
making several changes in sales territories. Open 
to consider additional commission salesmen with 
est sbi shed clientele. Correspondence invited. Ad 
dress Box M-566, care of Harpware Ace, 100 
East nd St., New York 17, N. Y. 

SIDELINE SALESMEN, SMALL - TOWN 


COVERAGE. Houseware, Hardware, Appliance 


Stores. 744% commission. Catalog includes auto 
matic toasters, irons, bathroom cabinets, gas and 


electric hot plates and stoves, roller-skates, chrome 





stools, play-pens, space-heaters, ironing 

folding rulers, broilers, plastic seats, swings, 
many others. Address Box M-542, care of 
Harpware Ace, 100 East 42nd St., New York 
a. a. Oe 

WANTED—FACTORY REPRESENTATIVE 
WITH ESTABLISHED TERRITORY, to sell 
Hickory Tool Handles, with other allied lines, on 
commission basis. Write Box M-555, care of 
HARDWARE AcE, 100 East 42nd St., New York 
17, N. Y., giving territory you cover and all 


pertinent information. 





REPRESENTATIVES TO CONTACT LUM. 
BER HARDWARE AND IMPLEMENT 
DEALERS with Newly Developed Tool. Lowest 
priced line in its field. Pays high rate of com 
missions, Part time men considered. Exclusive 
territory. Full credit on all repeat business. A 
few territories still open in Eastern, Southern 
and Western States. Robert M. Warren Co., 37 
N. Arlington Ave., Indianapolis, Ind. 


DISTRIBUTOR OF SCREWS, NUTS, 
BOLTS AND MISCELLANEOUS HARD 
WARE desire Qualified Salesmen to handle our 
Items. May also handle non-conflicting sidelines. 
Please give full particulars in first letter. Com 
mission basis. Address Box M-557, care of 
Harpware Ace, 100 East 42nd St., New York 
i. i 4 





_REPRESENTATIVES WANTED. NEW 
COMBINATION FLAME-MOTHPROOFING 
COMPOUND AND FLAMEPROOFING COM- 
POUND. These products have tremendous po 
tential sales volume. Liberal commissions. Choice 
territories open in retail, jobber, institution, and 





industrial fields, Write giving details of trades 
and territories covered, etc. Halron & Co., 121 
Broad St New York 4, N. Y Bowling Green 
d.7RKR 


boards, | 


Bi 


SAL 


HE 


ES REPRESENTATIVES 
BEST 


WANTED 
MERCHANDISED LINE 


Household Brushes and Mops selling to whole 


salers has openings for representation. Exclusive 
territories with repeat protection. Address The 
Gilbern Co., 126 N. 3rd St., Philadelphia 6, Pa 


Address Box M-558, care of Harp- | 


HARDWARE AND HOBBY LINES. Aero-Lite 
Personalized Lighters with initials DeLuxe 
| barbecue set. Spatula; scraper, steel fork. Nickel 
| plated. Rust proof. Rotacut Maytag gas and 
electric lawn mowers. Farmco sickle bar mower 
| with Clinton engine. Drop shipments. State ter 
ritory desired. Farm Products Co., F-2158, Ex 


MANUFACTURERS 


| celsior Springs, Mo. 


of 


AGENTS FOR HOT 








Accounts Wanted —s«| 








SOUTHEASTERN STATES 


Manufacturer’s 


Staff 


Commission basis, Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 


9822 


Agents. Established 1926. 


of 5 men. Cover trade 4 times yearly. 


N. E. 2nd Avenue Miami 38, Florida 














We develop and push the foreign sales of your 
product, handle all diffieult paper-work, pay you cash, 
relleve you of expense and headaches. Annual turnover 
$1,500,000. References and details on inquiry. 


21 West Street 


SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 


KURT ORBAN CO., INC. 
Exporters Purchasing Agents 





New York, N. Y. 











ANCO CORPORATION Pittsburgh 22, Pa. 
New York @ Philadelphia @ Detroit 


Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 


NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 


Branch Offices 
Cleveland @ Louisville 








R 


Chicago 
Aggressive Manufacturers’ 
Hardware and General Merchandise 
partment Stores, 
Will accept qualified line 





TIR 
EAL 


ED OF 
SALE 
and 


ORDER-TAKERS, 
SMAN? Intensive coverage of 
Greater Chicago Area offered by 
Representative selling 
Jobbers, 
and Mail Order Houses 
of hardware or house 
best 


Chains 





| ware. Valuable contacts, references 

| Box M-546, care of Harpw are Ace, 100 East 
42nd St., New York 17, N 

| OLD ESTABLISHED PACIFIC COAST 


FIRM with long-time contacts and highest repu 
tation 


tacting Eastern or 


interested 
Manufacturers 


in con- 
of 


in Housewares Field, 
Midwest 


Housewares Items who are anxious to establish 


or 


ho 


improve 
| sales setup. 


use 


HIARD WARE 
> 2 


N 


Western Distribution. Aggressive 
Modern fireproof plant with ware 
Address Box M-559, care of 
100 East 42nd St., New York 


facilities. 
AGE, 





MANUFACTURERS’ AGENTS 


puveraeree covennes BY 4 MEN COVERING 

LL., IND., & WISCONSIN. SELLING HDWE. 
JOBBERS & HOWE. CHAINS, AUTOMOTIVE 
RETAIL CHAINS, ELECTRICAL 


R 
THEIR RETAIL DEALER ORGANIZATIONS. 
LEE E. LANE COMPANY 
Michigan Ave. 


624 Se. Chicago, Ulinels 














AVAILABLE 
WEST COAST REPRESENTATIVE WITH 
WAREHOUSE FACILITIES 
Vigorous sales organization, 10,000 square feet ware 
house facilities in heart of Los Angeles, financially 


responsible, desire distribution to hardware jobbers, 
lumber chains and larger hardware dealers. 


Address Box M-553, care of yong ge m nae 
100 East 42nd Street, New York 17, N 








LINES WANTED 


MANUFACTURERS’ AND DISTRIBUTORS’ REP- 
RESENTATIVE CALLING ON RETAIL HARD- 
WARE, ELECTRIC APPLIANCE STORES, 
BUILDERS’ SUPPLY a. DEPARTMENT 
STORES, WANTS DIRECT S OF GOOD 
TOOLS, ELECTRIC SUPPLIES, “APPL IANCES OR 
FISHING TACKLE. TERRITORY TEXAS GULF 
COAST AND RIO GRANDE VALLEY. 
Address Box M-564, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











WANTED HARDWARE LINES AND 
BUILDERS LINES for the State of Florida 
Address Box M-547, care of Hampware Acz, 

| 100 East 42nd St., New York 17, N 


| wholesale hardware and building material outlets 


WANT A} 


De- | 


Write | 


MANUFACTURERS REPRESENTATIVE 
WITH EXTENSIVE SELLING EXPERI 
ENCE in the plumbing, hardware and mill supply 
fields desires a high quality line. Prefers Indiana 
and Surrounding Territory. Address Box M-551, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y¥ 


LINES WANTED, CAPABLE AND FINAN- 
CIALLY RESPONSIBLE SALES ORGANIZA 
TION desires to handle several well known lines 
in Missouri and Illinois. We contact retail and 


Warehouse facilities Box 805, St 


Write P.O. 
Louis 1, Mo a 


ESTABLISHED MANUFACTURERS REP- 
RESENTATIVE WITH SEVERAL HUN- 
DRED PRODUCING CONTACTS, wishes 
Items including Work Gloves and Glassware, for 
department, chain, drug stores and jobbers in 
the States of Michigan, Ohio and Indiana. Earl 
Morgan, 1415 Glynn Court, Detroit 6, Michigan 





| Positions Wanted | 


EXPERIENCED HARDWARE SALESMAN 
DESIRES POSITION AS SALES REPRE- 
SENTATIVE with one major manufacturer. 
Several years have sold in Philadelphia, Eastern 
Pennsylvania, Central and Southern New Jersey. 
Established, know credit standing of jobbing, 
retail and department stores in this territory 
Use auto, Furnish A-1 reference. Address Box 
M-552, care of HARDWARE Ace, 100 East 42nd 
St.. New York 17, 





(Classified Opportunities continued on page 336 
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Classikied Opporvtunilien. Section... 


| Positions Wanted | | Business Opportunities | | Business Opportunities | 























POSITION WANTED. EXPERIENCED FOR SALE—FURNITURE AND HARD- WANTED—HARDWARE STORE. WANT — 
HARDWARE MAN. Purchasing Agent for 30 | WARE STORE AND BRICK BUILDING, cor- | TO BUY SMALL, ESTABLISHED HARD. 
years, tools, builders and shelf hardware. Can | ner location, size 60 x 100 ft. in factory town, | WARE STORE in New England, with general 
furnish references. Address Box M-565, care of | over 10,000 population. Northern Minnesota. | hardware lines serving rural-urban community, 


Harpware Ace, 100 East 42nd St., New York | Must sell because of sickness. Full information | Address Box M-549, care of Harpware Ace, 100 
j ae Ff 























17, N. Y to interested parties. Will reduce stock to suit | East 42nd St., New York !7, 
purchaser. Address Box M-561, care of Harp- 
en ian manes sa aeoneenemeaneat wARE AGE, 100 East 42nd St., New York 17, 
N 4 -_—— — — —_—- ——————___—_—_— —— —— 
WANTED — POSITION WITH LARGE 
MANUFACTURER, who is interested in Ken- | —— cae sii iea egal 
tucky, Tennessee, and So, Ill. territory, well | O NT CLOSING OUR BUSINESS AFTER Wr J 
gece pa all lines of the a eg | oncae pny A a at nae DEPARTMENT | nhcsainiin tye # alr ins ~ td = | F 
1 ee ears , i say on pat gad me — bh c = innual business of over $300,000. Two Story Cit Elec : cr 7? ot 00 -, F nt 7 an Hor 
Ace te ys le cea dealers and large hdw. anc we Bldg. 50 x 140. Real Estate and Fixtures ap- | * ad F Sr Self Me. te wnaeting Pp a 
trical dealers, well acquainted on territory. Ac praised at $62,000. Stock approximately $75,000 anc our Self Measuring awser umps eac 
dress Box 506, Paducah, Ky. All cash not. necessary hddvess Box 6-556 with one hundred twenty-five gallon cellar tank. 
care of Harpware AGE, 100 East 42nd St. New | Address Thornton & Co., 175 Bloomfield Ave. 
—— . York 17, N. ¥ 7 ia ing Newark, New Jersey 
GOOD DETAIL MAN, BROAD OFFICE —_ oe _ a ee 


EXPERIENCE includes sales letters, quotations, ‘ oe — a 
analysis, catalogue, advertising production, war- WHOLESALE HARDWARE — HOUSE 
time procurement, priorities, office management, | WARE. Owner's larger interests forces sacrifice oe . wie co a , 
12 years with one hardware manufacturer, miar- | sale of this palma Business; established 1936, INTERESTED IN BUYING CLOSE-OUTS- 
ried, B.S, degree, sensible salary requirements. | netting $25,000. Priced at inventory, (about $60,- | DISCONTINUED LINES—Special Sale Mer- 
Prefer N. Y. or Penn State outside of Metro- 000.) Modern building 6,120 sq. ft. Percentage chandise for Cash. Manufacturers Seconds Bought A 
politan Area. Address Box M-464, care of HARrp- | basis lease. For your share in prosperity of the | On Contract Basis. Send samples and complete 
ware Ace, 100 East 42nd St., New York 17,| world’s fastest growing city, contact U. S. information. Not interested in small quantity lots. 
N.Y. Realty Sales, 1800 Austin St., Houston Texas. Write, wire, or call Melford F. Brandenburg, 
ae 4 1355 Market Street, San Francisco, California. —_— 
= 
Ss 


Tel. Unl 2727 ex. 143. 


























B . , i aki 1 
L Opp _] UNUSUAL OPPORTUNITY ean ae aes ar ~ 
| | HARDWARE, APPLIANCE & SUPPLY BUSINESS lacing PnITCe INVENT ’ . 
OPPORTUNTIES IN MANY COMMUN || in Dallas, Texas. Established over quarter cen- || MUST REDUCE INVENTORY. Gas ranges, 
TIES FOR THE PURINA FRANCHASE — | | tury. Clean well diversified stock, good lease. | | clectric ranges, electric refrigerators, kerosene 
Purina Chows for livestock and poultry, sanita- | | Business making money. Selling at inventory || refrigerators, reach-in refrigerators, freezers, 
tion products, farm supplies under Checkerboard | (approx. $22,500.00) because of other interests water coolers, kerosene stoves, radios, metal beds, 
label, rural America’s best known trademark. | | Address fans, motors, small appliances. Will sacrifice for 
Find out what being a Purina Dealer can mean L. N. MASON | immediate disposal. Address Box M-548, care of 
to you. Write Dept. C., Ralston Purina Ce... | 704 Greenbiar Lane Dalias 8, Texas Harpware AGE, 100 East 42nd St., New York 
2505 Checkerboard Square. St. Louis 2, Mo 117, N. ¥ 
SER 
Sim plify Yo ur Stock Taking with the ~ 
OF 
LA\ 
LEA 
HARDWARE AGE WHITE INVENTORY SHEETS 1 
Pn 
You ean make your annual inventory taking an easier. surer the best ever—they are even more simple, more convenient and 
job by using the HARDWARE AGE WHITE INVENTORY easier to use. Our entire effort was directed toward making 
SHEETS which 1,000 leading retail hardware dealers helped your annual inventory taking an easier and surer undertaking. 
= Cale. ' These WHITE INVENTORY SHEETS will fit the HARD- 
From the many suggestions received this sheet was designed WARE AGE Inventory Sheet Binders which are used by thow 
to sell at a new low price—200 sheets for only $1, plus a sands of dealers who reorder their Inventory Sheets from us 
25¢ mailing charge. As these sheets are printed on both sides year in and year out, 
of white paper, this means you really get 400 pages of inventory Due to the exceptional low price at which these sheets are 
record sheets. Each side of the sheet has room for 28 items. sold and which applies to the United States and its possessions 
Your $1.25 investment provides inventory space for 11,200 items. only, please have your money order or check accompany your 
During the past years, thousands of retail hardware dealers order. 
and wholesalers have used millions of HARDWARE AGE Make your inventory taking this year easier and surer with 
Inventory Sheets because they found them simple, convenient these WHITE INVENTORY SHEETS. Use the coupon below 
ind handy to use. The WHITE INVENTORY SHEETS are to order your supply today. 


ceweeeescessssnneseseesceeeseses USE THIS COUPON wnnnnn nanan nennnn nnn nn nnnnnnnnn* 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





Gentlemen: 
Here is my $ Please send me hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
charge). Also send me Binders (50¢ each). Send these to me by return mail. 
NAME ; ws Se FIRM NAME 
ADDRESS , sale aac , STATE 


E 
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RE. WANT 
[ED HARD.- 
with general 
1 community, 
ARE Ace, 100 
£ 


>S AFTER 
highway im- 
Builders and 
ling Fixtures 

Pumps each 
1 cellar tank. 
omfield Ave., 


LOSE-OUTS- 
1 Sale Mer- 
conds Bought 
and complete 
quantity lots. 
Brandenburg, 

California. 


Gas ranges, 
rs, kerosene 
rs, freezers, 
;, metal beds, 

sacrifice for 

548, care of 
, New York 


venient and 
ard making 
ndertaking. 


he HARD- 
ed by thou- 
sts from us 


sheets are 
possessions 
npany your 


surer with 
ipon below 


25¢ mailing 


t 4, 1948 


CARPENTERS ose 
—— 
ree oi 


“yA 


i 
\ AND ALUMINUM 


ASK YOUR DEALER 





ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 


*AND DURABILITY: 


maves Toots MAYES BROS.TOOL MANUFACTURING CO. Inc. Port Austin,Micn. 


ELS 


or NPN elce Ze): 
ASKING 














'Stob WINDOW RATTLES 


WINDOW ATTACHMENT 


e Easy to Install + Fits All Windows 
e Can't Rust *« Saves Fuel + Set of 4 
with Brass Screws on Attractive Dis- 
play Card. 
Nickel Plate Finish—Retails 35c set 
Bronze Finish — Retails 30c set 
Order Today! 
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i \ 


— 





















A. a S I N C H 8) K keeticans pe 


SELL THE yo 
‘4 EST. 1857 








SADDLE LEATHER LINE 


@ Holsters, shell cases, cartridge 
belts, and other Lawrence saddle 











SEND leather sporting goods are profit 
— producers. Made in the West since 
LAWRENCE 1857. Natiorally advertised in lead- 


ing outdoor magazines. Dealerships 
available. Write for information. 


THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 


LEATHER LINE 





OST (sitx) 
*- ett LINE 
AIRLINE (wyiow) 
CASTING LINE 
NEWTON 


STREAMLINE 
(MC Stan 


SILK FLY LINE 
FISHING LINES AIRLINE 
FOR 


NYLON FLY L 
ALL STAR RINCESS pare 
SALES 


FISHERMEN’S FAVORITES 


SOLD THROUGH JOBBERS ONLY 


yt 


The UNCONDITIONALLY GUARANTEED 


EAL RITE 
pRECISION” 


S CAULKING GUN 








4 SIZES 


Leak-Proof 
o 
Easier to Operate 


THE “KING” OF CAULKING CUNS 


SEAL RITE CAULKING CO., INC. 
Mfgrs. of 5 sizes of Caulking Guns 


LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
6001 So. Gromercy Place 6335 Lyndon 192 Green St. 


im Vorld’s Largest Producers of Caulking Materials 





BINDER TWINE 


ROPE - 
BALER TWINE 
TYING TWINF 


| THE ROPE YOU CAN TRUST 
| BECAUSE IT IS ENGINEERED FOR YOUR JOB 


MARBLES 
GUN SIGHTS 


You'll find a good profit in featuring 
these famous precision-made sights for 
rifles and shotguns. Marble's Dealer 
Catalog contains chart showing correct 
sight for any standard make and model 
of gun. 

Three popular sights shown here are 
Marble's Sheard Front Sight, 
Marble's Semi- Buckhorn Leaf Sight, 
and Marbie's Flexible Rear Sight. 


Marble Arms & Mfg. Co. 


640 Deita Avenue, Gladstone, Mich, 


BETTER SIGHTS 
for BETTER SHOOTING 





























* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 


* MARSHALLTOWN, IOWA 


MARSHALLTOWN 
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A 


Ace Window Screen Co. of 
America 


Advance Pump Co. 
Alumicast Corp 


Aluminum Company of hate, 


Alum. Paint Div. 
Aluminum Industries, Inc. 
American Grease Stick Co. 
American Import Co. 
American Mfg. Co. 
American Sponge & Chemels Co. 
American Steel & Wire Co. 
American Tack Co., Inc. 
American Thermos Bottle Co., 
Archer-Daniels-Midland Co. 
Armstrong-Bray & Co..... 
Armstrong Bros. Tool Co. 
Armstrong Co. 


Artcraft Venetian Blind Mfg. Co. 


Arvey Corp. 
Asco Chemical Co. 
Atkins & Co., E. C. 


Atlantic Tubing & Rubber Co. 
Atlas Asbestos Co. 

Atlas Nail Co. 

Autoyre Co., ‘The 


B & T Metals Co... 

Baker Brush Co. 

Barridon Oil Burner Products, 
Barrows Lock Works.. 
Basford Co., H. R... 
Bassick Co., The 

Beacon Co., The 

Billings & Spencer Co. 
Black & Decker Mfg. Co. 
Blackstone Corp. 
Bommer Spring Hinge Co. 
Boss Mfg. Co. . 
Boston Varnish Co. 
Bradford Machine Tool Co., 
Brainard Steel Co. 
Briddell, Inc., Chas. D.. 


Bridgeport Hdwe. Mfg. Corp., The 


Briggs & Stratton Corp. 
Bright Star Battery Co. 
Brooks & Sons, M. S. 
Buckeye Aluminum Co. 
Buffalo Bolt Co. 
Burgess Battery Co. 
Burpee Co., W. Atlee 


Cc 
Cambridge Tile Mfg. Co.. 
Carborundum Co. 
Carpenter-Morton Co. 


Celco Corp., Time Saver Division 


Central Can Co., Inc. 


Central Die Casting & Mfg. Co.. 
Central States Paper & Bag Co... 
.. 306 
. 236 


Chair-Loc Co. : 

Champion DeArment Test Co. 

Champion Hardware Co...... 

Chattanooga 
Co. 


Cheney Memmer Corp., Henry 
Chevrolet Motor Division. . 


Chteage Lock ee 
Chicago Roller Skate Co. 
Chicago Saw Works ... 
Chicago Screw Co. 
Chicago Spring Hinge Co. 
Chicago Wheel & Mfg. Co... 
Chicopee Mfg. Corp. 
Cincinnati Tool Co. 
Clark Mig. Co., J. b.....s0000. 
Clarke Sanding Machine Co. 


338 


The 


The 


ennui & ame. 


..278, 327, 


275 


333 
105 


65 


. 121 
Inc. 


333 
7 
263 


. 276 


66 


. 235 


251 
102 
321 


. 272 


301 
308 
8 


239 


199 
245 
or 
306 
100 
77 


. 222 


318 


112 


114-115 


248 
333 
218 
320 
324 


310 


303 
79 


. 125 
a - aaa Latrobe Twist Drill Works 
Div 


74 


mm 


39 
306 
117 


. 325 


219 
340 
15 


. 279 


70 











SG 
Gary Steel Products Corp. 
General Electric Co. 


Appliance & Merchandise Div. 


Lamp Div. hb ae ; 
Gensco Tool Div., General Steel 
Warehouse Co., Inc............ 
Getty & Co., Inc., H. S.......... 
Geuder Paeschke & Frey Co., 
Met-L-Top Tables Div. . 
Gibson Good Tools, Inc.... 
Gilbert Clock Co., William L. 


Gillespie Varnish Co. 


Gilmer Co., L. H.......... 
Gladding & Co., Inc., B. F 
Gold Seal Co. 


Goldblatt Tool Co.. 
Goodrich Grinding Wheel Co... 
Goodyear & Miller Co. ; 
Goshen Churn & Ladder Co. 
Goulds Pumps, Inc. 

Grabler Mfg. Co., The.. 
Gray & Dudley Co.. 
Great Neck Saw Mfrs. 
Gries Reproducer Corp..... 


| Griffin Mfg. Co. 


Gradiey €......... 


| Grimes Co., 
| Grote Mfg. Co... 
Grumbacher Inc., M... 
H 





| Hall-Wessel 


Hager & Sons Hinge Mfg. Co., C 


Hall Level & Mfg. Works.. 
Co. ani 
Hamilton Mfg. Corp... 
Hamilton Metal Products Co. 
Hancock Mfg., Inc..... 
Hanson Co., Henry L... 


Hawkins Iron Co., Inc. 
Heat-Timer Corp. . 
Hirsh Mfg. Co., S. A. 


Hodell Chain Co. . 
Hofschneider Corp., The 


Holt Mfg. Co. 
PY ls TE ovsecvccucsen 
Hoppe, Inc., Frank A. 


Horrocks-Ibbotson Co. 


Hoyt & Worthen Tanning Corp... 


Huenefeld Company, The.. 


Hull Mfg. Co....... 


| Hurd Lock & Mfg. Co. 


| Ives Co., 


Clemson Brothers, Inc...... 200 
Cleveland Cap Screw Co.... 129 
Cleveland Chain & Mfg. Co. 169 
Cleveland Quarries Co... 243 
Clover Mfg. Co........... 298 
Club Aluminum Products Co. BL) 
Coleman Co., Inc., The.. 13 
Colorado Fuel and Iron Corp. 261 
Columbia Steel Co... 225 
Columbian Rope Co. 88 
Columbian Vise & Mfg. Co. 54 
Congress Die Casting Div 325 
Continental Screen Co. 73 
Continental Screw Co. 213 
Cook Chemical Co. 29 
Corbin, P. & F. 113 
Corbin Screw Div. 221 
Corning Glass Works 12 
Coughlan Co., G. N. 7 2 
Crandall-Ricker Sales Corp. 118 
Crescent Bronze Powder Co. 291 
Crosley Div., Avco Mfg. Corp. 10 
Cetene FONED .occccccccccccces 89 
D 
Damascus Steel Products Corp. 321 
Davis Mfg. Co. 304 
Dearborn Stove Co. 98 
DeLaval Separator Co., The 48 | 
Dempster Mill Mfg. Co. . 267 
Desmond-Stephen Mfg. Co........ 318 
Diamond W Mfg. Co., The 33} 
Dieco Machine Tool Co., Inc. 324 
Dietz Co., The R. E.. 35-36 
Domes of Silence 339 
Dominion Electric Corp. i 
Donley Paint Co. 302 
Dremel Mfg. Co. 329 
Du-Fast, Inc. 249 
Dumore Co., The 181 
Du Pont de Nemours & Co., E. 
Cellulose Sponge Div. 106 
Fabric & Finishes Div. 299 
Duraladd Products Corp. 316 
Durbin-Durco, Inc. 208 
Durkee-Atwood Co 330 
Duro Metal Products Co 130 
E 
Eagle Lock Company 283 
Eagle Mfg. Co..... 340 
Eagle Rule Mfg. Corp. . 254 
Eastern Commercial Travelers 303 
Eclipse Lawn Mower Co 80 
Economics Laboratory, Inc. 289 
Edlund Co. .. . 319 | 
Edwards & Co., Inc. 6l 
Electro-Line Products Corp. 331 
Embree Mfg. Co..... 122 
Embury Mfg. Co. . 86 
Empire Brush Works Inc. 122 
Empire Level Mfg. Co. . 14 
Engineered Products Co., The 266 
F 
Fairgate Co., The 330 
Federal Enameling & weneeg 
ae 23 
Federal Tool Cam. 96 
Federated Metals Div. 330 
Fence Line Gate Latch Co....... 333 
Ferry Cap & Set Screw Co. . 172 
Fisher & Norris ... 310 
Fitler Co., Edwin H. - nico 
Flexible Steel Lacing Co......... 260 
Flint & Walling Mfg. Co., Inc..... 85 
Foley Mfg. Co. . 330 
Forsberg Mfg. Co. . 258 
Foy Paint Co., The . 203 
Fuller Tool Co., Inc. 268 








! 
Ideal Cabinet Corp. 
Illinois Glove Co. 
Illinois Lock Co.... 


318 


314 
331 


294 
231 
331 


131 


108 


Illinois Porcelain Enamel Co. 

Independent Metal Strap Co., 
Inc. 

Ingersoll Steel DWv., ee 
Corp. : 8 


Ingraham Co., The a 
International Chain & Mfg. 
International Salt Co., Inc. 
Iverson Mfg. Co.... 

a 


Co. 


J 
Jackson Mfg. Co. 
Johnson Steel & Wire Co., 
Johnston Paint Co., R. F. 
Judsen Rubber Works, Inc. 


Inc. 


Kay-Tite Co. 
Keene Machine Co., Inc., 
Kees Mfg. Co., F. D... 
Kenerson Tool Co..... 
Kennametal, Inc. 


126 
288 
270 
300 


82 
307 


224 
50 


. 321 


212 


. 312 


272 








Kester Solder Co. 124 
Keuffel & Esser Co. 56 
Keystone Wire Cloth Div. of 
Seneca Wire & Mfg. Co 212 
Kingston Products Corp. 332 
Kromex Corp. 333 
Kyanize 301 
L 
Lafayette Saw & Knife Co 323 
Laitner Brush Co. 2% 
Larsan Mfg. Co., The 16 
Lavelle Rubber Co. 110 
Lawrence Co., George 337 
Lewis Engineering & Mfg. Co., The 87 


Libbey~-Owens-Ford Glass Co 
Liberty Bell Mfg. Co. 


Lindemann, A. J. & Hoverson Co. 2 


Lindsay Light & Chemical Co 328 
Lockwood Hdwe. Mfg. Co 137 
Lodge & Shipley Co. 286 
Lucas & Co., Inc., John 9 
Lufkin Rule Co. 59 
Lyman Gun Sight Corp 294 
Lyon Metal Products, Inc 10 
M 
Madesco Tackle Block Co '% 
Magna Engineering Corp 233 
Magor Car Corp. 262 
Mall Tool Co. 215 
Marble Arms & Mfg. Co. 337 
Marine Iron Works, Inc. 270 
Marsh Corp., James P. 273 
Marshalltown Trowel Co. 337 
Mast-Foos Mfg. Co. 327 
Master Bronze Powder Co 222 
Maurey Mfg. Co. 204 
Mayes Brothers Tool Mfg. Co., 
Inc. 337 
McGill Metal Products Co 305 
McKay Co., The 211 
Medusa Portland Cement Co 7 
Metal Ware Corp., The 77\ 
Millers Fails Co. 191 
Miller Mfg. Co., Inc. 300 
Miller, Inc., Rogert E 339 
Minute Mop Co. 330 
Miravalle Mfg. Co. 278 
Moline Iron Works 243 
Moore Push Pin Co. 332 
Mossberg & Sons, Inc., O. F 179 
Moto-Mower Co. 247 
Mueller Brass Co. 268 
Murphy's Sons Co., Robert E 279 
Murray Ohio Mfg. Co., The 4) 
Myers & Bro. Co., F. E 134 
N 
National Cash Register Co 116 
National Lock Co. 3 
National Mfg. Co. 24 
Nationai Metal Products Co 118 
National Screen Co., Inc 315 
Neatslene Co. 305 
New Haven Clock & Watch Co... 297 
Newton Line Co., Inc 337 
New York Wire Cloth Co 192 
Nicholson File Co. 132 
Norwich Line Co., Inc 330 
oO 
Ohio Foundry & Mfg. Co 295 
Ohlen Bishop Mfg. Co 80 
Okonite Co., Tape Div 120 
Oliver Iron & Steel Corp. 309 
Orchard Industries, Inc. 43 
1948 
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Paine Co., 
Parker Har 
Parker Mfc 
Peck, Stow 
Peerless Fr 
Peerless M 
Peerless Pt 


Chem. C 
Pennsylvoni 
Perfection J 
Perfection 
Pioneer Ge 


Pittsburgh 
Brush Div 


Paint Din 
Pittsburgh 
Plymouth C 
Porter Cor; 
Puritan Co 
Pyrene Mfc 


Railway Ex 
Raybestos-h 
tos Textil 
Reardon C 
Red Devil 1 
Reed & Pri 
Regent Ind 
Remington 


Reo Motor. 
iv. 


Rheem Mfg 
Richards-Wi 
Ridge Tool 
Rockford Br 
Rockwood | 
Roebling's | 
Rogers Isinc 
Royal Elect 
Rubberset 
Rubenstein 
Rudolph Po 


Russell, Bur 
Nut Co. 


Ryerson & | 


Safety Belt 
St. Louis C 
Sargent & ( 
Schatz Mfg. 
Schultes Ley 
Scovill Mfg 
Seal Rite C 
Sharon Bolt 
Sheffield Br 
Shelby Spri 
Shelton Plar 
Sherwin-Will 
Simonds Sa 
Sinchuk, A. 
Sitka Spruc 
Skilsaw, Inc 
Elec 
Southington 
Standard H 
Standard R 
Standard Sj 
Stanley Too 
Stor Brush 

Star Mfg. ¢ 
Bolt .Co 

Starline, Inc 
Stellar Too! 
Stewart fror 
Super Tool 
Superior Fa: 
Swan Rubbe 


Sontos 


HARDW, 


—$ $$ 


124 


212 
332 
333 
30! 


137 
9 


294 
10 


'26 
233 


215 


F 179 


E 279 
e 4 
134 


. 16 
3 


Co ) 118 
315 
305 


337 
192 
132 
330 


295 
120 


309 
43 
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P 

Paine Co., The ....... ranteale 
Parker Hardware Mfg. Corp., S.. 259 
Parker Mfg. Co. 128 
Peck, Stow & Wilcox Co. .. 295 
Peerless Freezer Co., The 311 
Peerless Mfg. Corp., Inc. ... 307 
Peerless Pump Div., Food Mchy. 

Chem. Corp. senpetstnis Oe 


Pennsylvania Lawn Mower Div. 
Perfection Automatic Machine Co. 332 


Perfection Stove Co. 107 
Pioneer Gen-E-Motor Corp. 26 
Pittsburgh Plate Glass Co. 

Brush Div. i ‘ 28 
Paint Div. 269 
Pittsburgh Steel Co. ; , ad 
Plymouth Cordage Co. . . 337 
Porter Corp., The J. E. 92 
Puritan Cordage Mills 30 
Pyrene Mfg. Co. . 257 

R 
Railway Express Agency, Inc. . 256 | 


Raybestos-Manhattan, Inc., Asbes- | 
tos Textile & Packing Division . 58) 


Reardon Co., The 
Red Devil Tools 252 | 
Reed & Prince Mfg. Co. 55 
Regent Industries, Inc. . 263 
Remington Arms Co., Inc. (65 


Reo Motors, Inc., Lawn Mower 

Div. : 207 
Rheem Mfg. Co. 109 
Richards-Wilcox Mfg. Co. 9 
Ridge Tool Co. ; 128 
Rockford Brass Works 84 | 
Rockwood Mfg. Co. . 304 


Roebling's Sons Co., John A..... 217 
Rogers Isinglass & Glue Co. . 328 
Roya! Electric Co., Inc... 288 
Rubberset Co 52-53 


18-19 | 


340 | 


T 
| sets Co., & H. 332 
| Taylor Instrument Companies 27 
| Taylor Lock Co. 315 | 
Technical Glass Co. 8! 
Telechron Inc. 99 
Telmor Engineering Co. 108 
Templeton, Kenly & Co. . 332 


| Tennessee Coal, Iron & Railroad 
Co 7 


Tru-Test, Division of Oakes & Co. 332 








310 | 


| Terrace Wood Products Co. 

Thompson & Sons Co., Henry G.. 329 | 
Toastmaster Products Div. joa. MO 
Traubee Products, Inc. 305 
Travelers Equipment Co. 285 
| Triplex Screw Co. 198 
Troy File Works . 312 


Turner Brass Wks. 124 
Turnbuckles, Inc. . 312 | 
Turner & Seymour Mfg. Co. 278 
| Twix Mfg. Co., Inc 324 
U 
U-C Lite Mfg. Co. 317 
Uebelhoer Brothers, Inc. 329 
Union Hardware Co. 223 
United States Rubber Co. 
Mechanical Goods Div. .... 16 
Textile Div. wanenesiiten 103 
United States Steel Corp. 89, 225 


Utica Drop Forge & Tool Corp. 78 





Rubenstein & Sons, J. 320 

Rudolph Poultry Equipment Co... 339 

Russell, Burdsall & Ward Bolt & 

Nut Co. ‘ 205 

Ryerson & Son, Inc., Jos. T. ~T 
S | 


Safety Belt Lacer Co. . 312) 


— . ‘Wi 


St. Louis Cordage Mills 

ED, cccveveusinesteccs 32 

Schatz Mfg. Co. 319 | 
Schultes Level Co. r — 
Scovill Mfg. Co. ........2.ee00s 37 | 
Seal Rite Caulking Co. 337 | 
Sharon Bolt & Screw Co... . 252 
Sheffield Bronze Paint Corp.. 64 
Shelby Spring Hinge Co. 304 | 
Shelton Plane & Tool Mfg. Co..... 331 
Sherwin-Williams Co., The 68-69 | 
Simonds Saw & Steel Co. 17 | 
Sinchuk, A. J. 337 
Sitka Spruce Lumber & Mfg. Co. 180 | 
Skilsaw, Inc. 25, 302 | 
Sontos Electric Co. 274 | 
Southington Hdwe. Mfg. Co., The 326 | 
Standard Horsenail Corp. 326 | 
Standard Register Co. .. 189) 
Standard Steel Cabinet Co. 104 | 
Stanley Tools : ‘ 57 | 
Star Brush Mfg. Co. . & 
Star Mfg. Co. Div. Illinois Iron & 

Bolt .Co ; . 323 
Starline, Inc. , . 3% 
Stellar Tool & Mfg. Co. sees 312 
Stewart Iron Works Co., Inc...... 274 
Super Tool Co. . 332 
Superior Fastener Corp. .. 312 
Swan Rubber Co. 47 
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Vv 
Vaughan & Bushnell Mfg. Co. | 
Vita Var Corp 5 
Vital Products Mfg. Co., The 333 
Vichek Tool Co. 234 
Voit Rubber Corp., W. J. 295 
Vulcan Electric Co. 264 
Ww 
Waltco Products 317 
Walton Products Co. 322 


Warwood Tool Co. vi 62 
Washburn Co., The 222 
West Bend Aluminum Co. 275 
Westclox Div. 90 


Wissota Mfg. Co. 
Witt Cornice Co. 
Wooster Rubber Co. 


Worthington Pump & Machinery 
Corp. ‘ 


Wright Steel & Wire Co., G. F 
Wrought Washer Mfg. Co. 


20! 
230 


311 


x 


X-Acto Crescent Products Co., Inc. 38 


Y 
Yale & Towne Mfg. 
Yoder Mfg. Co. 


Zim Mfg. Co. 


ER 4, 1948 


242 | 


326 | 


Western Tool & Stamping Co 322 
Westinghouse Electric Corp. 
Appliance Div. 185 
Lamp Div. . 32-33 
Wheeling Corrugating Co. . 49 
White Machine Works 306 
Wickwire Spencer Steel Div. 26! 
| Williams Co., The 209 
Wilson-Imperial Co. 120 | 


"Schulles 


*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 
with Pre-Adjusted 
Spirit Vials 
Schultes Spirit Vials are adjusted at Factory. 
Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 


A great selling point to user! Eliminates bother of returning Levels to 
factory for repair. 


e Interested in handling complete line? Write for details. 
SCHULTES LeveL, INC. 
17403 GABLE e DETROIT 12, MICHIGAN 


* Schulles Lee 














*PATENTED AND PATENTS PENDING 





STEEL FENCE POSTS 
"U" flanged posts with 
self-fastening lugs. 

No Staples Required 
Attractive Dealer prices and delivery dates 
furnished upon request. 


Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 








Pike, bass and trout “go” for 
original HOFSCHNEIDER “Red 
Eye Wigglers.” “Red Eyes Lure 
em —Wiggle Gets ’em.” 

Write for new HOFSCHNEIDER 
1949 Jobber-Dealer catalog. 


Leonard H. Plautz 
proudly stands with 
14 pike taken on 


“Red Eye Wigglers.” JAY SI 


Genuin° DOMES of SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
SOc SET -15¢ SET-10¢ SET SAVE FURNITURE 
& FLOORS-CREATE QUIET 
Silenc 


856 





Name "Domes of 
on eoch 


Silence 
Glides 


Domes of 
et) -)-) San 
For Tile, Marble, Cement 
Noiseless. Sizes for meta 
chairs and all furniture 


Ask yeur Jobber 


DOMES of SILENCE, Inc., 35 Pear! St. N.Y.C 


If he is not supplied write to 











ROCHESTER ll, N. Y. 











( ADVERTISED to YOUR 
Mice-Hating CUSTOMERS 


It will pay you to push Mouse Sgep* . . . because this 
modern mice-killer is consistently advertised in news- 
papers and magazines reaching your customers. 

And look at the profit you make! You sell a carton of 
14 twenty-five cent packages of Mouse Sgep* for $3.50 
and it costs you only $2.00. You 

make $1.50 on every $2.00 in- 

vested. 75% profit! 

Mouse SEEp* is the clean, easy, 

convenient way to kill mice. 

“A saucer and seed is all you 

need.” Order now. 

If your wholesaler hasn’t 

Mouse SEeEpD*, write us, 

Woven of saran giving his name. 

Wholesalers: Write 

for complete information. 

Yes, watch LUMITE and get on the bandwagon! Get set to cash 
in on the biggest advertising campaign ever put behind a 
screen cloth—even bigger—even harder-hitting—than LUMITE’s 
record-breaking 1948 advertising campaign. Ask your whole- 
saler about all the new sales helps LUMITE has developed for 
you—topped by the amazing new LUMITE Screen-O-Mat—the 
most important merchandising help in screen cloth history! 
And get your order in now for your stock of LUMITE .. . get 
set to take care of customers who'll be asking for it. 








Sales-making 
cellophane win- 


LUMITE DIVISION » CHICOPEE MFG. CORP. | ~~ dow packoge. 


*(Mouseed—Reg. U. S. Pat. Off.) tractive display car- 
47 WORTH STREET, NEW YORK 13, N. Y. W. G. REARDON LABORATORIES, INC. fon, occupies only 
\ 8 Mill Street, Port Chester, N. Y. 54,” x 654”. “a 














Dandy Assortment 
OILERS 
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eS NOW show 


DANDY OILER ASSORTMENT 


the ACW Copperite Finish! 


This attractive ‘‘Dandy assortment”’ counter dis- 
play helps to move Eagle Oilers quickly. These 
quality spring-bottom oilers have always been 
favorites with engineers, machinists, plumbers 
and other trade mechanics because they meet all 
requirements—durable, leak-proof, positive-in- 
action, economical. 

Now, the new durable Copperite finish makes 
them doubly acceptable. Assortment displays 
1g and 1) pint capacity Oilers with 5 inch straight 
and 9 inch bent spouts. 


TOOL, TACKLE 
and whe a BOXES 
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eeie coun ie 
/ HAMILTON 
7 METAL PRODUCTS CO. 


Est. 1907 


HAMILTON, OHIO 


Seles Offices 401 Broodway, New York 13, N Y 
Representatives in Principal Cities 


Order from your jobber 


EAGLE MANUFACTURING COMPANY 
Dept. HA 1148 Wellsburg, West Virginia 
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340 HARDWARE AGE, NOVEMBER 4, 1948 
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